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ANOTHER WEBSTER FIRST! 


Durametrue 
The world’s 


most modern 
carbon paper 


All the features of Micrometric 


plus Shurflat coating. 


A BETTER PRODUCT...FOR BETTER SALES! 


Better because: 
> It stays flat Webster's special Shurflat treatment prevents curling. 
>> It stays crisp Process means longer life and durability are built right into each sheet. 


> It’s balanced Each sheet is scientifically constructed to a balanced formula for 


maximum wear and permanent flatness. 


-_ 


<tametue is made in top quality Multikopy 
Brand only, in 4 lb., 5 lb. and 8 Ib. weights, and 
in Hard, Medium and intense writing finishes in 
these weights. In ordering, specify weight and 


finish desired. 


FOR SALES TODAY 


AND RE-ORDERS TOMORROW! F. S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 








Webster's warehouses in: New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge, 
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OFFICE APPLIANCES 


(TO THE WORLD'S PRINCIPAL MARKET PLACES) 





Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership o: 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1953. 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $7.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $8.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $10.00. 
Single copies, 35c in the U. S. and its terri- 
tories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 





John A. Gilbert, President and Treasurer; George C. 
Wheeler, Vice-President; Herbert L. Sime, Vice-President; 

W. Gilbert, Secretary; R. M. Daugherty, Assistant Treas- 
rer; Evan Johnson, Contributing Editor; C. H. Everly, Rep- 
resentative Emeritus: John A. Gilbert, Publisher; Walter S. 
Lennartson, Editor; C. O. Schlaver, Associate Editor; Mer- 
cedes Lewis, Assistant Editor; Herbert L. Sime and De Lysle 
F. Cass, Western Advertising Department; B. C. Wallsten, 
Manager py Department; Leonard Schimek, Assistant 
Manager py Department; J. H. Reardon, Promotion Con- 
sultant; C. W. Gilbert, Circulation and Business Manager; 
R. G. Johnson, Service Bureau Manager 


EASTERN OFFICE 


G. C. Wheeler, Eastern Manager; J. L. Gallup, Assistant 
Eastern Manager; Room 1023, 100 E. 42nd St., New York 
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ESTABLISHED 1904: Succeeding and embodying American Stationer, New 
York, established 1873, the original trade journal serving the stationery field; 
Typewriter Trade Journal & Office Systems, New York, 1904; The Office, 
Franklinville, N. Y., 1904; The Office Appliance Journal, Chicago, 1905; Busi- 
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original National Stationer, New York, 1909. 
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Acco Products, Inc. 
Ace Duplicating Supply Co 
Ace Fastener Corp. 
Addo Machine Co., Ine. 
Adirondack Chair Co 
Advanco Products Div. 
Aigner, G. J., Co. 
Aigner Index Co. of N.Y 
All-Luminum Products 
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All-Steel Equipment Inc.....9 
Allen, R. C., Business 
Machines, Ince. 
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Amberg File & Index Co 
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Amer. Carbon 
Mfg. Co. 
Amer. Evatype Corp. 
Amer. Hair & Felt Co 
Amer. Numbering Machine 
Co, 
Amer. 


Paper 


Pad & Paper Co 
Amer. Passbook Co 
Amer. Photo Laboratories 
Amer Teleph & Telegr Co 
Arrow Fastener Co., Inc 
Art Metal Construction Co 
Art Steel Sales 

Corp. 133, 4 
Associated Industr. Designer 
Assoc. Stationers Supply Co 
Atlas Stencil Files Corp 


B-T Company 
Bankers Box Co. 
Bankers & Merchants Inc 
Barkley, C. L., & Co 
Barrett Adding Machine Div 
Bassick Co. Div. S-W 
Bates Mfg. Co., The 
Beach Publishing Co 
Beaver Furniture Corp 
Bentson Mfg. Co 
Berger Mfg. Div. Republic 
Berkshire Paper Corp 
Best, Richard, Pencil Co 
Bohn Duplicator Corp. 
Bolta Products Sales In¢ 
Boorum & Pease Co 
Borroughs Mfg. Co 16 
Box 401 
Brand Names Foundation 
Bright Chair Co., Ine 
Bristol Mfg. Co 
Browne-Morse Co 
Brushmakers Inc 
Brush-Punnett Co 
Buckeye Ribbon & 
Carbon Co 
Burroughs Corp 


C-Thru 
Can-Pro Corp. 
Cardinell Corp 
Central Can Co. 
Chicago Desk Pad Co. 
Clarotype Co., The 
Clary Multiplier Corp 
Codo Mfg. Corp 
Cole Steel Equipment Co 
113, 14, 1 
Collier-Keyworth Co. 
Columbia Ribbon & Carbon 
Co. 
Columbia Steel Equipment 
0. 
Colwell Publishing Co 
Consolidated Bus. Systems 
Inc. 
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Cooks’ 
Copy Right Mfg. Corp. 
Cormac Industries Inc 
Corona Typewriter, The 
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Cotterman, I. D 
Cramer Posture Chair Co 
Currier Mfg. Co 
Cushman & Denison 
Co. 
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OFFICE APPLIANCE 


“ These advertisements present the products of 
the leading manufacturers in each division of 
the industry. Because of the ground for honest 
differences of n, the blishers obvi 
Ousiy cannot noertaxe fc Juerantee trans 
actions betwee advertisers and customers 

fier their services in re 
solving any disagree $s Ww esult fron 
relations established through the journal 
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== cor the benefit of the subscribers the lines 
. | advertised in this issue are here classified. 
Many of the requirements of the modern busi- 


: ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 

J : : municate with the service bureau, through 
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953 OFFICE 


which the information will be promptly and 
cheerfully given by letter without obligation. 
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Cushions & Pads, Chair 


’ Mfg. Cx Grand Rapids Lthr. Furn. ¢ Perfect Rubber Seat Cushion Co 
‘A Mie. ¢ (sregson ifg. Co Dating Stamps 
Brief & Zipper Cases Hamilton Mfg. Corp Amer. Numbering Machine Co. 

l Mfg. ¢ Harter Corp., The Bates Mfg. Co 

elt. Charles, & ¢ High Pt. Bending & Chair ¢ Force, William A., & Co 

File & Binder ¢ I Huntington Chair Corp Fulton Marking Equipment Co 

Leather G a « Imperial Leather Furn. Rivet-O Mfg. Co 
Craft Cort Indiana Chair ( Stewart, R. A., & Co 
i hua. { Jasper Chair Uc Desk Clock- Radio 

e rs Loose Leaf « Jasper Seating (« Motorola Ine 
. Product Marble, B. L Chair Ce Desk Lamps 
“ B Mie. « — mos Products Copy Right Mfg. Corp 


General Lamps Mfg. Corp 


' C., & Son, I Milwaukee Chair (< Industrial Lamp Corp 
Nis Products ( Milwaukee Metal Furn. Co Wells Chair Corp 
K EW. A. < Morse Ralph Furniture (« Wheeler, M. G.. Co.. Inc 
Business Forms Murphy Chair Co., In Desk Name Plates 
‘ a Murphy-Miller, In Force, William A.. & Co 
\ Index Co. of N. Y Precision Mfg. Co Heyer Corp., The 
4 r Pad & Paper ¢ Riteform Chair Co Rowles. E r A.. Co 
4 Passbook C Royal Metal Mfg. Co Desk Pad Protectors 
\ ed Stationers Supt ‘ Scerbo, Frank, & Sons, Inc Meier, Joshua, Co 
Sane ‘ The Simplex Metal Products Ce Desk Pads & Tops 
Ml Systems Cort Sturgis Posture Chair Co Chicago Desk Pad Co 
Cabinets, Refreshment Taylor Chair Co Meier, Joshua, Co 
s r Industries, Ir U. 8. Chaireraft Mfg. Corp Office Furn. Wholesale Distr 
Calculating Devices Wells Chair Corp Wilson Jones Co 
‘ ated Busine S Chairs, Posture Desk Pen & Ink Sets 
' rype & A. M. <( Aluminum Seating ( orp Esterbrook Pen Co 
Victor Safe & Equipment ¢ Art Metal Construction ¢ Motorola Ine 
leulating Machines Bright Chair Sengbusch S-C Inkstand Co 
n MI ey I Cramer Posture Chair Co Desk Side Files 
\ R. ¢ Business M I Fritz-Cross Co Amberg File & Index Co 
Adding Machine D General Fireproofing (¢ Cole Steel Equipment Co 
ighs Cort Gunlocke, W. H., Chair Steel Parts Mfg. Co 
MT plier Cory Hamilton Mfg. Corp Yawman & Erbe Mfg. Co 
’ ‘ Ma ‘ l Harter Corp., The Desk Trays 
‘ Machine ¢ High Pt. Bending & Chair ¢% See Correspondence Trays) 
L « & Corona 7 Imperial Leather Furniture Desk Work Distributors 
ft Business Machines ¢ I liana Chair (« Advaneco Products Div. ASB 
Caleulating Machines, Used oo —— Globe-Wernicke Co 
R e Typewr, & A. M. ¢ son Chair ¢' Lyon Metal Products, Inc 
Calteulators, Used King I — Chair Co Victor Safe & Equipment Co 
o , pt t Cort Marble, B 1, Chair Ce Wilsen Jones Co 
uiendar Pads & Stands Maso Steel Products Desks 
3 4-Date Cal ‘ M Istand ¢ 0 Alma Desk Co 
S k Calendars. Inc” Milwaukee Chair C¢ Art Metal Construction Ce 
Vilkinson Publishing ¢ Milwaukee Metal Furn. ¢ Rentson Mfg. Co 
irbon Papers ply. A Chair Browne-Morse Co 
e Ribbons & Carbor Riteform Chair e¢ Columbia Steel Equipment Co 
Card Index Boxes & Trays Royal Metal Mfg. Ce Corry-Jamestown Mfg. Corp 
. ea Equipment In Sturgis Posture Chair Ce Doro Mfg. Co 
\ File & Index ¢ =a , - sma. -" General Fireproofing Co 
Metal Construction ¢ este 8 orp Globe-Wernicke Co 
@ Gales Corp Chairs, Tablet Arm Harrison Steel Cabinet Co 
Mie. C« The Adirondack Chair Ce Haskell, Ine 
Mir D Rey + liana Chair Ce Hillside Metal Products Ine 
S Equipment ¢ “ <p oP Hoosier Desk Co 
Ste quipment ‘ al orp npe de . 
‘ ‘ Mfg. ¢ Checks, Stamped Metal — a Seen 7 
‘ Wernicke ¢ Dayton Stencil Works Jasper Office Furniture Co 
‘ ’ Me Products ¢ Force, William A & Co Leopold Co 
G System & Supply ¢ Cheekwriters and Signers Lundstrom Laboratories, Inc 
tT p Hall-Welter Ce Morval Corp 
O-Nize ¢ Checkwriters, Used Myrtle Desk Co 
I ! Metal Fur ‘ ne Equipment Corp Nu-Craft Products Co 
| ker Steel Pro t l Clipb —, & 4 , rd Fil Orna Metal Products C« 
Steel Equipme ‘ _ (see r < ipboara Fine Peerless Steel Equipment Co 
Walker ¢ a & 7 Rasme Scerbo, Frank, & Sons Inc 
f el-reterson << ctor Safe 7 . ‘ 
: a. m, Coin Bags, Trays, Wrappers Mo seal Sa , 
ie Erbe Mfe. Amer. Passbook Co Worden Co., The 
urd Index Files, Expanding Downey, C. L.. & Co Yawman & Erbe Mfg. Co 
~ Mi y Nu-Craft Products Ce Diaries 


See Memo Books) 
Dictating Machines 


i Safe « T! Continuous Forms Valley Industries 
ash Bags, Canvas Ha Philip, ¢ Drafting Instruments & Equipment 
i k, H. G., ¢ Royal Register ¢ (-Thru Ruler Co 
ash Boxes Copyholders Cardinell Corp 
\ el Seles Cort Acco Products, Ir Haskell, Inc 
‘ Can ¢ Ir Bankers Box ¢ Drafting Tables 
Steel Equipment ¢ Copy Right Mfg. ¢ Engineering Mfg. Co 
} proe ( H Welter Ce Mayline Co 
‘ s m & Su ‘ Office Expediters, In Stacor Equipment Corp 
Craft Pro ‘ Correspondence Trays Drafts, Notes & Receipts 
Ste I I ( Art Metal Constructior Duplicate Receipt Book Co 
ash Register Parts Art Steel Sales Cor Drills, Paper 
( Reg. Parts ¢ ‘ Jamestown Mfg. Cor Smead Mfg. Co 
, Puevraving ¢ ‘ Mfg. ¢ Duplicating Machines & Supplies 
ash Registers General Fireproofing ¢ Ace Duplicating Supply Co., Inc 
‘ I Glob ‘W rnicke ¢ Bohn Duplicator Corp 
R ‘ Re ter ¢ Haskell, Ine Buckeye Ribbon & Carbon Co 
Sash Tills Hedges Mfg. ( Codo Mfg. Corp 
Cash Drawer ¢ Imperial Methods ¢ Columbia Ribbon & Carbon Mfg. Co. , Inc 
" ‘ Register ¢ Maso Steel Products ¢ Du Prints, Ine. 
ssters, Caster Bearings. Slides Metalstand ¢ Ir Harding, Milo, Co. 
BR ( The Nu-Craft Products Cc Heyer Corp 
, Caster Cort Peerless Steel Equipment ¢ Ink Specialties Co., The 
enter Drawer Desk Trays Sell Corp. — Manifold Supplies Co 
‘ Met Y ‘ Sengbusch S-C Inkstand ¢ Multistamp Co 
hair trons Shaw-Walker ¢ Old Town Corp 
i ( TI Steel Parts Mfg. ¢ Peerless-Imperial Co., Inc 
‘ or -K rr ( Valeo Print-O-Matic Co., The 
. ( T Weis Mfg. Ce Queen Ribbon & Carbon Co 
hair Mats W s Chair Cor P (Queen Systems Corp 
i } I Yawman & Erbe M ‘ Rose Ribbon & Carbon Mfg. Co 
orn Furn. W sale D Costumers Smith, L. ¢ & Corona Typws 
hairs, Folding D Mfg. « Speed-O-Print Corp 
k « r ( (s Wernicke ‘ rechnygraph Co., The 
Mfg. « La Salle Products ¢ Victor Safe & Equipment Co 
M r I I steer Equ , . Wolber Dupl. & Supply Co 
. M M ‘ KR | Meta! Mfg. ¢ Duplicating Stencil Files 
hairs, Office Valeo ‘ Atlas Stencil Files Co 
s g 2 gel : sear - Halverson Specialty Sales 
M Constru ‘ el aets , Envelope Openers 
I re ( Covers, Leese Less P MacKer = Arnold, Inc 
f ‘ I ng Mia P . Envelopes 
re ¢ r 4 smea ¥ justrite Envelope Mfg. Co 
uty ‘ Crayons ; , . Northern States Envelope Co 
‘ 4e0 7 (Continued on page 6) 
’ ‘ t W \ ‘ 








(Continued from page 5) 
Quality Park Envelope C 
Wilson Jones Co. 

Enveiopes, Piastic 
Aigner, G. J., Co 
Aigner Index Co. of N. ¥ 
Cooks’ Inc 
Markilo Co. 

Meter, Joshua, Co 
Smead Mfg. Co. 

Eraser Refills 
Brushmakers, Inc 

Erasers, Blackboard 


Brushmakers, Inc 
Dixon, Joseph, Crucible C« 
Roberts, Weldon, Rubber (« 
Expense Books 
Beach Publishing Co 
Boorum & Pease Co 
Nascon 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co 
Rivet-O Mfg. Co 
File Boxes, Fibre Collapsible 
Bankers Box Co 
Diebold, Inc 
Globe-Wernicke Co 
Guide System & Supply Co 
Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe ( 
Meilink Steel Safe Co 
Mosler Safe Co 
Shaw-Walker Co. 
Victor Safe & Equipment Co 
Filing Cabinets, Metal 
Advanco Products Div. ASB 
All-Steel Equipment Inc 
Art Metal Construction C« 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Berger Mfg. Div. Republi 
Browne- Morse Co 
Cole Steel Equipment Co 
Columbia Steel Equipment ¢ 
Corry-Jamestown Mfg. Corp 
Dorset Steel Equipment Co 
Geller, J. R. 
General Fireproofing Co 
Globe-Wernicke Co 
Guardsman Safe Co 
Harrison Steel Cabinet Co 
Hillside Metai Products Inx 
Home-O-Nize Co 
Invincible Metal Furn. Co 
Keystone Steel Equipment ¢ 
Parker Steel Products Co 
Peerless Steel Equipment C 
Shaw-Walker Co 
Top-Flight Products Co 
Victor Safe & Equipment ¢ 
Weis Mfg. Co 
Western Mfg. Co 
Yawman & Erbe Mfg. Co 
Filing Cabinets, Wood 
Globe-Wernicke Co 
Imperial Methods Co 
Weis Mfg. Co 
Wells Chair Corp 
Filing Supplies 
Acco Product, Inc 
Advanco Products Div. ASB 
Aigner, G. J., Co 
Aigner Index Co. of N. Y 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Barkley, C. L., & Co 
Browne- Morse Co 
Corry-Jamestown Mfg. Corp 
Grand Filing Supply Co.. The 
Guide System & Supply « 
Imperial Methods Co 
Justrite Envelope Mfg. ¢ 
Northern States Envelone (« 
Oxford Filing Supply Co 
Parker Steel Products Co 
Quality Park Envelope Co 
Sell Corp 
Shaw-Walker Co. 
Victor Safe & Equipment ¢ 
Warshaw Mfe. Co 
Weis Mfg. Co 
Yawman & Erbe Mfg. 
Finger Pads 
Speed Products Co 
Fountain Pens (incl. Ball Pt.) 
All-Rite Pen Inc 
Esterbrook Pen Co 
Eversharp, Inc 
Kahn, David, Inc 
Parker Pen Co 
Gummed Cloth Rings 
Aigner Index Co, of N.Y 
Reyburn Mfg. Co., Inc 
Warshaw Mfg. Co 
Gummed Tape & Sealing Machines 
Reyburn Mfg. Co., In 


Hardware, Office Desk 
National Lock Co 
In and Out Boards 
Lit-Ning Products Co 
Index Card Signals 
(See Signals, Index Card 
Index Tabs 
Aigner, G. J., Co 
Aigner Index Co. of N.Y 
Amberg File & Index ( 
Barkley, C. L., & Co 
Elbe File & Binder Co.. ly 
Ezyindex Products Co 
Globe-Wernicke Co 
Graff, George B., & Co 
Guide System & Supply (« 
Markilo Co 
Master-Craft Corp 
Reyburn Mfg. Co., Inc 
Shaw-Walker Co 
Sheppard, C. E., Co 
Speed Products Co., Inx 
Victor Safe & Equipment <¢ 
Warshaw Mfg. Co 





inks, Adhesives, etc 


KR O Mie. ¢ 

Inkstands 

f n& D M 

Label Holders 
4 S 


Labels 


Leads for Mechanical Pencils 


I I 

} 1) 

Leather Goods 
| M 


Letter Trays 


Library Equipment 
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Lithographed Continuous Forms 
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Lockers & Storage Cabinets 
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Loose Leaf Books & Devices 


' » ‘NY 


Loose Leaf Metals 
} Ww Tt 
‘ ' 
. C. } ‘ 
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Loose Leaf Sheet Covers. Plastic 


\ G ( 


4 | ( Y.¥ 


Loose Leaf Tray Binders 
‘ I k Root 


‘ 
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Mail Bags, Canvas or Leather 


Mail Distributors 


\ I AS 


( Werr ( 


s & | 
Manifold Books & Business 


ss For 


Manufacturing Busine 


Map Tacks 

Q 7 t 
Marking Devices 

‘Mf ‘ 
Marking Pens, Laundry 


Matched Office Suites 


Ml ‘ 
t Frank, & 8 i 
Memorandum Books 
5 & P e ( 
Ma Craft Cort 
al B k Book ¢ 


\ nes ¢ 
Memorandum Devices 
, Mr Co 


Mending Tape 
t Mfg. ¢ I 
Metal Badges, Checks, Tokens 
Ss ‘ W Ks 
Moisteners 
K 0) ifg ( 
~ S-C Ink r 


Nameplate Labels 
uN raft J 
Numbering Machines 
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Mifg { 

\\ 4 A & ¢ 
t N Mila j Cs 
Stew R. A., & 

Office Furniture Sectional Units 
( 18 | Co 
( Wernicke ¢ 
M R I ( 
Ste I 


5 Co 
Office Furn. Warehouse Wholesalers 


of I VW I 
Office Partitions & Railings 
Wer ( 


( ke 


Office Printing Outfits 
Ww \ 


i & ' 
I M b g I ( 
Pads, Figuring 
5 & Pease ( 
‘Ni | : { 
B B 
\ ( 
Paper 
\ P & I ( 
re Tyr I 
Paper ¢ 
Paper Clamps 
Pr I 
& D M ( 
I I & B ( I 
k Pen ¢ 
( H I ( 
Paper Clips 
( in & D \ { 
P ( 
oO ( D s 
( VW { 
uN ( ° 
Paper Fasteners and Washers 
oO ( D S 
Paper Fastening Machines 
el ten Cor 
I ener ( I 
Mf ( 
MI ( 


ife & FI ( 
Parcel Post & Postal Scales 


Hi Ss al ‘ 
Paste 
Int Adhe 
Pen & Ink Sets 
1) Pen & S 
Pencil Sharpeners 
Mi p 
{ CoH ' | r 


Pencils, Mechanical 


. I 
i Ir 
en ¢ 
Forms Pencils, Wood ‘.-_~ Lead 
' > 
Sale : 
I’ ( 
Lj iholder 
) ‘ 
Pens, Steel 
I’ ( 
! ( hHiow 
S.-¢ I 


Photocopy Machines & Equipment 





T.. Service Bureau of Office Appliances 
is maintained for the exciusive use of 
subscribers and advertisers. It answers by 
personal letters al! inquiries upon matters 
germane to the field, supplies names of 


nanutacturers of any office articie wanted, 
puts man and job together, aids foreign 
dealers in securing U. S. A. lines, and in 
many other ways performs useful service, 
all without charge Subscribers in every 
land have made, and are making, good 
use of this bureau. Manufacturers in this 
field have evidence of its proved value 
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Rubber Stamps 
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Scrapbooks 
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a Vos e Co 
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S Ste Prox 
Shows & Exhibition 
NV 4 -_.' ‘ ‘ . 
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i. 4 §¢ e « 
rR \\ A ‘ 
Siide Rules 
I Mfg. ¢ 
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Smoking Stands, Office ~ 


McD ( Ss 
K \ Mf ‘ 
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\ r Ip 
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Spindle Files 
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Stamp Pads 
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The rate for classified advertise- 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 


WANTS & FOR SALE 


is used. 





EXECUTIVES AVAILABLE AGGRESSIVE AND AMBITIOUS YOUNG MAN desires connection 
~— . ——E th fi offering a permanent secur posit t one willing to work 
MANAGER AVAILABLE—Manager t 1 for promoti Experienced b X ce supplies, store functions, 
progressive off ment house Re 1 it e sales. All inquiries appreciated. Box 72, care Office Appli 
t } i Nationa Sales Organiza { 7 t 
I MM turers representat —_—___—— - 
: -_ a a re e EXECUTIVES WANTED 
‘ go ¢ AN WITH PROVEN ABILITY to complete manage Office Supply and 
ipment Business in mid-Western ci 00,000 Demonstration of 
ity to operate and expand profit lead to opportunity to 
SALESMEN AVAILABLE lire substantial interest. Give complet tails about your record and 
EAT waa - : pensation you require Write to Y-lf Office Appliances, Chicago 
" ’ nd st ery } for particulars 
t S West (California-A HERE IS AN OPPORTUNITY for a \ Man with some office supply 
‘ t W nside xperience, t make his own future wit ding midwest office supply 
Ea 1A Chicag pany. What we want is a resourceful in with initiative and willing 
e ess to accept responsibility. Congenial working mditions, good salary, 
LLENT RECORD lealers in st ent . — sit * id mromot : 7 care ” 
from Mint Wisconsin to the G - < "Chi - + nity for rapid promoti Box Y-17 care Office Ay 
ble to g e to one manufa 7 on EES a , : a 
pe we eee Semaee SALESMEN WANTED 
! furniture I eferences. Addre K+ OFFICE FURNITURE SALESMEN (2), also inside man. Excellent salary 
go ¢ ‘ imission for men with ability and experience M. Dayron & Co 
I 25 West 44th St., New Vork 18. VA 6-2444 
rt 1 Pp » s . > PPESEN - _ —_ - ———— 
‘ rye ..:* ~~ — hy a. ang MERICAN CONCERN Is Importing Fr MILAN, ITALY Europe's 
I Ww. \ CONTACT: H. L. RULISON Finest’ DUPLIC ARBO SPIRIT And VICTORIA DUAL STENCIL Dt PLI 
Conrad H Hotel, OR write N 6O0E CATORS—6 Models, Including GIANT SIZ! x 21 And The REVOLI 
or rIONARY INDESTRUCTIBLE MIMEO STENCILS—Exclusively Our Sten 
Good Commissions For An Experienced Representative With 
| ‘ Of Office aquipmen ) ers errito s 0 } 0 
N PACIFIC NORTHWEST available to sell 7-19 cam Giles Seotitece eter eens es porn be 
full-tir ba icquainted with trade ata _A_ states — — —— 
er abilit nest character, and EXPERIENCED OFFICE SUPPLY SALESMEN 
ft Apr ‘ ( igo OLD, ESTABLISHED HOUSE now building new tside sales department 
i nnel will be backed by large catalog, « sive stocks, service, prices 
IERLY SOLD STATIONERY SPECIALTY t at will hold customers Here in py nity t form a profitable 
‘ pen for new tior Capable, dep e nection where your income atch «your efforts Write 
, Pre ( go headquarters A dadre phone Frank S. Giuntini, Utility Sup ( 07 W. Monroe St., Chi 
o go ¢ 6 (FRanklin 2-3700) 
. . ILANUFACTURER OF COMPLETE LINE OF BRIEF BAGS, Briefcases 
TRAVEL in O Michigan are Port folic Ring Binders, Zip-kits and other leather goods has choice 
We 1 ial! t ea throug! t Fift ritoris ivailable for experience repre tatives Address: Lexington 
EA | rkal ye ‘ plist Leather Goods South Jefferson Street, Chicago 6, Ill 
erchand Top reference Addre ——— we - aa 
hl é WE'RE LOOKING f in ambitious hardworking Sales Representative 
= } has a successful record of selling Commercial Stationers in Chi 
VEARS ‘ — t . y Our mpany is nationally known in its field—its products widely 
og haha? ols ence th be repeat iles are frequent We ff an excellent opportunity 
e produce Exce t references. Qu ; ry plus bonus expenses plus car, bet an average benefits. Box 
t handled by eta Mies supply loo } care Office Appliances, Chicag t 
Appliar ch go ¢ WANTS AND FOR SALE, Continued on page 8 
f ( Steel Eq ( Tabulating & Statistic Machines Typewriters, Rebuilt & Used 
( I Burr s Ke Typewriter (< 
' fice M ( estown Mfg. ¢ Tags ite e Typewr. & A. M. Cr 
Diet Ir K } Mi ce I Uphotstered Furniture 
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‘ i] proofing ¢ B s Mfg. « itr t Chair Co 
G W ke ( 1 File & Binder ¢ G Rapids Lthr. Furn. ¢ 
G s & Sur ‘ G ex Cort i Chair Corp 
H Safe ( The R 4-Phone ¢ I al Leather Furn, (¢ 
H ~ Cal ‘ \ Safe & 1 t ( r Seat cr 
H Ha Ma s ( Thumb Tacks M Steel Products 
H O-Nize Co Graff. Geor B.. ¢ M K Furniture ¢ 
I Me s ( P Tic ( K M Mie. ¢ 
eM al | ( 0 ( b> s = Frank. & Sons. I 
0 ! Ss ply ¢ \ Mfe. ¢ I Furniture Ce 
‘ s Pr Ticket Holders I BS. ¢ ift Mfg. Cort 
I ~ Eq i 4 ner, G J ( VW ‘ ir Cort 
. P i Cor ‘ Index ¢ (N.Y Upholstery Materials 
cx = VA er Co Ml r J ‘ I ( The 
. I Prod ‘ S 1 Mfg. ¢ } 
“Ss , VW M ( Tier Tables ! s RK c 
Y & Erbe Mf ‘ ke Me ‘ Vault Steps 
Store Fixtures & Equipment Time Clocks and Recorders ( Ip 
‘ Stee) } pmer 4 1D we ‘ Visible Systems Equipment 
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r *hoto Laborat ‘ I ex Cx fN. ¥ 
| iW M S ‘ Mats ( \ { ruction 4 
1 Ss Ss ‘ Typewriter Cleaning Materials | & Pease ( 
rll Paedis ‘ D I 
\ Ss & | ‘ ( I a Wernicke ( 
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‘ ‘ ( T) ‘ . KB k Book ¢ 
J ‘ T ‘ Ss \ ker 
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. M ( ww. F.. ¢ 8 ‘ Loose Leaf ( 
- M ( ¢ F. Ss... ¢ Safe & Equipment ¢ 
( Ke ¢ Typewriter Cushion Bases & Knobs ' es ( 
\ if & | ‘ } & Erbe Mf ‘ 
x | I ‘ | Visible Systems Equipment, Used 
; pred rr KR. W. A., ¢ Nathan, ] 
( Sees Key ( " Wardrobe Racks 
~ "yah Typewriter Cushion Keys Waste Baskets 
~ - - , Typewriter Parts & Tools fa . ' — t Cor 
’ & ft e . G I proof ce 
: ‘ , Patent A ( ( Wernicke ¢ 
} & I ’ ‘ Typewriters, (Automatic) Mfrs. of ‘ Metal P , 
Tables, Folding \ er‘ H Ir 
( ( Typewr. Pedestal Desk Mechanisms N \ ' Fil ‘ 
iu “ ( I 0 ( & Cr n T 
| ( Typewriters, Mirs. of S WW k ‘ 
Tabies, Steel Alle R. ¢ I s | Mfg. ¢ 
> ‘ ( K Typ ( l \ ‘ r Cor 
Tablets & Pads I. « & { I Wholesale Stationery 
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WANTS AND FOR SALE, Continued from page 7 STABI 


OFFICE MACHINE MECHANICS WANTED 
EXPERIENCED SERVICE MAN Nat 
Machines in large midwestert t é 
to advance into sales Write | 
Office Appliances, Chicago ¢ 
PYPEWRITER & ADDING 
Odhner and National 
Servcie Company, 218 Third Street 
rYPEWRITER AND ADDING 
makes. Must be competent 
manent position. Morrill's 
ee ___ SALES REPRESENTATIVES AVAILABLE 
FOR THE PAST 25 YEARS h 
and Arizona. Can us dire 
or part of this territory. Line 
must have essential repeat 
Paso. Office Supply 214 
SALESMAN WITH 
selling to the trade, 
Chicago area Will 
tially great territory 
REPRESENTATIVE AVAILABLI | 
near San Francisco; long 
quainted with the dealer 
uive effective representation 
tiling cabinets, or system I 
Chicago convention Write K 
MANUFACTURERS REPRESENTATI 
partment stores in Texas, Ok ! 
desires one additional line 
Filing Cabinets. Over 20 ve 
available. Write Box 
New York 17 
SALESMAN COVERING OREGON 
Montana selling a short line t 
an additional line, furniture 
Age 4] Colleg graduat 
References Address K-76 
SALESMAN SELLING DUPLII 
western states has capacity 
mechanical or stationery Six 
K-77, care Office Appliance ( 
JOBBER ITEMS WANTH 
wanted to distribute alor 
plies in Minnesota, Dakotas an 
Co., 423 So. 5th St., Minneapoli 
ESTABLISHED EXPORT DEALER | é ort 
Kquipment, Furniture, et We b 
to Latin American accounts Plea 
or item. PENMARTI SERVICI 
Florida. 
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tables, ete Consider any t 
Chicago 6. 
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in forming whole bu 
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Chicago 6 
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RETAIL BUSINESS FOR SALE 
OFFICE SUPPLY and 
eighty years Located Ohio 
$120,000, gross averages 1 
Y-21, care Office Appliances, Chi 
OFFICE MACHINI SUPPLY : _ 
accounts, City of 20,000; 
arranged to buyer's 
lrained personnel— inventor 
Office Appliances, Chicago 6 
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adding machine and 
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South Central Kentucky 
Office Appliances, Chicag 
FOR SALE—Office 
eity 200 000 populatior 
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State of the Industry -- +--+: +: ° 


= NOMDA To Provide Awards. An innovation 
Machine Dealers Association 
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intereste 


mated to be down slightly in July as compared to 
une but still ahead of the July figures for a year 
1go. The year of 1953 to-date is above the 1952 
sales total. Perhaps it is good to contemplate a re- 
‘ession from the standpoint of preparedness, not a 
policy of “pulling in horns” but rather of better 
promotion methods to meet a leveling-off time. 
Someone has said that a passenger riding in an air- 
plane at 300 m.p.h. is not conscious of lack of speed 
when the pace slackens to 280 m.p.h. Likewise, with 
business still riding high decreases in volume today 
1re still not very perceptible 


~ 





Good Reading this Month...... 


Page ll. Buying 


nth's 


ided are sources by geograp! é r 
buying habits 
Page 13. Victor N. Vetromile point it that “Eternal Vig 
ilance is the Price of—Profit é the breakdown 
revenue by store departments, a practice needed to show 
where profits are being made t. There's food tor 
ight, too, as he asks, “Is Free livery Really Worth 


Page 15. Zenn Kaufman continues with his series on 
in selling. The onc 


1 article 


lrationdal 


cast is important, he 


Page 17. Mechanization can lower labor costs and make 

time more productive 1ys Fred Merish, business analyst 
nd financial counselor. His advice t ffice managers is 
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OAs PProsi-jJime Bulletir 


Late and Important News for Our Readers 





NEW RATES MAKE SCALES OBSOLETE: When new parcel post rates go into effect October 








1, the computing charts (which figure amount of postage due) for vir- 
tually every parcel post scale in the country will be obsolete. This is 
the warning issued by the National Association of Scale Manufacturers. 
Firms which do much mailing by parcel post are advised to contact their 
scale dealer or marker early about obtaining a new chart. It should be 
remembered, though, that this change is for parcel post only and the 
rates for first class and air mail are not affected. 


TV SYSTEM PROVIDES EYES FOR WASHINGTON BANK: The 117-year-old Riggs National Bank 
of Washington, D. C., has become the first bank in the United States where 
an officer of the institution can sit at his desk and by means of a pint- 
size TV system developed by RCA Victor scan records of the bookkeeping 
department several blocks away. This equipment was installed in a desk 
designed and built by the Hamilton Desk Company of High Point, N. C., 
with the technical assistance of the American Amplifier & Television 
Corporation of Washington, D. C. The special equipment is a feature of 
the refurnishing contract executed by W. & J. Sloane, Washington, in 
connection with Rigg's present remodeling job. (Pictures will appear 
next month. 

















NEW BURROUGHS REGIONAL MANAGER: Harry D. Fritts has been appointed regional 
manager of the Burroughs Corporation's Great Lakes region, it was 
announced by Noel L. Mudd, general sales manager. Mr. Fritts, with 
Burroughs since 1936, succeeds Kenyon T. Bement, who was recently made 
Burroughs assistant general sales manager. 


ADDING MACHINE CYCLING RATE SPEEDED UP: Increased speed has been achieved in the 








new Underwood Sundstrand adding machine by adoption of a higher cycling 
rate, F. G. Smith, sales manager, announced recently. In order to 
increase the speed from 130 to more than 150 cycles per minute 
mechanical features used successfully in the company's printing 
calculator have been adopted for adding machine use. 
ELECT OMAHA PRINTING COMPANY OFFICERS: The board of directors of the Omaha 
Printing Company, Omaha, Nebr., at a recent meeting elected the 
following officers: Harvey E. Milliken, chairman of the board; John 
A. Wachtler, president; William J. Bloom, executive vice-president 
and secretary; Richard E. Baliman, vice-president; Fred E. Pfaff, 
vice-president; William C. Luehwesmann, vice-president, and Alfred 
F. Johns, treasurer. Mr. Pfaff is a past governor of District No. 5, 
NSOEA. 








MARCHANT MAKES APPOINTMENTS: The appointment of three agency managers and the 
opening of a new district office in Worcester, Mass., has been 
announced by Edgar B. Jessup, president of Marchant Calculators, Inc. 
Leroy Williams was designated for Wheeling, W. Va., Oliver C. Weather- 
ford, Jr., for Charleston, S. C., Philip E. Chenoweth for Fargo, N. D., 
and Henry F. Woodward, Jr., for Worcester, Mass. 





GRAND OPENING FOR LOS ANGELES FIRM: Office Interiors, wholesale office furniture 
firm recently held a grand opening of new showrooms at 875l Beverly 
Blvd., Los Angeles. Office interiors are placed in attractive separate 
settings. (Pictures will appear next month.) 











OKLAHOMA DESIGNATES NO SPECIFIC COURT REPORTING EQUIPMENT: A news story in the 
August issue of Office Appliances inferred that Oklahoma had specifi- 
cally by law designated the use of SoundScriber equipment in court 
reporting. This information gained from a newspaper is in error. 
Instead, House Bill 557 approves shorthand, stenotype, or other 
reporting method agreed on by the court. 
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BUYING SQURCES 





Who Does He Buy From? 













Dealers order $6 out of $7 worth of mer- 
chandise direct from the manufacturer or 
through his field representative. Most of 
the remainder is bought from a national or 
sectional wholesaler. Only a negligible vol- 
ume of merchandise is distributed through 
local wholesalers or other miscellaneous 


sources. 


Ties, ~ fl BUYING SOURCES BY CITY SIZE 


Local Wholesaler ) Other Sources 





ers Rep. | Nat'l. Wholesaler 








¥e 






















In studying this section of the profile careful attention should be given to the 
interpretation of the figures regarding merchandise bought through manu- 
facturers representatives. These figures represent ACTUAL ORDERS given to 
the representatives and are not at all indicative of the amount of business 
they create. The percentage of orders traceable to their influence and field 
work would be impossible to determine accurately because of the many 
intangible factors involved. 
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"Eternal Vigilance Is the Price of’— 


Breakdown of Revenue by Departments 
Needed to Show Where Money Is 
Being Made—or Lost 


PROFITS 


gw THE “FINANCIAL CONSTITU- 
TION” of tationery and appli- 


ance merchandising establishment 
to the human phy- 
sical constitution—sensitive in its 
functions adjustments—quick 
to respond ireful management, 


may be likene 





Is Free Delivery 
Really Worthwhile? 


One of the al profit-killing fallacies 


Free (?) Delivery.” It is often 


n refailing 
begun principally as bait to alienate cus 
tomers of coms who do not maintain a 

s supplied by dealers 


jelivery fr k 


merchandising ability to 


who haven't 


attract busine by more constructive methods 

This anoma nomic element ‘‘Free De 
very’ is an « service that certainly costs 
someone somet! 1 whether the transaction is 
cash or credit whether the delivery is by 
means of a f ycle r truck 

lf most retailers maintained a special ac 
ount for the of their delivery ex 
penses | believe thet many of them would 
find that their deliveries, on a yearly basis 


were costing nearly as much as their 


advertising they would probably decide 
to enforce some tional profit-protecting re 
strictions on dé 

Proprietors of some stores have had the 
small charge for delivery 


ess than $10.00, and they 


courage fo make 


of any order 


have reported the pleasant surprise at the 
tact that no iced any objections after 
the economics of the requirement had been 


esult was that many firms 
hod theretofore depended 
upon the stationer to deliver comparatively 
mall orders began sending for the merchan 
s or trucks 


lise in their wr 
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yet vulnerable to neglect. Both 
seldom remain static for long and 
both require competent periodic 
testing to safeguard their sound- 
ness. 

The principle of producing profit 
is to transact the largest possible 
amount of business on a fixed cap- 
italization, then to prevent sur- 
reptitious increase in fixed over- 
head costs without commensurate 
or greater increase in the net profit 
earnings. To accomplish this re- 
quires the financial or “profit in- 
stinct” plus managerial vigilance 
in every move 

Even if a business has been long 
established and has ample working 
capital, it is unwise to decide sud- 
denly to simply inject another 
$4,000 or $5,000 more into the busi- 
ness without first making a com- 
plete over-all analysis of the whole 
operating set-up so as to ascertain 
where some financial or economic 
corrective may need to be applied 


Can Expand if Sound 

When a business is sound to the 
core, it will not usually require any 
augmentation of capital, except for 
physical expansion necessitated by 
outgrowing the original premises 
and facilities, or complete front- 
to-rear-door modernization. 

Even in those situations, the ma- 
jority of long-established station- 
ery and appliances firms that are 
truly prosperous will have the re- 
quired money in their reserve capi- 
tal funds. 

Profits have always had to be 


1953 


cultivated in the soil of selling and 
service. Even though this is eter- 
nally true, the stationer and office 
machine dealer who would be sure 
of the financial health and security 
of his investment, must certainly 
and with undeviating fixedness of 
purpose scrutinize the finances of 
his business at least once every 
week. This should be done irrespec- 
tive of confidence in either the 
technical accounting competence 
or the personal honesty of cashiers 
or bookkeepers 


Interpret the Figures 

It is not necessary to keep one’s 
nose glued to the ledgers—a thing 
that any proficient bookkeeper 
would doubtless resent—but simply 
to know enough about bookkeep- 
ing and retail finances to be qual- 
ified to interpret correctly each 
financial report or statement from 
the office and to know how to test 
the financial results of operations 
from week to week or month to 
month. 

The working capital of any busi- 
ness is the excess of its cash on 
hand, sound receivables, and mer- 
chandise inventory over its current 
liabilities. 

The ratio of the total of these 
current assets to liabilities should, 
according to most retail merchan- 
dising consultants, be maintained 
at 5 to 1, but in my judgment, a 
4 to 1 ratio is safe for any business, 
the capital structure of which is 
not encumbered with large loans. 

Maximum financial success in re- 
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tailing comes from knowing how 
to make a profit and how to protect 
or conserve the profit. In a sense, 
it might be said that it also in- 
volves knowing the correct defini- 
tion of what is profit. 

This point emphasizes the impor- 
tance of analyzing income as well 
as expenditures so as to avoid the 
unwitting inflation of the profit- 
result in the profit-and-loss state- 
ment by the incorrect classifica- 
tion of some receipt as profit when 
it is not actually profit 


An Error to Avoid 

The clearest example of such an 
error that comes to my mind is 
that of posting to the profit ac- 
count a remittance received on 
account of a long-overdue debt 
that had been “written off” as un- 
collectible. Certainly, that entry 
would be in error regardless of 
whether collection cost had been 
incurred to produce the part-pay- 
ment on the old account 

The proper entry is simply as an 
off-set to the Bad Debts Account 
in the credit ledgers of the busi- 
ness, because such a receipt is 
simply a reduction of loss rather 
than an increment in profit 

Similarly, a check received from 
a railroad in indemnification for 
loss or damage to a freight ship- 
ment would properly be credited to 
the Purchase Account, not the 
Profit Account, and the same rule 
applies to the proceeds of any 
claim adjustment allowed by a 
manufacturer for shortages or for 
damaged items taken back for 
credit. 


Don’t Guess 
Nothing should ever be left to 
guesswork. Everything should be 
wrapped or sacked. This is the rule 
in all the better-managed stores, 
and there is good reason to believe 
that the practice is warrantable in 
the interest of profit-insurance 
Along this same line, there are 
incidents in every retail business 


when some buyer, after paying for 
a piece of merchandise and the 
goods are wrapped, will suddenly 
decide to ask the clerk to keep the 
package behind the counter a few 
hours with the idea that he (the 
purchaser) will return for. it later 

When this incident develops in 
any transaction, the best practice 
is for the salesman to get the name 
of the buyer, mark the name plain- 
ly on the wrapper or carton, mark 
it “Paid” in a good, bold hand, then 
sign his own name as the sales- 
man who handled the transaction 

Another important aspect of 
profit-protection has to do with 
the delivery of large equipment and 
appliance orders that run _ into 
relatively “big” money. There 
should always be a dependable 
double check on all outgoing ship- 
ments of this value—of any value, 
for that matter. In my judgment, 
maximum protection here can be 
assured by the use of manifold 
order-books of the kind that pro- 
vide three or four copies of every 
order 

Four Copies Needed 

The customer would, of course, 
receive one copy, which would be 
receipted for him if he paid cash 
with the order; one copy would re- 
main in the salesman’s order-book; 
the third copy would go to the ship- 
ping room for checking purposes; 
and where the quadruple record 
System was used, the fourth copy 
would go directly to the accounting 
office 

By dividing or departmentizing 
the operations in any business, and 
then recording and analyzing each 
separately, the profit-picture of the 
business as a whole becomes clearer 
and more dependable. It is really 
the only plan for determining 
whether a certain section of the 
store is producing profit. 

Speaking along these lines, an 
old-timer in the trade said: “Suc- 
cessful stationers and office ma- 
chine dealers know that even 
though their over-all business is 


profitable, that fact does not al- 
ways mean that every section of the 
salesroom is equally profitable. One 
department may be earning con- 
siderably more profit than another 
closely aligned department 


Better Control 

“Breaking down operations by 
departments makes it easy to know 
and to analyze the important facts 
concerning the store as a whole. It 
provides better control over every- 
thing in the merchandising set-up. 
It shows up the department where 
the continual average inventory is 
too large for the net profit return 
achieved. It shows where more ad- 
vertising may be needed to put life 
into some feature of the business 
It shows which employees are doing 
the best job of promoting their sec- 
tion of the store by good salesman- 
ship and displays. 

“My store being large, I have as- 
signed the departments, designat- 
ing certain men as responsible for 
certain sections. This system gives 
aman a real incentive to make a 
good showing—the chance to better 
himself and to prove that he is 
worth the salary he is being paid 
and more in due time. 

“This plan brings my men closer 
to understanding the over-all work- 
ings of the business of which they 
are thereby made to feel that they 
are an important part. 


Study Buying Habits 
“It is important to study the 
buying habits of customers so as 
to locate departments to the best 
advantage. Some goods should be 
located principally for quick serv- 
ice; other lines should be located 
farther in from the entrance so as 
to draw traffic into the heart of the 
salesroom. But, anyway, know what 
each department contributes to the 
over-all profits of the investment 
“It involves only very little more 
record-keeping, and it’s very in- 
teresting and constructive as a 
guide to buying, selling, advertis- 
ing, and profit-determination.” 





A New "Safe" Way to do 
Business Discovered by John 
Robertson... 


John (‘‘Safe’’) Robertson, the genial head of 
Guardsman Safe Co. and Valetine Safe Co 
La Porte, Ind., is pictured alongside his new 
Chrysler station wagon which has been con 
verted into a traveling safe display. There 
are 1700 pounds of safes in this car. Facing 
one side are the Guardsman units and on the 
other side the Valentine models. It is Mr 
Robertson's plan to cover the entire United 
States with this display and thus actually 
carry his safe story to the door of dealers 
After this photograph was taken, Mr. Robert 
son started on an 8,000-mile. trip to the Pacifi 
Coast. He will return from this western 
jaunt in time to make a personal appearance 
at the NSOEA convention. 
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gw “HISTORY IS but the telling of orful incidents that 

the showmanship of the centuries against the drabness of the past.” 
David and Goliath, Alexander That paragraph 

and no more worlds to pick on, from a little booklet called “Put on 

Nero and his fiddle, Columbus and a Good Show.” It is distributed by 

Isabella’s jewels, John Smith and Batten, Barton, Durstine & Os- 

Pocahontas, Napoleon’s escape from borne, a large and successful adver- 

Elba, Richard d the Crusades, tising agency. That one paragraph 

the cry f the dying Lawrence, covers over 2000 years. 

Don’t give up the ship,’ Wolfe scal- But in 1953 the 

ng the cliffs to the Plains of Abra- works. How many copies of this 

Custer’s last stand, Franklin morning’s papers could be sold if 

ind his kite i all the other col- we took out the people? 
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Eisenhower, Mickey Mantle, Mao or 
Malenkov? Without Pegler, Winch- 
ell—or even Skippy? What would 
a news stand look like without 
people on magazine covers? What 
would radio be like without its 
Bennys, or TV without Lucys? 
Opera without Pons or Tibbett? 
Where would Christmas be without 
Santa Claus? What would the Wild 
West be without Kit Carson? How 
could invention be dramatized 
without Edison and Ford? 

The great events—the great dis- 
coveries—the great ideas of history 
all stand out as a parade of per- 
sonalities. 


Characters Needed 

Every show has a cast. The screen 
has its stars. Every ball game has 
a cast of 18. Every fight, a cast of 
two. When you turn on the radio 
or TV you listen to or watch people. 

Yet, in selling, where we, too, are 
putting on a show, lots of mer- 
chants and salesmen put on their 
show without a cast. 

Man is gregarious he doesn’t 
like to be alone. Physically, he 
gathers in groups. Mentally, even 
more so, he is always thinking 
about people. More than anything 
else in the world. 

Life and death, as such, are ad- 
mittedly matters of great conse- 
quence, particularly life. Life—that 
is, the mere fact of being actually 
alive and not either dead or arti- 
ficial—is tremendously popular. Use 
it in your show. Few shows succeed 
without it. 


Portray the User 

Kenneth M. Goode has given us 
many important axioms of selling. 
But one of his greatest is: “If, for 
any reason, it is impossible to por- 
tray the product in the hands of a 
user, remember it is far more de- 
sirable to portray the user alone 
than the product alone.” 

Many of the outstanding mer- 
chandising jobs of the decade have 
been put over with tie-ups with 
people. “Call for Philip Morris” has 
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immortalized Johnny the Bellhop 
and Philip Morris cigarettes. Mat- 
ter of fact, Johnny achieved so 
much fame and popularity that the 
hotel industry often wished they’d 
never let him go. Certainly the New 
Yorker, where he was discovered, 
is sorry. Last year the Hotel Sales 
Managers Association gave him a 
plaque, citing him for his role as a 
symbol of the friendliness so typ- 
ical of good hotel personnel. When 
the moment came to hand him the 
plaque, it was missing. Hastily, a 
substitute was found in a picture 
snatched off a nearby wall. After 
the cameras clicked, a glance at the 
picture showed it to be a sign 
reading “No Smoking.” 


Some Examples 

Captain Eddie Rickenbacker 
brought a colorful flying person- 
ality to Eastern Airlines. And, as 
an extreme, Mickey Mouse’s name 
has sold millions of dollars of mer- 
chandise for thousands of stores 
from rubber balls to sweatshirts 
Mickey not only nibbled his way 
into the Encyclopedia Britannica 
but, in the words of a Federal judge 
—‘“pulled a toy train factory out of 
bankruptcy.” 

There are countless ways in 
which to build a cast into your sell- 
ing. An interesting example is 
found in an experience of one of 
the greatest showmen of all time, 
“Diamond Jim” Brady. Of course, 
in later years his unique collection 
of diamonds became a great sales 
asset. What buyer could fail to be 
intrigued at the thought of dealing 
with a walking diamond mine? 

But this story is connected with 
one of Jim Brady's earlier experi- 
ences—before the day he saw his 
first diamond. He was a traveling 
salesman for Manning Maxwell & 


Moore, a wholesaler in railroad 
supplies. One of the leading sales 
items was a safety switch. In Dia- 
mond Jim, Parker Morrell’s inter- 
esting biography, he relates how 
Jim made the easiest sale of his 
career 


Jolted into Action 

He arrived in a_ purchasing 
agent’s office one afternoon to find 
his prospect with his head buried 
in his hands, crying like a baby. 
Inquiry brought out that during the 
morning a yardman, a personal 
friend of the P.A., had been hit by 
a train and killed. Jim tells how 
the buyer not only ordered the 
safety switch but bereated him for 
not selling them to him sooner 

“I realized,” Jim said, “that if I 
could kill a yardman every day I 
would have no trouble getting 
plenty of orders. Obviously that 
was impossible. But I did do the 
next best thing. I clipped out of 
the paper the little notice of the 
death and whenever I hit a tough 
buyer I'd tell him about the inci- 
dent. I’d paint a vivid picture of 
this buyer, head sunk deep on 
chest, crying sadly.” 

This, of course, is extreme; but 
a sales story without people in it 
is like a play without a cast. Seems 
impossible! And is impossible. Peo- 
ple think of any idea in terms of 
people. 


Don’t Be Humdrum 
Not every salesman has at his 
finger-tips so dramatic a story 
but surely in your own experience 
there are lots of incidents that bear 
retelling—and would provide a wel- 
come change from a humdrum re- 
cital of the nuts and bolts facts of 
a piece of filing equipment. 
Zac Smith, in Birmingham, Ala.., 


puts the housewife into his act, 
featuring her as an “executive in 
the home,” and features the con- 
veniences that make her job eas- 
ier—from pencil sharpeners at $2.75 
to a chair at $132.50 

Names make news, of course, and 
Bill Downey of Remington Rand 
Inc. sends us a clipping that tells 
how Leon Weintraub of the Leon 
Typewriter Company in Washing- 
ton got himself some good publicity 
by a tie-in with a local cartoonist. 
The story is best told in the clip- 
ping which is from Bill Gold’s col- 
umn in the Washington Post of 
April, 1953: 

“Leon Weintraub of the Leon 
Typewriter Company, 625 F Street, 
is a pretty fair businessman. He’s 
always on the lookout for a way to 
make an honest dollar 


Wrote Carefully 

“When cartoonist Harblock de- 
cided to write a book, Leon rented 
him a typewriter. ‘Take your time,’ 
he counseled. ‘Write carefully. Then 
rewrite. The rental fee mounts up 
that way.’ 

“Herb wrote carefully, and re- 
wrote and rewrote and rewrote. At 
long last the book was published, 
and made the best-seller lists.” 

Marc Connelly once laughingly 
wrote an epitaph for himself. It 
read: 

Here Lies the Body 
of 
Marc Connelly 
Who? 

The short cut to fame—and an 
epitaph of which no one will say 
“Who?” is to ask that question, 
“Who?” every time you plan an ad, 
a display—any other important 
step in your business 

Ask yourself: “Who can I tie this 
up with?” 








Chair Installation 


Chair Co. are featured in the cafeteria 
poration of Chicago in the firm's new offices. 
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by The Milwaukee 
he Allied Radio Cor- 
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Wood chairs 
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General Offices . . 
Furniture Co. are used throughout the general offices of the 
Allied Radio Corporation of Chicago 
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Mechanization Can Lower Labor Costs 


and Make Time More Productive 


TAKES a lot of 


gw BOOKWORK 
time toda H costs and high 


taxes make t necessary for the 
fice appli e dealer to protect 
slim profits he can earn, there- 

he should keep more detailed 


before, and keep 


If he is t the work right 
nust increase his clerical help 
substantial in- 

: eping expense be- 
ise cleri help, in keeping with 
gone up consider- 

ib] luring past few years 
Where labo! t is high in a fac- 
hani will bring it 

wn. The ime applies to book- 
creeping, which can now be mech- 
nized by means of a modern cash 
egister or bookkeeping machine 
To most retailers, a cash register 
safety deposit box for cash 
They seldom 
think of it as an automatic book- 
eeper that will cut down recording 
rk, minimize er- 

rs, guard against theft and save 
kkeeping expense. The older 
egisters, many of which are still 
ve this service 
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Major Benefits 

t down the cost 

his book rk substantially by 
ting a hanical bookkeeper 
| modern cash reg- 
bookkeeping ma- 

ine ne Oo! re, in keeping with 


major recording 
efits deriv« from the use of a 
hanical t kkeeper 
Cas} ntrol. A mechanical 
kkeepe! tects you 
sses due t the lack of needed 
isiness facts, errors, temptation 
irelessness. We know of deal- 
rs who aré ften short or over 
ish, sometimes $10 
particularly where 
a erson handles the 
Not yr ago a dealer em- 


against 
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ploying six clerks told us that he 
was short $89 in one week and 
couldn't locate it. This was because 
he had an old cash register where 
the clerks rang up sales, put the 
money in the drawer and their 
sales could not be identified for 
check-back 

A modern cash register with a 
bookkeeper tie-up has separate 
drawers and separate sales totals 
for each sales clerk so that he is 
responsible for his own errors and 
omissions. Identification keys are 
assigned to each clerk, who must 
use his key to open the cash drawer, 
a locked-in tape, the recording of 
“NS” for “No Sale” so that the 
merchant can ask for an explana- 
tion for the ring-up if none is writ- 
ten on the autographic tape, are 
protective features that keep over- 
ages and shortages practically nil 


Balancing Cash 

Balancing the cash with old reg- 
isters is a time-waster, an irksome 
chore on busy days. In small and 
moderately-sized stores, the boss 
often must take considerable time 
out to balance the cash himself 
when he could better employ his 
efforts planning the next day’s op- 
erations. 

With a modern register, a clerk 
can balance the cash because the 
total of a day’s receipts is a secret 
under a control lock that only the 
boss can open with a key, the sales 
tax is automatically totaled, the 
paid-out tickets totaled apart from 
cash receipts so that reconciliation 
is quickly and accurately made for 
transference to a daily summary 
record or ledger 

Bank reconciliation is made eas- 
ily. Deposit slips can be prepared 
on the machine and bank state- 
ments reconciled quickly. You can 
check bank deposit slips for accu- 
racy, make comparison with cash 
receipts, and make a record on the 
locked-in tape. With an old reg- 
ister, bank reconcilation is often a 
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time-consuming task, particularly 
where the cash is off-balance fre- 
quently. 

2—Credit control. Charges, the 
same as cash transactions, are re- 
corded on a locked-in tape, the 
cash received on account identifies 
the clerk receiving the money, the 
amount and kind of transaction, 
thus the customer is assured of 
receiving proper credit and the 
merchant the proper amount. Ap- 
plication and credit limit forms 
may be better systematized and 
handled with greater dispatch. 

When an account nears its limit, 
this may be observed by a visible 
comparison on every purchase and 
prevents over-buying, keeps down 
bad debt losses, speeds up collec- 
tions and cuts collection expense. 
Mistakes and disputes are avoided 
because records are made as quickly 
and accurately as on cash trans- 
actions. There are no forgotten 
charges—each account is balanced 
to the date of purchase and there 
is no writing of sales slips. 

Special keys designate a charge 
from a cash sale. A charge check- 
out may be recorded, itemized, the 
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previous amount owing brought 
forward and the account balanced 
to date, minimizing paperwork, dis- 
putes and losses. The original copy 
is filed away, the customer gets the 
duplicate. Or the customer signs 
the original, the clerk files it away 
and the bookkeeper sends the ac- 
cumulated charge slips with the 
monthly statement. 


Go Out On Time 

The monthly statements go out 
on time at little expense, a boon 
to busy merchants and the finan- 
cial health of the business. The 
merchant must get his money in 
on time today if he wishes to pay 
his bills promptly and get the lu- 
crative commercial discounts that 
result. 

Even though money is abundant, 
high income taxes and high living 
costs are putting the squeeze on 
the customer’s bankroll so that he 
must be approached promptly when 
his account is due, otherwise, he 
may become lax on payment. 

3.—Inventory control. This is an 
important factor in efficient man- 
agement. Where old bookkeeping 
systems are used, the recording of 
inventory is often lax, resulting in 
excessive stock losses through theft, 
errors and _ inaccurate pricing. 
These are “invisible losses’ that 
the dealer cannot trace to source. 
Bad inventory control cuts the net 
below expectations, and often the 
dealer is not aware of the reason 
why his profits are below par. 

A modern cash register with a 
bookkeeping hook-up records trans- 
actions by item, stock number and 
department, assuring an accurate 
record of stock on hand and pur- 
chases, enabling the dealer to buy 
and sell to best advantage. 


Special Counters 
The merchant can obtain special 
counters on an automatic book- 
keeper, which count the number of 
each kind of a transaction as well 
as the dollar total, thus simplifying 
recordings on stock control cards 
The units registered on the detail 
tape can be transferred to the 
cards so that the merchant knows 
how much he has in stock at any 
time and need not take an inven- 
tory count. This simplifies the prep- 
aration of the monthly profit and 
loss statement, which is so essen- 
tial today to keep the merchant up- 
to-date on his net earnings. 
4—Departmental control. With- 
out departmental records, one can- 
not locate the “invisible losses” in 
certain departments. If sales are 
lumped, the merchant does not 


know which department or lines 
are profitable, which suffered losses. 
Using old machines, merchants find 
it hard to departmentize because 
the record-keeping is too involved. 


Operation Aided 

Using new machines, it is easy 
because special keys can be pro- 
cured to fit requirements, one can 
departmentize quickly and accu- 
rately, spot the losing departments 
and take steps to bring them in 
the profit zone. 

5.—Sales control. Sales are dis- 
tributed by departments and by 
sales clerks so that the merchant 
can put emphasis on selling where 
it is needed most, resulting in in- 
creased sales without increased ex- 
pense, he can compare selling effi- 
ciency, salesperson to salesperson, 
guiding him in paying salaries or 
making compensation adjustments 
by means of bonuses or other 
awards. 

The mechanical bookkeeper keexs 
tabs on the unit sale, the sale of 
high-margin and low-margin items. 
Often a salesperson may do a big 
dollar volume and seem to be a 
good producer when the sales pro- 
duced little profit because they 
were in the low-margin brackets. 
A salesperson with a lower volume 
may be more profitable to the store. 

6—Business control. The mer- 
chant gets the business facts he 
needs to control operations effec- 
tively, he gets them easily and 
quickly with a minimum of figure 
work. Cash refund tickets and 
charge tickets are sorted, listed and 
totaled the same as sales tickets 
so that net sales figures by clerks 
and departments may be reviewed. 
Charge, C.O.D. and layaway sales 
tickets may be sorted alphabetically 
for transference to ledger controls 


Accuracy Possible 

The tax collected is accurately 
recorded, errors in sales, income 
tax and withholdings avoided, min- 
imizing penalties and giving the 
merchant the benefit of every tax 
deduction, the return can _ be 
quickly prepared. The cash reg- 
ister tape can be analyzed for totals 
on paid outs, payments received on 
account, charge sales and cash sales 
to get a clear picture of the day’s 
transactions quickly. 

The register recordings reveal 
Shopping trends, the day-to-day 
trend of customer activity, analysis 
of charge accounts for periods of 
delinquency, the average number 
of items bought, average unit sale, 
information needed to buy, sell 
and manage properly. It simplifies 


the preparation of the financial 
Statement, a review of purchases, 
expense, taxes and other necessary 
business data is provided for in a 
flexible, practical arrangement for 
use, reference, analysis and com- 
parison. 

7—Bookkeeping time is reduced. 
The modern register eliminates the 
daybook or journal. The merchant 
can check invoices received from 
suppliers to prevent losses due to 
errors in pricing. This is because 
a modern register can be used as 
an adding machine also. Discounts, 
percentages, interest, mark-up and 
mark-downs can be computed 
quickly and accurately. The auto- 
matic recording of pay-outs elimi- 
nates petty cash slips. Pay-outs 
give merchants much trouble in 
balancing the cash because the 
older machines do not provide the 
foolproof features that minimize 
errors in the newer machines. 


Speeds Results 

The modern register also speeds 
up trial balancing at the end of 
the month, minimizes errors in this 
work, which may take hours or 
days using handwork, it cuts time 
in the balancing of customers’ ac- 
counts, simplifies the totaling of 
journal footings and proves post- 
ings in a minimum of time. 

Then, too, the modern machine 
has been improved mechanically, 
requiring fewer operations to reg- 
ister a transaction, minimizing er- 
rors, totals are printed, transac- 
tions fully explained on the detail 
strip. In some cases, over 95% of 
the most commonly used prices in 
a store can be registered in one 
operation. 

8—A survey revealed that there 
are many horse-and-buggy cash 
registers in office appliance show- 
rooms, particularly the smaller es- 
tablishments. In some cases, the 
machines are modern, but limited 
in registration range. Be sure that 
the machine you buy is capable of 
handling all transactions occurring 
in your business under normal con- 
ditions. There are different types 
on the market. All have certain 
good features 


Should Play Field 
The dealer should play the field 
and buy the one that best suits his 
requirements. The equipment can 
be bought on time, sometimes an 
allowance for old units. Many deal- 
ers report that the machines paid 
for themselves out of the savings 
on bookwork and the reduction of 
losses through errors and other 
profit leaks. 
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Knowing the Right Time to Leap 


ls Earl Smith’s Clue to Success 


It's Crowded! Let's Move! 


= IT WAS 1946 and supplies were 
tight. Businessmen had 90-day or- 
ders for forms and statements re- 
jected by the local printers. Printers 
simply couldn’t fill the requests; 
material was scarce and personnel 
was short 


One night a doctor paid a social 
call to the home of Earl R. Smith 
who owned an accounting business 


and credit bureau in Bowling Green, 
Ohio. Mrs. Smith told the doctor 
that Earl was in the basement. As 
the doctor went down the stairs, he 
heard a_ strange clickety-clack 
sound coming from a corner of the 
basement 


“What are you doing Earl, making 
money?” asked the doctor. Earl 
looked up from the small offset 
press he was operating and said, 
“No, Doc, I decided to print my own 
statements and stationery, so I 
bought this press. You know I 


came close to losing some accounts 
because of a supplier’s delay,” he 
added 


Name Featured 


This is the same Earl who now 
has his name in four-foot white let- 
ters across a gleaming Philippine 
mahogany store front in Bowling 
Green. The sign says “Earl’s” and 
just beneath it is a coronet to illus- 


trate the slogan, “The Nobility 
Line.” 

The doctor was having supplier 
difficulties also and asked Earl to 
print some office statements for 
him. Soon other professional men 


who were located in the same office 





The Executive Staff of Earl's, 


f the sales 
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Expan 
Bud” Myers, vice-president; Bud's wife, Mary, in charge 
floor; Pauline Davis, bookkeeper; Madelyn Smith, 


building placed orders for state- 
ments with Earl. Many of them 
asked him to pick up office sup- 
plies for them when he was on 
supply trips to nearby Toledo. 

Finally he had to keep supplies as 
part of a merchandise line in his 
accounting office. Earl traded the 
small press in on a larger model 
and installed it in the office build- 
ing. His partner in the credit bu- 
reau, Earl “Bud” Myers, was spend- 
ing at least half a day printing 
forms for patrons. 


Impetus for Change 

Having a press in an office build- 
ing was inconvenient, and the noise 
it made, plus increasing customer 
demand, served as the impetus for 
Earl’s first location change. 

He kept the accounting business 
and credit bureau and leased a 
small store on a side street in Bowl- 
ing Green during 1948. He called 
his shop the Econ-O-Print Com- 
pany and stocked the usual office 
supply store merchandise. Earl has 
been in three business locations 
since that first move and each time 
has expanded. 

“The number of items we handle 
is second only to the amount 
handled by hardwares and super 
markets,” comments Earl. “Three 
moves have been called as bad as 
a fire,” he says, “but we tripled our 
business since that first move and 
doubled it since the second one.” 

When Earl made his second move 
it was uptown to the main shopping 
center of Bowling Green. That was 
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ding Firm in Bowling Green, Ohio 


gifts and purchasing; Earl Smith, president of the concern which 
has made a success out of expansion. 


November of 1950, but the store was 
found inadequate in its 22 x 170 
lineal feet of space. In his first two 
shops there was no room for storage 
and he had to use barns out in the 
country for storerooms. In Septem- 
ber of 1952, a store two doors up the 
street was vacated which had 6,400 
square feet of floor space. 

This was the opportunity Earl 
had been waiting for; a chance to 
expand and add more variety to 
his merchandise. There wouldn’t 
be time to handle the accounting 





Demonstration .. . Earl's sells four 
lines of portables and one main line 
of standard typewriters. This display 
rack is visible from the front window 
and is tilted for easy machine inspec- 
tion and testing by customers. Earl Smith 
(at left) is demonstrating a machine to 
Dr. Ralph L. Kelbaugh, a Bowling 
Green dentist. 
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Eye Catcher ... This Philippine mahogany and Roman brick store front of Earl's 
is inviting. At night the sign is highlighted by five overhead baby spotlights. 


business and credit bureau, so he 
sold it before moving to the new 
site. 

Earl purchased the new building 
and began incorporating some of 
the ideas which he had long thought 
of. He cleared a 10-car parking 
area to the rear of the store and set 
aside 2,000 feet of space for storage, 
1,200 feet for printing, and 3,200 
feet for display and sale area. The 
present space he allocates just for 
office furniture display is equal to 
the total floor space in his first 
shop. 

Earl had an idea for a store front, 
too. While he was on a fishing trip 
in Canada, he saw a store front 
which completely stopped him. It 
was made up of boards set vertically 
at a slight angle to the front, 
Stained mahogany, and finished 
with a high gloss. The lower front 
was made of Roman brick. He took 
pictures of the front and had the 
idea carried out in his present store 
Earl had it built from reddish 
Philippine mahogany and_ used 
sand-colored Roman brick for the 
bottom. 


Front Attracts 

Many customers are attracted by 
thé front and stop in to inquire 
about the beautiful work. Men rep- 
resenting chain stores have asked 
permission to use the idea nation- 
ally. It’s as some housewives would 
say, “a conversation piece.” 

The display windows are divided 
with the right featuring office sup- 
plies and furniture and the left ex- 
hibiting articles in the gift line. 
This theme is carried out through 
the rest of the store—office supplies 
right and the gift section left 

While still in his second location, 
Earl added stock which wives could 
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buy for their husband’s office, such 
as humidors, ashtrays, and leather- 
covered wastebaskets. The demand 
for gifts became so pronounced that 
Earl’s wife, Madelyn, who is secre- 
tary-treasurer of the company, be- 
gan doing special buying for the 
gift section. Now the displays in- 
clude such things as ceramics, 
paintings, wall plaques, wrought 
iron novelties, figurines, stem ware, 
and pin-up Knick knacks. 

During pheasant hunting season 
last fall, an out-of-town hunter 
came into the store to buy a pencil 
When he saw the wall plaques 
mounted on a peg-board display 
on the other side of the store, he 
bought $21 worth of the plaques 
for his wife, who is a collector. 

Earl says this isn’t unusual. Very 
often, men, who ordinarily wouldn't 
enter a gift shop, come in to get 
something in the office line, then 


stop to browse in the gift section. 
Secretaries on shopping trips for 
office supplies frequently stop to 
buy greeting cards and other traffic 
items in the gift section. 

Earl sets up an additional 32 feet 
of greeting card racks during holi- 
day seasons to take care of the rush. 
This seems to place the cards ina 
different classification than merely 
that of traffic items. 

Letting a customer browse is one 
of the store rules. A customer is 
never approached and asked if they 
can be helped. Unless the shopper 
displays interest in some article, 
self-service is the rule. After a pur- 
chase has been made, customers are 
asked to step to the office supply 
section where the gift wrapping 
counter and cash register are lo- 
cated. Thus, they are effectively 
drawn to the other part of the store 


Customers Drawn 

“Bud” Myers, vice-president of the 
company, is currently printing fore- 
man and has a girl assisting him 
with makeup while he does the 
printing on two offset presses. 

Another customer - convenience 
practiced by Earl is making a model 
of a patron’s office, then arranging 
equipment and furniture on the 
large display room floor to suit the 
customer’s needs 

Extras are placed in the display 
such as ash trays, lamps, and desk 
sets. Many of them are sold merely 
by being included in the display. 

At present, Earl is planning re- 
novation of what is still a new store 
He says he needs more display and 
sale room. This energetic man of 
32 really is making money, but he 
isn’t printing it; he just practices 
customer convenience.—DEH 





Furniture on Parade ... 


Earl's arranges furniture in the display room to suit 


a patron’s needs by simulating his office layout. The walls are of expensive knotty 


pine composition sheet rock. 
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How to Avoid Trouble with 


Your "Reporting" Fire Insurance Policy 


m NEARLY ALL office appliance 
distributors now use the economical 


and streamlined monthly “report- 
ing” form of fire insurance policy 
instead of buying a fired amount of 
fire insurance on stock. You “re- 
port” your stock values on the last 
day of each month and the pre- 
mium charge is based on the aver- 
age of these annual values. 

But there are TWO sure ways to 
ruin the value of such a reporting 
cover: (1) to send the reports in 
late, (2) to prepare them inaccu- 
rately 

This happens in common fre- 


quency 


Unaware of Penalty 


Some office appliance dealers have 
never been told that there is a very 
definite penalty in the reporting 
cover type of policy contract if, 
when a loss occurs, the monthly re- 
port of value is overdue. Some 
brokers do not under- 
stand this. If you have a loss under 
a “reporting cover” and the month- 
ly report of values due is not on 
file with the insurance company— 
can impose a penalty 
in the adjustment of the amount of 
loss. This penalty printed in the 
policy reads as follows: 

“At the time of any loss if the in- 
sured has failed to file with this 
company reports of values as above 
required, this policy shall cover only 
at the locations and for not more 
than the amounts included in the 
yf values filed prior to 


agents and 


the company 


last report 
the loss 


Clause Important 
This claus ties in” with the 
other policy conditions relating to 
the Value Reporting Clause, which 
the insured shall report 
the total value of 
property each location and the 
specific insurance in force at each 
location as of the last day of each 
calendar month, not later than 30 
the last day of each cal- 
endar month 
This means that if under your 
policy there was a $30,000 limit of 
insurance provided and you suffered 
a total loss, and the last reported 


States that 


to his company 


days after 


by CLARENCE T. HUBBARD 
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value was 60 or 90 days late, that 
your values on file with the insur- 
ance company as of the last report 
on hand would represent the 
amount of insurance beyond which 
the company would not pay. This 
is pretty serious. Supposing the last 
filed values where a $30,000 loss oc- 
curred happened to be $10,000. That 
would be a $20,000 penalty. It could 
even be larger, depending on sea- 
sonal fluctuations. 


Leniency Possible 


Even though an insurance com- 
pany might be lenient and not in- 
voke this penalty if, say, the values 
were only a month late, their atti- 
tude might be vastly different if 
the values were four and six months 
tardy, as is frequently the case! 

This is more important than ever 
at this time when you may be short 
of the right kind of clerical help. 
Some bookkeepers are indifferent 
and others do not even understand 
these policy conditions. A check-up 
with several fire insurance com- 
panies reveals that each one had at 
least one case on the court dockets 
where policyholders are suing them 
after this described penalty had 
been invoked. Said one under- 
writer: 

“Our policy conditions have been 
held up in court again and again. 
We don’t like lawsuits. We want 
happy public relations with our 
customers. But when a packer 
owner reports $30,000 his true 
values, say, in May, and doesn’t get 
any other values in until Septem- 
ber, and if by then the values are 
up to $50,000, he must be held to 
$30,000. An insurance policy is a 
two-way contract. The distributor 
breaks the contract when he doesn’t 
fulfill his part. And if not detected, 
the insurance company would lose 
a great deal of premium.” 


Part of Contract 

The monthly report of values are 
part of the insurance contract. This 
is an important feature of a report- 
ing cover. 

Secondly, the accuracy of the 
values reported is equally as impor- 
tant. It is astounding, the number 
of these reports which are received 
by the insurance companies and 
found to be inaccurate. 

Again, if your reported values are 
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wrong, there is a penalty. You will 
collect the percentage proportion of 
the loss which the values inaccu- 
rately reported bear to the values 
which you should have reported— 
like $25,000 to $30,000 or 5/6. You 
will be stuck for 1/6 of the loss 
yourself. 


Values Inaccurate 

Another thing: The percentage of 
these reports being received by the 
companies where the values exceed 
the limit of insurance liability is 
unbelievable! These inaccurate re- 
ports and reports where the values 
exceed the limit of liability, coupled 
with tardiness wreak havoc when 
losses occur. No insurance company 
will automatically increase the lim- 
its. If there is a loss and the values 
exceed the limits, the assured stands 
all loss in excess of the limit but is 
still required to pay premium on 
the full values because of coinsur- 
ance credits provided in the rate 
used for the insuring of full values. 
Not one policyholder in a hundred 
seems to understand this. 

All of this can be avoided if your 
bookkeeper or yourself will sit down 
with your insurance agent and 
make sure that the values you are 
to report are first mathematically 
correct, that the limit of liability is 
sufficiently high, and that you are 
arriving at your values reported in 
clear understanding of furnishing 
replacement value costs. 


Can You Answer? 

Are all freight discounts deduct- 
ed? Are all shipping charges added? 
Are all sales discounts eliminated? 
Do the values you report include 
the cost of boxes, twine, tape, car- 
tons, labels, advertising catalogs 
and personal clothing of employees? 
Are your own furniture and fixtures 
included or excluded? Where ex- 
tenuating circumstances make it 
impossible to render prompt reports, 
obtain special permission from the 
insurance company for a grace pe- 
riod. 

The reporting form is economical 
for an office appliance dealer pro- 
viding it is knowingly used. Only 
deal with a trained agent who 
“knows his stuff.” If there are any 
doubts, get him to bring you a re- 
porting cover expert—all fire in- 
surance companies have them.— 
CTH 
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Address Presented at the 1953 Meeting of 
NSOEA District No. 4, held in Atlanta, Ga. 


How to Get Ready for Your Fire 


by W. M. WALTER 


Knight Brothers, Inc., 
Printers and Stationers, 
Sumter, S. C. 


w SOME OF YOU here today have 
no doubt bought coverage from 
numerous agents. Have you sat 
down and really made a study of 
your insurance needs? Are you 
overinsured? Are you spending pre- 
mium money unnecessarily? Most 
of us are inadequately protected 
these days, due to rising prices and 
values. 

Our firm was organized 50 years 
ago and had grown in volume and 
size through the years. Our inven- 
tory had increased as well as the 
premises to take care of our clien- 
tele demand, but we failed to give 
proper consideration to our need 
for protection. We just bought a 
policy now and then without any 
regard for our increasing inventory 
investment. 


Too Many Policies 

As all of you know, the average 
insurance agent operates on a “I 
scratch your back, now you scratch 
mine” basis, and due to the number 
of my customers who are in the 
insurance selling trade, it wasn't 
too difficult to find my safe con- 
gested with a stack of small policies 
pertaining to our business. Still 
there was no program. May I ask 
you—just how many different pol 
icies and companies do you have 
In September of 1952 we had the 
experience of a severe fire in our 
business. That is when and how I 
learned what I had in the insurance 
protection line. Before the smoke 
had cleared, before the remaining 
timbers were cool, and I think be- 
fore the fire trucks had returned 
to their house and were cleaned, an 
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army of adjusters, and no agents, 
appeared to make an adjustment 
of the loss. 

It seemed that each adjuster was 
representing a different company 
with whom I had a policy, and each 
of them wanted a time-consuming 
private conference with me. Each 
wanted a separate and detailed in- 
ventory record of the stock before 
and after the fire, and apparently 
wanted me to do all the accounting 
for them 


Embarrassing 

Our business was closed. Orders 
were coming in. It was next to im- 
possible to fill them except through 
the kind co-operation of our dealer 
friends and neighbors. Fortunately 
our warehouse was not damaged 
I hasten to state that the matter 
was disposed of in a satisfactory 
manner. Because of my experience 
I want to ask you a few questions 
Your satisfactory might 
enable you to avoid the expense 
and experience we had 

1. When have you had your in- 
Surance needs analyzed and a 
proper program prepared? Make 
contact with your friendly agent 
Ask him to make a survey of your 
business and prepare a program 
to fit your needs. Give your insur- 
ance business to one, two or per- 
haps three agencies so that all 
policies will be correct and uniform 

2. Do you know the value of the 
constant inventory of your stock? 
Wili your present insurance repay 
you for your investment if it should 
be destroyed? 

3. Do you Know the cost of re- 
placing your working equipment? 
Many of us overlook the replace- 
ment value of machinery and other 
equipment, some of pre-war vin- 
tage, now serving us economically 
Can you afford to leave it inade- 
quately protected? What is the re- 
placement cost? 

4. Do you Know the cost of con- 
struction and rebuilding? You will 


answers 





Mr. Walter 


be amazed to find that cost of re- 
building will exceed the ordinary 
cost of construction from the 
ground up. Contractors offer a plea 
of time-consuming removal of de- 
bris, working in dirty and cramped 
quarters. The costs of repairing and 
rebuilding really do take money 
and more money 

5. Can you afford to close your 
doors to your customers and friends 
and employees for a period of four 
weeks to six months? Insurance pol- 
icies can be had to cover this type 
of loss. 

6. Loss of clientele is always sus- 
tained when your doors are closed 
and you are unable to fill their or- 
ders, some of them return when you 
resume business, but lots of them 
seek other sources of supply. You 
have paid a large sum in getting 
your personnel trained to your lik- 
ing. If your doors are closed can 
you retain them? This would be 
expensive and in some instances 
prohibitive. Who will pay for this? 

7. Store buildings’ values have 
increased in the past few years just 
as other property. Does your insur- 
ance provide an adequate plan to 
replace your building quickly? 


Can be Ready 

If you have an insurance policy 
with the affirmative answers to all 
these questions then I would say 
that you are “ready for your fire.” 
You won’t need a Sherlock Holmes, 
but you better be on the good side 
of your banker, buy yourself a bar- 
rel of aspirin, several cases of 
snake bite medicine, and get ready 
for doing the most work you have 
ever done. 

Remember, the firemen use water 
and chemicals to put out fires 
What they will leave is a water- 
soaked, burned, scorched, and 
smoked pile of paper, wood and 
steel that makes you sick every 
time you look at it or think about 
it. So, go back home and get ready 
in the proper way for your fire 





Even in the so-called backward countries, where selling is still confined to haggling 
at bazaars and living standards are low, a potential market exists for the enterprising 


businessman. 
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Practical Sales Psychology 


By Donald A. Eleanor and C. Laird 
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MARK J. KENNA 


American Pencil Company, 


Hoboken N. J 


Does 


NSOEA regionals we 
i to a trilogy—a trilogy 
us by three of the out- 
standin men in our industry. 
These talks were virtually packed 
with information, ideas and facts 
Whilk tening to President 
mbroke speak about un- 
attitudes, leadership, 
i sales ability, I realized 
peaking of one thing- 
the most important 
factor in all business. And speak- 


le. People 


ing of I would like you to 
neet a of friends of mine: 
This is Sadie. (A cardboard life- 
zed dumm of a very attractive 
girl is brought on the stage.) Isn’t 
she sweet In fact, when she’s 
dressed up like this, even J could 
o for | but she is really nice! 

You don’t recognize her, do you? 

Let me tell you, brother, this gal 

no » cookie. 

She’s as keen as she looks, and 
hat a 

No, I talking about what’s 
in your n I’m saying she can 
add, and she knows the score. 
Sadi here, even though she’s 
ill dressed up at the moment, works 
for you one of the girls in 
oul re 

She’s t ideas—she wonders 
whether the boss cares 

“A Good Guy” 

Now, le meet Sam. (A card- 
board figurs f a man is brought 
ut Yo know Sam! He’s a 
good guy. Perhaps you haven't 
iven him much thought. Maybe 
fou underestimate him. He is a 
pretty good salesman right now. He 
ould be a lot better. 

He’d li sell more goods for 
ou Y think that Sam 
doesn’t give hoot about your busi- 
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the Boss Care? 


Address at Recent Meeting 
of NSOEA District No. 3, 


Wernersville, Pa. 


Characters of 
Sales Story... 
Mark Kenna with 
“Sadie” and “Sam.” 


ness . but that’s where you're 
wrong. 

Sam says, “I know the boss cares, 
but he sure keeps it to himself. 
You can’t blame me for sometimes 
wondering if the boss gives a hoot.” 

Sam cares, and Sam wonders 
whether you care. So I ask this 
question—What are you doing to 
show Sam that you do care—care 
about his selling more goods for 
you and earning more money for 
himself? 


Help Needed 

These two objectives are in har- 
mony, but they are never reached 
by a “do nothing” program. Sam 
can’t sell more just because you 
wish he would. Sam and Sadie 
need help if they are to sell more 
for you. 

Let me give you a few illustra- 
tions of things that bother people 
like Sam and Sadie. 

What’s on their minds? 

And don’t make the mistake of 
thinking that they don’t have your 
business on their minds. Get it?— 
Your business on their minds. They 
do! 

The other day I was in your store 
at 5:30, so I asked Sam if he’d like 
to have dinner with me. We had 
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a nice dinner, and pretty soon we 
got to talking about Sam, his fam- 
ily, and his future. I discovered 
Sam was bothered by quite a few 
things, but there’s one thing that 
really puzzles him. 


Training Needed? 
For example, he said, “Mark, the 
other day I picked up a New York 
Times and read about a meeting at 
the New York Sales Executive Club, 
during which a group of big shots 
said it was a waste of money to 
train, or to educate sales people. 
In other words, to do anything to 
help retail sales people was a com- 
plete waste of time and money. 
They went on to say that retail 
sales people don’t care, they are not 
interested, and there’s no sense in 
spending any time or money in get- 
ting them to do a better selling 
job.” 
You know, that bothered Sam. 
He asked me, “Does that go for 
stationers? Doesn’t the boss care 
about selling? If he doesn’t, I’d 
better get out of this racket, be- 
cause there’s no future in it for 
me.” 
I said, “Wait a minute, Sam. My 
boss doesn’t feel that way, and I am 
sure yours doesn’t. My boss says 
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that the manufacturer and the sta- 
tioner not only can, but should and 
must spend time and money to de- 
velop what he calls ‘That old selling 
spirit.. He doesn’t like the word 
‘education’ or ‘training’ because it 
seems to give people the wrong 
idea . . . ‘selling spirit’ is a better 
description.” 


Three Factors 

Mr. Stationer, if you want to de- 
termine whether it is important to 
you to help Sadie and Sam, and 
Jane and John and all the others 
do a better selling job, or whether 
it will pay you to take steps to 
improve the selling in your store, 
consider these three factors: 

1. Has the psychology of buying 
changed during the last dozen 
years? 

2. Has the _ quality 
changed during. the 
period? 

3. Should you junk the idea of 
improving salesmanship, just 
because the job is difficult? 

So I said to Sam, “If these three 
questions are analyzed I don’t be- 
lieve you need worry about the fu- 
ture of your job, any more than 
I need to worry about mine.” 

Let’s look at these three ques- 
tions: 

1. Has the psychology of buying 
changed? More than 30 years ago 
Dr. Copeland of the Harvard Busi- 
ness School published a list of buy- 
ing motives. 


of selling 
same 


Motives Important 

These self-same buying motives 
are being taught today—30 years 
later, in the same graduate school, 
and still are regarded as the basis 
of all buying. 

I have been told that Paul Mazur, 
partner of Lehman Brothers, and 
probably the outstanding banking 
authority on merchandising, never 
examines a sales program without 
specifically analyzing its buying 
motives 

The purpose of all sales educa- 
tion and sales training is to teach 
people how to appeal to buying 
motives. In the stationery store we 
need more—not less information 
on how to appeal to our customers 
through these motives. 

How to appeal to buying motives, 
1 told Sam, is a matter of study 
and experience. You don’t learn it 
by wrapping up packages. You must 
do some thinking! 

2. Has the quality of 
changed during the last 10 years? 

Boy, and how! 

Recently Fortune Magazine had 


selling 
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an article on retail selling. One 
sentence read, and I quote: 

“Many retail sales people are not 
merely doing a poor selling job 
They are actually discouraging 
people from buying.” 

Could it be that this is happening 
in your store? If it is, Sam, what 
do you propose to do about it? 

Let me explain how bad the sit- 
uation can be, Sam 

A short time ago I went into a 
drug store for a box of candy. I 
wanted it as a gift. A middle-aged 
sales person came along. It wasn’t 
Sadie, here. 


What Not to Do 

I asked about a box of Whitman’s 
which was prominently displayed 
She said, “We have a very fine 
candy—one that I can highly rec- 
ommend for $1.25, whereas the 
Whitman’s is $2.00.” 

I said, “It can’t be the same 
quality,” but she answered, “It is 
a very fine candy, and we sell lots 
of it.” 

Do you get the picture? She de- 
liberately traded me down from 
$2.00 to $1.25, or reduced the sale 
by almost 40%. 

When I mentioned that to Sam 
here, he said, “I know, Mark, that 
there are a lot of dumb sales peo- 
ple, but I’d like to ask you a ques- 
tion.” 

I said, “what?” 

“Do you know whether her boss 
ever did anything to explain to her 
the difference in the candy, or why 
it was a good idea to sell the $2.00 
package, instead of $1.25? Do you 
suppose he ever told anybody any- 
thing about selling?”’ 

I said, “You've got 
there, Sam.’ 


something 


Selling Needed 

And he said, “You bet I have, 
because I think some of _ these 
bosses want us to be a Dale Car- 
negie, a Jack Lacy and an Elmer 
Wheeler, or a Paul Burbank—all 
rolled into one—without doing a 
single thing to help us become bet- 
ter sales people.” 

As I see it, this stationery busi- 
ness is not a chain store business; 
it isn’t a drug business; it isn’t a 
department store business. We are 
in a business that calls for sales- 
manship back of the counter, as 
well as in front of the counter. 

No, Sadie—No, Sam—tThis indus- 
try needs selling, and I don’t be- 
lieve that the boss doesn’t care. 

Let’s think about Sadie a mo- 
ment 

One day I asked her, “What does 
the boss do to help you learn more 
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about selling; about the sales fea- 
tures of different products; about 
store policy, and so on? What does 
he do to show you the things that 
you have to do to help him make 
more money?” 


Airs a Gripe 

When I asked the same question 
of a friend of Sadie’s she said, “‘For- 
get what the boss does! But I have 
got a gripe against you manufac- 
turers’ men. I wonder if some of 
you really know how to sell the 
customers yourself? Many of you 
don’t bother to tell me why a per- 
son should really buy the product, 
how to use it, or what it will do 
for the customer.” 

I said, “Suzy, you are pouring 
it on this morning, and you are 
in a bad mood, I can see, but look, 
don’t you have meetings to go over 
some of these booklets put out by 
the NSOEA on how to sell filing 
equipment, how to sell carbon pa- 
per, how to sell pencils?” 

She replied, “Of course not! 
Sometimes we never see them and 
when we do, they’re just passed on 
to us to read. Nobody helps us try 
to get the meat out of those bro- 
chures.” She continued: “Why 
don’t you reduce some of these 
things to the really’ essential 
points? Take your Velvet Ball Pen- 
cil, for example. You said: 

‘It has some of the features of 
all four major writing instru- 
ments; it’s as easy and as com- 
fortable to write with as a 
wooden pencil; like a mechanical 
pencil you never have to sharpen 
it, the points don’t break; it car- 
ries ink like a fountain pen; it 
writes as long as the longest ball 
pen cartridge.’ 

“There’s a story in a nutshell. 
Anybody can understand it. 

“We should have meetings and 
discussions on these product man- 
uals. Sometimes without help I 
can’t make too much out of these 
long-winded sales presentations.” 


Boss to Blame 
Well, you can’t blame Sam and 
Sadie for wondering whether the 
boss cares—my boss or their boss. 
If Fortune Magazine is right about 
retail selling, you have to put part 
of the blame on the boss. Sales 
have expanded so rapidly that he 
has seen volume grow without any 
real sales effort. However, I think 
that everybody better care about 
better selling, particularly the sta- 
tioner. We had better be like the 
ants Jack Palmer was talking about 
and get on the ball! 
Turn to page 34, please 
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New York Salutes National Business Show 


Officially Proclaims 
Exposition Time as 


Business Week'' 


mg THE MAJOR ROLE of business 
in the historic progress of New 
York City will be recognized by an 
official proclamation of October 18- 
24, 1953 as “Business Week” during 
the city’s celebration of its 300th 
anniversary. The proclamation is 
specially aimed to coincide with 
the staging of the National Business 
Show during the same week. It is 
planned that the exposition will be 
point from which to 
week-long series of events 
nies honoring business 
for its great contribution to the 
city’s and the nation’s growth and 


the focal 
launch a 


ana ceren 


prosperity 

It is pointed out that the Na- 
tional Business Show, through its 
half-century of service, is particu- 
larly appropriate for this salute to 
business and industry, since the 
exposition brings together a great 
number of the nation’s leading 
manufacturers in the office ma- 


chine and equipment industry 
whose products have done so much 
to stimulate and increase the na- 
tion’s productive capacity. This ‘in- 
dustry behind the operations of all 
industry’ has helped make New 
York the world’s capital of busi- 
ness and finance and the headquar- 


ters of internationally known firms. 

Detailed plans for observances of 
this historic week are nearing com- 
pletion. This year’s influx of many 
executives and busi- 
ness leaders who traditionally have 


thousands « 


made the Grand Central Palace and 
the National Business Show their 
headquarters for keeping abreast 
of the industry’s progress will find 
1953 an especially rewarding and 
Stimulating year in New York. 


Plan Exhibitors’ Catalog 


A catalog based on the products 
on display in the 1953 Exposition 
will be pi iced by the National 
Business SI designed as a serv- 
ice for executives and exhibitors. 
It is a continuation of a service 
naugurate n 1952 when a catalog 
entitled “A Review of the Newest 

1 Best Business Machines and 


was produced. The cat- 
alog will consist of literature sup- 
exhibitors describing the 
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Three Centuries . 


products on display during the 
week-long Exposition in the Grand 
Central Palace. 

The decision to repeat the service 
was based on the results of a sur- 
vey among consumers and exhibi- 
tors of the effectiveness and need 
of the 1953 edition. The results 
show: 

Consumer reaction: 

98.6% want service continued. 

60.0% have already found it useful 
in helping them purchase or rec- 
ommend equipment. 

76.0% have made it part of their 
already existing files. 


88.0% of copies are available to 
others in the recipients’ com- 
panies. 


Exhibitor reaction: 

90.0% want service continued and 
will supply material for inclusion 
in the volume. 

The proposed volume will have 
certain revisions and improve- 
ments requested by members of the 
industry and by consumers who use 
it as a guide in purchasing and 
recommending products used to 
construct, maintain and operate 
the modern office. 

It is expected that production 
and distribution of the catalog will 
be completed by the end of the 
show. 

Other Services Offered 

Cognizant of the importance of 
publicity and advertising in aiding 
exhibitors to gain maximum benefit 
from their participation in the Na- 
tional Business Show, the manage- 
ment has made available, without 
charge, the following services: 

A Postage Meter Advertising 
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. . The medal commemorating 300 years of New York City. 


Plate—for use before and during 
the show. It is an excellent device 
to reach the customers and pros- 
pects on the exhibitors’ mailing 
lists, informing them where their 
products can be physically seen, 
tested and compared. 

Cuts and Mats—for integration 
with the exhibitors’ advertising, 
they are available in one-inch and 
three-quarter inch sizes. They show 
the emblem of the National Busi- 
ness Show and readily identify any 
product advertised with the place 
where the product is on display. 

These services supplement the 
management’s continuous advertis- 
ing and promotion activities. 


1954 Business Show Plans 
1954 will mark the Golden Jubilee 
of the National Business Show, 
completing 50 years of service to 
the industry. Since the Grand Cen- 
tral Palace, up to now the tradi- 
tional site of the exposition, will 
no longer be available, options on 
alternative sites have been secured. 
To determine the desires of the 
members of the industry on how 
best the exposition could serve 
them, a survey was made request- 
ing the members and manufac- 
turers to express their views. To 
date, these are the results: 
LOCATION — Midtown New York, 
easily accessible to customers and 
prospects. 
DATES—Approximately as in the 
past—early fall, the beginning of 
the buying season and policy 
planning for most firms. 
DAYS—Five—Monday through Fri- 
day. 
HOURS—1:00 p.m.-10:00 p.m. daily. 
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Excerpts from a book 


by BUD WILSON 


Merchandising Primer 
4. Class System of Retailing 


@ MARKETING OFFERS an al- 
most limitless field for creative 
imagination. 

It is mighty easy to get off the 
track. 

That’s why it is important to 
reduce alternatives to fundamen- 
tals. 


The possible ap- 
proaches in a market- 
ing situation are as 
numerous and vari- 
able as the possibili- 
ties for human be- 
havior and reaction 

But the abstract 
fundamentals are 
‘ fairly limited and rea- 
g sonably constant 

For example 
There are almost one 
hundred different va- 
rieties of outlet for 
retail distribution. 

But there are only 
three types of retail 
distribution .. and 
which type to use will 
be fairly well dictated 
by other fundamental] 
factors in the specific 
marketing situation 
| Visualize a cloak 


rack, 
\, The variety of ar- 
ticles that might be 


Placed on each hook 
is extremely variable 


a aa 








/ 


But the hooks are always there 
always the same hooks 
always in the same relationship to 

each other. 


v/ EMERGENCY PURLHACE 





PURCH 





The Merchandising mind likes 
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to remove the cloaks and get down 
to the hooks . 
both to diagnose a marketing sit- 
uation and to prescribe the most 
effective cloaks to place upon them 
That’s what we mean by 
reducing alternatives to fundamen- 
tals. 
This characteristic of the Mer- 
chandising Approach brings us to 
the class system of merchandising. 


(j 


Company A sells cigarettes. 





Company B sells men’s sweaters 








And Company D sells automo- 
biles. 
These products differ 
in substance 
in form 
in size 
in color 
,and other physical properties 


But they have one big thing in 
common... 
. the same buyer buys them. 





And basically, Companies A, B, C, 
and D are in the same line of 
business . . 


selling to buyers. 


This is the basis of the 
class system of merchandising. 


Marketers are not in different 
businesses of selling shoes or pen- 
cils or watches or breakfast foods. 

Marketers are all in the same 
business 
selling to buyers. 

In the business of selling to buy- 
ers every marketing situation is 
composed of nine interrelated fac- 
tors. 

So the Merchandising Cloak Rack 
has nine series of hooks for classi- 
fying the nine factors in a specific 
marketing situation. 

When we get down to the hooks 
by reducing a marketing situation 
to its basic fundamentals, the re- 
lationship of each factor to the 
other eight becomes so clear as to 
dictate the broad principles of 
merchandising approach. 


What do these nine fields of clas- 
sification cover? 


They cover . 

1. What class of buyer 
buys? 

2. What class of goods 
or service? 

3. For what direct 
purpose? 

4. With what demand 
intensity? 

5. In what buying 
mode? 

6. For what funda- 
mental satisfac- 
tions? 

. Where? 

. When? 

. With what fre- 
quency and regu- 
larity? 





i a | 
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SALES 
PROMOTION 
IDEAS 


for the 


Christmas trade 


For Furniture and Accessories Sales 


Start Yuletide Publicity Early 


gw MAYBE WE'RE NOT at war, 
nce a ti has been signed, but 
he fac ns that thousands of 
our yi en and women will 
spend Christmas in Korea or in 
ome of the far-flung army or naval 
posts in |] ) Asia or distant 
American training camps. Gifts for 
hem i ‘ases must be mailed 

1 mont! 1.avance 
gets people to 


Anythin that 
yr of buying early is bound 

to increase trade in all lines, so 
Hermosa Beach, Calif., 
to every commu- 
the fall on a plat- 
! with garlands of 
evergreen, in the heart of the shop- 
ying Chamber of Com- 
erce cau to be erected a tall 
This was bedecked 
colored ornaments 
t night with myriads 


MiOvil it 


Stimulus to Sales 
was a signboard 
“Service Men’s 
Send them gifts.” 
printed, “Of course 
your own boy—but 
neighbor’s son as 
well that every one of 
them recei' gift.” 
Tacked to the board was a list 
lesired by all in the 
and in all climes, 
which serv is a guide in the 
f priate gifts. 
This matic presentation 
timulus to all who had 
ives serving Uncle 
can’t send a 
overseas, but 
items stocked by 
that do make 


Beside Line tres 
ith bi tters 


Sam. Of irse you 


CSK OI { ewriter 


( C1 firn 
Ab} y AL iii 
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Belcher & Schact... 


mas window display. 


much appreciated gifts. Fountain 
pens and pencils are high on the 
list; also light-weight stationery, 
and countless small leather items. 
So the earliest publicity should be 
directed to the people in service. 

An excellent example of such a 
display was that of Belcher & 
Schact, office outfitters, Long 
Beach, Calif. A large circular al- 
cove in the rear was draped with 
crimson silk, and here stood a 
white reindeer. On white fixtures 
at each side were small clocks and 
binoculars. On the floor were a 
number of pens and pen sets, and 
a wide variety of small leather 
goods. A Christmas wreath and 
branch of pine cones were used as 
decorations. 


The Clegg Company, San An- 
tonio, Tex., opened the holiday 
campaign in a striking manner. 
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use a white reindeer as central figure in an effective Christ- 


The firm prepared the copy for the 
opening Christmas ad well in ad- 
vance, and when the first frosty 
morning in December occurred 
they ran the announcement, 
“Frosty mornings say ‘Here comes 
Christmas!’ and we are fully pre- 
pared—stationery, calendars, memo 
pads, waste paper baskets, filing 
baskets, pen and ink sets—every- 
thing for the desk of the busy 
executive.” 

The complementing window dis- 
play had a background of sky 
blue, with the words “Merry Christ- 
mas” in white. A large round table, 
hung with strands of tinsel, held 
various types of desk lamps. A 
score of ash trays were scattered 
over the floor; also a number of 
globes. In the corners were two 
slender white trees hung with pink 
glass balls. The floor was covered 
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with artificial snow, and in the 
foreground were several packages 
wrapped in metallic paper and tied 
with gay ribbons. 

A beautiful and attractive dis- 
play was arranged by Stockwell & 
Binney, Riverside, Calif. Two-thirds 
of the background was red, the re- 
maining portion green. On the red 
was a large cut-out of Santa and 
reindeer, and a card with the words 
“No time to lose—It’s time to 
choose a portable.” Another card 
said “The right gift for Dad, Hus- 
band, or Son.” 


Colorful Scene 

On the green cellophane back- 
ground were the words ‘Merry 
Christmas.” Below was a fireplace 
from which stockings were hung. 
On the floor were a number of ma- 
chines with the card “An adding 
machine for his Christmas.” In the 
center was a large flat-top desk 
and leather office chair, wrapped 
in clear cellophane and tied with 
broad red ribbons. On the desk 
was a tall desk lamp. At the other 
side was a tall white stylized tree, 
hung with tinsel and red glass 
balls, to which two typewriters were 
fastened. Many other machines 
were shown on the floor and a card 
said, “Merry Christmas and Easy 
Writing.” 

Barnett’s Office Furniture, Inc., 
Miami, Fla., staged a striking pic- 
ture. In the foreground was a big 
leather chair, in which sat « Santa 
with a big, somewhat grotesque 
head. On the floor and stands were 
stylized snow men, made of white 
paper stuffed with cotton, and 
wearing black top hats. A screen 
in the background had white bells 
attached. 


Used Spotlights 

A strip card on the wall and an- 
other on the floor, of red, lettered 
in black, said “Season’s Greetings.” 
At one end of the window was 
shown a large safe and at the other 
a directors’ table, with chair and 
lamp. Spotlights on the floor threw 
a white gleam on the resting Santa 
Grotesque dolls and animals 
added a touch of originality to the 
Christmas window of Wagner Office 
Equipment, San Angelo, Tex. On 
display were a desk and posture 
chair, the latter bound with red 
ribbons. The desk was equipped 
with a clock, leather portfolio, and 
a grotesque white poodle with a pipe 
in his mouth. At the other side was 
a brick fireplace, with a small Santa 
standing in front of it. Cabinets at 
each side held small office supplies, 
and on top was Santa and reindeer. 
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SB Frosty Morning 


San Antonio, Tex. 


. is theme of striking Christmas window at the Clegg Co., 





Stockwell & Binney ... 


window. 





Santa Takes a Rest. 


The window ledge was covered with 
artificial snow in which many small 
office supplies were scattered. The 
waste basket had a bow of white rib- 
bon attached, and a typewriter was 


in window of Barnett’s Office Furniture, Inc., Miami, Fla 


shown on a gift box. Scattered 
through the display were small rag 
dolls, in the shape of a Santa, snow 
man, and other figures. 

A tall glass case near the main 
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ntrance of Kistler’s, stationery and 
office outfitting store of Denver, 
Colo., had the shelves covered with 
artificial snow. It was backed with 
red, and on each shelf were foun- 
tain pens, ash trays, small clocks 


and leather goods 

The walls of the store were hung 
with long ropes of evergreen, 
studded with pine cones dyed 
white The white pillars were 


wrapped with broad bands of green 
and gold metallic paper, to which 
sprays of frosted pine needles were 
attached. On top of the wall cabi- 
nets were figures of snow men and 
little white Christmas trees. 

A large island window had in the 
center a tall white Christmas tree, 
with white lights and _ white 
wrapped packages tied with gold 
tinsel; larger packages, wrapped in 


green and gold metallic paper and 
tied with gay cellophane ribbons, 
were banked at the base. At one 
side was a student’s desk, on which 
were four wrapped packages, tied 
with bright cellophane ribbons. At 
the other side was a leather arm 
chair and table, on which was a 
student lamp. A card advised “Gifts 
for the Home or Office That are 
Sure to Please.”—WBS 





Make a Specialty of 


Personal Christmas Card Sales 


gw MANY STATIONERS who enjoy 
excellent results from their greeting 
card departments are missing the 
boat on perhaps one of the best 
phases of the card business, that is 
Personalized Greeting Cards for 


Christmas.” This has become a 
profitable line 

It is estimated that in the 1952 
Christmas season _ 1,500,000,000 


Christmas cards were sent—with 
the average family sending and re- 
ceiving 60 cards. A large percentage 
of these cards will be personal 
Christmas cards with names im- 
printed and you can get your share 
of this business if you work for it. 

You will not get all of it the first 
year, in fact, it will take a few 


years to get the program rolling, 

but once undertaken you can build 

it each year until it produces a 

large part of your Christmas card 
volume 

Space Needed 

The only | investment that it 


requires is a space in your store 
that can be set aside for displaying 
the various lbums necessary to 
assortment of cards. 
ilbums from reliable 
who produce quality 
cards and not cards to be sold only 
at a price. The number of albums 
will depend on the size of your 
locality and your store. Variety 
more than quantity of albums is 
quite important 

Some manufacturers charge for 
the album, which is rebatable upon 
the productio1 f a certain volume 
from their lins Others send them 
is. These albums 
should be received in late summer 
immediately 
announcements 
t mail, newspaper 
dio that u are now showing 


provide a gooc 
Get only gor 


manutacturel! 


Y h y } 
A 110-Cllaree Das 


pu I ISpiay 


@iiu 


upon receipt. with 
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Christmas albums for the season 
to come. 

Some better manufacturers pro- 
vide attractive mailing pieces which 
can be had for very little cost to 
announce to your clientele that your 
albums are on display. Next im- 
portant to your selection of lines 
and the displaying of the albums 
is the building up of a mailing list 
of prospects and past year’s cus- 
tomers to contact through your di- 
rect mail media. 


How to Get List 

This list can be started by taking 
names of wives of your prominent 
customers, professional men in your 
town, organization membership 
lists, and by all means direct your 
mail to the wife as most personal 
Christmas cards are bought by 
women. Not only that, they are 
more apt to read the mail than if it 
is sent to the business executive. 

An active record should be kept 
of each year’s order showing the 
number of cards bought, manufac- 
turer’s name, and the total price, as 
many people will depend on you to 
tell them what they bought the 
year before as to quantity and price. 
If you give them the service that 
they wish and keep your records 
up to date as to current addresses, 
and so forth, you will find that 
they become your customer year 
after year. 

Many stores can successfully use 
telephone calls to last year’s cus- 
tomers, telling them that the Christ- 
mas card albums are now on display 
and inviting them to come in. This 
is particularly effective after a first 
mailing piece has been sent and 
naturally calls are made only to 
those who have not responded to 
the first mailing. 

In our town we find that our 
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by ROBERT 
L. STRAWN 
Strawn's Office 


Supply, 
Boise, Ida. 





mailing list is about 33144% effective 
from an actual order. stand- 
point. With this percentage of re- 
turn, most certainly the record 
keeping involved is proven to be 
worthwhile. We change and add to 
the mailing list each year and keep 
pounding away at inactive custom- 
ers at least three years before tak- 
ing them off of the list. 

Since parcel post charges have 
increased, we have not displayed 
any of the low-priced albums but 
depend on a stock of promotional 
type imprint cards which we dis- 
play away from the better albums. 
This has resulted in a higher unit 
sale per customer, in fact, in the 
1952 season the cards sold in the 
months of October and November 
averaged $12.00 per order, which is 
the highest it has ever been. 


Watch Deadline 
A word of caution to dealers who 
might try to sell personal Christ- 
mas cards after December 1 is ad- 
visable. This depends on how far 
away from your source of supply 
you are, what the difficulties in par- 
cel post delivery might be in your 
area and if your customer wants 
his cards before December 15. We 
try to close our sales from albums 
on December 1 and depend on per- 
sonal card stock which we keep on 
hand for the late buyers after that 
date. 
Fortunately, we have facilities for 
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imprinting them here, but do not 
utilize them until after the albums 
have been removed from the dis- 
play tables. A late order, or one 
which arrives too close to Christ- 
mas, may lose a eustomer for you 
and that customer might spend 
many other dollars in your store 
during the years to come. Satisfy- 


ing that customer is worth while 

We believe that the Christmas 
personal card-business offers an op- 
portunity for the stationer to give 
a bit more in service to the cus- 
tomer than he might get at the 
local department store or will get 
from a house-to-house salesman. It 
affords an opportunity to open 


charge accounts for individuals 
who will buy other items during the 
year to follow and considering the 
fact that it operates on a minimum 
or practically no investment in 
merchandise, it most certainly tends 
to increase the overall turn-over 
picture of your entire store opera- 
tion. 





Capitalize on the Popularity of 


Typewriters as Christmas Gifts 


@ BECAUSE RECEIVING a type- 
writer on Christmas Day would be 
a thrilling experience for most peo- 
ple, dealers should feature both 
portable and standard size ma- 
chines during the holiday selling 
season. It is a profitable time to 
tell the typewriter story to the 
public through newspapers, direct 
mail, radio, television and window 
display. Undoubtedly window dis- 
play is the most effective method of 
publicity—especially for men, who 
are avid window shoppers, and dis- 
like to enter a store until they know 
exactly what they want. 

One of the most original and 
clever displays of the season was 
that of the Texas Office Supply, San 
Angelo, Tex. The entire front of 
the window was frosted over with a 
soapy substance, and in the center 
a clear space was cut out in the 
form of a stylized Christmas tree 

The floor was covered with arti- 
ficial snow, and the background 





Christmas Motif . 


white, on which red 
draped, and the 


ropes were 


words “Merry 





Christmas in Texas... 


writers at Yule time. 
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How Texas Office Supply, San Angelo, Tex., boosts type 


in window of Parker Typewriter Co., Pasadena, Calif 


Christmas” in silver letters. On 
snow mounds were a dozen open 
typewriters, several with bows of 
red ribbon and cards of greeting 
attached. 

A simple and clear-cut window 
was that of the Royal Typewriter 
Co., Salem, Ore. On the wall were 
cards outlined in red, saying ‘““Merry 
Christmas,” “Happy New Year” and 
“Give a New Portable for Christ- 
mas.” Three half-length cut-outs 
of Santa hung on the wall. A big 
platform held a pair of typewriter 
desks and chairs. On the desks 
were a typewriter and a comptom- 
eter. All around the base of the 
platform typewriters were set 

The display of the Parker Type- 
writer Company, Pasadena, Calif., 
had a dark blue background, on 
which were two bas relief white 
reindeer. A red mat covered the 
floor, and on this were set type- 
writers, comptometers and a dupli- 
cator. 
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For Merry Yule 


this ais 


Store, Austin, Tex 


1e 


r I 


Suspended by fine wires from the 
typewriter and 
eathed in angels’ 
ribbons extended 
of the window, on 


ceiling were 
comptomete! 
hair. Bright 


across the re 


which were printed “For a Portable 
Christmas In front of the glass 
door was a desk on which three 
typewriters, with red ribbons across 
them, were displayed 


Cut-outs Used 


Hanging from the ceiling in the 
window of the Central Typewriter 
Company, San Antonio, Texas, were 
large cutout f Santa heads and 
Christmas be A dozen typewrit- 
ers and comptometers were exhib- 
ited, each wrapped in clear cello- 
phane, tied with red, green or 


vellow ribbor with little tags of 


Christmas gre attached. One 


machine, unwrapped, but with big 
bows of red ribbon, had the card 
“Merry Christmas for Your Writ- 
ing.” Beside many of the machines 
was a little now man. At night 
he wind illuminated with 
red lights 

Remington Rand Inc., Sacra- 
mento, Calif had the center of 
he floor covered with artificial 
snow, out of lich rose a Christ- 
mas _ tree é white, and 
] ided in 1 y clouds of angels’ 
hair, the tree being trimmed with 
blue glass ball At one side was 
1 desk holdin typewriter and 
at the othe fireplace, upon the 
mantel of which were two tall red 
candles and Remington Rand 
machine 

Beneath the tree were a type- 
writer a tometer, behind 


bound with a 
red ribbon. A striking 
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Students are given a “typewriter Christmas” incentive by 


effect was created by throwing a 
blue light on the tree at night, 
spotlighting the typewriters be- 
neath the branches. 

The College Store, Austin, Tex., 
located near the big State~-Uni- 
versity, does a big nine months’ 
business with college students. 
Early in December the firm com- 
menced “making a play” for type- 
writers. The window last season 
had a gray background. A stepped- 
up, snow-covered fixture held eight 
typewriters, each with red cello- 
phane streamers, or red or yellow 
bows. On the floor were typewriters 
in cases, each tied with red ribbons. 

Another window, with similar set- 
ting, featured all kinds of type- 
writer accessories, many of them 
being wrapped in cellophane and 
tied with gay ribbons. 


Santa Featured 

The Hall Company, Seattle, 
Wash., showed standing on a snow 
bank the life-size cut-out of Santa 
in traditional red and white cos- 
tume, while a group of typewriters 
formed a circle at his feet. At one 
side was a small pine tree decorated 
with silvered and gilded cones. 
Scattered through the snow covered 
floor were a number of typewriter 
accessories—erasers, brushes, rib- 
bons, all done up in gay-hued cello- 
phane, mingled with red poinset- 
tias. 

“Many a typewriter student, as 
well as professional people who do 
not give a machine hard usage, 
would be delighted to receive a re- 
conditioned typewriter as a Christ- 
mas gift,” said the manager of the 
Typewriter Supply Company, Fort 
Worth, Texas. 
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“Accordingly, we suggested this 
over the radio, and in several news- 
paper ads.” These forms of pub- 
licity were complemented with an 
attractive window display. It was 
floored with white and in a corner 
was the half length figure of Santa. 
Many typewriters were seen on the 
floor, as well as one boxed, wrapped 
in white paper and tied with green 
ribbons. A large card called atten- 
tion to the reconditioned typewrit- 
ers for school use. 





Typewriters Suggested ... For 
Christmas gifts at Schwabacher-Frey 
store, Los Angeles. 


In the lobby of Schwabacher- 
Frey, Los Angeles, between the two 
main entrances, stands a tall, nar- 
row cabinet. During the pre-holi- 
day season this cabinet gave wide 
publicity to typewriters, as the case 
was seen by everyone who entered 
the store. 

On the upper shelf was a type- 
writer, and a card lettered in red 
and green “Santa suggests a Smith- 
Corona.” A small green table held 
a typewriter and a patch-work fig- 
ure of Santa in red and white. 
Here, too, were typewriter brushes, 
ribbons, erasers, and a typewriter 
manual.—_WBS 
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How the Salesman Can Solve 
That Christmas Gift Problem 


Sound Advice That the Office Equipment 
and Supply Salesman Can Use in Two Ways 


—in Presenting Gifts to His Customers 


and in Selling them Gifts Items for 
Their Customers 


@ ALTOGETHER TOO MANY sta- 
tionery salesmen today think they 
should play a minor role in giving 
Christmas gifts to customers and 
prospects. The trend toward put- 
ting the Christmas gift problem in 
the hands of the sales manager, or 
some top executive of the company, 
has led salesmen to believe that 
their function is now simply to de- 
liver the gift and receive the thanks 

In many cases, this kind of think- 
ing has greatly watered down the 
good effects of the gift-giving. As 
one stationery executive puts it, 
“This business of Christmas gifts 
is getting out of hand. We've over 
organized the thing to the point 
where a gift no longer means any- 
thing. It’s just a routine formality 
now.” Obviously, if the recipient of 
your company’s gift fails to feel at 
least a slightly personalized and 
human touch, the whole business is 
a thorough waste of time. 


Need Personal Touch 

What can the salesman do to pro- 
vide this personal touch? First, 
he can see to it that names of re- 
cipients are spelled out in full 
and correctly. You will make a 
much better impression for yourself 
and your company if your gift to 
that red-hot prospect, Charles C 
Croft, is addressed to “Charles C 
Croft” than you would if it were 
simply sloppily made out to “G. C 
Kraft.” 

The salesman should decide which 
person (or persons) in a given com- 
pany is the logical one to receive 
gifts. Automatically choosing pur- 
chasing agents or vice-presidents or 
general managers inevitably results 
in some people feeling snubbed and 
others wondering “why these people 
ever sent me anything—I’ve never 
had any contact with them at all.” 

It is often wise for the stationery 
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salesman not to rely heavily on 
general office supplies as gifts. Such 
items as pens or desk clocks make 
fine gifts normally—but they are 
definitely a “doubtful” choice when 
they come from you. If it is feasible 
to give some item not at all con- 
nected with the merchandise you 
sell your buyers through the year, 
you should by all means do so. 

With the exception of some spe- 
cial situations, an office supply gift 
from a stationery salesman is too 
apt to imply a routine gesture made 
on a mass basis by your company 
This tends to be true even if you 
personally run out and purchase 
the gift from a competitor. 


Suit Personality 

When your company chooses four 
or five items from which you can 
select gifts for your customers— 
say a cutlery set, a cigarette lighter, 
a package of fine foods and a foun- 
tain pen—it is important that the 
selection be well suited to the in- 
dividual personality of the customer 
or prospect. Throughout the year, 
you should unobtrusively “size up” 
Mr. Buyer by noting such things as 
the flashy new pen, or the remark 
about the fancy birthday gift just 
received, or repeated statements on 
the love of sports. 

Your gifts should be wisely chosen 
to appeal to the recipient for their 
own virtues, as well as for the 
thought which traditionally is be- 
hind them. Obviously, a cigarette 
lighter is a better gift than a pen 
for the buyer who sports a pocket- 
ful of various writing mechanisms 

The finest liquor in the world is 
less likely to be enjoyed than a gift 
certificate from an established store 
by a man who has just been told 
to stop drinking. Choose golf balls, 
not a chess set, for the man who 
constantly boasts about that hole- 
in-one he once almost made. 

You should avoid overdoing it 
Expensive and lavish gifts embar- 
rass the recipients and give them 
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an awkward feeling of obligation. 
In most cases, it is wiser to give 
“little” gifts to three of four mem- 
bers of a customer organization 
than it is to present one lavish item 
to one man in the the company. 

If you really feel your business 
relationship with an exceptionally 
good buyer warrants it, go out and 
get a deluxe automatic roaster, but 
first be sure in your own mind that 
electric knife sharpeners or home 
chopping blocks for a half dozen 
members of the organization 
wouldn’t more effectively express 
Yuletide greetings. 

After all, what is the purpose of 
giving a “business” gift? Some say 
it is just a vicious circle—your com- 
petitors start giving gifts and force 
you to do likewise. These companies 
say they would stop their Christmas 
gift giving if the competition were 
to stop. However, most stationery 
salesmen and their companies aren’t 
motivated by a desire to outdo the 
other fellow. These people say they 
would continue giving gifts even 
if no one else in their field bothered 
to. 


Gift Thinking 

The thinking here is that you 
give a gift to a customer or prospect 
with whom you have had some con- 
tact over the year for pretty much 
the same reasons you give gifts to 
your friends and relatives — you 
want to express appreciation, you 
want to wish them well, you act out 
of the gaiety and generosity the 
Christmas season brings out in all 
of us. 

Because you want your gifts to 
say these things for you and for 
your company, you naturally would 
like to choose something your re- 
cipient will appreciate, something 
you are reasonably sure will provide 
real satisfaction. In short, you want 
your gift to say “Merry Christmas” 
as effectively as possible 

You, as a salesman, are the most 
important link in the chain of con- 
tact between your company and a 
customer or prospect. It is you, 
more than anyone else, who knows 
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the little personality quirks, the 
likes and dislikes and the desires 
of your buyers and potential buyers. 
You are in the best position to de- 
cide what w please the men 
with whom you are in constant con- 
tact, and it therefore up to you 
to play a major role in “solving” 
yur company annual Christmas 
rift problem 


Despite some sentiment that the 
giving of “business” gifts is a nui- 
sance, the practice is becoming 
more and more widespread. There 
is still some disagreement about 
just how the mechanics of selecting 
recipients and selecting and order- 
ing gifts should be carried out. But, 
on one point, there is increasing 
agreement: the contact man—you, 


the salesman—has to participate 
actively in the program, or the 
business and social values of giving 
gifts will be lost in the hurly-burly 
of “what is the easiest way” and 
“what is the most economical way.” 
Get into the act yourself and en- 
joy the benefits of greater personal 
satisfaction and smoother business 
relationships.—EM 





An Effective 
Christmas 


Window 


g THE WINDOW PICTURED here- 
with has proven a consistent better- 
for the Kendrick- 


price sales builde! 


Bellamy Company, Denver, Colo., 
juring the past Christmas seasons 
4iming fo! deluxe gift” pur- 
haser, W. I Woodend, display 
manager for the long-established 
ffice supply store, devotes the cen- 
ral “stage window” entirely to 
ffice furniture gifts in the top 
ce classific l 


appeal to the 
wishes to com- 
memorate cessful year with a 
handsome desk for an associate or 
partner, the wife of an executive, 
or employees who wish to join in 
worth-while gift 


DusinesSMan wh 


a SU 


presenting a really 
) the boss,”” Mr. Woodend asserted 
A typical Christmas window, as 
shown, featured a stage-like ap- 
pearance, between the two main 


entrances into the Denver office 
supply store. I ided in the sug- 
gestions were neo-classic steel 
esk in lig finish, an all- 
iminum arm-type posture chair, 


minum ashtray 


and smokin tand, an _ indirect 
swing-arm four-level cig- 
irette case. ¢ en and alligator- 

eatner de@SK 
Over in the « er, a handy piece 
if furniture v 1 personal file with 
partment dictating ma- 
chine, or, if desired, for all of the 
essential ( inature bar. A 
Wwol las, deluxe personal safe 
nal file completed the 

d 

Ldvertising accompanying 
ich display re simple and to the 
point. Mr. W iend makes use of 
such slogal The Ne Plus Ultra 
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Kendrick-Bellamy Window of a Past Christmas Season 


of Desks’—‘The Perfect Gift for 
the Busy Executive”’—or, “A Com- 
pletely Harmonized Office Is an 
Ideal Gift!”’. 


A series of such window displays, 
each Christmas, has considerably 
elevated the percentage of top- 
priced gifts sold by the store-—RAL 


“Warning” Sign Boosts 


Holiday Layaway Volume 


Dont get caught short! 
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Time is Fleeting .. . Sign used 
by the Supertex store to boost holiday 
sales. 
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@ GIVING HIS CUSTOMERS a 
“warning” instead of a “reminder” 
to ease Christmas gift expense via 
the layaway route, has paid hand- 
some dividends each year for Lloyd 
Gregory, owner of the Supertgex 
Store in Dallas, Tex. 


“Everyone will read any sign 
headed with the word ‘Warning,’” 
Mr. Gregory pointed out, “and thus 
we used a bit of simple psychology 
to start customers thinking of 
Christmas early. They see signs re- 
ferring to layaway buying in practi- 
cally every store, and through con- 
stant exposure to them, such signs 
become practically invisible as far 
as effect goes. Switching to a warn- 
ing theme got immediate attention 
and was sufficient to boost our gift 
volume by more than 100%.” 


As shown, the sign employed 
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measured 20 x 28 inches, simply 
block-printed in holiday red, green 
and black. The headline “Warning” 
appeared in red, with the remain- 


der of the message “Don’t Be 


Caught Short—Use Our Christmas 


Layaway Plan” in green 


During selling hours, the sign was 
used on the main counter. In the 
evening, it went into the display 


window. From August 15 on it be- 
came the most important single 
sales factor for the Texas store 


At least a dozen customers per 
day were jolted into asking details 
of Supertex’s layaway plan. Scores 
responded by selecting gift items 
and setting up a weekly or monthly 
payment schedule 

Mr. Gregory co-operated by in- 
dividually gift wrapping every item 
on the spot, then overwrapping it 


for storage against dust or other 


damage. Purchasers were invited 


to “write their own tickets” as far 


as the method of payment was con- 





services 


cerned. Naturally, these 
were well appreciated 

“Most of the people who set up 
layaway purchases in August and 
September were those who con- 
stantly find themselves staring 
Christmas in the face with no re- 
serve funds for gift-buying,” Mr. 
Gregory said. “It takes something 
outstanding in the way of promo- 
tion to bring out early buying. Our 
warning sign proved just the thing 
for last Christmas.”—RAL 


Shorthand Sign—"Gifts for the Boss’ 


@ A SPECIALIZED CHRISTMAS 
gift market which is well worth the 
retailer’s attention is the employee- 
to-boss holiday gift, according to 
Sidney Solomon, executive of Ray’s, 
Temple, Tex. 

“Almost every employer is ten- 
dered some sort of Christmas gift by 
his employees,” Mr. Solomon pointed 
out, “And where there are a dozen 
or more persons involved, the usual 
policy is to chip in and make the 
present something impressive. That 
brings much profit into the picture 
for often the choice is an expensive 
desk set, a desk clock or leather 
goods. We have found that making 
an effort to attract this sort of 
business added much to each year’s 
Yuletide volume.” 

Seeking for a practical means to 
focus the attention of downtown 
workers on Ray’s, Mr. Solomon 
came up with the ideal solution in 
the form of window cards written 
in shorthand. 


Signs are Spotted 


As shown, standard post-sized 
signs are used, spotted amid a 
choice of typical “gifts for the boss”’ 
in all four windows of the store 
The cards are headed in ordinary 
longhand, with the title, 
sonal Message from Ray’s 
Boss’s Secretary.” Sixteen lines of 


shorthand appeared below with Mr 
Solomon’s signature and a _ post 


script. 

The message simply points out 
that it is an American custom to 
give the boss a Christmas gift and 
suggests that the office force “chip 
in” for a really worth-while me- 
mento, and then lists some of the 
nationally-advertised gift 
tions which Ray’s. carries for the 
purpose. The postscript urges the 
secretary to come in and ask ques 
tions. 


suggees- 
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The window display proved sen- 
sationally successful from the out- 
set, according to the Texas dealer 
“There was a lot of humor involved, 
of course,” he said, “as people who 
could not read shorthand conjec- 
tured over what language had been 
used on the window signs. Every 
girl who could read it, of course, 
was bound to stop and decipher 
the entire message. Naturally, she 


/ 
TOC ri Oma PHESS APE «rom 
lo the * Oi 
2 . 
“i 72° 
— , . an 7. o v « 
> , + “4 2 ~ y 
/ , 4 
é + 
@ ~~ 4 
- “ ‘ 
cm 
 Meeae g 
> 4 
7 & ~~ rs A 3 
a Fs 
a + 
-¢ 5 
, -— 2 c 
. 
oO ‘ 
> » PZ 
~ . 
: j 
: 
' 
; d 
4 A z 


i. . ' 
Memo to Secretaries .. . Christ 
mas gjift-buying reminder written in 
shorthand used by Ray's of Temple 


Tex 





ould be depended upon to mention 
it to fellow office workers, and the 
result was implanting the gift-for- 
the-boss idea firmly early in the 
season. We even received some pub- 
licity in the local newspaper as the 
editorial staff kidded us for our 
inreadable window cards.” 

At least a dozen “gifts for the 
boss” in the over $100 bracket were 
old as a direct result of this clever 

unt.—RAL 





Does the Boss Care? 
(Continued from page 24 


There are at least three things 

that you can do: 

1. Provide proper motivation. 

2. Create the proper atmosphere 
Both of these things have been 
recommended by President 
Pembroke 

3. Organize, plan and carry out a 
program of sales improvement 
This program would include dis- 
cussions around the following 
(a) The importance of cour- 
tesy, friendliness and attractive- 
ness. Everybody knows these 
things, of course, but you check 
and see how often they are over- 
looked. There is no substitution 
for the friendly greeting and 
helpful suggestion. 

You must Keep constantly alert 

however, in order to get these 

fundamentals into the spirit of 
your store 

(b) Hold regular sessions to dis- 
cuss the fundmentals of selling 
up instead of selling down; the 
desirability of suggesting asso- 
ciated products; and _ other 
phases of good salesmanship. 

If you want to develop better 

sales people you must do some- 

thing toward making them bet- 
ter salesmen 

(c) Have an organized program 
for instructing or informing 
your people about the various 
product groups; give them the 
meat of how to apply or use 
these various products. I know 
of no better way than through 
the intelligent use of your 

NSOEA product manuals. 

You ask too much if you expect 
them to do all the digging them- 
selves. These three suggestions are 
simple. They are so simple that 
they just aren’t done in most stores 
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Erle Conducts Business 
Sturdy as the Rockies 


g TO THOSE WHO know him, Erle 


O. Kistler, president of the W. H 
Kistler Stationery Company of 
Denver, Colo., stands out as an in- 
lividual of namic personality, 


yne who does not hesitate to intro- 
juce and put Oo operation a new 
ljaea or service 
He’s part and parcel of the Rocky 
t pire when it comes to 
office equipment, a 
bundle of energy in the manage- 
which he has 
death of his 
er, in 1936. 
store design, serv- 
relationships find 
eady acceptance by this Denver 
store executive. He is proud of his 
firm’s layout which includes one of 
t displays of modern, in- 
dividual office f any office furni- 
blishment in the 


ss 
— 
oe 
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qaea since tne 


Employee Loyalty 
The W. H. Kistler Stationery 
loyalty of its 
good reason 
established job 
evaluations, 
ms and supervi- 
To each new em- 
ployee goes ‘klet proclaiming 
You’re in the Kistler Family Now.” 
mes the newcom- 
Kistler tradi- 


Company enjoy the 


issliication D 


ind speak f the 
Thi ld and honorable 
it n, ti irgest of its kind 
this part f the country. We 
want you to feel at home, and to 
vide for job that is profit- 
le, and in pleasant surroundings 
The future f your employment 
l us i ntirely up to you. If 
and show imag- 
re firm, and work 
ith y fellow employees, 
sition sl ld be permanent 
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We are very proud of the older men 
and women who have been with us 
for a number of years, and we like 
to think there has been a reason 
for their long service. 

“Just as our country’s prosperity 
is merely the sum total of the 
prosperity of the individual citizens, 
so it is with an organization as we 
have here at Kistler’s .. .” 

Erle O. Kistler was born in Den- 
ver in April, 1890. He went to Yale 
University after graduating from 
Culver in 1908, and graduated from 
the Sheffield Scientific School in 
1911, when he immediately came to 
Denver to work for the company 
founded by his father. 

In 1916, Erle went to officer’s 
training camp at Fort Riley, Kans., 
and was placed in command of the 
2nd Battalion of the 355th Infantry 
Regiment of the 89th Division at 


Camp Funston nearby. Early in 
1917, he attended the Staff and 





Erle O. Kistler 


Command School at Langres, 
France, and after graduating 
served successively with the 42nd 
Division, 89th Division, and went 
into Germany on the staff of the 
4th Corps. 

Married to Margaret Blackmer in 
1920, he has three children, Mar- 
got Kistler, Henry Blackmer Kistler 
and William Henry Kistler, the lat- 
ter joining the organization in July 
of 1951. 

Devotion to his business leaves 
Erle little time for hobbies but he is 
fond of golf, fishing and duck hunt- 
ing. 

Never too busy to help his com- 
munity, he has been on _ the 
boards and executive committees of 
both the Community Chest and the 
Chamber of Commerce, also the 
boards of the Denver Symphony 
Society, the Capitol Life Insurance 
Company and the Midwest Oil Cor- 
poration. 





You don’t have to use a lot of strange words to make your points clear, or 
to sell your goods. Such a course is sheer cant. In fact, if you do weave a web 
of weird words, it may mix up a man’s thoughts and cause you to lose a sale. 
Just like you and me, most folks tend to fear the things that are not clear to 
them. This, of course, brings doubt to their minds, and at such a time, they are 
not in the mood to buy your goods. Those who sell know this is true. They will 
tell you that, if you are not sure about the right words to use, it is best to use 
a plain one, for we all trust plain words and know what they mean. 

Here is an example of the polished profundities of the Wartime Director of 
Civilian Defense, in a letter on blacking out buildings during air raid drills: 


“Such preparations shall be made . . 


. for any period of time from visibility 


by reason of internal or external illumination. Such obscuration may be ob- 
tained, either by blackout construction or by termination of the illumination. 


“This will, of course, require that in building areas in which production must 
continue during the blackout, construction must be provided that internal illu- 
mination may continue. Other areas, whether or not occupied by personnel, 
may be obscured by terminating the illumination. 


Fortunately, for the safety and sanity of wartime Washington, the late Pres- 
ident Roosevelt ordered it rewritten. “Tell them this,” he said: “In buildings 


where work must continue, put something across the windows. 


In buildings 


where work can be stopped for a while, turn out the lights.” 


1953 


—Clifford B. Reeves 
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Appeal Through Color . 
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A black and white photo can’t do justice to the brilliance of the “stage win- 
dow” display at W. H. Kistler Co., Denver. 


Brilliant Colors Star” in "Stage" Window 


@® EXTREMELY BRIGHT color 
combinations, a far cry from the 
conservative dark hues of the past, 
are being steadily promoted by the 
office furniture department of the 
W. H. Kistler Company, in Denver, 
Colo., through the steady employ- 
ment of the “stage window” shown 
herewith. 


Clear View 
Located between the two main 
entrances into this major office sup- 
ply firm in downtown Denver, the 
“stage window” is literally that, ap- 
proximately 12 feet wide by 8 feet 
deep, and glassed in on all four 
Sides to permit a clear view from 
any angle into the interior. 
Through late 1952 and early 1953, 
emphasis has been laid on extreme 
advancements in color available in 
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almost all lines of office furniture, 
particularly where all-steel models 
are concerned. The window display 
shown herewith was built around 
brilliant red leather upholstery, 
combined with standard gray steel 

The cardinal red touch was pro- 
vided in the leather upholstery of 
an executive chair, in desk-top 
accessories, lamp, and in an oc- 
casional chair, placed to one side. 
Signs at either side of the window 
pointed out the trend toward more 
cheerful, “glamorous” surroundings 
in every type of business, and like- 
wise stressed the fact that living, 
vital colors go a long way toward 
maintaining better efficiency and 
contentment on the job. 

Large enough to display a com- 
plete executive office layout, the 
“stage window” invariably contains 
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an executive desk, table, file, waste- 
basket, accessory chair, executive 
chair, and, according to the season, 
such appurtenances as electric fans 
and air conditioning units. “Trim- 
ming for color” is a relatively simple 
operation inasmuch as _ switching 
from one brilliant floor covering to 
another provides all of the “back- 
drop” which is necessary 


Furniture Display 
The Kistler concern, a few seasons 
ago, completed one of the West’s 
most modern office furniture dis- 
plays floors, on an upper level of 
the building, with heavy emphasis 
on colors and striking variations in 
color contrasts and harmonization. 
One by one, examples of each have 
been portrayed in the effective win- 
down shown herewith.—RAL 
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Attraction Force of Window Displays Determines 


Stationery Outlet's Daily Store Traffic 


Build Reputation Through Your Windows 


g CREATIVE DEXTERITY in the 
planning of window displays that 
constant and continual 


present a 
the interest of the en- 


: ‘ 
‘hallenge to 


tire community is the chief explan- 
ation of the remarkable efficiency 

sales promotion achieved by all 
outstanding full-line stationers op- 
erating in busy trade centers where 
the competitive standard of retail 
merchandising is high. 

Windows htly situated, are 


the statione 


surest opportunity 


to capture public interest and at- 


tention at the very point of supply. 

They will do this for him day 
after day all through the year, if 
the windows are charged with hu- 


sales-making 
suggestive power, lacking which, 
1e best window frontage has little 
building value than 
mount of space in 


man interest and 


tl 
more business 
an equivalent 
1 vault 


Make Window Pay 
window frontage fig- 
ires so largely in determination of 
he rental value of well-situated 
one of the basic 
management in 
every retail trade is to see to it 
that window display facilities are 
ised in such a way as to make 
them produce their maximum pos- 
sible contribution to the rental 
naree 

In many large outlets, creative 
window merchandising actually off- 
sets the annual rent and some- 
in better, but this 
achievement is never an accident of 
luck. It is the result of ardent 
unremittingly to 
making 
every window exhibit a sales-pro- 
er and aée reputation-builder 
strengthening of 
pression that the 
standing modern 
ablishment 
Originality doesn’t mean window 

t r fi spectacles of dis- 
play. It mea ist enough clever- 


the avowed purpose of 


NICHOLAS VESTA 
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ness, strictly pertinent to the 
primary purpose of converting at- 
tention and interest into sales, to 
produce displays that are always 
different from, and whenever prac- 
ticable better than, those of nearby 
competitors. 

To a considerable extent, orig- 
inality involves the instinct for 
showmanship as well as salesman- 
ship—in fact, the criterion of orig- 
inality is the effective combination 
of both. 


Basic Rules 

There are a number of funda- 
mental rules for successful window 
display procedure. First, the win- 
dow glass should always be so thor- 
oughly clean that the stationer 
would stake his personal reputation 
on it. The woodwork and floor cov- 
ering should be carefully cleaned 
and polished. 

It is much easier to arrange an 
effective display with not more 
than three objects or appliances 
more or less related in use than 
with a miscellaneous assortment 
of articles no two of which might 
interest many of the same observ- 
ers at any one time. 

Simplicity and common sense are 
absolutely necessary in the ar- 
rangement of a window display. 
Prices should always be displayed. 

Window displays should be well 
lighted with adequate lamps and 
reflectors, properly installed for 
window advertising efficiency. For- 
tunately for many stationers, size 
is not the most indispensable re- 
quirement of an effective window 
display. 


The Small Window 

It has been proved that a window 
that is small, relatively speaking, 
can be “merchandized” quite as 
profiitably as many a large window 

often more profitably, if better 
advertising brains are behind the 
display plans. 

A retail merchant on 42nd St., 
New York City, is said to be paying 
$18,000 a year for the rental of a 
specialty store only 10 feet wide. 
That 10 feet of window frontage 
is his only medium of advertising. 
If spectacular displays or window 
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exhibits of dominant size were in- 
dispensable to success, he would 
have been out of business long 
ago, and the rent of that store 
would probably be more like $1,800 
than $18,000. 


Stopping Traffic 

True—a veritable river of human 
beings surges past that little store 
every day, but it is his creative and 
strategic window display program 
that enables this merchant to cap- 
ture continually the attention of a 
profitable percentage of that im- 
mense pedestrian traffic. His win- 
dow displays simply must be power- 
ful pedestrian-stoppers day after 
day all through the year. 

A large window should never be 
filled with small objects or articles 
unless they are grouped. Each 
group should be definitely segre- 
gated from the other units of dis- 
play; should be identified plainly 
by a suitable “talking-card”; and 


every group should be plainly 
priced. 
Naturally, any items grouped 


would be items that belonged log- 
icaly together, either because of 
basic similarity or association in 
use. 


Consider Background 

Every window exhibit should have 
a background that serves to make 
the display stand out and provides 
facilities for illuminating the dis- 
play. As a general principle, win- 
dow displays should be illuminated 
at night. The full illumination 
“load” that is used when the store 
is open for business is not neces- 
sary, however, in all-night window 
advertising. 

In the small hinterland commu- 
nities, retailers probably would not 
benefit appreciably by such all- 
night displays, but they have been 
demonstrated to be worthwhile in 
all centers of commerce and indus- 
try because many potential buyers 
who would not have the time or the 
opportunity to view them during 
the business day may be attracted 
by them during the late evening. 

Dark - colored window floors or 
window floors with bright colors at- 
tract the eyes toward the floor in- 
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stead of towards the merchandise 

The neutral color of a hardwood 
window-floor, clean and polished, is 
probably the ideal dispiay floor, but 
when the floor surface must be a 
painted surface, so-called “mouse”’ 
gray or Navy gray are, perhaps, the 
best colors that can be used. That is 
because they blend with almost any 
merchandise, do not attract the eye 
to the floor, set off the goods dis- 
played to good advantage, and do 
not show dust. 


Get Rid of “Duds” 

Among other considerations with 
regard to window advertising pro- 
motions—elementary, but meriting 
repetition because so important 
the stationer should never let stand 
for a whole week, no matter how 
much labor it involved, any display 
set-up which proves a complete 
“dud” after two days showing 

He should either make changes 
to improve and strengthen the basie 
idea or remove the display al- 
together. 

Another thing: No one can just 
“think up” a good window display 
as he installs it. The right result 
can only be achieved by a definite- 
ly preconceived idea and plan, and 
in many outstandingly successful 
and progressive stationery estab- 
lishments, the program of window 
display promotions is planned 
weeks—even months—in advance 

“Skimpy” or “skeleton” displays, 
put into a window temporarily un- 
der the extenuation of lack of time 
to do a real and complete job, do 
more harm than good. 

This expedient, even if tolerated 
for only one day, creates the im- 
pression that the dealer does not 
have a complete assortment, 
doesn’t have an ample stock, and 
may not be doing much business 


Presentation Idea 
Any single-item window should 
always be a mass presentation, un- 
less perchance, the feature of the 
display is an office desk, a multi- 
graphing outfit, a dictaphone, or 
an addressograph, or other large 
equipment, self-sufficient as a unit 
for a strong specialized display 
Although the average stationery 
outlet has few specialties that are 
exclusive with it, its proprietor can 
at least try to display now and 
then some machine or product that 
none of his nearby competitors has 
window-advertised for a long time 
Profitable window advertising re- 
quires versatility as well as orig- 
inality. Those two simple words 
“NEW” and “SPECIAL” seem never 
to lose their power for attracting 
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attention, awakening interest, and 
arousing curiosity when used intel- 
ligently in the wording of the 
“talking-cards” which are the ad- 
vertising mouthpieces of all the 
best window and counter displays 

With specific regard to that word 
‘SPECIAL,” however, the regret- 
table observation is that there are 
still too many stationers who can 
not seem to understand how any 
merchandise presentation can be 
“special” unless the legitimate price 
has been cut 

What could be more “special”’ 
than a new invention that has just 
come upon the horizon of the sta- 
tionery industry to satisfy some 
long-felt need of businessmen?; 
or perhaps, some scarce commo- 
dity or sundry, a supply of which a 
stationer has managed to obtain by 
foresighted strategy in his buying? 

Resourcefulness, too, is an impor- 
tant requirement for full success in 
window merchandising. A stationer, 
at his wits end one day for “some- 
thing different” for his window ad- 
vertising, accepted this  writer’s 
Suggestion to assemble _ distinct 
units of at least 10 or 12 popular, 
established - brand stationery spe- 
cialties in his long and roomy dis- 
play window, and then display 
across the top of the whole exhibit, 
in plain, bold lettering, a _ sign 
which said: “NOTHING IN THIS 
WINDOW COSTS MORE THAN 
ONE DOLLAR.” 


Use Streamers 
Each unit of the different goods 
shown was priced definitely, and a 
Streamer of red ribbon was run 
from each unit of the display to the 
bottom edge of the big sign. Al- 
though nothing in the window was 
reduced one cent in price, the psy- 
chological impression was that of a 
special sale, and all the goods sold 
briskly throughout the three days 
the display was used 
The price range of the items 
selected for this idea was from $.30 
to $1.00. In contemplating such a 
display, no doubt the mental proc- 
ess of some persons was something 
like this: “Gee, some of those things 
must be more plentiful than they 
were a while ago. Nothing there 
costs more than a dollar, and a 


dollar bill will buy two or three 
items. Which ones can I use?”, 
whereupon the buying initiative 
was quickly converted into pur- 
chases. 

The display proved that it had 
valuable traffic-pulling value as 
well as being directly profitable. 

This incident is an excellent ex- 
ample of what can be accomplished 
by the use of price-figure appeal as 
distinguished from the notorious 
fallacy of cutting prices which 
never wins customers though it 
may bait the bargain-chaser who 
will never be seen again until such 
time as the misguided stationer 
again forfeits his profit to attract 
trade. 


Must Create Desire 

Any window display must attract 
favorable attention—of course—but 
it must accomplish more. It must 
create the desire to possess—to see 
the goods closer to handle the 
goods; to ask about them. These 
are the thoughts and emotions that 
influence persons to come into the 
salesroom, thereby providing the 
opportunity for increased sales 
Therefore, time and money ex- 
pended to obtain better window 
displays are indeed well invested 
Any window display which simply 
causes persons to stop and remark 
about the display man’s cleverness 
or artistic talent, only to walk 
away immediately, is no good to the 
dealer. 

When a stationery outlet has ac- 
quired a reputation for interesting 
and colorful window displays, peo- 
ple will develop the habit of look- 
ing into the windows every time 
they are in the vicinity of the 
store 

When such lookers-in come in- 
side and buy, it is a sure sign that 
the window advertising is doing a 
real selling job. Such buyers usually 
have at least some predisposed in- 
terest in the kind of goods on dis- 
play, but except for the sales-in- 
ducing powers of the good window 
display, they might not have de- 
cided then and there to buy them 
in that particular store 

Yes, Sir! Good window merchan- 
dising can make a stationer famous, 
locally at least, and it can cer- 
tainly bring money to the till 





He who works with his hands is a laborer. He who works 


with his hands and head is a craftsman. He who works 
with his hands, head and heart is an artist. And he who 
works with his hands and his head and his heart and his 


feet is a salesman. 


Feldser Loose Leaves 
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by Irving Settel, authority on retail advertising 


@ SUCCESSFUL ADVERTISING follows a 
careful blueprint which charts out both in- 
tended accomplishments and methods neces- 
sary to attain this goal. 


For the office appliances retailer, all promo- 
tion, no matter how small, must do certain 
specific jobs which include: 

@ Convincing the public that his store is 

a good place to buy. 

@ Creating future or immediate sales. 

@ Increasing traffic in the store to sell items 

which are not advertised. 

In other words, not only must advertising 
build sales, but also maintain a reputation and 
increase prestige. This, of course, will create 
future sales. The ultimate goal, however, of all 
advertising is a steady and profitable volume 
of business. 

Many inexperienced office appliances re- 
tailers gauge the results of advertising by im- 
mediate sales only. They feel that if the pre- 
vious day’s promotion has not “pulled,” ad- 
vertising will not pay for them. They forget 
the long range cumulative effect. Keeping the 
name before the public will undoubtedly bring 
in eventual business. 


The Advertising Budget 

In order to put advertising on a planned 
basis, it is first necessary to establish an an- 
nual budget. This should be based upon two 
considerations: 

1. The volume of business that is expected. 

2. The amount of money available for ad- 
vertising. The problem arises, of course, as to 
how to determine expected business. This can 
be done by scanning past sales. It may be 
necessary to examine last year’s books, to in- 
terpret general business trends and to deter- 
mine sales potentialities. Advertising appro- 
priations should be geared to sales objectives. 
This is sometimes difficult, especially when 
uncertain times make the future predictions 
difficult to forecast. 

However, a certain sales potentiality must 
be determined. This will be a guide. It will 
show the way to ascertain a budget for pro- 
motion. This amount may vary anywhere 
from 1% to 5% of proposed net sales. Natur- 
ally, it will depend upon a number of factors 
including the potential of the town, the store, 
the optimism and faith of the office appliances 
retailer. 

Plan Many Months Ahead 

There is a tendency with the small office 
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How to Advertise for Bigger Sales! 


appliances retailer to avoid planning of any 
type. Many prefer to do business on a day-to- 
day basis. Successful office appliances mer- 
chants, however, recognize the necessity for 
planning many months and sometimes years 
in advance. While it is true that it requires 
a great deal of time to work out a campaign, 
the results usually warrant this task. 

A planned advertising program is an impor- 
tant factor in the elimination of waste. When 
there are no plans, large sums of money are 
often spent without regard for actual needs. 
Small ads in charity publications, outright 
donations, and so forth, are ofter charged to 
advertising. The result is that the expenditure 
is high, results are low and “promotion” is 
blamed. A plan will avoid this type of waste 
wherever possible. It will allow money only 
where it shows specific results. 

Advertising should be considered an invest- 
ment rather than an an expense. It can bring 
rich returns if handled correctly. Once the 
annual budget is determined, the appropriation 
should be broken down into small classifica- 
tions. Breakdowns, for example, can be af- 
forded to various media as well as monthly 
expenditures in each. These should be flexible, 
allowing for business changes and unforeseen 
reverses. 


Institutional, Promotional Advertising 

As stated previously, many office appliances 
retailers think of advertising in terms of im- 
mediate sales of specific items of merchandise. 
While this is important, another object should 
be considered when promotion money is being 
spent. It must be realized that the store is 
not in business for one week, one month or 
one year. 

The office appliances retailer must think in 
terms of the long-range future. He must not 
only convince the public that certain items are 
necessary to buy, but also show them his store 
is the place to buy them in town. He must 
apportion some of his money for institutional 
advertising. In this way, he will build a repu- 
tation which eventually will be reflected in 
immediate sales. Consequently, both promo- 
tional and institutional advertising should be 
planned for the year. 


Themes and Appeals 
Certain factors about the merchandise or 
the store should be determined in advance of 


Turn to page 128, please) 
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Seven Display Rooms 


Tell the Story of 


Kendrick-Bellamy Service 





For Reception Room 
this manner, 





Kendrick-Bellamy features reception room pieces in 


New Office Furniture Department 


"Answers Every Question for Customers” 


w@ A BEAUTIFUL new office furni- 
ture department “years ahead in 
service to the customer” is drawing 
record traffic at the Kendrick 
Bellamy Company, Denver, Colo 

Culminating several decades of 
experience in office furniture mer- 
chandising, the second floor depart- 
ment has been designed by Charles 
Kendrick, sales manager, to go 
much farther in service to the pros 
pective customer than the standard 
concept. 

With his father Jack Kendrick, 
nationally-known president of the 
firm, Mr. Kendrick laid out the big, 
imposing row of seven rooms which 
make up the office furniture sec- 
tion, to provide not only practical 
ideas in office furniture, but in re- 
ception room furniture, lighting, 
wall paneling, windows, flooring, 
carpeting and complete accessories 

The Denver office furniture deal- 
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ership has been acutely conscious 
of the sharp changes which have 
occurred in office decor. In the 
Rocky Mountain capitol, which has 
doubled in population since 1946, 
many new office buildings are going 
up and long-standing buildings 
have been completely modernized. 


ideas Galore 


Since under today’s trends, the 
businessman now has much to say 
on the architectural details of his 
office, as well as the furnishings, 
Kendrick-Bellamy has simply taken 
it upon itself to provide an 
inexhaustible supply of already- 
installed decorative ideas which the 
office furniture buyer may put to 
use 

Thus, the physician who plans a 
new clinic, the professional man 


who operates a small office or the 
agent with many clerical employees 
can equally depend upon the Ken- 
drick-Bellamy showrooms to pro- 
vide helpful, informative service, 
through a tour of its displays. 

With a formal opening at the 
turn of the year, to which many 
leading Colorado businessmen were 
invited, Kendrick-Bellamy launched 
what is believed to be the most im- 
portant phase of its office furniture 
operations since founding of the 
firm. 

Guests at the cocktail party hon- 
oring the opening were ‘taken on 
tour,” one by one, to test reaction. 
In every case, it was marked by 
voluble enthusiasm. Already, the 
design of many of the rooms has 
been faithfully duplicated in new 
Denver offices, all of which pleases 
the Kenricks mightily. 

As shown in the accompanying 
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the office furniture 
department is now broken down 
t harply-differentiated 


Arriving from the elevator en- 
tran ffice furniture prospect 
steps into a huge foyer, some 80 
feet long by 40 feet wide. In this 
primarily to steel fur- 
niture, all walls are done in deep 
colors, with 
both harmonizing and contrasting 
rniture ranging from 
bracket up to ex- 
deluxe varieties, has been 
grouped int model offices” around 
the floor orporating  special- 
purpose tables, files and 
chairs. The floor here is done in 
green asphalt tile, with contrasting 
blonde hardwood moldings, frames, 
and other architectural touches. 


pastels i various 


the iowest price 


shalt 


Stress Lighting 
) furnishing at least 
n how executive offi- 
ffices may be worked 


In additio1 
a aozen 1daeas 


ces or general 


out with steel furniture, and the 
colorful pastels mentioned above, 
the foyer area places immediately 
recognizable tress on adequate 
ght 


With slim-line fluorescent trof- 
fers bisecting the ceiling in not only 
large room, but in all of the 

there is a minimum 
ndles on every work 
Nine out of ten 
rht into the depart- 
ment immediately exclaim over the 
brilliance of the lighting, which 
tives Kendri Bellamy salesmen 


f 50 foot 
surface involved 


prospects DI 





In the Foyer .. . Steel desk display at Kendrick-Bellamy Co. 


an opportunity to point out its im- 
portance. 

There are two small rooms im- 
mediately behind the right end of 
the foyer, partitioned off by walls 
built for deliberate segregation of 
various items. 

In the extreme _right-rear, 
grouped into a single bloc, are 
every type of file carried by the 
Kendrick-Bellamy Company, in- 
cluding legal sizes, card files, stand- 
ard letter varieties, fireproof models, 





Steel Display 
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special purpose types, transfer 
systems, safe-and-file combinations, 
divider types, counters equipped 
with drawers, filing tables, and 
rotary models 


Emphasis on Filing 
No matter what the filing prob- 
lem may be, the answer is provided 
here, and the segregation policy 
followed means that the prospect 
will keep his mind on filing during 
the entire time he is in the room. 
From the filing equipment dis- 
play, the businessman “on tour” 
steps into an advanced style display 
of blonde hardwood desks, chairs, 
and tables. Space is available in 
the room for six or seven desks, all 
of modern design and carefully 
harmonized with a chair, desktop 
accessories and table. 


Attractive Scene 

One wall of the room is done 
entirely in glass block with traveler 
drapes, which are fireproof, easily 
cleaned and have a bright floral 
pattern. This provides an excellent 
backdrop for the blonde hardwood 
stressed in the section, as well as 
providing practical daylight for 
needed illumination. 

Room No. 4, immediately to the 
left, is entirely given over to furni- 
ture for the well-dressed reception 
room. The floor here is of rubber 
tile, with walls done in blonde ma- 
hogany, throughout. In the center 
of the room is a circular reception 
room table, heavy leather couch 


(Turn to page 48, please) 
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Installations... 


Ideas, Imc. . . . As its name implies, 
this Detroit firm handles an installation 
down to the last detail. In the lobby 


of the Down River Casting Co., Rockwood, 
Mich., a frosty walnut Techniplan desk by 
The Globe-Wernicke Co. is combined with 
a No. 884442 steno chair by the Taylor 
Chair Co. Custom drapes by Ideas, Inc., 
feature Down River's casting emblem. 


Vice-President’s Office .._ . In this 
phase of the Down River Casting instal 
lation, Ideas, Inc., uses a two-man frosty 
walnut custom desk and chairs by J. G 
Furniture Co. upholstered in plaid tweed 
The Techniplan secretarial desk is by 
Globe-Wernicke and the No. 8844'2 pos 
ture chair by Taylor. The hand print 
drapes by Ideas are in blue, red and 
black on white. 


President's Office .. . Featured here 
is a custom-built conference desk in blond 
mahogany with chairs and sofa by J. G. 
Furniture Co. Hand print drapes harmo- 
nize with the room color as planned by 
Ideas, Inc., for Down River Casting Co. 
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New St. Louis Office ... The new 
fice f the Atchison, Topeka & Santa 
re furnished by Executive 
right is the private office 

ilway companys offi- 


es 


Another View ... In the general as 
well as in the private offices, Executive 


Furniture is used throughout. 


" 
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Increasing Production . Keeping 
eck the work of 50 of its 


phers, John Plain & 
1 trial installation of 
tirs by Hamilton Mfg 
1fter the chairs were 
increase in out 

ny attributed to the 
-aused errors, work 
pauses for rest and 
iter, president, re 

> represents an an 
mately $2,340.00 
tlent to the salary 
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Installations... . 


Wood Interior . The First Wisconsin 
National Bank of Milwaukee features an 
entire interior of American walnut in 210 
finish. Lobby and officers quarters are 
fully covered with a thick, soft carpet. Cir- 
cular dome concealed lighting is used, 
with indirect lighting in the tellers cages. 
S. J. Olsen Co. of Milwaukee made the 
installation using furniture by The Leopold 
Co. 








Another View ... Leopold furniture 
is also used in this section of the First 
Wisconsin National Bank of Milwaukee. 





E: 
sit 
Ce 
Desk Installation .. . Stee! Age 3000 by 
line executive and secretarial desks are the 
featured in this recent installation at the als 
Marsh Instrument Co., Skokie, III Co! 
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Entrance Lobby ... Plenty of light 
shieved in a dignified 
Williams, well-known 

os Powers Regulator 

furniture is by Gar- 


Conference Luxury .. . Continental 
Tooling Service, Dayton, Ohio, used lux- 
ury chairs by The Taylor Chair Co. Manor 
Decorators made the installation. 


Executive Office . In this impres- 
fice of the Keith B. Reed Investment 
ula atinum walnut chairs 

Co. harmonize with 
Bennett Printing Co., 
mned and installed the 
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Installations... 


Dallas Office . The new offices of 
the Judge Fite Insurance Agency, Dallas, 
Tex., were planned and equipped by the 
Service Printing & Office Supply Co. Dis- 
tinctive desks in a Nubian finish are by 
Myrtle Desk Co 








Uses Partitions .. . L Series partitions 
made by GR Products, Inc., create semi 
privacy and cut down noise in the offices 


of Pierce-Phelps Co. of Philadelphia, Pa 








Greater Privacy ... A portion of 
this installation made for the Chicago 
Transit Authority, Merchandise Mart, Chi- 
cago, shows the achievement of greater 
privacy through the use of a series of 
higher partitions. GR Products supplied 
the partitions. 





46 OFFICE APPLIANCES, October, 1953 0! 





. 
Display Set-ups . . . Champion chairs 
by W. H sunlocke Chair Co. are fea- 


tured in the show rooms of Desks, Inc 
of New York City. These modern chairs 
























manufactured in genuine walnut, together 
with other chairs in the group form a uni- 
fied series for all uses in contemporary 
ffices 
ee ee . 
SS TR ne ; 
— —————— | 
| eee 
Eee ae f 
2 Ee - 
| enema 
=S=— — } 
nn 1 
— ] 
Sateen 
——— | ; 
7 } : 
——< — f 
_ _ _ —_—— 








Another Display .. . This installa- 
tion set-up at Desks, Inc., shows another 
combination of Gunlocke chairs in a mod- 





ern office. 
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In the Modern Manner ... The ' 
fice of the president, John Lurie, Wrigley 3 
stores of etroit, features furniture by 
Carlton-Surrey, Ir Ideas, Inc., also of 
Detroit, handled this installation for the 
super market ncern 
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New Office Furniture 
Department 
(Continued from page 41) 


and chairs, magazine racks, potted 
plants, and all of the customary 
reception room paraphernalia. In- 
stead of tossing his reception room 
furniture in as an afterthought, the 
office furniture customer at Ken- 
drick-Bellamy may lay out the 
entire selection at once. As pic- 
tured, the room includes electric 
clocks, lamps, pictures, ashtrays, 
and everything normally found in 
the professional man’s reception 
room. 

High point on the tour is the 
fifth room, which is frankly cal- 
culated to appeal to the executive 
who wants the utmost in “showy” 
pretentious private offices. Here, 
dark walnut walls are used from 
floor to ceiling, and in the center 
is one of the largest desks ever 
offered by Kendrick-Bellamy. With 
dimensions of 45 x 87 inches, the 
huge executive desk is flanked by 
a rich cordovan leather executive 
chair, side chair, floor lamps to 
match, and the floor is carpeted 
from wall to wall. 


Sales Rise 
This imposing display, naturally, 
is the “Ne plus ultra” to young 
executives on the way up, and will 
result in a lot of top bracket sales 
in the future, Kendrick-Bellamy 
believes. The conference-type desk, 
incidentally, has begun making 
sales immediately. 


A sixth room, at right angles to 
the above, is devoted to “special 
purpose furniture” and features 
many decorative touches seldom 
found in office furniture displays. 


Included are such items as 
marble-topped tables, chest, six- 
compartmented desk, sideboards 


and unusual chairs. This room will 
undergo a constant state of flux, as 
new and different ideas in office 
furnishing come along, according 
to Mr. Kendrick. Here again, the 
decor includes pastel walls, a 
variety of drapes, brilliant lighting, 
pictures and wall-to-wall carpeting 
for atmosphere. 


Staff Office 

The seventh and final room serves 
as an office for Kendrick-Bellamy’s 
sales staff, which includes in addi- 
tion to Mr. Kendrick, one veteran 
salesman and a saleslady, both im- 
portant in meeting customers of 
both sexes. The woman’s touch is 
important in merchandising such 
highly stylized offerings, the Ken- 
dricks believe, and volume to-date 
has proven the point. 

Perhaps the most unusual feature 
in the entire department is the 
posture chair display, which faces 
into the foyer, from the entrance. 
Here, on a combed 3 x 20-foot ply- 
wood platform, from eight to 10 
posture chairs are elevated two 
feet above the display room floor. 
This gives the prospect an oppor- 
tunity to investigate swivel mechan- 
ism, adjustment controls, and 


craftsmanship in design, without 
stooping. 

If the customer wishes to try out 
a posture chair, it is simply swung 
to the asphalt tile floor below. The 
entire wall at the rear is done in 
straw-cloth of natural shades, ef- 
fectively contrasting the brilliantly- 
styled chairs 


Denver Decor 

General Fireproofing Company 
and Pittsburgh Plate Glass Com- 
pany both collaborated with the 
Denver office furniture firm in the 
original design of its colorful new 
department. However, for the most 
part, every display is ‘tailored to 
Denver” in Kendrick-Bellamy’s ex- 
perience. 

“The idea is simply that we want 
to create immediate enthusiasm on 
the part of visitors, encourage them 
to develop ideas from the sur- 
roundings, as well as the furniture 
itself,” Jack Kendrick said 

“A variety of developments in 
walls, window treatment and light- 
ing, is immediately recognizable in 
each room, and in addition to pro- 
viding a better background for 
furniture display, these are im- 
portant good will builders Our 
entire layout is based on the theory 
that prospects will browse over long 
periods from room to room, and do 
not necessarily need a salesman 
along, until they ask for one. This 
has worked as anticipated, and we 
find that most of our prospects 
spend far more time in the depart- 
ment than in its predecessor.” —RAL 








B. L. Marble Chairs Provide Seating for Financial Institution in Washington, D. C. 


Seating by the B. L. Marble Chair Co 


and tables are from Leopold Co 
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was chosen for the new 
building of the Enterprise Federal Savings & Loan Association, 
Washington, D. C., the exeeutives of which selected the Model 
No. 3126, upholstered in dark green top grain leather. Desks 
Wall draperies in the back- 


large city maps 


OFFICE APPLIANCES, October, 


was used for the walls. The attractive installation 
completely by Charles G. Stott & Co 


ground are on traverse rods and when opened disclose several 


Normandy gray and dubonnet color scheme 


Washington, D. C 
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NO SALE WITHOUT A BUYER 
g THE SALESMAI In equipment sup- 
ffice with “Lock- 
Light 
Ipany I The man in 
ne told this salesman that the com- 
desk and type- 


& Power 


writer al that the purchase would be 
rized t the ext meeting of the 
eld the first of the 


Later the tlesman was advised that 
been authorized and 
jlesk and typewriter were delivered 
afterwards learned 
iny as the Lockport 
Railr Light & Power Company 
existed and that t iesk and typewriter 
1 been y the man he had inter- 
ewed t th party entirely innocent 
the fraud the transaction 
firm sued for the 
ssessio! f these articles from this third 
in his defense that 
was an i! ent purchaser for value 
ng possession to the 
pment mpany the court said, 
The sale which the dealer intended 
ide having failed 
ick of a | iser, was not thereby 
int le to the man who con 
The sale was not 
not therefore the 
wner of the property and could not give 
rchaser from him a good title to 


Sf. 
= 


lelivered the prop- 
1 corporation. A 
le purchaser of personal property 
mmercial paper, 

ne who has the possession, acquires 


although 


f his seller.” 


Wuck _wy 
WYCKON Vv v d N.Y 


Suppl. 103 


ACCEPTANCE OF SALES OFFER 
@ A STATIONERY MANUFACTURER in 
Michigan received from a_ wholesale 
nd samples of paper 
with a request for les quotations. On 
h 20 the manufacturer wrote offering 
pen pa 1t $22 per thousand 
reply was received until June 9, over 
two months tter, when the wholesaler 
turer that it accepted 
the manufacturer re 
telegram that it could not ac 
he ntract the price of paper 


naterially ed since the quota 
ter the whole er sued to recover 
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(Case histories reported 


by Albert Woodruff Gray) 


what it claimed to be damages for loss 
of profits from a breach of contract. In 
the decision of the appeal from a judg- 
ment in favor of the manufacturer the 
appellate court said. 

“Where no time is fixed in the offer for 
its acceptance it expires at the end of a 
reasonable time and when such reason- 
abie time has elapsed the offer is with- 


drawn without any affirmative act of the 
parties. 

“But 63 days, over two months, elapsed 
before the purchaser even acknowledged 
receipt of or communicated with the manu- 
facturer with reference to its letter. In the 
meantime the market value of the com- 
modity had risen 150 percent. When 
dealing in a commodity of fluctuating 
value this delay was so unreasonable as 
to require the court to say as a matter of 
law that the reasonable time within which 
to accept the offer had expired.” 


Dulany-Vernay Co. v. Kalamazoo Station- 
ery Co., 181 N.W. 984, Michigan. 





THE SALT LICK 


Monthly musings on salesmen 
and their problems 


by L. R. ADDINGTON, vice-president 
dealer sales, Art Metal Construction Co. 


G THE EVALUATION of a customer as 
regards the amount of time which a sales- 
man should give to him is one of a sales- 
man’s most difficult problems. 

All customers are equally important 
and if one customer feels less important 
than another, it is due to the fact that the 
salesman has created this impression 
without meaning to do so. 

Every customer should be told repeat- 
edly, directly and indirectly, that the 
salesman believes that he is important. 
This can be done by having the people on 
your mailing lists properly addressed by 
name and title, telephone calls asking for 
appointments when important matters are 
to be discussed, making equally good dem- 
onstrations of products to both the small and 
the large customer and above all giving 
them good service when the occasion de- 
mands. 


The second practical step in determin- 
ing the value of customers is to measure 
their requirements of time and the num- 
ber of personal calls on the basis of the 
number of office employees who are con- 
suming the products of our industry. 

Assuming that all customers are impor- 
tant, their need for the services of the 





salesman is primarily based upon their 
consumption of our products. It is often 
possible to get help from the customers by 
asking how often they desire a salesman 
to call. 


Many salesmen today are establishing 
yearly quotas for each account and divid- 
ing these quotas into categories depending 
upon what they have to sell. These 
quotas could cover office equipment, 
printing, office supplies, or office machines. 
In many cases the customer is advised 
regarding this quota which amounts to 
an average of all yearly consumption of 
the four categories mentioned of approx- 
imately $130.00 per year. 

In summation, we would say that every 
salesman should distinguish in his own 
mind and certainly not confuse the value 
of a customer and the importance of a 
customer, by first deciding in his mind 
that all customers are equally important 
but that their sales value depends upon 
the number of office employees and their 
yearly consumption of the things which 
he, as a salesman has to sell. 

Next month . . You Can Do 
Things With Your Time. 


Many 





If you own your store, see if your fire insurance is at least 80 per cent of 
replacement value today. Recent surveys of homes and stores show many so 
underinsured that the companies would pay only part of any fire loss, leaving 
the owners in straits to rebuild their properties. If you lease, would your in- 
surance cover fixture replacement? Loss of profit in the interim? Give your 


agent a chance fo tell you. 


Insurance covering lost profit through a shutdown is especially important 
nowadays. Not only are some essential materials hard to get, but builders are 
not able to start rebuilding on short notice because of labor shortages. That 
stretches the time during which you might be out of business, makes your un- 
insured loss greater. Suppose you should be hit next week? Can you sleep 


nights? 


1953 


—Photographic Trade News 
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It's Convention Time Again 


@@ THE OPENING of the 47th annual conven- 
tion of the National Stationery & Office Equip- 
ment Association at the Conrad Hilton Hotel in 
Chicago again offers proof that the idea of 
organization for mutual profit has been sown in 
fertile ground. 

Last year, the exhibits covered space equiv- 
alent to 2% acres. The 1953 displays, which are 
ready for viewing on Saturday afternoon, Sep- 
tember 26, will utilize three acres of room in the 
world’s largest hotel. 

The fact that 330 member NSOEA manufac- 
turers have seen fit to reserve 419 booths to show 
their products is demonstrative of the expansion 
of the stationery and office equipment industry. 
Nowhere in the world can a dealer in products 
used in the office have such an educational op- 
portunity to visualize what is new and what is 
expedient to sell. 

Therein lies the greatest value of a NSOEA 
convention. Once again it’s the exchange place 
for ideas, the market place of the industry. 
Manufacturers can talk to dealers and vice versa. 
Each benefits from the opportunity for mutual 
acquaintance. 

The program itself will be a sounding board 
of industry inspiration. From men like Educator 
Dr. Kenneth McFarland, Sales Consultant Gary 
Gariepy, U. S. Secretary of Commerce Sinclair 
Weeks and Airlines Executive W. J. Johnson, Jr., 
attendants at the convention will gain a fresh 
approach, a moving experience not directly as- 
sociated with their everyday tasks. 

Pinpointed directly to the industry will be 
addresses by men such as NSOEA President 
Adrian Pembroke, Manufacturer L. R. Adding- 
ton, Researcher R. D. Cies, Dealers Leonard B. 
Wilcox and Walter H. Miller and Master Sales- 
man Bill Gove. 

Stealing a punch line from the title of Mr. 
Pembroke’s address, ‘‘We are in This Together.” 
And that means the manufacturer, the dealer 
and the salesman who can profit well from at- 
tendance and participation in the 47th NSOEA 
convention. 





If you make your job important, it’s quite likely to 
return the favor. Cera News 


Apple Idea Still Good 


@@ AN “APPLE FOR the teacher’ has sur- 
vived even the modern educational changes. It’s 
a good idea for this industry, too, and will be 
demonstrated at the forthcoming NSOEA na- 





50 


tional convention and exhibit. Some like to 
much the tempting morsels of New England 
fruit. Others just like to marvel how such per- 
fect specimens can be grown while the fruit on 
their own backyard trees always resembles a 
motheaten carpet. 





Samson, it is said, had the right idea about adver- 
tising He took two columns and brought down the 
house Selected 





The Complete Story 


@¢ THOSE WHO ATTEND the NSOEA con- 
vention as well as those who miss it will find 
the November issue of OrricE APPLIANCES ful- 
some reading. It’s a mammoth job to chronicle 
such an industry session, but fortunately we are 
equipped with the personnel, experience and 
resources to handle adequately the reporting 
and photography task. 

OFFICE APPLIANCES will be represented at the 
convention by staff members who know the 
industry and the men who make it. They will 
mingle with the persons in attendance, will 
attend all program sessions and write their find- 
ings from the viewpoint of what is important, 
quotable and interesting. 

Once again, OA cameras will mirror the con- 
vention from an industry personnel standpoint. 
Professionals will photograph the colorful ex- 
hibits. 

This type of coverage is not new, but rather 
in the nature of routine for OrricE APPLIANCES. 
Because we know our readers appreciate a com- 
plete report, we plan once again to “cover” the 
NSOEA convention both intensively and ex- 
tensively. 





Part of a store’s public relations program begins 
with the store front. People like to buy up-to-date 
merchandise in a modern, up-to-date stor They 
will get their first impression from the outward ap- 
pearance of your establishment 

U.S. Chamber of Commerce 





Rich Market in School Boom 


@¢@ ONE RESULT of the great American “baby 
boom” of the 1940’s is the tremendous school 
market now existing for the stationery and office 
equipment industry. The tip-off in sales poten- 
tial comes from the Census Bureau figures which 
show that the number of elementary school age 
children (between 5 and 13 years) has increased 
by about 3,000,000 since 1950 

It is estimated that a school building pro- 
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gram of nearly $10 billion will be needed over the 
next eight years. 

The children marching off to classes in the 
new buildings will need consumables such as 
paper, pencils, crayons and other supplies just 
as they must be supplied with new desks. 

The market potential is staggering when one 
visualizes that the school population will in- 
crease on an average of a million pupils each 
year for the next five years. And the school 
tenure for these youngsters will stretch through 
eight years of grade classes, four years of high 
school and four years or more of college for 


4 


many OI t 


nem 


How can my store capitalize fully on this 
bright sales picture? That’s the challenge for 
the dealer in our industry. 

First, while this school boom is continuing, 
the dealer must establish in the minds of his 
customers now—as well as for the future—that 
his store is the headquarters for school mer- 
chandise. 

It’s a time for aggressive policies in display, 
advertising and promotion which will appeal to 
the youth of a dealer’s community in small-fry, 
teen-age and college classifications. 

Satisfied today, these are the customers of 
tomorrow, as adults. 





here and there 


There is a Way... 
There is a way to be a good neighbor 
a way to take care of the many 


Company. 


who need all the help you can give. 

The very young and the in-betweens, 
the troubled families, the older people, 
the ill and the handicapped, the men 
and women engaged in our nation’s de- 
fense their health and welfare is 
the first concern of the voluntary services 
that unite each fall in a campaign for 
funds to carry on their vital work. 

Red Feather drives and united com- 
munity campaigns in cities and towns all 
over the country will come to you for 


your contribution. When you give to your 


Give 


Safe Co. 





the warning that 


alone.” 


his own money to visit the Mosler Safe 


McConkey, traveling 
Toledo, only to be picked up by police 
when he tried to register at a hotel. To- 





See Safes Heated... 

Harold McConkey, 12, and V. A. Hanson 
president of Brown & Sanger, Sioux Falls, 
S.D., see the infra red heat put on office 


safes during their tour of the Mosler 


ledo police returned him to his home with 
“such a little boy with 


such a big bankroll should not travel 


Harold’s faher was unable to make the 
trip, so the firm arranged for him to be 
escorted by V. A. Hanson, president of 
Brown & Sanger, a Mosler dealer in Sioux 
Falls, S. D. The firm paid all travel and 
living expenses. 

For three days Harold was the guest 
of Mosler at a leading Cincinnati hotel. 
In addition to a complete tour of the 
safe company, he was taken to a Red- 
legs-Giants baseball game, went through 
a Cincinnati amusement park, visited the 
Cincinnati zoo, and had dinner on a 
private cruiser on the Ohio river. 


alone, reached 








Yachting in Iowa .. . Lake Delhi, 
50 miles east of Waterloo, was the 
scene of this excursion, hosted by J. M, 
Parrott, of the Waterloo Office Supply 
Co., 521 Lafayette St., Waterloo, lowa. 


AVS 
THE UNITED 





town’s united health and welfare campaign 
you give to many causes . . . you give to 


many people 


many ways. 





South Dakota Boy Tours 

Mosler Plant as Guest 

f Harold McConkey in 
wanting to see how a safe is made has 


The persistence 
been rewarded 


In June the 12-year-old Mitchell, S. D., 
boy left for Hamilton, Ohio, with $100 of 
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Harold had become interested in safes 
nine months earlier when he had seen 
newsreel pictures of Mosler’s installation 
in the National Archives Building, Wash- 
ington, D. C. From that time on he had 
done odd jobs for his father and uncle, 
carefully saving his money for the trip 
and doing a lot of “reading up” on 
safes. 

The incident was called to the attention 
of Edwin H. Mosler Jr., president of the 
105-year-old safemaking firm, who wrote 
Harold, inviting him and his father to 
inspect the plant as personal guests of the 
firm. 
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Enjoying the Parrott hospitality are 
Dick Steding, Wallace Pencil Co., and 
Al Nordstrom, Smead Manufacturing 
Co., Inc. 





Talking Dictionary 
Patented by Pair 

Chester McChesney, 77 E. Elm, Chicago, 
an executive of Acme Steel Company, 
and Mrs. Ella B. Wenger of 305 Fullerton, 
Chicago, have patented a “‘talking dic- 
tionary.” 

The machine works like a tape re- 
corder, using cards fed into the machine, 
and plays back the word wanted. Thus, 
correct pronunciation is supplied. 
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“Drummer” emorial 


HE FIRST ANNUAL convention 

of the National Stationers Asso- 
ciation was held in St. Louis, Octo- 
ber, 1905. At that meeting George 
A. Olney, “Uncle George” to the 
majority of the trade members in 
the extensive field of his operations, 
was guest at one session, where he 
received high compliment upon his 
50 years of service, was named dean 
of all traveling salesmen in the 
trade and received a gold loving 
cup containing a considerable num- 
ber of gold coins. All of which 
made the occasion memorable 

But there was one more presen- 
tation which set the emotions of 
the recipient at the melting point 
as the speaker referred to a great 
book being brought to the rostrum. 
A book of considerable dimensions 
—22 x 13 x 5 inches—it was bound 
in flexible leather and contained 
142 pages of photographs and good 
will letters of manufacturers, deal- 
ers and salesmen, leaders in their 
divisions of the trade located in 
East, West, North, and South 

(We pause to repeat what we 
have written several times before, 
“Good will is one of the two most 
fragrant and beautiful flowers in 
life’s garden. The other one is 
love.”) 

For a number of years Mr. Olney 
was correspondent of the American 
Stationer over the signature Yenlo. 

“Uncle George” was born in 
Southington, Conn., in 1835. His 
father was compiler of a popular 
line of school books used exten- 


Incidental 


HE LATE J. E. Grady, pioneer 

in the rebuilt typewriter divi- 
sion of the industry, one with great 
qualities of heart and hand, left the 
OA office one day with the remark, 
“This was a pleasant and profitable 
visit. I made a hundred dollars by 
this call.” “Whadja mean, ‘made a 
hundred dollars?’” “By seeing the 
carbon copies of replies on the 
backs of the letters you showed me 
I’ll save a hundred dollars on our 
copy sheets and increase the ca- 
pacity of our files by one-third.” 
“Perhaps you will, Joe. One of our 
old friends sold typewriters by 
using the idea where he had tried 
long and unsuccessfully to get in 
One day he put the question, 
‘Would it be worth the price of a 
typewriter to know how to increase 
your filing capacity one-third with- 


52 







being a 
review of 
some events at 
the start and in 

the progress of the 
OFFICE EQUIPMENT IN- 
DUSTRY and its trade journal 


OFFICE APPLIANCES 








Conducted by 


EVAN JOHNSON 


For 34 years Editor of 
OFFICE APPLIANCES. Since 
1941, Contributing Editor 





Sively in the South prior to the 
Civil War. 

At 16 young George went to New 
York and became “errand boy” for 
the wholesale book store of Pratt, 


out buying more files?’ He ex- 
plained the idea and went out with 
the order.” 


The late L. D. Camps, first sales 
manager of the Noiseless Type- 
writer Company, had an effective 
demonstration technique. Having 
been given the privilege of demon- 
strating, he reached down to get 
the machine he had put on the 
floor and asked, “Will you please 
request the typists to stop work for 
a moment?” The typing stopped, 
L. D. put his machine back on the 
floor and said, “There you have a 
perfect demonstration of a noise- 
less typewriter.” 


» » 


The late “Jake Neahr of Under- 
wood.” “But, Jake, my old friend 


Woodford & Company. At 20 he 
started his career as_ traveling 
salesman covering the states south 
of the Mason and Dixon Line until 
the opening of the Civil War. 

For a time he had a substantial 
business in New York, which was 
for several years the largest of its 
kind and which the panic “of the 
70’s” brought to an end 

In 1882 “Uncle George” joined 
Henry Bainbridge & Company. His 
territory was west to Denver, north 
to Minnesota, south to West Texas 
and North Carolina. Then followed 
a short period with Edward Kimp- 
ton & Company to the closing (he 
thought) of his career. When the 
late James Irving (pleasant mem- 
ory) tendered an invitation to be- 
come a member of the field staff 
of Irving-Pitt (later merged with 
Wilson-Jones Company) to tour the 
old trail at inclination to greet old 
friends and present the compli- 
ments of the Irving-Pitt Manufac- 
turing Company, “Uncle George” 
accepted. (Good will in full flower.) 

A short time before reaching 
journey’s end, “Uncle George” 
wrote a note to his son asking that 
at his death the great book be sent 
to OFFICE APPLIANCES where a staff 
member, acquainted with the writ- 
ers, might have occasion to turn its 
pages. Which recently came to pass, 
reminding that every one portrayed 
in the book and every attendant of 
the convention who was over 50 
years of age has joined the silent 
majority and the 48 passing years 
have taken toll of other ages leav- 
ing but few survivors. 


says the man is competent and will 
soon get squared away.” “That 
sounds fine, but you see he is a 
dead weight on the other salesmen 
in that office. He may have fine 
qualities for some other work. He 
seems to be a square peg in a round 
hole. He will do better by getting 
another job.”—and he did 


* 


One having become proficient 
early in his career is often spoken 
of as a “born” salesman, or what- 
ever the trade or profession. But 
no one highly skilled in any branch 
of knowledge—science, art, busi- 
ness or trade—was so born. Envi- 
ronment may have developed in- 
clination but proficiency was 
acquired by intensive study and 
constant practice. 
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You can't 


HECTOGRAPH 


October, 


UNI-MASTERS 





e J radition is not just 


born. Upon markets as upon 


nations, it has to grow. 
Whereas, today, American 


business regards PANAMA- 
BEAVER Ribbons and Carbons 


as traditionally fine — 

they did not get that way 
all of a sudden. Rather, 
their prestige evolved 
through decades of careful 
planning and production. 
Their steadfast quality and 
staying properties merited 
—and won-—da fair repute 


which we shall guard, what- 


ever comes. No, you cannot 
buy tradition ... yet it is 
yours as a bonus, free with 
every PANAMA-BEAVER 


purchase. 
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INKED RIBBONS 











PANAMA-BEA VER 
Sitbbond Cai 


Coast to Coast Distribution 


Win 





MANIFOLD SUPPLIES Co. 


188 Third Avenue 


Brooklyn 17, N. Y. 
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Film-A-Record 
Remington Rand Inc., 
315 Fourth Ave., New York 10, N.Y. 
Single pages, or a series of pages 
stapled together, can be conveni- 
ently microfilmed without removing 
and then replacing the staple 
through use of the new Film-A- 
Record model No. 4 microfilm cam- 
era. Single sheets can be handled 
even bound volumes with pages 
spread open, magazines, engineer- 
ing notebooks and other bulky orig- 
inals in all sizes up to 1l x 17 
inches. A visual supply indicator 
shows at a glance the amount of 
film left in the camera, while an 
audible signal warns the operator 
when the film has been loaded im- 
properly, when the take-up reel is 
full, or when the film fails to ad- 
vance properly. The colorstat fea- 
tures permits increasing or decreas- 
ing light intensity for photographing 
original documents of varying color. 





tas tat 


Pacemaker Series 

Myrtle Desk Company, 

High Point, N.C. 

Part of the new Myrtle Pacemaker series, this No. 6058 
BC is a practical service unit specificially designed as 
a correspondence center. With dimensions of 58 x 20 
inches, there is plenty of storage space in the two 
large compartments which contain an adjustable shelf 
The center drawer is planned to hold pens, pencils and 
miscellaneous items. The manufacturers assert that the 





No. 6058BC is ideal as a companion piece to an execu The machine can be operated at 
tive desk. It is available in « regular or frosted walnut speeds up to 1,500 exposures an 
finish. hour 


Protective Hand Cream 

The Heyer Corporation, 

1850 S. Kostner Ave., Chicago 23, Ill. 
Named "Ghost Glove” because it is both 
dry and invisible, this new hand cream is 
made to protect hands against ink, ribbon 
or carbon stains, lacquers, greases and pig 
ments of all sorts. One application is said 





to last several hours, giving assurance 
that stains will not settle under nails or 
penetrate skin pores. Scented, Ghost Glove 
leaves no greasy film to make work diffi 
cult. It washes off easily leaving user's 
hands clean and soft 


Spun Boltaflex 
Bolta Products Sales, Inc 
Lawrence, Mass. 





Made to look and feel like wool, to be stain- 
proof and to “breathe,” the new Spun Bolta- 
flex is woven entirely of Bolta Saran plastic 
fibres. Easy to care for, the new material 
may be cleaned with any kind of soap, de- 
tergent, upholstery cleaner or it may be dry 
cleaned. Yarn fibres are said to be im 
pervious to moisture so that the material 
will not rot or mildew. Being a synthetic, 
it is not subject to attacks by moths or vermin. 
The new Spun Boltaflex comes in two con- 
temporary patterns, Trend and Hobnail. 
Colors include persimmon, sage green, char- 
coal, lemon, cinnamon, toast and lime. The 
material is said to pass the fire law require- 
ments in all states because Saran is self- 
extinguishing. 


Armless Swivel Chair 

King Posture Chair Company, 

953 S. Raymond Ave., Pasadena 2, 
Calif. 

Offered in the new executive-rotary 
group of matched office chairs is the 
Count, Model No. 510, armless 
swivel chair. The 34-coil spring 
seat measures 19 x 1842 x 4 inches; 
the padded backrest is 16 x 10% 
inches, and seat height can be ad- 
justed easily between 17 and 20 
inches. The one-piece molded alu- 
minum base has a 24-inch caster 
spread with four securely-mounted 
two-inch ball-bearing  soft-rubber 
casters. This model is expected to 
retail at approximately $78 
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How to impress a portable prospect... 


and make the sale! 





TAKE a Smith-Corona in its sealed carton. Open it, TELL your prospect that Smith-Corona is the world’s 
remove elastic band and shipping wire...and show him fost and fastest portable — built for years of durability — 
how it’s ready for typing in just 17 seconds! and speed that human hands can’t match! 





POINT our « m why Smith-Corona is the portable DEMONSTRATE Page Gage that takes the guess- 
that gives big machine performance—full size keyboard work out of page-end typing—and saves lots of retyping, 
plus the many other features! time and temper. It’s a powerful selling point! 





MAKE ic clear that typewriter dealers like yourself EXPLAIN why... particularly that the Smith-Corona 

voted Smith-Corona portable the dest — over all other requires less servicing —seldom comes back for any repairs. 

makes—a 2 to 1 favorite over any other make! That’s good business for both of you! 

LC SMITH CORONA TYPEWRITERS INC SYRACUSE 1 N Y Canadian factory & offices: Toronto, Ontario. Makers also of 
| Smith-Corona Office Typewriters, Adding Machines & Cash Registers, Vivid Duplicators, Ribbons & Carbons, 
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Duh Hardwme 
National Lock 


will help your products sell better 


If you manufacture office appliances, 
NATIONAL LOCK has a message of interest 


to you. From this one dependable supplier 


you can get virtually everything you need in 





Yesh Looks For more than 40 years 


NATIONAL LOCK COMPANY has made a broad line 
of locks for most every purpose. Included are plate, 
lever and pin tumbler types engineered especially for use 
on wood or metal office furniture. Ease of installation and 


positive locking security are two of their proven assets. 


Distinctive Hardwae... 
ALL FROM 7 SOURCE 
PULLS, LOCKS, LABEL HOLDERS, 
CASTERS, LOCKER HOOKS, 


HINGES, LIFT HANDLES... 
EVERYTHING FOR OFFICE APPLIANCES 
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fine quality office appliance hardware. Call 
on us to work closely with you in solving 
your hardware problems... with an eye to 


more profitable sales of your merchandise. 


If you are an original equipment manu- 
facturer or jobber, write us. If you are a 


dealer, see your jobber. 


Dek Pub Here are only 


a few of a wide selection of attractive 
NATIONAL LOCK desk pulls. Pulls 
are stamped, die cast or molded plastic. 
Smartly designed, they will lend them- 
selves graciously to your products. 
Choice of several handsome finishes. 









NATIONAL LOCK 
COMPANY 


ROCKFORD * TLLINOIS 
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__ FREE-STANDING 


Floor connectors anchor standard 
Technipian partitions to any type of floor 


for PRIVATE OFFICES 
and EXECUTIVE SUITES 


PARTITIONED enclosures for private offices, execu- 


tive suites and departments are readily provided 


with new Techniplan floor connectors for standard 
interlocking steel partitions. This now affords com- 
plete uniformity throughout the offices, 





Basic Techniplan “L"’ modular 
work station — interchangeabie 
job-fitted worker facilities 


ANY DESIRED clegree of privacy is available—with 
upper partition sections of steel, clear glass, figured 
or frosted glass, or sound-conditioned panels. 
These sections are also interchangeable. 


REARRANGEMENTS are readily made by disconnect- 
ing the anchors and reassembling in the altered 
arrangement. Work stations may be interlocked 
ding partitions if desired. 





with free-stai One of innumerable arrange- 
: ments of Techniplan work sta- 
HUNDREDS Of businesses of all types and sizes have tions—easily rearranged 


converted their offices to Techniplan—highest user 









satisfaction expressed without a dissenting vote. Complete 
Ask about Techniplan installations near you. details in this 
¢ catalog sent 

TECHNIPLAN is displayed, demonstrated and sold |. pore ge ae 
by Globe-Wernicke dealers listed in your classi- use letterhead. 
fied ’ phone book under “Office Equipment.” Address 
Dept. 10-OA. 





—] 
Engineering Specialists in 
Office Equipment, Systems 


and Visible Records Cincinnati 12, Ohioe 
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Yours cordially, 





HOW TO MISS A BOAT 


The approved and dead-cinch 
method of missing a boat is to make 
no effort to catch it. TECHNI- 
PLAN is proving to be a “gravy 
boat” for many, many dealers. And 
not a few of these dealers have ex- 
pressed great surprise in the ease 
and speed with which their TECH- 
NIPLAN sales are moving. 


There is nothing tricky or difficult 
about selling TECHNIPLAN, in 
case you have had misgivings on 
that point. 


EASY TO SELL because Prospect 
Interest is Keen 


Obvious Advantages: 
Space Utilization 
Greater Efficiency 


Lower Operating Cost 


EASY TO LAY OUT 


Modular Components 

Greater Flexibility 

Solves Difficult Problems 
Quickly 


EASY TO ERECT 


No Special Tools Required 


Ingeniously Engineered 
Interlocking Components 


Catch this “boat” and you’re in for 
a mighty satisfactory ride. But the 
boat can’t come and catch you; 
it’s got to work the other way. 







Elmer G. Rahe 

Vice-President- 
Sales 

Globe-Wernicke 
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Steel Transfer Files 


Dolin Metal Products, Inc. 

315 Lexington Ave., Brooklyn 16, N. Y 
Dolin is now manufacturing a line of 
14 different sizes of transfer files in ad 
dition to letter and legal size. Among 
the new sizes are ledger, bills of 
lading, freight bills, invoice, micro 
film, tabulating and check size. Most 
of these files are equipped with four 
roller bearings for smoother drawer 
action. Although designed essentially 
for storing inactive records, the new 
files are sturdily constructed of heavy 
gauge. steel, electrically welded 
throughout and are equipped with 
brass handles and card holders. Files 
are constructed so that they may be 
easily interlocked side to side and top 
to bottom. They are available in a 
green or gray baked enamel finish 
Literature is available 
upon request. 


from the firm 





Longhorn Plasti-Carbon 
American Carbon Paper Mfg. Co 
Ennis, Tex. 


This carbon is designed by Amco to 
make a smart impression through its 
new back printing and to blend with 
the western motif on the Longhorn 
brand package. It complements the 
line of its manufacturers, who make 
a complete line of carbons and ribbons 
for the office. 


Traditional and Modern 
Credenzas 


Jasper Office Furniture Company 
Jasper, Ind. 


These credenzas, both part of the 
firm’s new line, are finding ac 
ceptance as substitutes for work 
tables back of an executive desk 
for they provide extra work and 
storage space. Because both tra- 
ditional and modern design are 
featured in the furniture, each 
model harmonizes with its respec 
tive office decor. 
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Free-Standing Techniplan 
Partitions 

The Globe-Wernicke Co., 
Cincinnati 12, Ohio 


Illustrated is how private offices and semi 
private working areas may be created by 


means of Globe-Wernicke’s three-quarter 
and full-height, free-standing Techniplan 
partitions introduced at the NSOEA con- 
vention. These partitions with steel, glass 


or acoustical panels may now be set 
up in any office with the use of the new 
partition floor connector. “Runs” of par- 
titions may be extended in any direction 
to fully enclose work areas. The connector 
is a heavy metal angle which fits inside 
the partition post. It has a broad base 
which rests on the floor and can be 
fastened. A clamp is included to grip 
and hold the adjoining partition panel in 
its proper position. Floor connectors are 
slotted to provide adjustment for uneven 
floors 





Stock Covers 
General Binding Corporation, 


812 W. Belmont Ave., Chicago 14, IIl. 


The firm's new 


Made in one standard size, 8% x 
the covers are suitable for use 
measuring 8'2 x 11 inches or less. 
sizes and special die-cut windows 


at extra cost. Covers are available in a special 
polished solid 


plastic-coated material, a press 
plastic, an embossed paper cover 
type graining and an imitation lea 
range of colors also is available. 
manual, containing 
cover style, material and color 
details on the various decorating 


available from General Binding Corporation at 


$1.00 per copy 


line of stock covers has been 
designed for use with plastic binding equipment. 


full-size samples of 
swatches and 


Continued 





Desk Lamp 
Industrial Lamp Corporation, 
14th & Blaine, Elkhart, Ind. 


The ILC Catalina office desk lamp in- 
corporates a Circline fluorescent tube de- 
signed to provide unusually even spread 
of brilliant, non-glare light. Swivels at 
the base, juncture of arms and shade per- 
mit precision adjustments to practically 
any position desired. Styled by Jack 
Morgan of Chicago, the Catalina was 
designed for use with modern two-way 
or free-form desks because it does not 
require a front-and-center position. The 
new lamp is finished in brown or gray 
baked enamel with a polished brass trim 
and retails for $39.95. It has been ap- 
proved by Underwriters’ Laboratories. 


11% inches, 
with sheets 
Special cover 
are furnished 


with leather- 
ther. A wide 
A GBC cover 
each 


processes, is 
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3 Reasons why 
PROFITS ABOUND WHERE EATON IS FOUND 





REASON NO. 1 — kgATON’S CORRASABLE BOND is a 


paper that ss by itself. It sells and sells again on these 
special merits: Corrasable erases without a trace with a soft pencil 
raser. Ret ean. Your “cream” business — ream business 

llows whe mers try Corrasable Bond in popular packets of 
100 sheets. Available in four weights, popular sizes. 





REASON NO. 3 — EATON’S BERKSHIRE AIR MAIL 


PACKET, TABLET, and ENVELOPES can be counted on for 
lditior | Everyone needs lightweight paper for Air Mail, 


1 this sp signed, fine air-dried, cockle-finish white paper 


In letterhead and executive sizes: 


wit t Air Mail design (patented). 


Eaton’s Berkshire Typewriter Papers 
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REASON NO. 2—k:AToN’s BERKSHIRE TYPEWRITER 
PAPERS can be depended upon to bring you steady sales all year 
around. “Berkshire” means top quality typewriting paper to your 
customers. Every wanted grade, size, finish is available — a correct 


paper for every typing need. In reams and 100-sheet packets and 
tablets which retailers report build ream business for them. (Ask 
about Eaton’s self-selection packet display for your counter). 


Put yourself in 
your customer’s shoes 


Now take a look around. 
Can you find the typewriter paper to suit your every 
need easily and quickly? 
Is there a convenient self-selection unit nearby where 
you can choose for yourself and “wait on yourself”? 
Were vou reminded of other items you need? 
Is your trip to your stationer a pleasant and rewarding 
one? If it is, you can step back into your own shoes with 
the happy knowledge that you are building the best of 
all business relationships — good customers coming 
back for more. 

eATON ss 

*TYPEWRITER* 

* PAPE ° 


ens 
EATON PAPER CORPORATION, Pittsfield, Massachusetts 
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Secretarial Desk 























} Haskell, Inc., f 
303 E. Carson St., Pittsburgh 19, Pa. 
Pictured is the L-540-SD double pedestal model, 
one of the five distinctively designed secretarial 
| desks now in full production at the Haskell plant Q 
and displayed at the NSOEA convention. Besides \j 
the L-540-SD, the L-Luxury line includes the t 
L-423-SD single pedestal design. The Haskell 
steel office desk PR-Budget line includes the ( 
PR-430-SD double pedestal, the PR-230-C-SD single | 
pedestal and the PR-230-FB fixed bed model. F 
Complete details can be secured by writing the 
bo ai company at the above address. 
Snorkel Desk Pen 
W. A. Sheatier Pen Company, 
Fort Madison, lowa 
The new Snorkel desk pen 
embodies the messproof fea- Fluorescent Flex 
tures of the Snorkel fountain L * a, ae ee 
pen. It has a tiny tube which General amps Manufacturing Corporation, 
extends for filling from under Elwood, Ind. 
the pen point to draw in ink An infinite number of adjustments are 
without wetting the point or claimed to be possible with the Fluorescent 
barrel. The tube is designed Flex because of the flexible gooseneck 
to be automatically retracted arm which can be adjusted to give an in- 
after the pen is filled. The direct light. This new lamp is available 
new desk pen has _ been for one or two 18-inch 15-watt fluorescent 
slimmed down to the same tubes and is finished in General Lamp’s 
thickness as the pocket model non-tarnishing and non-corroding statuary 
pen. bronze and gray. The one-tube model re- 
tails at $10.95 and the two-tube model at 
$14.95 
Canode Black Duplicating Ink 
Ink Specialties Company, Inc. 
519 N. Halsted St., Chicago 22, Ill. 
Canode Dry-Rite 100 black duplicating ink has been 
recently re-formulated by this firm. According to the 
manufacturer, the new formula and processing give 
clean, sharp, blacker black reproduction and instan- 
2. taneous drying. On mimeo bonds, it is claimed to 
33 dry as the sheets stack. Hot or cold, dry or humid 
faa, weather is said to have no effect on this ink which is 
a packaged in standard one-pound measures in both flat 
and round cans. An added merchandising asset is the 
plastic squeeze dispenser for half-pounds only. 
Penguin Bar Line 
5 Springer Industries, 
Cuestees ainaroanaga ae 48-01 28th Ave., L. I. City, N. Y. 
Emeco Corporation, 
Hanover, Pa. Designed primarily for office and den use, the 
; ss , two new models in the Penguin refrigerated bar 
introduced © dealers bY Emeco is this line are smaller than their predecessors. They 
new clerical posture chair—Model 1008 are desk height and offer versatility of room 
—which incorporates the comfort fea arrangement. The 18th century cabinette con- 
tures of the new executive posture chair tains approximately 2 cubic feet with fiberglas 
Model 1009. Upholstered = Ss wide insulation, wide range temperature cold control, 
range of fabrics, the clerical posture two aluminum self-releasing shucker ice cube 
chair features a foam rubber seat and trays, glass defrosting utility tray and a dry 
back which have extra comfort built in storage compartment. Available in mahogany 
The back is of hairpin design and the or walnut it comes with a wood-grained formica 
height of the chair and the back are service top, features built-in locks with keys and 
easily adjusted. Exposed metal parts operates on AC current. The contemporary cab- 
are satin-finished anodized aluminum. inette has similar features and comes in limed WE 
ogg eet page gi oak as well as mahogany and walnut. It is 30 
chair is 172 inches and the base is SS age Ge Sy taniee wide. 
26% inches wide. The seat can be 
adjusted from 17% to 20% inches from 
the floor. Shipping weight is 40 pounds . 
OFF 
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it’s easy to sell this : 





DEBONAIR POSTURE No. 272 
Illustrated in Newport Fabric 


$50.60 list 


Slightly higher in Zones 2 & 3 
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comptroller guest secretary receptionist 
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debonai 
foam rubber arms ~~ cag 
foam rubber back | 
foam rubber seat C nf 
all-welded construction aa 
satin aluminum base debonair 


hooded casters 


. . .« and don’t forget 
WELLS PAYS THE FREIGHT! 


in shipments of 100 Ibs. or more 


Write TODAY for the 
“Aristocrat Plan” for greater 
chair profits 


well) jisiocnl, 


WELLS SALESMAN OF THE MONTH 
Bob Davis 


607 N.W. Skyline 
Portland, Oregon 


WELLS CHAIR CORPORATION 
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Swivel and Side Arm Chairs N E Ww Continued 


The Fritz-Cross Company, 
300 E. Fourth St., St. Paul 1, Minn 


Shown at the left is the model No. 1400 
swivel arm chair which includes most of 
the general specifications for both models. 
Hand-tailored upholstering is done in 
leather, gros point, Claremont and plastic 
coated fabrics, with colors available in 
shades of red, green, brown, maroon or 
gray. Back and armrests are foam-rubber, 
padded and welted. They measure 11% 
by 17 inches and 1% by 14'2 inches re 
spectively. The seat is of coil-spring con 
struction, encased in burlap and padded 
with hair, cotton and foam rubber In 
addition to colors of gray,. green, brown 
maroon or sand enamel, special finishes 
are available also. Additional features 
include two-inch hooded ball-bearing 
casters and a cast aluminum base. The 
side arm chair No. 1450, at right, is very 





Manual Coin Sorter 


\)\\) 


similar in style, with some exceptions K Koin Sort 
Seat height measures 18'2 inches and the P.O Box 1576 7 
overall height is 32'%2 inches in contrast O oi ae Neb 
to the lower 29% inches of the No. 1400 Style Binder ee ee 
The base is of 1% inch heavy-gauge steel Made of 24-gauge steel 
tubing and the glides are hardened steel Acco Products, Inc., and finished in gray, the O 
The shipping weight of the No. 1400 is Riverside Drive, Ogdensburg, N. Y. King Koin Sorter has five ~ C 
50 pounds, the No. 1450-32 pounds This firm recently improved the BF style of Acco- drawers which separate »)O 

press binders, adding it to the line as style BFC, ot 88 on te 2 cet a 

the BF style being continued. The new binder : toe 9. S and | rege 

he unit measures 6'2 x 


features a backflap, one end of which is per- 63 
manently attached to the binding edge of the 
front cover and the other end passing through 
the double hinge on the back cover. It provides 
a flat surface for indexing, regardless of thick- 
ness. The content capacity goes up to six inches 
and makes a tightly-packed, bound book. The 
manufacturer emphasizes that whether the per- 
manent storage binder is stacked or stood on 
end, the title remains visible 


4 x 112 inches and is 
equipped with either steel 
or plastic trays 


TY. SWAY YY. 





Tax and Record Books 


National Blank Book Company, 
Holyoke, Mass. 


This firm has recently brought out four new books for help 
on income tax, done by J. K. Lasser, CPA. The titles are: 
Appointments, Payroll and Employees’ Tax Record, In- 
dividual Income and Tax Record and Business and Tax 
Record. Shown at the left is Payroll and Employees’ Tax 
Record, which is designed for all types of businesses em- 
ploying two to 40 persons. It simplifies recording income 














tax, social security and unemployment insurance for gov 
WV NATIONAL GEAR HOOK COMPAR ernment reports and is also usable for payments of various Ca 
a ad type funds, bond purchases, deductions and garnishes Ex 
At right is Appointments, which offers the executive a ; 
combination calendar and comple‘e checklist of possible wi 
tax deductions on each day’s page. Space is provided for cou 

JX all pertinent details of business as well as deductible 
personal expenses. Catalog numbers are as follows: Ap } 

pointments, 03-100; Payroll and Employees’ Tax Record 
34-250; Individual Income and Tax Record, 34-252; and Ida 
Business and Tax Record, 34-251 Col 
intr 
Intercom Models 1 
Vocaline Company of America, Inc Th, 
Old Saybrook, Conn. 
Two new Vocatron intercom models, which combine portability c 

and improved voice and tone reproduction, are the standard . 

model CC-20(D) and the Vocatron Long Range Model CC-45. They in | 
replace the former standard model CC-2 and the former special Fall 
model CC-25(S). Among the features of the new models are li 
electronic improvements providing more faithful voice and tone pom 
reproduction, an improved noise-suppressing circuit and elimina deta 
tion of the need for a third wire (ground) connection. Weighing alm 


only four pounds, the new models plug into any standard elec 
trical wall socket with either AC or DC current. Each has a re- 
designed cabinet of durable executive gray plastic. Both operate 
on 105-125 volts and have Underwriters Laboratory approval 
The new Long Range model comes eqquipped with a pilot light 
and a handle. 
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Incident at Panther Creek Inn 


Carl Sherwood, manager of Sherwood Typewriter 
Twin Falls, Idaho, choked on his sand- 
wich and spilled the trout from his creel on the 


Exchange in 


counter of Panther Creek Inn. 


He was on a fishing trip. He was on the edge of 
Idaho’s primitive area in the tiny mining town of 
Cobalt. The proprietor of Panther Creek Inn had just 


introduced him to an old and valued friend. 


This friend was Royal Portable 884, made in 1926. 
This was the fall of 1949! 

Carl remembered how he had sold 884, second hand 
in 1929, to a real estate and insurance man in Twin 
Falls; how the insurance man had written all his 
policies on it; how the typewriter had recorded the 


ch sale in Nevada, the ranch being 
s the state of Rhode Island; and how 


details of ara 


almost as big 


not long after World War II the insurance man had 
bought a new Royal Standard. 

“Fifteen years of service ought to be a good life for 
a portable, even a Royal Portable,’’ Carl had thought 
at the time. But there was rugged old 884, 23 years 
later, still going strong at Panther Creek Inn. 


The proprietor of the inn was proud of his early 
model Royal, too. ““She works fine,”’ he said, “‘I bought 
her from my old insurance man and she does write 


nicely.” 


You might tell this story to a customer when you 
want to impress him with the ruggedness and dur- 
ability of Royal Portable. And incidentally, if you 
have similar stories about Royal Portable, we will pay 
$5 for each one usable in Office Appliances adver- 
tisements. 


ROYAL — world’s No.1 Portable 


1953 
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° * . ° ° NEW Continued S 


Quick Change Dial Scale 


—_— = + 
™- B-T Company, Inc., 


DON'T WASTE \ 27 E. Erie St., Milwaukee 2, Wis. 


Ny POSTAGE 


use A MITE 


With everchanging postal and parcel 
post rates, the Quick Change dial of 
the Mite postal and parcel post scale 
has become an important factor in the 
value of the scale itself, declares the 
manufacturer. The one-pound postal 
scale dial indicates air and land, letter 
and parcel post rates as well as three 
other often-used package rates. Ail- 
though mechanical and outward ap- 
pearance changes have been made in 
the Mite scales, the Quick Change dial 
remains interchangeable with all of 
the previous Mite scales. Two simple 
ears at the bottom of the dial release 
the old dial and lock the new one in Fashion-Aire Desk 
place. Pictured is the scale with the Western Manufacturing Company 
striped display. Normal shipping quan- A + IL 

: urora, II] 
tity is 12 scales with two displays in 
a carton, shipping weight 10 pounds An all-new steel desk, designed for maximum eye appeal 
and practicability, the Fashion-Aire rounds out Wesco’s 
present office equipment line. Features of the new desk 
include rolled edges, satin chrome trim and hardware 
interchangeable drawers operating on nylon glides, and 
a convenience tray and paper hood on the knee space 
drawer. The height adjusts from 2942 to 3042 inches in 
five desk model variations. Appropriate standard colors 
in baked enamel finish are offered while special colors 
are available at a slight additional cost. An all-welded 
girder construction guarantees maximum strength and 
durability. 





unior Executive 
osture Chair 


Maso Steel Products, 
53 W. Jackson Blivd., 
Chicago 4, Ill. 


A new addition to Maso’s match 
ing all-steel chair suite is this 
junior executive posture chair 
No. 1075. It features five posture 
chair adjustments, choice of two 
fabrics in five colors, spring 
cushioned seat, padded arms 
and backrest, Seng Synchro-Tilt 
chair iron control, and casters of 
soft rubber. Metal finishes are 
available in a choice of baked 
enamel in metallic gray, green 
or brown. 


Modern Sofa 
Stanley Manufacturing Company, 
2310 N. Main St., Fort Worth, Tex. 


A new sofa, model No. 2160, has been 
added to the firm's line of leather furni- 
ture. Styled for appeal as well as com- 
fort, it has low arms and back, turned 
legs and foam rubber seat cushions. The 
hand-detailed cover is of top-grain leather 
and is featured in several colors. Seat 
cushions are covered on one side in gros 
point fabric and welt trim is added to the 
entire design. 





= SR oy cena 
M\ Weéddaddedwaad 
7 A Aor) é 4 
1 

















§ 

¥ 

‘ 
Wrap Racks AICO Typerite Tabbing 
Borroughs Manufacturing Company G. J]. Aigner Company, 
3002 N. Burdick, Kalamazoo, Mich 426 S Clinton St., Chicago 7, IIl. 
Three new racks have been added to the This new size plastic strip tabbing with pica 
firm's line. They are of rigid steel construction spaced blank insert strips is designed to end 
and spot-welded for added strength. Coats the tedious, time-consuming use of the soft roller 
hang straight from the rack and hats rest by the typist when typing the titles on blank 
on round rods. At left is the regular wall on each extra insert strips. Both the AICO Typerite tabbing 


wrap rack that provides three tiers for hats 
and holds three garments per foot. At right 
is the wrap check rack, available in three 
standard units to accommodate 12, 16 or 20 
coats and hats. Not illustrated is the wall 
wrap check rack, featuring four tiers for hats 
and providing four garments per foot. All 
three are also available in double-face units 
doubling the capacity, and may be further 
enlarged by add-units, thus eliminating an 
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section. The wall units are at- 
tached by means of separate 


and the blank inserts are exactly two and three 
picas deep, a fact which permits the use of the 
line space level instead of the soft roller fo 
centering or positioning and typing the titles 
This new tabbing is available in two sizes for 
one, two or three-line titles, in eight colors. The 
six-inch strips come two strips to a glassine 
envelope with o supply of the new pica-space¢ 


inserts and one A-Z division, five envelopes to BOH 


a box and five boxes to a carton 
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sell the revolutionary mimeograph 





















ed 

ad 

ded The BDC mimeograph discards the perforated drum and ink pad so you 

m never spread ink with a brush, clean a clogged drum, or change an ink pad. 
It operates with a heavy paste ink that does not and cannot leak. With the 
BOC, using and maintaining a mimeograph is no longer an inky, messy, 
office torment. Hands and clothes stay clean—morale goes sky high. And 
while always clean, the average office worker can produce professional look- 
ing copies that are virtually printing press quality. Write for complete dealer 
information. 

Cy 

* 

tle DIC REX-ROTARY 149,50 PLUS FET. 

3 for / ; . _—_— 

Th J 


S®ROHN DUPLICATOR CORP., 260 FIFTH AVE., NEW YORK 1, N. Y. 
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JASPER CHAIR COMPANY'S 


dershi! 


IN QUALITY AND VALUE 
SPELL 


SALES LEADERSHIP FOR YOU! 








Any hidden secret to building better chair sales? Build 
on a bedrock of confidence such as customers have in 
fine Wood Office Chairs by Jasper Chair Company. Their 
sturdy construction, fine balance and careful finishing 
details win top favor with your customers—and roll up 
bigger chair profits for you. 


Two popular styles from the new Jasper Chair Line 

are Models 820 and 821 illustrated. Both are made in 
solid walnut or oak. Cushioned seat and back may be 
had in genuine leather or elastic Naugahyde . . . the 
complete line of Jasper Chairs has every style your 
customers want—stock now for big selling this fall and 












winter! 
We 
whe 
SEND FOR NEW FOLDER 
, ‘ : you 
that fully describes and illustrates all the new styles in d 
smart Jasper Chairs. You'll want your copy! our 
and 
“The RIGHT CHAIR at the RIGHT PRICE’ 
By invitation, 
Member of Rice Leaders 
of the World Association 
ISpe' INDIANA 
REPRESENTATIVES: Geo. A. Litchficld, Sales Mer. 
Fred & George C. Deutsch W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
(Southwest) 7207 Northaven Rd. 666 Lake Shore Dr. 385 Madison Ave. 
Dallas, Texas Chicago. Ill. Space 844 New York, N. Y. 
James S. Fowls, (Southern) R. A. Browne, (West) Jack S. Doran, (Northwest) 
327 Sunset Drive, North 2925 Revere Aye. 538 E. 91st St., 
St. Petersburg, Florida Oakland, Calif. Seattle 5, Wash. 
———— 
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Wed like to 


see you! 


AT THE 


National Stationery and Office Equipment Association Convention 


September 26-30, 1953 
Conrad Hilton Hotel 


Chicago, Illinois 


We are looking forward to a visit with you often during your stay. You'll be most wel- 

~ . + ° a! 

when you’re at the Convention. We hope come: 
Several Home Office Executives and a 

number of our District Managers will be on 

hand to help make your visits with us both 


you'll bring your family and guests and visit 
our booth (#92, in the Main Exhibit Hall) 


and Company Headquarters (Room 605) pleasant and profitable. 


We'll see you then! 





YAWMAN 4D FRBE MFG. 
Rochester 3, N. Y. 
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Chair style no. 1210 
Royal Metal Mfg. Co 
Chicago, Il. 








Chair no 1805-G 


Fiber Glass Basse 


e Sturgis Posture Chair Co 





T 
Sturgis, Mich 


@ UNITED STATES RUBBER COMPANY 
Rockefeller Center « New Yorl 


K 
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Chair style 717 
Art Metal Construction Co. 
Jamestown, N. Y. 


Lon 
FOAM CUSHIONING 


makes the finest y 
in office 


Chair no. C-191 


we ¥ 
fu rn itl re . = ¥ Metal Office Furniture Co. 
Grand Rapids, Mich. 


These leading manufacturers 
choose the lasting luxury of 
U.S. Koylon Foam Cushioning 
with its marvelous latitude 

of design to put home 

comfort in office living! 


us.kovion 
* FOAM 
fo ustioning 
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No. 66 A.S. Chair by 
Stow-Davis 
Grand Rapids, Mich. 










No. 4012'g AF Chair by 
B. L. Marble Chair Co. 


us.koylon ‘Wipe gae 
FOAM >) 


-, 

vith Wood 

makes the finest in ee 
office furniture — 










These leading manufacturers choose 
the lasting luxury of U.S. Koylon 
Foam Cushioning with its marvelous 
latitude of design to put home 
comfort in office living. 





No. 4858 Cl air by This 
High Point Bending & flat-ty 
Chair Co. ing « 
Silver City, N. C. mate 
The 

am 
the | 
Plasti 
gray 


UNITED STATES RUBBER COMPANY 
Rockefeller Center « New York 
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Convertible Swivel Chair 


Riteform Chair Company, Inc., 
2300 Ellis Ave., St. Paul 14, Minn. 


This model No. 1345, named The Manager, 
is said to offer the only convertible chair, 
with choice of conventional swivel with 
full tilt seat or posture style seating with 
follow-through support. Simply by releas- 
ing the finger shift (conveniently located 
at right side of the seat), the chair con- 
verts from the executive conference chair 
to a spring back type, ideal for paper 
work. Other features include an ad- 
justable foam-rubber seat and an adjust- 
able tension back. 









so 2 Photocopier 
Cr Cormac Industries, Inc., 
41 E. 42nd St., New York 17, N. Y. 
This new Cormac photocopier is said to turn out 
exact, dry, inexpensive facsimilies of any written, 
printed, drawn, typed or photographed material in 
19 seconds, at a cost of less than eight cents per 
copy. Fully automatic, the all-electric unit does not 
require an experienced operator. It occupies ap- 
proximately the same amount of space as a type- 
al Leather Sofa writer and permits completely confidential copies to 
Serge be made in the privacy of any office. Copies are 
Ralph Morse Furniture Company, inf . : di emai 
44-45 S. Ionia Ave., Grand Rapids 2, Mich. NO eee eee enor Ota. : 
paper, air-mail weight paper, double-weight card 
From this manufacturer of furniture for office, clubs and stock and special-purpose translucent paper. Cormac 
insti ns comes this new sofa, No. 538. Done in genuine, copies are legally acceptable and can be folded, 
top-grained leather, it is modernly designed yet traditional written on and mailed. Finished in business-equip- 
enough for almost any office. The dimensions include a ment gray, the machine operates on 110 volts, A. C. 
yenerous 87-inch outside length, with other outside dimen- current. 
sions of 29 and 33 inches height and depth respectively. 
Inside measurements provide a 17-inch height, 22-inch 
74-inch length. A touch of finishing tacks and 
egs complete the design 
Packaged Filing 
Shaw-Walker Company, 
Muskegon, Mich. 
Termed the New Super Ideal System, this 
packaged filing plan is said to eliminate the 
major causes of error in filing and finding, by 
spotlighting important accounts for easy ac- 
cessibility. The system consists of metal 
tabbed alphabetic guides, printed alphabetic 
folders, individual folders, special name 
guides, date period folders, gummed striped 
folder labels and outguides as well as other 
elements of high-speed filing and finding 
operations. Available in complete packaged 
units for one to twelve drawers, the manu- 
facturer will set up the system if delivered 
through a company branch or agency. If 
Magnifying Window Calender factory shipped, detailed instructions are in- 
Ever Ready Calendar Manufacturing Cx cluded. 
Maple St., Jers« rity 3, N. J 
This plastic window rdded to the firm's 
% it-type desk facilitates the read 
ng of the yearly tlendar by an approxi 
mate magnification of one and a half times 
The new featur : jives the calendar 
1 more streamline ippearance, although 
the price of th tem remains the same 
Plastic bases ar plates are available in 
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Vertical File 
Hanger 

Atlas Stencil Files 
Corporation, 

16716 Westfield Ave., 
Dept. N-9, 

Cleveland 10, Ohio 


Nega-Plate hanger, de- 
signed especially for 
users of 10-inch plates 
and negatives for small 
offset reproduction 
units, provides a con- 
venient method for sys- 
tematic filing while 
protecting the material 


Desk Clock-Radio 

Motorola, Inc., 

4545 W. Augusta Blvd., Chicago, Ill. 
Distinctive for an executive gift and desk 
appointment, this Motorola V.I.P. desk 
clock-radio is of modern design in a 
gold and silver metallic plastic finish. 
Other features include the Telechron self- 
starting clock with an automatic turn-on 
alarm and radio switch, a Golden Voice 
radio—removable from the base as a 
table model elsewhere—and a Parker “51” 
pen and pencil set. Completing the design 
is a built-in perpetual calendar and name 
plate for personalized engraving. The 
V.LP. retails for $100.00 


° bd N E Ww Continued 








from being defaced. 
Each hanger is pro- 
vided with two heavy- 
duty attached en- 
velopes, one for the 
negative and one 
marked “contents.” 
Each is 10% x 16 
inches and will hold 
not only plates and 
negatives but X-rays, 
films, swatches, art 
work and so forth. 
The hanger is designed 
to fit Deluxe, Twin 
Deluxe or Jumbo At- 
las vertical filing cab- 
inets. 





Multi-Lox Insulated Files 

Meilink Steel Safe Company, 

1672 Oakwood Ave., Toledo 4, Ohio 

The multi-lock feature of this new file, 
arranged to customer's specifications, pro- 
vides any number of combinations of locks 
for opening a file drawer or a series of 
drawers by key or combination lock. Up 
to seven locks per drawer can be installed 
in the new file. Other features include a 
signaling device which cannot be closed 
until every drawer in the stack is secured, 
grip type handles on each drawer, satin 
chrome finished hardware and a steel 
panel inserted in the file between drawers 
so that one drawer may be removed with- 
out leaving the drawer above or below 
accessible. The file comes in two-, three- 
or four-drawer standard letter or legal 


styles with either the Class C or Class D 
Underwriters Laboratories label. Construc- 
tion consists of an outer and inner shell 
with Thermo-Cel insulation in the wall. 
Each drawer rides on ball bearings for 
finger tip control and is supported by a 
pair of extra heavy-duty progressive ex- 
tension slides. Finished in office gray, 
green, walnut or mahogany grain, the files 
weigh from 385 to 725 pounds, depending 
on the style. 


| Throw-Away Ball Point Pen 
| Autopoint Company, 

1801 Foster Ave., Chicago 40, Ill. 
| The newly-developed throw-away ball 
point pen features a new quick-drying, 
non-transferable ink and has been de- 
veloped for the premium and business 
gift trades. It is claimed that the ink 
dries rapidly and won't transfer to 
skin or clothing. This pen has an extra- 
long length metal ink cartridge. Among 
the design features is a bronze metal 
finish cap with handy clip. The color- 
ful plastic barrel is finished in metallic 
gray, red or bronze. Retail price is 
$.49. 





ee a 


Crown De Luxe Pricing Kit 
R. A. Stewart & Company, 
80 Duane St., New York 7, N. Y. 


Enthusiastic acceptance is claimed for the 
Crown De Luxe pricing kit recently intro- 
duced. The marker, which costs $6.50, is 
guaranteed for performance and durability. 
Made of heavy steel, the device is avail- 
able with departmental or stock rotation 
code bands. The entire kit, including 
marker, retails for $9.00. 





New Chair Models 
Beaver Furniture Company, 
42 Greene St., New York, N. Y. 


Shown are two new additions to the 
firm's line of office furniture. The 
executive swivel chair and arm chair 
are upholstered in fine leather and are 
made in generous proportions. The 
manufacturer is said to stress quality 
construction, for lasting service. 
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HASKELL 





F PITTSBURGH. 





5 ALL-STEEL 
BUDGET-DESIGNED 


I | y 
_ TYPEWRITER ms Ce 
LJ KCle 

TABLES 


\U 

T- 7 GT-130 (30x18). 
re GT-136 (36x24) 

ty \lD lf (with of without drawer) 

Li iru There’s nothing finer in budget — 


steel. There's 
they're prot Gore glee: gn 
all heavy office machines. 












HASKELL 
OFFICE TABLES 


G-160 


Convenient and comfortable os an in- 
terviewing table, a writing table and 
hundreds of uses as a work table. 










Available in 5 sizes 
iwith or without drawer) 


36x24 50x30 
42x30 60x34 
72x34 



















HASKELL 
TELEPHONE TABLES 


TT-18 (18x18) 
TT-24 (18x24) 


Efficiently designed with shelf for . : 
+} phone book. Also decorative for : 
_ lamps, books, smoking accessories. GOoOoD ‘ MOVES : , b 
TO MOVE YOUR PROFIT UP 


And we do mean f-a-s-t! Every office can use one or more 

of these handy Haskell tables. They're so good to look 

at — and, such wonderful values! Only Haskell offers so 

many quality features at their low cost — beautiful 

baked enamel finish, linoleum tops, aluminum bandings, rounded 
corners and adjustable legs, Ask the dealer who features them 

— he'll tell you — he ean’ keep enough of them in stock. 





WRITE FOR : 
TODAY HASKELL, INC. : 

303 EAST CARSON STREER 0) 

PITTSBURGH 19, PENNSYLVANIA © 





: ae 
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B.C. Allen presen: 


Here’s the typewriter news of the year — the ALL-NEW R. C. Allen 


Visomatic with exclusive Visomatic Margin! 





you can own a 


DeLuxe typewriter embodying more advanced features than any type- 


writer on the market today 


standard typewriters! 





Try this All-New R, C. Allen Visomatic Typewriter first. The typist 


and yet the price is that of ordinary 






whose work demands the ultimate in distinctive appearance will dis- 


New, One-Hand Platen Removal 
— Touch one lever on the new Viso- 


matic Typewriter —and ouf comes 
the platen. Ends ribbon smudge, 
permits fast, easy change of platen. 


‘ 





Dust-Free Streamlined Housing 
—The vital mechanism at the rear 
of the typewriter is shielded from 
dust and grime with this new stream- 
lined housing, 


cover typing at its very best. 


Now, with 


carriage to 


smoothly, 





Full-View Tab Control Panel 
— Easy-to-reach tab set and tab 
clear keys are at your fingertips 
You can clear all or any selected tabs 
at a touch. 





New Line Space Mechanism —tine 
spacing as simple as 1-2-3. Change 
from single to double to triple space 
with instant adjustment. 


What ‘‘Visomatic Margin’’ Means to YOU. 


New Visomatic Typewriter, the one- 
hand margin mechanism is completely automatic. 
Simply touch margin set keys located near carriage 


release keys 


exact location 
swiftly. 


either side of carriage and move 
location. Stop indicators show 
margin scale. Your typing flows 


Finger-Formed Key Tops—Broader, 
concave key tops with lifetime let- 
tering insure more accurate, faster 
typing. Note larger tab and back 
space key design. 





Perfect Key Alignment — Every 
scientific means used to insure per- 
fect alignment, uniform key pressure, 
even and uniferm impressions. 


u 




































OFF 








the all-new \/isOmatic_ typewriter 


with the sensational, exclusive **Visomatic Margin” 
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700 LINE 


Finished in Smart New Colors! The Typewriter Value of the Year! 

The new Visomatic Typewriter is finished in the new Feature for feature, the R. C. Allen Visomatic type- 

eye-easy Mist Gray shade to blend perfectly with your writer gives you more for your money .. . more daily 

office Also available in distinctive Cocoa typing output ... more typing accuracy ... more 

Velvet or traditional Cool Green when specified. speed ... more typing ease. Let the Visomatic prove 
itself in your office. 


Write for full details in colorful FREE literature today! 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N. W., Grand Rapids, Mich. 
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Nev-R-Kurl Universal 

Phillips Process Co., Inc., 

Rochester 14, N. Y. 

This new carbon paper employs a one-ink formula 







guarose Caason Parte 


























claimed to make it possible with just three stock A 
items to meet all requirements for all makes of \ 7 ip) 
typewriters—standard, noiseless and electric—mak- Nev Kurt 
ing one to 20 copies at one writing. Nev-R-Kurl ’ ie se = J 4 
Universal is manufactured in standard weight for : 3 ‘ 
one to five copies, medium weight for one to 10 [ iRBON PIPER 
copies and light weight for one to 20 copies. It is 
asserted that an office which never makes more Peat #8 
than five copies at one time should use Universal oe 
standard weight and if requirements are for never his . x aes Wa 
more than 10 copies at one time, Universal medium 
weight will meet all requirements. The secret, says 
the manufacturer, lies i the one-ink formula. : UNIVERSAL 
STANDARD - tuncTAic - worseutss 
Record Player 7V 
Califone Corporation, 
Office Cabinets 1041 Sycamore Ave., Hollywood 38, Cali. 
Midwest Metal Mfg. Co., The new player, which is similar in appear- 
1818 N. 18th St., St. Louis 6, M ance to the Califone model 5J, introduced 
Equipped with radius corners to ~g year, has been designated model 7V. 
seat the Gand of modem de t incorporates a 4-watt amplifier and a heavy 
signing, the St. Louis firm has duty 8-inch speaker in a compact portable 
eueeseen, ¢ new Mae of cab case in Spanish grain gray leatherette that 
aie aut @estiehken Precision closes while playing In addition to its 
made. the cabinets are finished patented Varipole variable speed control, the 
in baked-on olive green or office new model plays all three speeds of record- 
gray enamels and have lock-in ings and has a turnover pickup cartridge 
hendies. ineulaied deors and providing the proper needle for the various 
spot-welded assembly. types of recordings. 
ke 
¥ 
, V.P.D. Zippit-Safe 
Joshua Meier Company, Inc 
153 W. 23rd St., New York 11, N. Y. 
A clear vinyl bag with an all plastic zipper, 
the V.P.D. Zippit-Safe was designed as a pro 
tective case for V.P.D. Spel-Binder presentation 
albums, notebooks and so forth. When not in 
use the bag folds away into a purse, pocket or 
notebook. Fabricated of heavy duty vinyl, it is 
electronically sealed all around. The Zippit-Safe 
comes in two sizes: for 11 x 82-inch binders and 
for 14 x ll-inch binders. The smaller size retails 
at $1.00 and the larger at $1.25 
5 Coin Counter and Packager T| 


Klopp Engineering, Inc 

P. O. Box 134 Plymouth, Livonia, Mich. 

Model D manual coin counting and packaging 
machines was developed for those who need their 


Karlo Stand 


Karl Manufacturing Company 
32-36 Ionia Ave., S.W., Grand 


Rapids 2, Mich. 

, : machine for on-the-move-use. Model D_ counts 
Model No. 1-G stand with tilting sennies, nickels, dimes and quarters with only one 
top f i psigned . , 
op Jeatures specially designed simple adjustment needed to change from counting 


one denomination to another. The counter is sold 
complete with a reserve coin tray, four tubes for 
packaging and one tube for bagging. The machine 
weighs 14 pounds and is 8 inches high, 9 inches 
long and 8 inches wide. Shipping weight is 21 
pounds. Exposed surfaces are finished in polished 


rugged top casting to permit the 
top or drawing board to be se 
curely held in place at any an 


jie 





. 


from the vertical to the horionta!l 


position. The stand can be adjusted 
from the lowest point of approxi 


; ~* AA " ~— . ‘ ~ . ‘ 
— —— a height <j alr chromium plate and durable black crackled enamel 
inches. aster glides instead f 


A carrying case is obtainable at additional cost. 
Like all Klopp machines, the Model D is guaranteed e 


for one year against defective workmanship of 


casters are optional. 





materials. 
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Sie WYIZARIDD 
with STACKING FRAME 











] 
, 


i 


he 





ai \eel| 





Ya Sage 
= 
THE DIFFERENCE 
“IS THE STACKING FRAME ® 





LIne 


mei 


“fhe Weis Manufacturing Company * Monroe, Michigan 
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WIZARD 4y 


STEEL FRONT 
TRANSFER STORAGE CASE 





YY MONROE, MICH.U.S.A. MICH. U.S.A. 





Here it is! A Transfer Storage Case de. 
signed to meet the most exacting require- 
ments. Its rugged construction combined] 
with its all steel front offers greater pro-| 
tection to records plus the economy of 
higher stacking. Along with its unique 
construction the SUPER WIZARD is an 


attractive Transfer Storage Case, the shell 





finished in stippled gray to match the gray 
baked enamel finish of the steel drawer 
front. No glues or tapes to contend with, 
the SUPER WIZARD is metal stitched. Yes, 
the SUPER WIZARD is indeed the answer 


to your Transfer Storage Case problems. 


The SUPER WIZARD is available in four, [. 
convenient sizes; Letter, Legal, Invoice, and 
Check Sizes. 
The Weis Manufacturing Company ° Monroe, Michiga 
ee 
NEW YORK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 


BOSTON 10: Adams, Cushing & Foster, Incorporated NEW ORLEANS 12: J. A. Hoerner Company REG 
F Carpenter Paper Company 
OKLAHOMA CITY1- FORT WORTH 1 + HOUSTON 2 OF 





le- 


ed 


of 





ve 








an 


all 





7 take a GIANT STEP 


with GAQZAGAO 


Ss. 
ur to * A QUALITY LINE WITH REPEAT SALES 
d * BONDED DEALER PROTECTION 


* ACCURATE, PROMPT DELIVERIES 





* SATISFIED, STEADY CUSTOMERS 





* FULL MIAMI-DEALER COOPERATION 





Capitalize on your abilities and reputation with the 
service MIAMI renders in all business forms for any 
register. 


Men attain real and lasting success when they work and step 
together. See us at Booth 79 N. S. O. E. A. Convention. 





MIAMI! SYSTEMS CORPORATION 


CiNWNCINMAMATI 9D. ORS 





[ae 6S RA oo SOS O ORAS SUS REGIisTeRgs.. CONTINUOUS PRINTED FORMS 
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John Adams, Peirce Dictation and Network Sys- 
tems, favored us with a visit on August 26. It was 
the first time Mr. Adams and the publisher of this 
journal had met since he disposed of a retail office 
equipment business several years ago, an enterprise 
he formerly owned and operated in Peoria. A traveler 
calling upon dealers in a group of middle western 
states, Mr. Adams had spent part of a day at the 
company’s new plant located on Northwest Highway 
in the northwest corner of Chicago. He expressed en- 
thusiastic faith in the design and engineering offered 
by Peirce equipment and its sales possibilities. 





NEW APPOINTMENTS 


Becomes Vice-President... 


Stanley M. Friden has been elected vice 
ee ge in charge of export sales of the 
riden Calculating Machine Co., Inc., acco-d 
ing to Walter S. Johnson, ovresident The 
new vice-president was named at a special 
meeting of the board of directors. The son 
of the late Carl M. Friden, founder of the 
firm, he has been a member of the board 
since 1947 and also has served as the firm's 
export sales manager 





To Direct Gray's Sales... 


William S. Sherman recently was named di- 
rector of sales operations for Gray Mig. Co., 
according to an announcement by Walter 
E. Ditmars, president. Mr. Sherman will be 
in charge of co-ordination of the activities of 
Gray’s 600 field salesmen with plant produc- 
tion schedules. He was formerly industrial 
sales representative for Gray Research & 
Development Co., a subsidiary in Hartford, 
Conn. 





New Vice-President at Cormac... 
George Metzler, formerly in the branch man- 
agement division of Clary Multiplier Corp., 
is now with Cormac Industries, Inc., as vice- 
president in charge of sales for these manu 
facturers of office photocopy equipment. Mr. 
Metzler has been associated with the office 
equipment field since 1936. Before going to 
the Clary position he was New York district 
ae manager for Herring-Hall-Marvin Safe 
20. 





Appointed President... 


John M. Mueller has been named president 
of the Southern California Safe Co Los 
Angeles, Calif. Former vice-president and 
general manager of Gary Safe Co., Mr. Muel 
ler is well-known throughout the safe in 
dustry. 





Manages Dallas Office... 


Albert Okerberg has been appointed manager 
of the Dallas, Tex., office of the Corry-James 
town Mfg. Corp. according to a recent an- 
nouncement. Mr. Okerberg will serve office 
furniture dealers in Texas, Oklahoma and 
Arkansas. Except for a three-year period of 
service with the U. S. Army Mr. Okerberg 
has been with the firm since 1934. 





Joins Bert M. Morris Firm... 


Robert C. (Bob) Anderson recently joined 
the staff of the Bert M. Morris Company, 
Mr. Anderson was formerly an account 
executive with a local advertising agency 
and has had vast experience as a radig 
announcer in California. He attended the 
University of California at Berkley, at Log 
Angeles and served with the Navy fo 
three years during World War II. 





Appointed By Cramer... 


William J. McCaig was recently appointed 
sales manager of Cramer Posture Chair Com 
pany, Inc. He was formerly associated with 
Dunlop Tire and Rubber Corporation. Mr 
McCaig was graduated from Ohio Wesleyan 
University in 1934 and served as commanding 
officer of mine vessels during World War Il 


Rejoins Canvas Products .., 


P. C. Goodrick, president of Canvas Prod 
ucts Corp., recently named Mitchell W 
Friday as advertising manager and assist- 
ant sales manager in charge of mail sell- 
ing. Mr. Friday spent four years with 
Canvas Products prior to World War IL 
After five years of Army service, he as 
sumed the position of advertising manager 





equipment firm. 





Appoint Business Manager of Laird Firm 
Roy H. Pierson, president of Laird Office Equipment 
Company, Charleston, W. Va., has announced the ap- 


pointment of Forrest O’Dell as business manager for} 


the company. Mr. O’Dell has been with the firm for 
five years and served for some time as purchasing 
agent. He will continue with these duties for the 
present, according to Mr. Pierson.—EEG 















































October 5-7. Toledo Business Show, Sec: jotel, Toled ack Senn 
manager. 

October 19-24. The 953 Nationa 5 “ ( nd Palace 
New York, N Y Rudolph Lar 3, manag } ector 33° OW d t New 


York 18 N. Y 


1954 CONVENTIONS 


March 1-4. Wholesale Stationers As 
trade show, Hotel New Yorker, New Y 


March 8-I1. The 54 seminar and bus w of ft Ma 


March 31-April 1-2 strict 4. N EA. V k t ' > Flea 
April 9-10. District 3 NSOEA, ¢ j t h \ t 
April 20-22. Nat As stior 
April 22-23. 8, NSOEA, Hot \ 
April 29-30. NSOEA, Buena Vist jot B 
May 6-7. District 6, NSOEA, Hotel M } ’ 
May 8-!l Nat ffice Furniture 
ke yray, executive director, 327 
MAY 13-14 trict NSOEA, R 
May 16-19. Stationers’ Guild of Canada 
King Edward Hot T Canada. Ff - art y snaget 
May 17-18 trict 14. NSOEA, Westw 
May 20-21 t 12, NSOEA, The A 
May 24-25 trict N EA 
May 27-28 trict NSOEA V 
June 4-5 st t NSOEA, Poland nd 3s Me. 
June 7-8 st t NSOEA, site t t d. 
June 10-11 trict 3, N EA 
June 17-18 + 2 NSOEA 
June 21-23. Nat ffice Ma 
3 ex Dit ark Plaza 
t se ary N. W Pla ; 
September 18-22 National Stations % e Equir t As ation’ 
48 t Conrad Hilt 3g aul Burbant 
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THE SHAW-WALKER DEALER CAN OFFER 

24-HOUR FIRE-FILE PROTECTION FOR 

EVERY OFFICE RECORD. FIRE-FILES ARE 
MADE IN 34 MODELS. 


Don’t settle 
for part-time protection 
—55% of all fires 
start during the day 


If any of your records were suddenly 
wiped out by fire, would your firm be 
able to carry on? 43 out of 100 busi- 
50 others take years to 
able to carry on 


without costly delay. 


nesses fail; 
recover; only 7 are 
Perhaps you feel safe because you 
have fire insurance, are in a“ fireproof” 
building—or even have a safe or vault 
for storing your records at night? 
But fire insurance won’t replace 
your burned records. When fire 


strikes, fireproof buildings act merely 
as furnaces for records in non-insu- 
lated steel files—and vault protection 
doesn’t help in the daytime. 

The safe, sure way is 24-hour, 
right-at-the-job protection with Shaw- 
Walker Fire-Files. Here’s real se- 
curity that also saves you countless 
hours. All 34 models of Fire- Files are 
“‘time-engineered”’ 7 ways to cut hunt- 
ing time and to eliminate back and 
forth trips to vault or safe. 

Shaw-Walker also makes “time- 
engineered” chairs, desks, filing cabi- 
nets, and loose-leaf and payroll sys- 
tems—more than 4000 time-savers 
—everything for the office except 
machines. We have helped American 
business speed work since 1899. 


argest Exclusive Makers of Office Furniture and Filing Equipment in the World 


GHAW-WALKER 


xecutive Offices in Muskegon, Mich. Branches and Dealers in ali Principal Cities. 
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“Our Records Were Saved,” reports 
Mid-West Oil Co. “‘Fire-Files helped to 
save our business by preserving all rec- 
ords when our buildings burned out.” 
Case histories for 25 years show protec- 
tion in fires lasting up to 12 hours! 


THIS AD APPEARING IN 
BUSINESS WEEK, U.S. NEWS, 
TIME AND NEWSWEEK 
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FACIRRWRIRNES IN OTHER LANDS 
i ama ~~ 


Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Blivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 













































NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, September 1 

Office machine exports achieved a new record during 
July of £1,024,846, it was announced by the Office 
Appliance and Business Equipment Trades Association. 

In the seven months to-date, revenue from office 
machine shipments overseas amounted to £6,090,657, 
slightly more than last year’s record for the same 
period. 

The principal buyers were the U. S. (£1,074,654; 
Australia, £881,819; South Africa, £411,466; and France, 
£347,160, all of whom increased their imports; in the 
case of the latter by over 50% and the U. S. by 27%. 

In addition, Britain exported £1,014,121 of safes and 
steel cabinets in the seven months. 


* * * 


N. W. R. Mawle, managing director of British Type- 
writers, Ltd., West Bromwich, left London Airport by 
BOAC Comet on August 26 to start a two months’ 
round-the-world journey during which he was sched- 
uled to travel some 33,000 miles, mainly by air, making 
an on-the-spot survey of export markets 

Upon his return, he will meet the president of the 
Board of Trade, Peter Thorneycroft, on the eve of the 
opening of the annual conference of the Incorporated 
Sales Managers’ Association of which Mr. Mawle will 
become national chairman. 

“My meeting with Mr. Thorneycroft will be on the 
evening of November 5, and the ISMA Conference 
opens in London on the following day,’’ Mr. Mawle 
said. 

In the two months between now and his meeting 
with Mr. Thorneycroft, Mr. Mawle faces a formidable 
itinerary, covering Pakistan, India, Ceylon, Malaya, 
Hong Kong, Australia, New Zealand, the Fiji Islands, 
Canada and last country before leaving for home, the 
United States. 

In the U. S., Mr. Mawle will hold a business confer- 
ence in New York. Other cities where he will conduct 
business conferences during his trip are: Karachi, 
Delhi, Bombay, Colombo, Singapore, Hong Kong, Syd- 
ney, Aukland, Vancouver, Toronto, Ottawa and Mon- 
treal. 

“I am making this trip on behalf of my own business 
and as an envoy of the Incorporated Sales Managers’ 
Association, Mr. Mawle added before he left 

. . 

The British Financial Times recently had a special 
article devoted to the achievements and aims of the 
office equipment industry by the president of the Office 
Appliance and Business Equipment Trades’ Association, 
W. J. Arris. 

Mr. Arris drew attention to the fact that in the past 
20 years, for a variety of reasons, Great Britain’s 
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clerical force has probably risen by well over a quarter 
of a million. At the same time the average salary of 
each member has risen considerably. 

“Therefore an even greater output per individual is 
necessary to offset the additional expenditure in wages 
and to a certain extent the loss to material productive 
industry that the diversion of such a vital proportion 
of the working population entails.” 

He emphasized that the answer to the greater output 
problem is “clearly, widespread mechanization.” Mr. 
Arris refers to the general demand for shorter hours 
and he believes that, beginning with the topmost ex- 
ecutives, it is the task of the office equipment industry 
to furnish appliances which will enable these men to 
make the utmost use of their time, their brains and 
their organizing powers. He went on to point out the 
close association of efficiency with comfort 

Two years ago, the occupational factors in the ac- Wa 
tiology of gastric and duodenal ulcers was investigated ; 
by the Medical Research Council. Stressed in its re- 
port was the high incidence of peptic ulcers among 
foremen and business executives, both groups com- oy 
posed of workers in responsible positions in industry. eats 

“Today the office equipment industry designs posture 3s 
seating for every type of office worker and for almost ee 
every industrial worker for whom seating is required. Jae 
Firms making this equipment have received many 3s 
complimentary messages pointing out how by this Bg 
means absenteeism has been cut out.” 5 

Specific examples were quoted by Mr. Arris, empha- 
sizing the way in which office machines and equip- 
ment aid productivity. One such example was of a 
certain, well-known footwear factory that made hun- 
dreds of different types, sizes, styles and colors in 
shoes. This created a serious problem not only in pro- 
duction and cost control but as to how to issue proc- 3 
ess and operation instructions to workers and, inci- : 
dentally, as to how pay coupons could be prepared #im 
for issue to piecework operatives a 

The answer was found in a simple office machine 3m 
and its auxiliary, an electric addressing machine fitted 
with a listing attachment and a plate selector mech- 
anism. With these, plates are embossed with all the 
necessary information for every operation in a depart- 
ment and used to produce all the different sets of 
instructions for the various boots and shoes made. 
The system required—one girl! 

A truism which is often overlooked and about which 
Mr. Arris commented, is that industrial and clerical 
efficiency are more closely linked today than ever. 

“The selling price of manufactured goods is depend- 
ent on the total cost of production and that includes 
the cost of the unavoidable clerical work which accom- 
panies it. It therefore behoves our industrial leaders 
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You Gain All These 
Advantages When You Stock 


UO-TANG 


“a * f) - ; 
The Y!'S'"8! LOOSE-LEAF 
COVER with BUILT- 
IN FASTENERS 











DUO-TANG covers are offered in a wide 
range of colors and materials and are 
available in standard stock items or tailor- 
made to fit individual requirements. Spe- 
cial covers are manufactured for various 
sheet sizes, binding capacities up to 
1%”, and are decorated to conform to 
your customers’ taste. 


Precision uniformity and good looks have 
done much to establish Duo-Tang’s 
reputation as ‘‘America's most beauti- 
ful, popular and inexpensive loose-leaf 
cover."’ Truly a line you can show with 
pride and sell with profit. 


Order a complete supply today. 











to pay equal attention to efficiency in the office as to 
efficiency in the factory. 

“The office today is the very nerve center of any 
business undertaking, planted squarely in the midst of 
everything to control and co-ordinate; and one of the 
fundamental purposes of the office equipment in- 
dustry is to provide management with the means to 
obtain, analyze, and digest the information essential 
to efficient control.” 

¥ = > 

The new catalog of Gutteridge Sampson, Ltd., of 
London, the “mgee” is an exceedingly well-produced 
publication and one which is worth-while having for 
reference purposes. 

It is the type which opens flat and the use of spiral 
springs for holding the pages enables an attractive- 
looking publication to be produced. 

There is a thumb-index and the catalog is obtain- 
able from the head office of the company, 151, Far- 
ringdon Rd., London, E. C. 1 

* . a 

As I write, news comes to hand that the Lord Mayor 
of Cardiff is to open the Business Efficiency Exhibition 
to be held at Cardiff this month. It is four years since 
such an Exhibition was last held at Cardiff and in the 
interim period the output of office equipment has 
grown from £2414 million to £43 million a year, and 
exports have more than doubled from £6 million to 
over £14 million a year. 

A smaller Exhibition is also due to be held at the 
Seaside resort of Scarborough, in Yorkshire, for the 
benefit of delegates to the Law Society’s annual con- 
ference. 

An interesting innovation due to be shown at Cardiff 
was a frictionless dual feed attachment suitable for 
both electric and standard typewriters which has been 
introduced by the makers of Alacra continuous forms 
(W. H. Smith and Son, Ltd.). It enables two quite dis- 
tinct series of continuous forms to be typed simul- 
taneously but spaced individually. For example, with 
this device, receipts and summaries, invoices and day- 
book, pay-slips and pay roll, may be completed in one 
operation, and in association with the same firm’s 
“linefinder” which enables continuous forms to be 
“thrown” automatically to the first writing line of each 
new form, thus reducing effort in the accounts’ office. 

Remington Rand Ltd. plans to show the new speedy 
low cost process for the production of such important 
items as membership lists of directories, indexes and 
catalogs. These are designed to cut the cost of making 
changes, and it enables such lists to be kept up to 
date in the office, new copy being typed from source 
directly on to special cards for attaching to a panel 
where a brief glance reveals the correctness of the 
typing and the position of the card. All this is virtually 
the only proof reading necessary and the typist is in 
fact doing the work of a compositor for the panels 
thereafter are easily photographed and printed by 
offset. ; 

Another interesting innovation in preparing lists is 
a rotary card drum with a simple pleated paper frill at 
each end of the drum into which the cards drop, 
slotting on to a ring. The result is that when the 
drum is rotated the required card automatically stays 
in position so it can be read and if taken out of its 
position can be seen at a glance by the vacancy. This 
development comes from Manifoldia, Ltd. 

The advance which dictating machines are making 
is evidenced by the fact of more being on display at 
Cardiff than at the recent Business Efficiency Exhibi- 
tion at Olympia in June. 

Two portable machines, one that runs off the electric 
mains and the other, operated by a spring-driven 
clockwork motor and dry batteries, were to be ex- 
hibited by E. M. I. Sales & Service, Ltd. The main 
model is the lighter, weighing 154% pounds, while the 
second is 17% pounds without batteries 
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Puerto Rican Dealers Find Wider 
Market in Island’s Industrialism 


BY ALBERT S. KESHEN 

With new industries springing up in Puerto Rico 
at a rapid rate under the government-sponsored 
economic program, stationery and office machinery 
dealers throughout that Commonwealth are looking 
forward to a wider sales market as a result. 





= a~ & 
Cantero Firm Makes Progress in Puerto Rica... 
ABOVE—Exterior of R. Cantero & Co. store. The two window displays 
are changed regularly for a fresh appearance CENTER—The com 
pany’s snappy green station-wagon is parked handily in front of the 
store, ready for making immediate deliveries. BOTTOM—Ramon Can- 
tero, owner and manager, is the middle man behind the counter. 
On the left is Arturo Noriega, who represents several American lines 
including Wilson Jones Co., American Pencil Co., Binney & Smith Co., 
Le Page's, Inc., Wm. A. Force & Co. and C. Howard Hunt Pen Co. 


together with warehouses, cover a large amount of 
territory. An employee restaurant also is located here. 
Eating hours are staggered to accommodate the 1500 
employees. The company pays for half of the dinner 
and the employee has the choice of a simple meal at 
one peso or a more elaborate one for 2% pesos. 
Another factory of five floors is being erected nearby 
for the exclusive manufacture of office equipment. 
Here, one will be able to submit a design of any office 


OFFICE APPLIANCES, October, 1953 


0! 












wed} dLnnouncing the ” 
nery 
king 


Stay 


“SEE AT 
NSOEA CONVENTION 
BOOTHS 34-35” 


“Model No, L-54 


"i ‘188° 


Plus Fed. Excise Tax 
F.O.B. Chicago 


Yes, here’s another of the long-famous Copy-rite 
Duplicators that have been money-makers for dealers 


year after year...now with more sales appeal than ever! 


ALL THE COPY-RITE FEATURE. 
— 

COMPLETE 
ROLLER RELEASE... 


oll rollers 











Lever releases pressure on 
... prevents “flat spots and 
frequent roller replacement. 
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Sponsored by the Puerto Rico Industrial Develop- 
ment Company, an arm of the insular government, 
nearly 200 plants have been brought into being since 
1948, with various inducements being offered manu- 
facturers, particularly waiver of taxes until 1959. 
Governor Munoz’s “Operation Bootstrap” calls for still 
a further speed-up of new factory locations in the next 
few years. 

This stimulus of fresh outside capital is felt by office 
supply dealers in three ways: 1. Greater volume from 
the new factories which even though they purchase 
large lots direct from the States where they have their 
main headquarters, nevertheless do patronize the local 
houses in some cases, particularly for quick needs 
2. Increased business from the insular government 
which has a lot more paper work to do. 3. A consequent 
step-up in volume from the businesses which in- 
directly benefit by this stimulus as well as the gen- 
eral population whose purchasing power is upped by 
increased incomes. 

One of the progressive island firms that is feeling 
the benefits of this business acceleration is that of 
R. Cantero & Co. of San Juan. This concern deals 
largely in stationery supplies, the only office machines 
carried being servicing duplicators and mimeographs 
About 60% of the volume is to the insular government, 
the balance to commercial and individual accounts 


Choice Location 


Cantero’s benefits by its choice location on San 
Francisco St., which is the main shopping thorough- 
fare in downtown San Juan. Consequently it picks 
up considerable street traffic, aided by two large win- 
dow displays and a departmentalized store layout in 
conformity with mainland merchandising practices 

The firm was established in 1925 by the late Ramon 
Cantero and is owned and managed by his son, of 
the same name, who took over the business in 1946 
after going into the U. S. Army as an officer and 
obtaining a degree in business administration at the 
University of Puerto Rico 

Even as in the States, it is necessary to go after 
business in order to get it, so a sales staff of two 
outside men is maintained to make routine calls on 
purchasing agents in the San Juan metropolitan dis- 
trict of some 400,000 population. They also do some 
business in the Virgin Islands, a half-hour’s flight 
away, but contacts there are usually made by mail 
unless the boss decides to take a vacation once in 
a while and go out there himself 

A most effective means of promotion is the distribu- 
tion of novelty giveways to key purchasing executives 
This is a useful good will builder. Some kind of a 
gratuity is handed out every two months and is always 
different so that it will have fresh appeal. It may 
consist of a small useful item like a ruler, ash tray, 
calendar or pencil with the firm’s imprint. These are 
presented personally by the salesmen when making 
their rounds and a record is kept of every distribution 
This serves as a sort of mailing list and is used for 
direct mail distribution and other means of preserving 
contacts. 

Letters sent out frequently are justified by some 
timely or seasonal message such as announcing spe- 
cialties or sending out sample packages of lines which 
have just come in, such as duplicating supplies or 
mimeographing paper. The aid of the manufacturers 
is welcomed in preparing these letters and in the 
product information literature distributed. At the 
same time the window displays are tied in with 
showing of products mentioned in this manner 

Heaviest newspaper advertising is concentrated in 
the Christmas season when the sale of office supplies 
reaches a low ebb and is offset by extra inventories 
of Christmas cards and holiday decorations with sets 
of lights. Mother’s Day is another occasion when sales 
of these sidelines reach their peak 

January provides the heaviest turn-over since it 
marks the beginning of the calendar year when most 


companies order their supplies of ‘office files and 
equipment. The insular government does most of its 
ordering, however, in June or July which is the be- 
ginning of the fiscal year. School trade reaches its 
peak in August and September and the influx of 
tourists from January to March help push up sales 
at this season 

Since Cantero’s operates as its own jobber, it is 
necessary to carry a larger inventory than comparable 
mainland dealers. It takes orders from three to four 
weeks to come in from States suppliers. Therefore, a 
large warehouse in the building is a necessity and 
from three to four months stock is maintained there 
at all times 

The servicing department consists of one mechanic 
who has the know-how and equipment to immediately 
repair and adjust duplicators and mimeographs. 

Credit is given on the usual terms, but payments 
are much slower than on the mainland, a tendency 
which affects most business houses on the island. Nor- 
mally, accounts are from 60 to 70 days behind. An im- 
portant reason for this slowness is the sugar crop 
harvesting, mainstay of the island’s agricultural econ- 
omy. Most bills are paid, therefore, in June when this 
crop is ready for export. Also to be considered is the 
“red tape” and other delays which hold up govern- 
mental payments. 

For nearby delivery, the firm relies on its green 
convertible station-wagon, supplemented by the serv- 
ices of three delivery boys. The Puerto Rican Express 
is used for deliveries to more distant points. Sometimes 
orders are sent by mail to the sugar and tobacco fac- 
tories who are customers in the eastern part of the 
island. 

Competition is Keen 

“Most of our trade is brand-conscious and demands 
specific name merchandise particularly in pens, pencils 
and account books,” comments Mr. Cantero. “We also 
have here an intense price market because of the 
lower purchasing power as compared to that of the 
States. A lot of our customers will go shopping around 
for lower prices to a greater extent than is experienced 
by mainland dealers.” 

Like other Puerto Rican distributors, Mr. Cantero 
complains strongly of what he calls dumping of dis- 
tress merchandise by U.S. and foreign manufacturers. 
He declares they are sending in inferior lines which 
can’t be disposed of elsewhere. A case cited was that 
of carbon paper of poor quality 

To combat this condition and to effect a general 
industry improvement, Mr. Cantero was instrumental 
in organizing the Associated Distributors of Office 
Materials composed of other dealers, of which he was 
elected secretary. 

Other officers of this new group are: president, Al- 
berto Gonzales Angel; vice-president, Angel Martin 
Pabon, and treasurer, Manuel Fernandez. A program 
of activities has been drawn up and regular meetings 
arranged to formulate mutually beneficial industry im- 
provements. 





News Notes from Australia 
W. BEECHAM, CORRESPONDENT 
BOX E256, G.P.O., PERTH, W.A. 

In the financial year July 1, 1952, to June 30, 1953, 
Australia had a trade surplus of £358 million compared 
with the deficit of £378 million in the previous 12 
months. Unfortunately, however, there was a con- 
tinued dollar deficit, this being £38 million against the 
previous year’s £45 million. It is hoped that the im- 
proved position will lead to further easing of import 
cuts, but it is doubtful if the trading position with 
the United States will be changed 


* * . 


There is, of course, continued opposition to the im- 
portation of merchandise. Recently, the president of 
Turn to page 130, please 
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"Our experience proves to 
me that there is no more effective 
medium than the ‘yellow pages' for 
firms such as ours. About 30% of our |) 
sales are the direct result of our 
advertising in the 'yellow pages'." 





Heineman Office Equipment Co. 
St. Louis, Missouri 





The Heineman Office Equipment Co. 
advertises under: 





Many office appliance dealers like the 


Card Records— Visible Office Equipment—New 
Heineman Office Equipment Co. in all parts of 


e . ‘ Chairs— Retail Office Furniture—New 
the country tell us how the ‘yellow pages 
of the telephone directory are helping them Decke--Retel Safes—New—Retel 
reach more prospects than ever. Filing Equipment Visible Record Equipment 
Most of them advertise under different They use Display Ads as well as 


: ional and Trade Name Listings 
headings to cover the products and services informational on ° 


they offer 














Are you using all the headings in the ‘yellow 
pages’ where prospects are likely to look 


ior you? 





‘eaxZ% To find the best headings for your business, call the telephone directory representative at your telephone business office 
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FURNITURE COMPANY 


High Point, N. C. 


A nation-wide standard for distinctive, 
pace-setting, sales-making styling — plus 
superb tailoring and craftsmanship. 
Altogether, Thomas means furniture that 
increases your dollar volume and 

your profit, makes friends for your store 
and builds up your reputation. 
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Thomas’ style and quality leaders 
are covered by Kalistron, the ultimate in 


beauty, wear and cleanability. 


pure, transparent 
vinylite on top 


Unequalled for scratch and stain 
resistance because no scuffing or scraping 


can reach 


3-dimension 


beauty. You see the colors 


through the Vinylite. 


the fabric back 
stretches 3 ways 


— flexibility for perfect Thomas 
tailoring and craftsmanship, plus the 


utmost in seating comfort and luxury. 





NEW and YEARS AHEAD... 


Clary 


sets new standards of |) g 





NEW 
Rest 
Ease 
eye s 
racy 
offic 
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CLARY MULTIPLIER CORPORATION © SAN GABRIEL, CA 
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the luxurious, fast-selling 


1stom Line 


speed... quietness...and money-saving efficiency for your customers 





NEW EYE-EASE COLOR STYLING NEW “SOFT TOUCH” KEYBOARD 
Restful, scientifically chosen “Eye- ‘“Touch-contoured” keys need only 
Ease" greens and grays eliminate 3 ounces of pressure, yet give crisp, 
eye Strain... promote greater accu- _— positive entry. Alternate rows of 
racy add new beauty to any keys are flat and concave. Your 
yffice. Depressed keys show up customers can feel the difference 
stantly by color contrast on the new Clary Custom Line 


creates new sales opportunities. 


Now ...to sell prospects who want tomorrow's 
adding machine beauty and efficiency today... 
Clary brings you the new Custom Line Adding 
Machines. Always the “dealer’s machine”... 
Clary’s great new Custom Models retain the 
famous Clary features like the Thumb Add Bar, 
rotary mechanism and Dividing Eye... plus 
luxurious styling and exclusive new engineering 








Y ; ‘ Ke ba 
NEW RECORD-BREAKING SPEED NEW QUIET OPERATION 


For years Clary has been the With all itsspeed the Clary Custom 
world’s fastest...now the new Line sets a new standard in quiet- 
Custom sets a new, higher world’s ness. Gone forever is distracting 
record of 190 entries per minute! clatter, clank of old-style machines. 
Even beginners add, subtract, mul- Your customer's office is more re- 
tiply and divide up to 48% faster. laxed... more efficient. 


.. giving you extra profit potential 


advances that make the Custom the most salable 
adding machine on the market... with liberal dis- 
count for dealers. Get full details about the beauty 
and performance of the new Clary Custom... and 
learn how it is possible to make extra profits by 
promoting this great new line! There may be a 
Clary dealership available for you. 


Step up your sales... 


sell the new Clary Custom. 





Mail coupon today 


for full information. 


CALIFORNIA 
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CLARY MULTIPLIER CORPORATION, DEPT. OA-103 
SAN GABRIEL, CALIFORNIA 


Please send me information about Clary’s new Custom Adding 
Machines. 

As a dealer, I am interested in handling the new Clary Custom 
Adding Machines. 


a 





ADDRESS___ —— 








FIRM_ . — — 








a Es ; ( ) STATE 




















A Visit to H. Steele Y Cia 


BY MABEL KNIGHT 


“If you want any article of steel for your office, we 
will make it” is the slogan of H. Steele Y. Cia. S. A.. 
of Mexico. The newest article being made by this 
energetic company is a steel safe. Although production 
has just begun the firm is already selling 25 safes a 
month. As time goes on this figure is expected to rise 
to 25 a day. 





Some of the Products Made by H. Steele 


The new safes are in all styles and sizes. Interiors 
vary according to what the buyer needs in the way 
of compartments. 

The firm’s salesroom is in Mexico City, in the center 
of the business district on the corner of Juarez Ave. 
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At H. Steele Y Cia ... Top. left: Par- 
tial view of the warehouse showing the 
firm's many delivery trucks. Top, right: 
Mexico City office building and display 
rooms. Bottom: Part of the factory during 
working hours. 


and Balderas. The manufacturing plants, on the other 
hand, are located in Colonia Santa Julia. These plants, 
article desired and the firm will make it to order. 

H. Steele Y Cia is not a recent comer to Mexico. It 
was founded in San Antonio, Tex., in 1921, for the pur- 
pose of operating as a selling organization in the 
Republic of Mexico. An office also was located in Mon- 
terrey, N. L., but in 1922 was moved to Mexico, D. F., 
where it has operated ever since, becoming incor- 
porated in 1941. The American firm continues to func- 
tion in San Antonio. 

In addition to the main sales office in Mexico City, 
the firm has branch offices in Monterrey, N. L., Guada- 
lajara, Jalisco, Puebla, Torreon, Coah. and Ciudad 
Juarez Chih. 


Three Divisions for Sales 

The sales activities are carried on by three distinct 
divisions: one devoted to wholesale watch distribution, 
one to wholesale home appliances and the third to 
office appliances. This latter division is the exclusive 
distributor of Halda typewriters, Facit calculators, 
Freshnd’ Aire circulaters, Cummins business machines, 
Dictaphone products, Victor adding machines, Simplex 
time recorders and many others 

Toward the end of 1949 the firm established two 
manufacturing plants: one for the production of cast 
aluminum products and the other for the production 
of steel office furniture such as desks, filing cabinets, 
lockers, tables and so forth. 

Since its inauguration the office furniture plant has 
been enlarged twice. Additional floor space has been 
continually required to accommodate new machinery 
for increased production to meet the growing demand 
of the Mexican market. 

Any visitor in Mexico will be warmly welcomed by 
the officials of Steele Y Cia. S. A., and shown around 
the salesroom and factory. 
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or greater POSTURE CHAIR PROFITS 
sell the popular ARE line 


Better Built for Better Business 













The leading all-purpose posture chair is ASE No. 
1023. It has more exclusive practical advantages 
that mean more sales for you. 


All ASE chairs come in ASE green, Dawn Gray, 
Stylice Tan, Mist Green and Brown finishes. Posture 
chair fabrics are Elastic Naugahyde, Goodall Clare- 


mont and Perfection in a fine selection of colors. 
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No. 1023 With Finger-Tip Control 
Sliding Seat and Orthoform Back. 
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trol Sliding Seat 
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Back. 
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Bookcases * Clothes Lockers * Counter Sections 
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Wholesale Stationers Association Holds 
Mid-West Regional Conference in Chicago 


With an attendance of 50, the Wholesale Stationers 
Association held its largest Mid-West Regional con- 
ference of recent years at the Drake Hotel in Chicago, 
Tuesday, August 25. 

Cort B. Horr of Associated Stationers Supply Com- 
pany, Chicago, was chairman, assisted by two co- 
chairmen, C. W. Lofgren, Sanford Ink Company, rep- 
resenting the manufacturers’ division, and James E. 
Bradley, Higgins Ink Company, Chicago regional chair- 
man of the Sales Society division. 

H. C. Whittemore, general manager of the Wholesale 
Stationers’ Association, spearheaded the conference 
discussion which centered mainly around a definition 
of a wholesaler, current merchandising problems, re- 
port and proposals of the marketing analysis commit- 
tee and the association’s sales programs 

A luncheon was held at noon and the women present 
enjoyed a social program in the afternoon. The day’s 
conference was concluded with a cocktail party. 

One of the main speakers at the conference was 
Harold W. Jacobson, new executive of Horder’s Inc. 
He stressed the importance of manufacturers recog- 
nizing the function of a wholesaler and compensating 
him for the functions he renders. This “philosophy” 
met with the acceptance of those present. 

“The stationery and office equipment business is a 
2% billion dollar industry .. . so big it is tremendous 
in its potentialities,” declared Mr. Jacobson in telling 
why he accepted an invitation to join the industry 
in his new position. “We haven’t begun to create the 
desire for the things we are trying to sell,” he asserted. 
“It can be a 5 billion dollar industry.” He defined a 
wholesaler as. one who buys from a manufacturer 
to resell to-a dealer who in turn resells the product. 

The problem of high cost of handling small orders 
was discussed by the wholesalers and the consensus 
appeared to be that the policy in respect to such 
orders should be re-examined. 

General Manager Whittemore discussed some pos- 
sible sales promotion programs which could be under- 
taken by the association. 





Honor Veteran Employees of Utica Firm 


Veteran employees of Utica Office Supply Company, 
Utica, N. Y., were presented stock in the company 
at a party attended by 27 recently at Trinkaus Manor. 

Alfred G. Preston, president, honored John F. Ken- 
nedy, vice-president and general manager, who com- 
pleted 25 years of service with the company. 

In addition to stock and check presentation to Mr. 
Kennedy, President Preston gave stock in the com- 
pany to three others: Bart G. Boehlert and Fred L. 
Grant, each 20 years of service; and his son, Alfred 
A. Preston, who has been associated with the firm 
since getting out of service seven years ago 





Hold Codo Employee Picnic 


Codo Manufacturing Company’s carefully-planned 
picnic was an outstanding success, with the attendance 
figure reaching nearly 300. The group, comprising 
Codo employees, their families and friends, held the 
outing at Turkey Foot Park and enjoyed games, con- 
tests, refreshments, and lunch. All agreed it was as 
fine a picnic as they had ever attended 
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Luggage and Leather Goods Show 
Held 5 Days in New York City 


The annual five-day national show conducted by the 
Luggage & Leather Goods Manufacturers of America, 
Inc., was held in the New Yorker Hotel, New York City, 
on August 2 to 6 with an attendance of 1800 buyers. 
Exhibiting manufacturers reported an optimistic trend 
on the part of visiting buyers which was reflected in 
the substantial volume of orders placed at the show. 

Exhibitors occupied some 2,000 rooms located on four 
entire floors of the Hotel New Yorker. 

While most of the exhibitors featured luggage, trunks 
and personal leather goods, several manufacturers dis- 
played brief cases and bags, billfolds, wallets and other 
leather items logically included in the stocks of office 
equipment and supply dealers. 

Although this was primarily an exhibition of indus- 
try products, other activities of a social and recrea- 
tional nature were on the program. A cocktail party 
was held on Sunday evening with an attendance of 
some 1500 people. The annual dinner-dance was held 
in the grand ballroom on Wednesday evening with a 
record attendance of 800 guests. A “Get-Together” 
room was open for sociability and relaxation where 
refreshments were served from 9:00 P.M. to midnight 
from August 1-4. 





Gutheinz Heads AMA Seminar 


The American Management Association selected 
Joseph J. Gutheinz, advertising and sales promotion 
manager of Diebold, Inc., to preside at a three-day 
workshop seminar on direct mail advertising. 

The seminar took place August 31 through Septem- 
ber 2 at the Palmer House in Chicago, and is one of 
a series of such seminars on various phases of man- 
agement which the association sponsors annually. 


J. J. Gutheinz 





The subject of the workshop led by Mr. Gutheinz 
was: “Effectively Organizing the Direct Mail Sales 
Program.” Among the topics for discussion were weigh- 
ing the part direct mail should play in the over-all 
advertising program, methods of measuring the effec- 
tiveness of a campaign, determining a direct mail 
budget, and co-ordinating a direct mail program with 
other promotions. 





Await Systems Meeting in Chicago 

Systems and Procedures Association of America, an 
organization to promote and foster management im- 
provement, announces its 6th Annual International 
Systems Meeting to be held October 19, 20, 21, 1953, 
in the Sheraton Hotel, Chicago 

Systems and Procedures Association invites all of 
its more than 1,000 members as well as others in man- 
agement including acountants, engineers, and systems 
and methods people to attend. There will be an oppor- 
1953 
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Oakville’s complete Yellow Box Line of 
paper fastening devices simplifies your 
buying, streamlines your inventory, cuts 
your handling costs, saves you money! 





Any time and 
every time... 





From one source—with one order—on one 
invoice you get the merchandise your 
customers want. One-stop buying-the 
Yellow Box way-builds sales and profits! 


the line that’s best for you! 


GCAKVILLE COMPANY DIVISION 
Scovill Manufacturing Company » Waterbury 20, Connecticut 


42nd St., Lexington Ave. 1419 N. Broad Street 441 Stuart St. 4105 W. Chicago Ave. Charles R. Barry Co., 430 Brannan St. 
NEW YORK 17, N.Y PHILADELPHIA 22, PENN. BOSTON 16, MASS. CHICAGO 51, ILL. SAN FRANCISCO 7, CALIF. 
THE BROWN BROTHERS, LTD.; TORONTO 1 
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tunity to hear some of the best qualified men in Ameri- 
can industry discuss the latest information concern- 
ing systems and procedures problems and techniques. 
Special emphasis will be placed in this meeting on the 
subject of electronics, the latest adjunct to the field 
of systems and procedures. 

In addition to nine technical sessions the meeting 
has been planned to include fellowship and fun. There 
will be a buffet supper with entertainment on Tues- 
day evening, October 20, and a luncheon with speaker 
to close the meeting on Wednesday, October 21. 


Non-members who wish more information about 
this meeting and who wish to receive registration 
blanks should notify C. H. Koebel, chairman of the 
Registration Committee, c/o Lumbermens Mutual 
Casualty Company. Mutual Insurance Building, Chi- 
cago 40, Ill. 


Hold Mayline Picnic 


The annual picnic of the Engineering Manufactur- 
ing Company was held on Saturday July 25 in Ever- 
green Park, Sheboygan, Wis. Employees of the com- 
pany came at noon and stayed until dark. 

Baseball, volleyball and horseshoe were played 
throughout the afternoon by the adults. The children 
were led in games and contests by a group leader 
from the Sheboygan Recreation Department. 








Jessup Reports High Volume at Marchant Meet 


Edgar B. Jessup, president of Marchant Calculators, 
Inc., announced August 11 at a meeting of the com- 
pany’s area sales directors from all parts of the United 
States, that net sales and service volume for the 
quarter ending June 30 was the highest second 
quarter volume in the company’s history, except for 
the record year of 1951. The meeting was held in 
Oakland, Calif. 

Volume reported for the second quarter of this year 


Sales Chiefs Preview Marchant Calculator... 


Early arrivals at the Marchant Calculators, Inc., area sales director 
meeting in Oakland, Calif., preview the new Marchant Figurematic 
calculator. They are: Alton Davis, Atlantic area; Britton Cook 
southern area; Ilah Hasey, final testing department; Wesley Jenkins 
national sales manager of Marchant, who was chairman of the 
meeting: Michael Kabealo, central area, and William Galvin, Jr 
northwestern area. 


was $5,205,731, representing a 10% gain over the 
$4,739,977 reported for the same period of 1952. 

An important phase of the area directors’ meeting, 
- according to Mr. Jessup, is the planning of a nation- 
wide sales program for the new, low-cost Marchant 
Figurematic. This model will be introduced at the 
Nationa! Business Show to be held in October in New 
York City. 





Horder Tourney Brings Out 59 Golfers 


Last year at the Horder employees’ annual golf 
tournament it was too cold to play; this year, at the 
same course, Mohawk, on August 29, it was too hot, 
But golfers pay no attention to weather. Fifty-nine 
responded to the invitation of Chairman Frank Rainey, 
A few could not stay for dinner, but they were more 
than made up for by non-golfers who swelled the 
evening attendance to 63. 

Helpers on Frank Rainey’s committee were K. W, 
Schultz, A. J. Atchison and Don Brown. Among them 


Notables at the 
Horder Em- 
ployees Golf 
Tourney... 

Top: Chairman Frank 
Rainey and two of his 
assistants, Karl Schultz 
and Allen Atchison. 
Bottom: Low gross scor- n 


ers of the day, Art 
i - 


Heyer, Heyer Corp., 
80; Don Brown, Hor- 
der’s, Inc., 82. 

they kept the day’s program moving from tee-off 
time at 9:30 in the morning to the dinner at five in 
the late afternoon. 

Following dinner, Chairman Rainey presided over 
the ceremony of distributing prizes. The Horder 
Trophy went to a new champion—Don Brown, who 
toured the course in a neat 82. Art Heyer, Heyer Cor- 
poration, turned in a score of 80, low gross for the 
day. The two champions were justly rewarded for 
their golfing prowess. The large array of prizes soon 
melted to nothing and everyone agreed that the day 
had been a success, despite the heat. 





Empire State Travelers in Summer Meeting 

The Empire State Travelers Club held a summer 
session on August 12 at the Docket Restaurant, Buffalo, 
N. Y. This occasion was graced with the attendance 
of District Governor George Schmieg of the Syracuse 
Office Equipment Company, Syracuse, N. Y., and Vice- 
Governor Harry Sanner of the Sanner Office Supply 
Company, Erie, Pa. 

Governor Schmieg spoke on his plan for dividing the 
region into five sub-districts in order to better promote 
the District No. 2 convention at Whiteface Inn, Lake 
Placid, N. Y., in June of 1954. He also displayed the 
literature which he and Mr. Sanner will use to promote 
the activities of NSOEA with members as well as non- 
members. 

The Travelers held their usual business session at 
which the plans were inaugurated for an autumn 
party on the evening of November 4 at the American 
Legion Hall in Tonawanda, N. Y. The chairman will 
be Robert Carter of Minnesota Mining & Manufactur- 
ing Company, assisted by James Long, the Parker Pen 
Company; Edward Goodlett, F. S. Webster Company, 
and Roy Martin, Wilson Jones Company. A committee 
on arrangements consists of Jerome McCormick of the 


OFFICE APPLIANCES, October, 1953 





sal 
the 


tor 
US. 


It 


golf 
the 
hot 
nine 
ney 
nore 
the 


W, 
hem 


Build more profits with 
Invincible Metal Filing Cabinets 





Each drawer channel is spot welded directly to the cabinet 
side making side and denna’ virtually one unit. Provides 
maximum t reinforcement plus rigid drawer support 

more bearing surface — eliminates weave and wobble. 


UILT better to last longer! That’s why Invincible metal filing 
cabinets provide the utmost economy, durability and customer 
satisfaction. The unique method of reinforcing sides with case 
channels assures maximum strength and rigidity. What's more, 
the heavy-duty, cradle-type side suspension combines with ball- 
bearing rollers to assure smooth, silent roller action at slightest 
touch. Compressors pull up firmly, lock securely, provide greater 
usable drawer space 
Stock and display this quality line of Invincible metal cabinets. 
It means more sales for you! Write for details. 
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Sell the complete line; desk high, counter high, standard 
four drawer or five drawer cabinets. Letter or legal size 
drawer types — with or without lock. Exclusive concealed 
safe unit also available. 


OFFICE EQUIPMENT FOR BETTER BUSINESS LIVING 
Invincible Metal Furniture Co. * Manitowoc, Wisconsin 











Victor Safe & Equipment Company and Frank Wilker- 
son of the Dennison Manufacturing Company. This 
party is being sponsored by the travelers for the deal- 
ers of Region 2 and their employees to bring about a 
closer relationship between the two. 

Considerable discussion was centered on the topic of 
next year’s convention at Whiteface Inn, Lake Placid. 
Adopted as a slogan is “Let’s Not Have Red Faces at 
Whiteface in 1954” inasmuch as the district is required 
to guarantee at least 250 guests at the convention. In 
fact, the group is aiming at the 300 mark. 





Westring Invitational Golf Tourney 


For a number of years Maynard F. Westring, Mid- 
City Stationers, Inc., Rockford, Ill., has been host 
at informal golf outings at the Forest Hills Country 
Club just north of Rockford. This year Mr. Westring 
enlisted Ray Eichenlaub, Service Steel Products Cor- 
poration, and Tom Gillice, Rockwell-Barnes Company 
to assist in promotion and handling finances and 
records. The result was an attendance of 18 golfers, 
three non-golfers, and eight ladies at the Forest Hills 
Country Club on Thursday, August 13. 

The presence of the ladies proved to be a very 
pleasant innovation. The octette of wives had lunch- 
eon at the Wagon Wheel, a famous restaurant near 
Rockton, Ill., and spent the afternoon at the country 





Golfers and Golf Widows... 

Top: At the head table—Maynard Westring, Mid-City Stationers, 
Inc., Rockford, Ill., host; Ray J. Eichenlaub, Service Steel Products 
Corp., record keeper; Ken Reister, Minnesota Mining & Mfg. Co., 
president, Great Lakes Travelers Club; Tom Gillice, Rockwell- 
Barnes Co., assistant record keeper; Bill Boyd, Acco Products, 
Inc., Art Steel Co. 

Bottom: Ladies in attendance—(Clockwise, starting at left) Mrs. 
Roscoe Benge, Mrs. Norm Hanson, Mrs. Gordon Kickels, Mrs. 
John Madala, Mrs. Maynard Westring, Mrs. Ken Reister, Mrs. 
Ray Achtner. 


club while their husbands were industriously pushing 
little white pellets along the lush fairways and beau- 
tiful greens of the golf course. Early in the evening 
the ladies enjoyed dinner together as the men tried 
to recover from their afternoon expenditure of en- 
ergy through the agencies of hot showers and some 
liquid refreshment. 

Later in the evening the men gathered in a private 
dining room for a delectable dinner, some “out of 
this world” singing, the awarding of prizes and general 
good fellowship. The top golfer of the day was Bill 
Courtney, W. A. Sheaffer Pen Company. Other prize 
winners were Roy Achtner, Office Stationery & Equip- 
ment Company, Chicago and Bill Boyd, Acco Products, 
Inc., and Art Steel Company 
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Chicago Stationers Open Bowling Season 


The Stationers Bowling League of Chicago began its 
1953-54 season on Tuesday evening, September 1, at 
the Chicago Arena with 10 teams competing. 

Roster of bowlers follows: 

BRAVES—Ed Deacon, captain, Chicago Desk Pad 
Company; Harold Penn, Office Stationery & Equip- 
ment; W. Miller, Century Office Supply; A. Donofrio 
and D. Gearhart, Doro Mfg. Co. 

CARDINALS—Dave Liten, captain, O. & L. Office 
Furniture; J. Pardi, American Seal & Stamp; C., 
Krieger, Commercial Stationers; S. Riggs, Riggs Sales 

o.; Gordon Kickels, C. L. Barkley & Co. 

CUBS—Tony Peters, captain, Horder’s, Inc.; Dave 
Rucker, B. H. Hallin & Associates; C. W. Clemen, 
G. J. Aigner Co.; Art Genuske, General Fireproofing 
Co.; H. Fiddelke, Graver-Dearborn Corp. 

GIANTS—W. Silberstorf, captain, G. J. Aigner Co.; 
Roy Hansen, The Globe-Wernicke Co.; Frank Rainey, 
Horder’s, Inc.; Jack Kerr, Horder’s, Inc.; J. McGuin- 
nis, Stevens, Maloney & Co. 

INDIANS—G. O. Stevens, captain, Stevens, Maloney 
& Co.; Don Brown, Horder’s, Inc.; S. W. McDonald, 
Commercial Stationery Co.; Bill Barberio, Chicago 
Desk Pad Co.; Bill Rocco, Marshall Jackson Co. 

PHILLIES—Ben Powell, captain, A. W. Faber-Castell 
Pencil Co.; Lud Singer, Standard Visible File Co.; Ed 
Riley, Continental Office Co.; Eldon Just, Just & Son; 
John Stuercke, Jr., Rogers Loose Leaf Co. 

RED SOX—Joe Dewey, Kendrick Furniture Co.: 
Jack Sherwood, Chicago Stationers; Wes Wilson; Harry 
Hoffman, Joseph Dixon Crucible Co.; Walter Lennart- 
son, OFFICE APPLIANCES. 

TIGERS—William Slechta, captain, Utility Office 
Supply Co.; Jim Gordon, Graver Dearborn Corp.; C. 
Jacobson, Wilson Jones Co.; W. Fieldhouse, Commercial 
Stationery Co.; Tom Gillice, Rockwell-Barnes Co. 

WHITE SOX--Harry Venet, captain, Reyburn Mfg. 
Co.; Elmer Krumwiede, Elmer Krumwiede & Associ- 
ates; J. Skubio, Horder’s, Inc.; C. Mathieu, The Mathieu 
Company; D. Joslyn, Joseph Dixon Crucible Co. 

YANKEES—Don Pike, captain, W. J. Saunders & Co., 
Inc.; Bill Bruner, Office Stationery & Equipment Co.: 
Al Cote, Reyburn Mfg. Co.; Joe Falbo, Codo Mfg. 
Co.; Harold Nelson, Just & Son. 





Philadelphia NOFA Chapter in Session 


The monthly meeting of the Philadelphia Chapter 
of NOFA was held Monday, August 10, at Kelly’s. Nine- 
teen were present representing eight member firms 
and six manufacturers’ representatives. 

Joe Jaffe was appointed chairman and Herman 
Dubin co-chairman of a committee to make a report 
to the members in September on the new sales tax. 

Mention was made by David Einstein of the sales 
training program to be started in September. 





Midwest Travelers Hold Golf Outing 


Midwest travelers and stationers numbering 65 at- 
tended the annual outing, August 28, at Santa Fe Hills 
Country Club, Kansas City, Mo. 

Out of town guests included: Leonard Wilcox, vice- 
chairman, distributors division, NSOEA, Roberts Print- 
ing & Stationery Company, Hutchinson, Kans.; John 
Brain, Jr., governor of district 8, NSOEA, Brain Sta- 
tionery Company, Omaha, Neb.; George Constantine, 
NSOEA lieutenant governor, Palace Office Supply Com- 
pany, Tulsa, Okla.; Cortland Horr, Associated Station- 
ers, Chicago, and Herb Walsh, Ace Fastener Corpora- 
tion. As usual, the Topeka, Kans., crowd took honors 
for the highest out-of-town attendance. 

After the buffet dinner, Tom Seward, president, 
called the meeting to order. Highlight of the evening 
was the presentation of the Appreciation Plaque to 
D. A. “Dan” MacDougall, Stationers Loose Leaf Com- 

Turn to page 138, please) 


OFFICE APPLIANCES, October, 1953 


0; 








—? 


its os / | 
at 


ad 
ip- 
rio 


ice | aaa Ad 


C, | | 
: Mr. D 
| e | 


Ave A Spsesenecstaeeel } + 
en, 
ing 



































. 1 . Would you) like new fabrics? | 
ey, . .. Would youl Tike néw ae 

in- . | . Would you) like new styles? 
ey . . . Would you like yqur opinions kqown? Pati 
ld, : | i 

1g0 | 











| 











ae eee 


‘ell — - a ae | 
Ed ~ | Over'50 successfull years Of fine chair making 


Nn; 








has taught us to recognize Marketing trends. 
4 4 











ry As the retail dealer, you too are an lexpert, 
Let’s get our heads togethet and really GREATIE! 


ice 





‘ial 








ci- 
leu 


O.; 
fg 


ter 
1e- 
ms 





an 
ort 











YOU TELL US THE ANSWERS | 
ate BY VIEWING OUR NEW MODEL 
~ IN SPACE No. 517-A  NIS. | 
e- CONRAD HILTON HOTEL 








= THE B. L. MARBLE CHAIR COMPAN 


ng Fos sho ada pice of Jane ob chal there is no 


m- | 








53 OFFICE APPLIANCES, October, 1953 
] 



































— WW SS 


REPORTS AND MISCELLANY 











ee 


























Army Ordnance Head Joins Clary 

Brigadier General Merle Halsey Davis, who retired® 
last month as Chief of the Industrial Ammunition® 
Branch of Army Ordnance, has been appointed manu-F 
facturing and engineering consultant for the expanded ¥ 
program of the Clary Multiplier Corporation, Hugh L, ‘ 
Clary, president, recently announced. 

In his new executive position, General Davis will | 
be occupied with all phases of the company’s poll 
duction operations, including business machines and 
electronic equipment as well as guided missile instru- : 


Guild Elects Diehl to Board of Directors 


The Stationers’ Guild of America in a recent special 
meeting elected William R. Diehl, Jr., stationer of 
Columbus, Ohio, to the board of directors. He fills the 
office vacated by E. Russell Ashley of Bridgeton, N. J., 
who resigned recently when he retired from business 








William R. Diehl, Jr. 





Mr. Diehl is well known throughout the industry and 
will bring his wide experience to the board of directors 
in planning and development of the Guild organiza- 
tion. 

Other directors are Jesse G. Kaufman, Lucas 
Brothers, Inc., Baltimore, Md.; Albert W. Gill, A. W. 
Gill Company, Trenton, N. J.; Don Smith, Smith Print- 
ing Company, Williamsport, Pa.; William P. Kelly, 
Office Equipment Company, Louisville, Ky.; William 
H. Patterson, Johnstown Office Supply Company, 
Johnstown, Pa.; Richard D. Pomerantz, A. Pomerantz 
& Company, Philadelphia, Pa.; Samuel Rosendorf, Jr., 
Southern Stamp & Stationery Company, Richmond, 
Va.; Sev Laskowski, Cotterel Company, Harrisburg, Pa 


J. W. McCormick, Jr., is general manager, with head- 
quarters in Philadelphia. 





Organize New Toronto Concern 


United Stationery Company, a _ newly-organized 
Toronto firm, has taken over operation of the former 
stationery sales division of Underwood, Ltd., which 
will now concentrate on the manufacture and sale of 
office equipment. This action is understood to be linked 
to Underwood’s plans to introduce an important new 
line of business equipment later this year. 

The office premises of Underwood’s stationery sales 
division have been entirely taken over by United Sta- 
tionery, and the 63 employees of the division who 
formed the new company, retain the positions they 
held with Underwood. United Stationery will operate 
as retailers and distributors of carbons, office furniture, 
printing and supplies. 

Directors of the new company are William J. O’Reilly, 
president and general manager; Herbert W. B. Boyn- 
ton, vice-president and assistant general manager; C. 
M. Coo, secretary-treasurer; Joseph L. Seitz, president 
of Underwood, Ltd.; Harold M. Turner, president of 
Canadian General Electric; Wilfrid G. Malcolm, vice- 
president of A. E. Ames & Company and James R. 
Arnott, Q.C.—RE. 





Appointed IBM Special Representative 

Omar Harvey, Jr., who joined the International 
Business Machines Corporation in 1949 and a sales 
representative for IBM in San Antonio, Tex., has been 
appointed a special representative in the corporation’s 
public utility department with headquarters in Dallas. 
—EEG 
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ments and ammunition components. 

He began his Army career in 1917 following gradua- 
tion from the University of Vermont with a major in 
chemistry and engaged in advanced schooling, includ- 
ing graduate work at the Massachusetts Institute of 
Technology. 





Jack Morgan Serves Industrial Lamp Corp. 

Industrial Lamp Corporation is one of leading man- 
ufacturers now being served by Jack Morgan, well- 
known industrial designer of Chicago. 

Securing Mr. Morgan's services, Industrial Lamp Cor- 
poration has the advice and counsel of a man who 
under the nome de plume of Juan Ricarda (which 
is in reality his first two names in Spanish) became 
first known in automotive circles. He was in the 
employ of General Motors as an automobile body 
designer for a period of seven years, during which 
time he designed special custom bodies for many of 
the world’s celebrities. The original Cadillac V-8 came 
off his drawing board. 


Jack Morgan 





He was the first to introduce third dimensional 
plastic in the interior of a refrigerator. In the field 
of plastics, his designs won the Modern Plastics Award 
for five consecutive years. His design of the Graham 
Bradley tractor served to prove the importance of 
appearance design as related to farm equipment. 





Better Packages Makes Regional Changes 

Changes involving five of the firm’s regional dis- 
tributors were recently announced by Better Pack- 
ages, Inc. 

O. K. Hill has been appointed general manager of 
Better Packages of Canada, Ltd. Succeeding him as 
manager of the Chicago branch office is Al Smith, 
former regional distributor for Philadelphia and east- 
ern Pennsylvania. Jack Murphy of the Maryland and 
Virginia territory succeeds Mr. Smith in the East. 
Mr. Murphy is succeeded by Floyd Smith, former re- 
gional distributor of Connecticut. Bill Chilton is taking 
over the Connecticut area, his former territory of 
North and South Carolina now being handled by Bill 
Turner, previously regional distributor for Virginia. 


OFFICE APPLIANCES, October, 1953 








Lae | 
' 


0 
h 
e 
e 
y 
h 


- 
ore 


OSTURE CHAIR CO., Inc. 
Kansas City 6, Mo. 
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The successful dealer today keeps a careful check on freight costs as well as merchandise . . . 


but never sacrifices quality. Compare H-O-N quality, prices and freight costs with any other line, and 


you'll discover why so many dealers consider H-O-N the source for real down-to-earth values. 


Designed 


MODEL 29 


Promotional item. 
Two drawer specialty 
letter file. 29Hx1514W 
x 16D. Ball bearing 
rollers. Compression- 
type followers. Grey 
or green finish. 


$24.95 


list 


Designed with Distinction 


104 


with Distinction 


Priced 


MODEL 104 


Four drawer letter 
file. 51H x 26%D x 
14%W. Ball bearing 
rollers. Guide rod and 
follower block. Grey 
or green finish. Liter- 
ature available on 2 
and 4 drawer models 
in letter or legal sizes. 
Locks optional. 


$49.50 


list 


Priced for 


Competition 


MODEL 36 


Roomy storage sec- 
tion plus one letter 
file drawer and utility 
drawer that can be 
converted to two card 
file sections (dividers 
furnished), 36Hx15'- 
W x 16D. Grey or 
green finish. 


$34.50 


list 


Competition * Office Supplies 


MODEL 66 


Popular medium size 
storage cabinet. With 
4 shelves —3 adjust- 
able. Two doors with 
cylinder lock. 66H x 
26W x 14D. Grey or 
green finish. Shipped 
set up in telescoping 
container. 


$41.95 


list 
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Office Supplies by Home-O-Nize 








OFFICE APPLIANCES, October, 19535 


' 





OFF, 





"* UNIFILE 


WITH THE EXCLUSIVE NEW UNILOCK MECHANISM 


The Unilock is a new central locking mechanism that locks all * 
drawers and doors on combination cabinets with one lock. Now 

you get plunger lock performance at a much lower cost. 
Unilock, together with other recent construction improvements, 
makes the Unifile a new high standard of quality at a mod- 
erate price. The Unifile line offers your customers a wide 
selection from 15 different models. Write for free Unifile 
catalog folder. The Home-O-Nize Co., Muscatine, lowa. 
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ers gar 32 AU with Unilock. $49.95 
38 AU with Unilock $58.95 38 DU with Unilock..$53.25 32H x 29W x 16D 


38H x 29W x 16D 38H x 29W x 16D 


Designed with Distinction © Priced for Competit 


*" BOOKCASES 


These attractive, practical sturdy bookcases are not limited 
to a specialized market. Their quality and moderate price 
offers you unlimited sales opportunities in both home and 
business. The Home-O-Nize Co., Muscatine, lowa. 




















MODEL 30 SERIES MODEL 48 SERIES 
Handsomely styled. Beautifully fin- 


i d feat , 
ished in grey or green. With or with- Some quelily end feutures os 0t0. 38 


out sliding ‘4 thick glass doors. sorte only = laches high. an “ 
30H x 34442W x 11%4D. Also available S44W x TKD. Three adjustable 
in 16” depth. Adjustable shelf. Mod- shelves on 2” centers. With or without 


“200 obs ; : 
ular construction permits installation 4” thick glass doors. Pleasing radius 
in series. top. Grey or green finish. 








Model 30B (glass doors)....$39.50 list Model 488 (glass doors)...$59.50 list 
Model 30A (open) ........ .. 24.50 list Model 48A (open) . 39.50 list 


Designed with Distinction. © Priced for Competition * Office Supplies by Home-O-N 








OFFICE APPLIANCES, October, 1953 105 











Klingaman Firm Holds Grand Opening 


The Klingaman Typewriter & Office Equipment 
Service opened its new quarters at 130 E. Broad St., 
Tamaqua, Pa., on August 21, with an outpouring of 
prospective customers who wanted to inspect the at- 
tractive premises arranged by William K. Klingaman, 
a life-long resident of the community. 

Thus, Mr. Klingaman has realized an ambition 
which took root while he was serving in the U. S. 
Navy during World War II. He then spent some time 
at Lido Beach, Long Island, N. Y., Naval Station and 
was assigned to the typewriter repair shop. The prac- 
tical experience gained there was carried back to 
civilian life and he decided on typewriter repair work 
as a profession, doing work for local dealers. 

In 1950, he decided to devote full time to the type- 
writer business and in order to supplement his prac- 
tical experience he enrolled in the office machine 
repair course at Williamsport Technical Institute, Wil- 
liamsport, Pa. In December, 1951, the firm he or- 
ganized opened at 134 W. Broad St. in Tamaqua. 
Initially, the firm offered only new portable type- 
writers and repair service on all makes of typewriters. 
In the succeeding weeks, standard machines were 
added to the stock and shortly thereafter a Smith- 
Corona standard typewriter franchise was acquired. 
Last October, office furniture was added. 

In one and one-half years the concern completely 
outgrew its facilities and when an opportunity pre- 
sented itself involving purchase of a storeroom and 
apartment building in the very heart of the com- 
munity’s business section, Mr. Klingaman took ad- 
vantage of it. 

After doing some renovating and redecorating, the 
firm moved into its new quarters on August 1. 

In addition to expanding activity as an office ma- 
chines and furniture house, Klingaman’s has added 
10 racks of greeting cards and a stationery depart- 
ment. Arrangements have been concluded for a Clary 
adding machines franchise. Some of the other lines 
carried include Security desks and files, Peerless desks 
and files, Sturgis chairs and Meilink safes. 

Two-tone green and cream ceilings comprise the 
decorating scheme of the new quarters. Modern fluo- 
rescent lighting fixtures have been installed in the 
retail store which is 80 feet long. The repair shop is 40 
feet long and the garage 30 feet. Two stories of ware- 
house space are located over the garage area. This 
is in contrast to the former location where the retail 
store area was 17 feet deep and the repair shop 12 
feet deep. 
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Equipped to Serve .. . Interior of 
recently-opened Klingaman Typewriter & 
Office Equipment Service, Tamaqua, Pa 


Victor Announces Appointments 


Clyde “Duke” Westland and Francis Dolan of the 
Victor Adding Machine Company have just been given 
important promotions within the company’s sales force 
according to A. F. Bakewell, vice-president and general 
sales manager. 

Mr. Westland, who started as a Victor salesman in 
1950, becomes district manager for the territory that 
comprises all of California, Arizona and New Mexico. 
In the past three years he has gained a wide range 
of experience in such positions as national accounts 
reprentative and assistant manager of the Los Angeles 
branch. 

Mr. Dolan, whose sales background with Victor is 
equally comprehensive, has just been named Memphis 
branch manager. He has been with the company since 
1947 except for a period of about five months. His 
assignments have so far included positions as branch 
service man, salesman and as supervisory sales trainer 
in Kansas City. 

At the same time Mr. Bakewell announced that 
Charles Arenschield, Jr. of Philadelphia has joined 
the Victor sales organization and will serve as district 
manager for the Northwest portion of the United 
States. Mr. Arenschield comes to Victor with a strong 
background in sales work, his last position being that 
of vice-president and general manager of the Sterling 
Lumber Company, Philadelphia. 





Ducey Gets Bixby Office Supply Post 


John J. Ducey, formerly affiliated with designers in 
New York and Minneapolis, has been appointed co- 


. 


ordinator of the Executive Furniture Guild program | 


for Bixby Office Supply Company, Grand Rapids, Mich. 


} 


The announcement was made by Floyd Mayo, presi- | 


dent. Primary manufacturer in the Executive Furni- 
ture Guild is Stow & Davis Furniture Company. 


Mr. Ducey will be in charge of designing and fur- | 


nishing executive offices, clubs, hotels and 
institutions. 


He completed a three-year course in interior design 


banks, 


and architecture at Parsons School of Design in New | 


York City and holds a bachelor of science degree in 


interior design and architecture from New York Uni- | 


versity. He spent two years with Walter Dorwin Teague 
as junior designer and was with Rambusch Decorating 
Company of New York, working on color and design 
for clubs, hotels and institutions. Later, he was affili- 
ated one year with Levoy, Inc. of Minneapolis, Minn., 
as designer and consultant. 
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Now you can have office chairs with a virtually 
damage-proof base—a base that will never have to be 

finished because there’s no finish to be refinished. 
It’s a solid, one-piece, molded fiber glass unit that 


will never need more than a wipe with a cloth to keep 


it looking like new. 


Your Sturgis dealer is now showing both executive 


ind stenographic chairs with fiber glass bases. What’s 
more, these chairs may be selected with the visible 
steel parts finished in STURLON®, the extraordinary 
new finish which has 10 to 20 times the abrasion 
resistance of other finishes, is warm to the touch and 


is non-corrosive. You can’t beat that combination! 





THE 


For complete information and the name of your nearest dealer, Write to The Sturgis Posture Chair Company, General Sales Office, 154 East Erie Street, Chicago 11, Iinois 
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Self-leveling 


The flex characteristics of this 
fiber glass base are such that 
regardless of the unevenness of 
the floor, the occupant’s weight 
keeps the chair absolutely level. 


y You can't see a \ 
the quality that's 

: engineered into ) 

A, Sturgis chairs / 


— 









Cures ‘‘foot-trouble”’ 


Office workers are prone to in- 
flict scars and scuffs on chair 
bases. But a fiber glass base is 
a sure cure for this sort of 
“foot trouble”. 








—_—_——- 


STURGIS POSTURE 





Noiseless! 


The sound deadening charac- 
teristic of fiber glass insures 
virtually noiseless movement 
of the chair, even on rough 
and uneven floors. 





CHAIR COMPANY 


Smart, beautiful patterns 


The glass fiber formations 
produce a pattern of distinc- 
tive beauty—introducing a 
brand new decorative note 
into office chairs 


POSTURE CHAIRS 


* Sturecis, 
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THE GUSSCO “FILING ! 





All year round, The GUSSCO “Filing and Finding” < 
Line keeps the cash register ringing, not just for a 

couple of short months of the year but every day. 

These are the ‘work horse’ items which are needed 
everywhere records are made and kept. These are 

the items which keep your sales volume steady day 

in and day out. 


True, there are times when users are more conscious 
of their needs but that depends on you and your hard- 
hitting salesforce. Everybody who comes into your 
store and every concern your salesmen call on can 





use some items in The GUSSCO Line all the time. They 
Sure, your salesforce must remind your customers of — (JUS 
their needs and if they do, your sales will keep on py 
soaring. Why not put The GUSSCO Line to work ron 
for you—now? na 





FILING 
SUPPLIES 


All the items in the GUSSCO Com- 
plete Line of filing supplies are needed 
by business—big or small—all the 


time. From the stock items you can 
fill all your customers’ ordinary re- 


quirements. It is good, sound mer- THA \ CFI] f _ oe a - 
chandise—made right and priced ING al, FIBRE BOAHL STORAGE FILES 
eo oe Wee Sones Nobody has found a way to beat TRANSFILE files for 


favorably with the best and better ; ; : pial 
economy and ease of operation in housing semi-active 


than most. And when you encounter : 
specials, try our service. Our speedy and inactive records—and keeping them accessible at all 





3 STYLES 
13 SIZES 





delivery will please both you and times. Made of high test fibre board, they are reinforced 
your customers. Write us today. so that all the weight of the drawers and contents is 
supported on steel. Drawer movement is surprisingly 

BOOTH 201 AT NSOEA easy. Stack the units as high and wide as desired. They 
CONVENTION make a solid, staunch battery good for years of service. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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dull season with 
AND FINDING’ LINE! 


THE 
HANGING FILE 
WITH 
ADJUSTABLE 
METAL TABS 


GUIDE-O-FILE 
WITH SLID-O-MATIC 
DISAPPEARING TOP 


A personal file, desk high, 
where information may be 
kept instantly available 
The Slid-O-Matic top com- 
pletely disappears at a 
slight push of the finger 
It slides back into place 
with equal ease. Gray or 
green finish. Sturdy all steel 
construction. Mounted on 
rollers, the Guide-O-file 
can be moved about as re- 
quired 


The Guide-O-file is equip- 
ped with 25 Guide-O-fold- 
ers complete with adjust- 
able metal tabs and an as- 
sortment of inserts for tab 
headings. Guide-O-file is 
also available without the 
stand 





Pat. Pending 


Guide O,foler 


Guide-O-folders eliminate all the vexations 
of old style filing because they hang. They 
glide back and forth on the steel Guide-O- 
frames, responding to the slight pressure of 
the finger tips. When one folder is too full, 
just add another, for the adjustable metal tabs 
are used in all filing positions. 


Guide-O-folders can be used in every filing 
system without additional expenditure for 
housing. They will increase the speed and 
accuracy of every filing system. 


Make sure your salesmen are using the kit 
—a handy demonstration kit to help demon- 
strate and sell Guide-O-folders all the time. 


GUIDE-O-TRAY 
STEEL DESK DRAWER UNIT 


Made to fit the lower deep 
drawer of all standard 
desks. Using this unit, the 
desk worker always has 
important and vital data 
at the finger tips—always 
in an upright position. In- 
Stantly available and in- 
stantly replaced. The unit 
consists of a metal tray and 
25 Guide-O-folders com- 
plete with adjustable metal 
tabs and an assortment of 
inserts for tab headings. 





GUIDE SYSTEM & SUPPLY CO. 


NEW YORK 13, N. Y. 
337 WINSTON ST., LOS ANGELES 13, CAL. 


335 CANAL STREET 
WEST COAST REPS. — 


GUSSCO SALES INC., 
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E. W. Pape Retires as Adkins President 


After 47 Years’ Service; Elect Bengtson 

Recent announcement was made of the retirement 
of E. W. Pape as president of the Adkins Printing 
Company, New Britain, Conn., after 47 years in the 
industry. At the annual meeting of the company 
Thure Bengtson, former treasurer, was chosen to 
succeed Mr. Pape. Other newly-elected officers are 
William G. Pape, treasurer; Harold R. Bengtson, sec- 
retary, and Leo J. Fitzsimmons, assistant secretary. 

Entering the employ of Adkins in May, 1906, Mr. 
Pape started his long career there as a salesman. He 
was elected to the board of directors in January, 1909, 
and became secretary of the firm in January, 1914. 
In June, 1920, Mr. Pape and Mr. Bengtson purchased 
the controlling interest in the company from William 
A. House. At that time, E. W. became president of 
the firm and Thure was made treasurer. 

Mr. and Mrs. Pape have been vacationing at their 
summer home at Point O’Woods. They have four 
children, William G. Pape; Lt. Charles E. Pape, USN, 
stationed in Japan; Elmer W. Pape, Jr., associated 
with International Business Machines in Endieott, 
N. Y., and Mrs. Chester W. Weed of Hartford, Conn 


The Adkins Printing Company dates back to about 
1878 when William T., Edward S., and George M. Ad- 


kins, all brothers, formed a partnership. The com- 
pany was incorporated in 1880 
The new president of Adkins is a native of New 


Britain and a veteran of World War I. Mr. Bengtson 
first went to work for the company he now heads on 
a part-time basis, while going to school, from 1911 
to 1916. 





SoundScriber Makes Two Appointments 


R. W. Davison, vice-president and general sales man- 
ager of SoundScriber Corporation, recently announced 
two new appointments in the company’s organization 


T. A. Farrell, Jr. 





Thomas A. Farrell, Jr., former general service man- 


ager, has been appointed branch manager of the 
company’s subsidiary office in Houston, Tex. Albert 


W. Hesse has succeeded him as general service man- 
ager in the headquarters office, New Haven, Conn. 

A native of Boston, Mr. Farrell joined SoundScriber 
in 1946. Mr. Hesse is a native of Hamden, Conn., and 
joined the corporation in 1942 as a field service en- 
gineer. 





Parker Announces “Pen Retirement” Plan 


Dealers will be compensated by the Parker Pen Com- 
pany for their work in exchanging old pens for new 
ones when the firm cannot supply parts. 

Under conditions of the new, liberalized “retirement” 
plan announced by John W. Dawdy, the company’s 
service manager, customers who offer an old pen which 
retailed for $6.00 or less and cannot be repaired by 
the company with stock parts, may trade it in for a 
new Parker “21” Special at $2.85 or a new Parker “51” 
Special at $7.50. Where original retail price of the 
pen to be exchanged was $6.00 or more, the customer 
may trade his old pen for a Parker “51” Special at 
$6.00. 

Standard repair discounts will be allowed franchised 
dealers on all transactions involving the “retirement” 
of pens under the new plan. 
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Two Smith-Corona Representatives Named 


J. B. McCormick, vice-president of L. C. Smith & | 


Corona Typewriters, Inc., has announced the appoint- 


5 
> 
- 


ment of Edward Bello and James M. Liebe to the posi- | 


tions of home office field representatives. 
Mr. Bello joined the Detroit branch of Smith-Corona 


in 1946 as a retail salesman. He was soon assigned to 


special accounts, selling some of the largest users of 
typewriters in the city. His experience in the type- 
writer business and his ability as a salesman qualify 


him to assist dealers in the territories of the Minne- | 


apolis and St. Paul branch offices in the promoting of 
sales of Smith-Corona portable typewriters, adding 
machines and cash registers. He is making his head- 
quarters in Minneapolis. 





James Liebe 


Edward Bello 


Mr. Liebe started with Smith-Corona in 1941 as a 
retail salesman in the St. Louis branch. In 1947 he was 
promoted to the position of home office field repre- 
sentative and worked with the dealers associated with 
the St. Louis and Kansas City branches. On November 
1, 1952, he was made acting manager of the Houston 
branch office, but resigned on March 1, 1953, to help 
in handling a business in which his family owned an 
interest. 

He returned to Smith-Corona on August 1, and is 
making his heaquarters in Milwaukee. 





Kowalkoski New Ad Manager for R. C. Allen 


Announcement of a new advertising manager ap- 
pointment, that of Richard L. Kowalkoski, has been 
made by R. C. Allen Business Machines, Inc. The new 
advertising head will handle all copy, layout and art- 
work on the literature promoting R. C. Allen products. 

A native of Grand Rapids, Mich., he is a graduate 
of Union High School and Grand Rapids Junior Col- 
lege. When World War II interrupted his further 
studies, he enlisted in the Army Air Forces and served 
three years as fighter pilot. 

On returning to Grand Rapids he joined the staff 
of radio station WJEF as copy editor and moved 
through various assignments to the position of pro- 
motion director for WJEF and WKZO. 

Then followed three years as sales and advertising 
manager for Michigan Fleet Equipment Company from 
which position he came to the Allen firm 





Name Siewert West Coast Manager 


The appointment of Karl Siewert as resident man- 
ager of the newly created West Coast office of Facit, 
Inc., at 114 Sansome St., San Francisco, Calif., was 
announced recently by Erik A. Ohlsson, Facit presi- 
dent. Operations from this office will include distribu- 
tion and servicing of Facit products to Arizona, Cali- 
fornia, Colorado, Idaho, Montana, Nevada, New Mex- 
ico, Oregon, Utah, Washington, Wyoming, Alaska and 
Hawaii. 

Mr. Siewert is a grandson of W. T. Odhner, designer 
of the first Odhner calculating machine. Beginning 
his career in 1928 on the original Odhner sales staff, 
he has been assigned to the Berlin office, head of 
the Paris office and until his recent appointment, 
served as export manager. 
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Our Sales Skyrockete 
when LO5CO supplied 


the advertising ammunition” 


says Mildred Segal, General Office Furniture Co., Los Angeles, California 


">" MODEL 15-F SECRETARIAL 


3 x 
retails for only Lt 


FULL PROFIT MARK-UP 
a All Cosco office chairs are designed by Seating 


Engineers to reduce fatigue—increase efficiency 







FoR COSCO DEALERS: EFFECTIVE. SALES-MAKING 


DISPLAYS 


Free of charge, Hamilton supplies COSCO dealers with timely, fresh, new, modern 
Window Displays and Posters—and with a variety of colorful Broadsides, State 
nent Enclosures, Letters and other merchandising material designed to attract al! 
classes of customers and prospects. IN ADDITION, 250 COSCO dealers felt sub 
stantial sales results from their purchase of the above specia/ window display (15 
ncluding the life-size cut-out figure) for only $17.50. 
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Royal Opens Typewriter Factory in Holland 


The Royal Typewriter Company has opened a factory 
in Leiden, Holland, where it will manufacture both 
portable and standard size typewriters for export to 
many world markets, the company announced re- 
cently. It has also formed a wholly-owned subsidiary, 
Royal Typewriter Holland, N. V., to operate this new 
unit. 

Royal currently exports its products to 96 foreign 
countries. Heretofore, its only factories for manufac- 
ture of Royal Typewriters were in this hemisphere, 
at Hartford, Conn., and Montreal, Canada. Selling 
companies, however, are operative in France, Great 
Britain and Germany. 

“Our decision to manufacture in Holland is a re- 
flection of our growing export trade,’ company of- 
ficials said. “Holland’s officials and business men have 
co-operated enthusiastically with us in establishing 
our new factory in this picturesque city on one of 
the Rhine water canals. 

“There is an abundant labor supply there and we 
now have teams of American engineers in our factory, 
which formerly was occupied by the Colgate-Palmolive 
Company. They will train Dutch personnel and, as 
rapidly as possible, we will have an all-Dutch staff 
at Leiden. The Dutch people have made amazing 
strides since the war in converting their country from 
an agricultural and maritime economy to an indus- 
trial economy, and under present plans, the govern- 
ment is busy training men who were farmers and 
fishermen to be mechanics and artisans. 

“Although this is a new enterprise for us, as we have 
heretofore done all our manufacturing in this hemi- 
sphere, we are certain that this move will effect a 
decided improvement in our export position and en- 
able us more advantageously to compete in world 
markets.” 





Detroit Firm Promotes Schoettle 

Charles A. H. Thom, president of Gregory Mayer 
& Thom Company of Detroit and Lansing, Mich., 
announces the appointment of J. Walter Schoettle as 
general sales manager. 


J. Walter Schoettle 





Mr. Schoettle has been associated with Gregory 
Mayer & Thom Co. for more than 30 years, serving as 
manager of the company’s former Flint store, and for 
the last five years, director of sales in Detroit’s sub- 
urban area. He has devoted practically his entire 
business career to the office furniture and supply 
business. 





Smith Named General Manager by Gray 

Newland F. Smith has been appointed general man- 
ager of Gray Research & Development Company, Inc., 
Manchester, Conn. The announcement was made re- 
cently by Walter E. Ditmars, president. The company 
is a subsidiary of The Gray Manufacturing Company 
Earlier this year, Mr. Smith was named assistant gen- 
eral manager. He was previously director of general 
engineering for the Mutual Broadcasting System and 
WOR. He has also been associated with the Television 
Engineering Group at the Radio Corporation of Amer- 
ica and with the Philco Corporation 
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Open New Subsidiary of J. K. Gill Company 


Duplicating Products, Inc., has been opened as a 
new subsidiary of the J. K. Gill Company and is lo- 
cated at 331 S. W. Fourth Ave., Portland, Ore 

George Halling, general manager of J. K. Gill, points 
out that selling of duplicating products has become a 
highly specialized field and with the organization of 
Duplicating Products, Inc., the firm will answer the 
need of giving customers more efficient and more 
personalized help with their problems. 

The company is exclusive distributor of the A. B. 
Dick duplicating products in western Oregon and 
southwest Washington. 





New Firm —Exterior and interior views of Duplicating Products, 
Inc., newly-opened as J. K. Gill Co. subsidiary, 


Manager of the new company is John V. “Pat” Spell- 
man, who comes to Portland with more than 20 years’ 
experience in the duplicating field. During this span 
of service with the A. B. Dick Company he worked as 
salesman, dealer supervisor, branch manager and 
Northwest sales manager. He is assisted in his new 
connection by the following sales personnel: Clarence 
Bradshaw, R. H. Ashby, Mirth Smith and J. V. Scott. 

Duplicating Products, Inc., maintains complete sales, 
service and customer instruction departments and 
handles a complete line of nationally-known office 
machines: together with impression papers 





Texas Firm Expands 
The Texas Office Furniture Company of Dallas, Tex., 


is expanding its office supplies department and has} 


named Paul A. Mier as department manager.—JHR 
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Above cabinets with plunger-type lock 
that automatically locks all drawers. 


Prices slightly higher in Texas, Colorado and West of the Rockies. 






$8.50 additional 


The above cabinets in Grained Wal- 
nut, Mahogany or Knotty Pine finish. 


$12.50 additional 


STEEL EQUIPMENT COMPANY 


285 Madison Avenue, 


New York 17, New York 
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538 
638 


No. C335 3x5 $360 


No. C3353 3x5 $7200 
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No. C3352 3x5 $60 








Units on this page are designed for card record systems for use on desk, C3, 
Also can be stacked in multiple units. Those on opposite page are for lease: 
contracts, insurance policies and other “higher than wide” office forms. Cos 
structed of top grade steel, electrically welded. Rubber feet are provided 

can be easily removed for stacking purposes. Bail drawer suspension prevent 
accidental withdrawal from cabinet. New spring compressors for added recor 
protection. Olive green or Cole gray baked enamel finish. 


“STANDARD CARD” CABINETS 


ONE DRAWER UNITS Shipping 
Card wt. 
No Size Capacity Width Height Depth Price Packed Per Cin No. 
C335 3x5 1600 cards 653" 5%" 16” $3.60 6's 35 Ibs C364 
C346 4x6 1600 cards 758" 6%" 16" 4.20 6's 40 Ibi c385 
C358 5x8 1600 cards 958° 7%" 16” 5.40 3's 28 Ibe 6396 
C369 6x9 1600 cards 1058 8%" 16” 8.40 2's 23 Ibe 
TWO DRAWER UNITS C3642 
C3352 3x5 3200cards 12% S5¥%e" 16” $6.30 2's 19 thy ©3852 
C3462 4x6 3200cards 14% 6%" 16" 7.20 2's 25 Ig ©3962 
C3582 5x8 3200cards 18%" 7%" 16" 9.60 2's 32 Ibe 
C3692 6x9 3200cards 20%" 8%" 16” 12.00 l‘s 20 Ibe 
C3364 
STEEL SANITARY BASES a ile C3385 
a C3353 3x5 4800 cards 18% 5% 16” $12.00 I's 19 1b 
Suggested Use Height Price Weight C3463 4x6 4800cards 21%" 6%" 16” 15.00 I‘s 22 Ibs 
for 3x5 cabinets 15% $10.00 11 Ibs C3583 5x8 4800cards 27%" 7%" 16” 18.00 l‘s 27 Ibe 
for 4x6 cabinet 15” 10.00 12 Ibs ” Lae ’ P 
res Sas porrereacng 15" 10.00 12 Ibs. C3693 6x9 4800cards 30'2 8% 16” 25.00 l‘s 32 Ib " 
for 6x9 cabinets 1s” 10.00 12 Ibs. C3105 
FOR THREE DRAWER UNITS LOCKS: Cabinets equipped with lock and key add $2.10 per drawer. 
for 3x5 cabinets 15” $10.00 12 Ibs RODS: Cabinets equipped with rods for punched index cards add $3.00 per drawer. LOCKS: 
for 4x6 cabinets 15%” 12.00 16 Ibs » RODS: < 
for 5x8 cabinets 165% 14.00 _ 17 Ibs. WALNUT OR MAHOGANY FINISH add $6.00 for 1 drawer units, $8.00 for 2 drowl 
for 6x9 cabinets 1156” 14.00 18 Ibs. $10.00 for 3 drawer. WALNU 


CUTS OR 


ef 0} & - 








Prices slightly higher in Texas, Colorado and West of the Rockies. 
PHOTOGRAPHS OF ALL COLE PRODUCTS AVAILABLE ON REQUEST 
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STEEL EQUIPMENT COMPANY a 
VE tome ileleliielaMe Wacialeley New York 17, N. Y 











$TEEL CARD CABINETS 


No. C364 6x4 $940 

























ya 
sks No 
Se: 
‘On 
lec 
ent 
: No. C3364 6x4 $2QQ00 
‘Or 
“HIGHER THAN WIDE” CABINETS 
pm ONE DRAWER UNITS Shipping 
' Card wt. 
Ci No Size pacity Width Height Depth Price Packed Per Ctn. 
Ish C364 6x4 1600 cards 5%" 8° 16” $8.40 1's 9 Ibs. 
Ib C385 8x5 16 rds 658" 10% 16” 12.00 1I’s_ 12 Ibs. 
Ib C396 9x6 «161 rds 7%" 311" = «16 14.40 I's 13 Ibs. 
Ibs 
TWO DRAWER UNITS 
C3642 6x4 3 irds 12%" S te $14.40 l‘s 15 lbs. 
ihe C3852 8x5 3 ards lanlUC CCS 16.20 l‘s 18 Ibs. 
tht ©3962 9x6 3 irds aa” CC 19.20 l’s 23 Ibs. 
: THREE DRAWER UNITS 
1C3364 6x4 48 ards 143%" 8” 16” $20.00 l‘s 22 Ibs. STEEL SANITARY 
C3385 8x5 48 ( irds 18%" 10° 16” 24.00 l‘s 26 lbs. BASES 
' C3396 9x6 48 rds zte”)—CT Oe 30.00 l‘s 33 Ibs. FOR TWO DRAWER UNITS 
Shpg. 
lb No. Suggested Use Height Price Weight 
lb DOCUMENT FILE Shipping 32 for 6x4 cabinets 15° $10.00 11 Ibs. 
i THREE DRAWER UNIT wt 32 for 8x5 cabinets 15” 10.00 11 Ibs. 
"No For Forn pacity Width Height Depth Price Packed Per Ctn. 42 for 9x6 cabinets 15% 10.00 12 Ibs. 
C3105 10%4x5” 1 eases 18%” 12% 16% $19.95 1's 32 lbs. FOR THREE DRAWER UNITS 
42 =‘ for 6x4 cabinets 15” $10.00 12 Ibs. 
LOCKS: Cabinets equips with lock and key add $2.10 per drawer. 52 for 8x5 cabinets 15” 10.00 ‘12 Ibs. 
RODS: Cabinets ec pr i with rods for punched index cards add $3.00 per drawer. 47B for 9x6 cabinets 15% 12.00 14 Ibs. 
we 
. WALNUT OR MAHOGANY FINISH add $6.00 for 1 drawer units, $8.00 for 2 drawer, FOR THREE DRAWER DOCUMENT UNIT 
$10.00 for 3 drawer. 52 for 10%4x5 cabinets 15” $10.00 12 Ibs 


SEND FOR COLE’S LATEST 1953 CATALOG 


oe) & 3 STEEL EQUIPMENT COMPANY 
VE: toMe aleleiiielaMe Wactalel= New York 17, N. Y 











* 
wrong way right way transfer to pronto 
Records thrown on shelves are Records in Prontos can be located Save money, transfer into low cost Prontos 
hard to find, collect dust and in a jiffy. e . Stay neat and orderly ond use your expensive cabinets over again. 
take up 50% more room. Doubles your filing space. 








SANITARY BASES 
for all size files $3°° 






There is a size made for every office record. These Pronto files 
are sturdily built of 275-lb. test fibre board, reinforced with 
steel on the shell and the four corners of the drawers as well. 
They cost no more than ordinary files! Can be interlocked into 
solid units and stacked to the ceiling. Beautiful in appearance, 
finished in olive green to match your regular office files. Will 


LETTER size $ 3 55 last a lifetime. 


— pron to 
CHECK size $940 
Prices slightly higher in Texa, 5 To - AG E Fi L E 3 


Colerado and West of the Rockies 






FOLLOW 
BLOCKS 
90¢ ADDITIONAL 

Made for any size file 



















| 1204 PRONTO FILE CORPORATION 285 Madison Ave., N. Y. 17, N. Y. 
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MONROE makes News with 
a NEW Big-Profit-Maker for Dealers 





The NEWEST, Finest 10-Key Adding Machine of them all! 


Here’s a profit-making combination you can’t top anywhere in business machines—Monroe prestige 
coupled with the newest, finest 10-Key Adding Machine on the market. Now, with the Monroe name 
to go with the big and growing demand for 10-key machines, dealers have that great, extra profit 
opportunity that comes only with an important new development in the field! Start adding extra 


profits with the Monroe 10-Key Adding Machine now. 


Mail the coupon today! 


! 

P.S. The new 10-Key is an able running mate to ! 
Monroe's complete line of adding machines f 

and calculators. If you're not already cashing ! 

in on this fast-selling line, now’s the time to i 
investigate. Monroe is your big profit oppor- 
tunity in the business machine field. ' 
MONROE CALCULATING MACHINE COMPANY, INC., Orange, N. J. 
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Monroe Calculating Machine Company, Inc. 
Dealer Sales Division, 555 Mitchell Street, Orange, N. J. 


Tell me how | can cash in with the popular, fast-selling Monroe line. 
NAME 

COMPANY 

STREET 


CITY STATE 
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Yawman and Erbe Invites Inspection 
of Remodeled Display Room, Offices 


The “Welcome” mat has always been at the entrance 
of the office building of the Yawman and Erbe Manu- 
facturing Company, Rochester, N. Y., but today it has 
an enhanced significance, now that a comprehensive 
“face-lifting” job of remodeling has been completed. 

The large reception and display room has been 
transformed by the installation of a modernistic 
counter around the information desk and telephone 
switchboard and the entire display room refurbished. 
A huge photo-mural as part of the redecorating 
scheme helps to create a most pleasing environment 
for the many types of Y and E steel desks and filing 
cabinets, filing equipment and supplies, and acces- 
sories on “parade.” 

Opening from the display room, a handsomely 
designed “blue room” has been installed, in which 
the prevailing color scheme of walls and floor is blue 
of a pleasing shade, as well as the entire ensemble of 
office furniture, comprising the Y and E executive 
suite of desk, table, filing cabinets, telephone stand, 
and bookcase. 

Executive offices throughout the building have been 
remodeled and redecorated, all offices repainted, 
equipped with new furniture, new Venetian blinds 
hung, and the latest type of fluorescent lighting fix- 
tures installed, making for beauty of surroundings, 
comfort, and improved working conditions and general 
efficiency. 

Exterior walls of factory and office buildings have 
been brightened with trim painted in white, a large 
wooden sign erected on the lawn near the entrance 
to the grounds, and the property landscaped. 

Yawman and Erbe has extended a cordial invita- 
tion to all who may be in Rochester or vicinity to 
give its plant the “once over.” 





Rocker Joins Johnson Chair Sales Force 

George F. Rocker has joined the sales force of-the 
Johnson Chair Company, announces W. M. Small, 
director of sales. 


George Rocker 





Possessing many years of experience in selling 
quality office chairs in the Middle West with another 
cumpany, Mr. Rocker now moves to the East where 
he will cover Metropolitan New York City, Delaware, 
New Jersey, Maryland, including Washington, D. C., 
and Virginia. In addition, he will sell in Philadelphia 
as his portion of Pennsylvania 

Declares Sales Director Small, “George Rocker’s wide 
experience in the office chair field should be a great 
help to the dealers in the territory he will cover, and 
with a fine personality such as he has, we feel the 
trade in general will benefit.” 





Borroughs Names Sales Representative 

Joe Davis, sales manager of the Borroughs Manu- 
facturing Company, of Kalamazoo, Mich., announces 
the appointment of John H. Griffith, 10 West Sus- 
quehanna Ave., Baltimore 4, Md. Mr. Griffith will 
represent Borroughs in Virginia, eastern Pennsylvania 
and southern New Jersey. Thoroughly experienced in 
the office furniture field, he has been associated with 
this type of business for many years. 


Augusta Firm Takes Larger Quarters 


Office Equipment Company, Inc., has moved intg 
new quarters at 527 Thirteenth St., Augusta, Ga 
Among the features of the new store are pine panel- 
ing on the walls, air-conditioning and 3,000 feet of floor 
space. Various rooms are provided for demonstrating 
machines, displaying merchandise, holding conferenceg, 
and for repairs and service. 





New Home of Office Equipment Co... . Top: View of 
the exterior. Center: Dick Lucie, manager of the adding and 
accounting machine division, shows a Underwood printing cak 
culator to a customer in the demonstrating room. Bottom: Presi- 
dent J. L. Canon stands in one corner of the large sales and 
show room : 


The large, well-lighted service department is staffed 





with factory trained service men. The entire store as} 
well as the shop is modern in every detail with the | 
latest mechanical devices for turning out a volume of | 
work : 

Officers of the company are: Jack L. Canon, pres- | 
ident; Joe E. Bruker, Jr., secretary-treasurer; and Joe? 
J. Johnson, service foreman. The firm is an authorized } 
distributor for Underwood Corporation and A. B. Dick 
Company mimeographs and spirit process products. | 
Steel desks, filing cabinets and many other items for | 
the office also are carried. , 
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ELASTIC BOLTAFLEX... 


the first popular-priced backed 
upholstery plastic that stretches, 
returns to shape and will not sag 


Two years in the making, Elastic Boltaflex 
has unusual strength, stretch and durability. 
It tailors beautifully without sags or wrinkles 
and has a soft, pleasant “hand.” 
KNITTED MAN-MADE FIBERS 
GIVE BACKING UNIFORM QUALITY 

Knit backing of high-tenacity rayon insures 
less sag — even on deep-spring construc- 
tion — than any comparable material on 
the market. Look at the backing — it says 
quality! It's tough . . . and it always returns 
to shape! 


Tests show stitch-tear resistance beyond 
conventional backed plastics in its price 
range. What's more, Elastic Boltaflex re- 
sists staining, scuffing, fading and wearing; 
it won't chip or peel; has practically no 
strike-through. 


Send for sample swatches of Elastic Bolta- 
flex today, Box 527. 


BOLTA 
Lawrence, Massachusetts 


PRES E fw NG 


Elastic Boltaflex Burnished 
Antique Finish illustrated 
Also available in 
Poinsettia pattern. 

Eleven decorator colors. 
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Victor Campaign Boosts Sales 

This past June proved to be the biggest sixth month 
(exclusive of government business) in the Victor Add- 
ing Machine Company’s history. It might well be said 
that the company’s “Key to Better Business” cam- 
paign both opened doors and closed sales. 

“Much of the success of this record month,” says 
A. F. Bakewell, vice-president and general sales man- 
ager, “must be credited to this special promotion since 
sales for the industry were, by contrast, reported to 
be generally lower in June 

The theme for this year’s promotion was used to 
stress the many ways in which Victor adding machines 
help businessmen with their figure work. The gimmick 
used to drive home this point was a gold-plated tie 
clasp in the form of a key. Each of the salesmen was 
presented with one of these keys at the kickoff meet- 
ing on June 1 and was urged to wear it on his tie 
or coat lapel. Many prospects asked about the key 
and heard the “Key to Better Business” story in return 
The general reaction of both salesmen and prospects 
to this device was most encouraging 

A number of mailings were sent to the salesmen at 
their home addresses during the contest. And for 
further encouragement additional mailings were sent 
to the wives urging their support of the men in the 
contest. 

True to the tradition of President’s Month, the 28 
Victor branches also vied vigorously for top quota per- 
formance and the honor of winning the President’s 
Cup. This year the cup was claimed by the Long Beach 
branch under John Blaney’s leadership 

A highlight of the campaign occurred on June 20 
(the birthday of President A. C. Buehler). At that time 
he was presented with a gold key in a chest that was 
lined with the engraved signatures of all branch 
managers. He was also deluged with about 600 per- 
sonally signed greeting cards from well wishers in the 
branches. 





Dupli-Voice Gets National Promotion Boost 
Valley Industries, Inc., Algonquin, Ill., is launching 

a vigorous campaign to expand dealer distribution of 

the Dupli-Voice, a magnetic recording dictating and 





Machine at Work 


. Shown in action is Valley 
Industries, Inc., Dupli-Voice dictating machine, from which 
the ‘model is transcribing correspondence 


transcribing unit. The company is now both manu- 
facturer and sole distributor of Dupli-Voice, having 
recently acquired the Dupli-Voice Corporation, former 
national distributors of this dictating equipment 
Because the machine is light weight, compact and 
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can be used both for dictation and transcription, the 
manufacturers are convinced that it is well suited 
for profitable sale by dealers. The Dupli-Voice has 
been tested in practical service as well as in the 
laboratory. 

Current plans involve setting up national sales 
through territorial distributors and local dealers in 
addition to national advertising. L. G. Langille, di- 
rector of sales, has been associated with the office 
equipment industry for over 30 years. 

The company’s new ultra modern factory in Algon- 
quin was built for the specific purpose of manufactur- 
ing Dupli-Voice units. The size and character of the 
plant indicate that production facilities are adequate 
to meet anticipated demands. 





Brisbois Brothers Continue Expansion 

The Brisbois brothers—Edward, J. Dorion and W. J.— 
have announced a new consumer policy in connection 
with the setting up of the Peerless Distributors, Ltd., 
177 King St., W., Toronto, Ontario, a distributing 
agency. The new policy will assist customers in getting 
the maximum service combined with prompt and effi- 
cient technical advice on carbons and ribbons 





Discuss Expansion... J. Dorion Brisbois, Edward J. Brisbois 
ind W. J. Brisbois are seen discussing new plans for marketing 
the Old Town Copymaker, carbon paper and duplicating supplies. 


Formation of Peerless Distributors, Ltd., is a com- 
panion announcement with the fact that Peerless 
Carbon & Ribbon Company, Ltd., of which J. V. Dris- 
coll is general manager, is celebrating its 50th anni- 
versary with the opening of a new plant. 

The Brisbois brothers are directors of the Challenger 
Corporation and its division, Carbon Paper Service 
Bureau, one of the largest retailers of carbon paper, 
typewriter ribbons, duplicators and supplies in Canada. 
The company’s main office is located at 177 King St., 
W., Toronto, Ontario. 





Bland Joins Dashew Business Machines 


Ben S. Bland, who just resigned as public relations 
director of Lear, Inc., has been appointed public re- 
lations director of Dashew Business Machines, Inc., 
according to an announcement by Stanley A. Dashew, 
president. 

Mr. Bland, with some 27 years experience in public 
relations, advertising, sales promotion, and merchan- 
dising, will take over the advertising and public rela- 
tions program. An intensive sales and advertising 
schedule will be initiated, designed to extend the pres- 
ent D-B-M dealer organization and to increase con- 
sumer demand for the many labor-saving office equip- 
ment devices manufactured and distributed by the 
firm. Direct mail, trade paper and consumer paper 
media, sales clinics, point-of-purchase, and other 
avenues of promotion will be investigated and used. 
1953 
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SUTEEL AGE—the name that has been the symbol of highest quality 

and craftsmanship in steel office furniture for over three decades— 

now presents to American business the superbly styled new Conference 45” Single Pedestal Desks 
Desk Line. Designed with distinctive extended tops, these fine new 

Steel Age desks have inherited a// of the tried and tested superi- 

orities of the famous Steel Age ‘3000"" Line Desks—their comfort, 

beauty | functional design. The Conference Desk Line enables i 

every office—large or small—to enjoy exciting new beauty, greater 60” Double Pedestal Desks 
job efficiency and increased working comfort. The line includes 

five 45” single pedestal Interview Desks . . . four 60’ double pedestal 

Conference Desks and six Conference Tables in sizes ranging from 

is” to 121 It will pay you to get acquainted with the features 

and advantages of the Conference Desk Line. Write for free booklet today! Conferense Yoties 


The Quality Choice of Modern Offices 





CORRY-JAMESTOWN MFG. CORP. COR '; oe 
Branch Offices: Boston « New York « Philadelphia + Atlanta + Detroit + Chicago + Dallas + Los Angeles + San Francisco 
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Millard Jackson Reaches 50th Year 
with Joseph Dixon Crucible Company 
Millard H. Jackson, district manager for the central 
eastern area for the pencil products, crucible, refrac- 
tory, paint and graphite-lubricant product divisions 
of the Joseph Dixon Crucible Company, is currently 
observing his golden anniversary with the firm. 
Starting in 1903 as an office boy, Mr. Jackson worked 
his way up through various positions until he was 
named manager of the Philadelphia office in 1915. In 


1918, feeling that there was a greater future in selling, 
he asked for and received transfer to the sales depart- 
ment. 





E. M. Cabiniss, 


Dixon Honors 50-Year Veteran 
president of Joseph Dixon Crucible Co., makes a presentation to 
Millard H. Jackson, manager of the central eastern area, com 
memorating the latter's golden anniversary with the company 


Apparently his decision was well made, because to- 
day he is manager for a district comprising eastern 
Pennsylvania, southern New Jersey, Maryland, Dela- 
ware, Virginia and West Virginia 


Asked to briefly state what, in his opinion, have 
been the greatest changes on the American business 
scene over the past 50 years, Mr. Jackson unhesitat- 
ingly pointed to today’s scientific methods of selling. 
“The research, merchandising techniques and selling 
aids that are placed at the disposal of today’s young 
salesmen would have astounded the ‘drummer’ of the 
turn of the century,” he commented. 





Set January 17-23 Dates for National 
Office Furniture Week Promotion 

The dates of January 17-23 in 1954, have been set 
for National Office Furniture Week in order to allow 
for full dealer participation, for the necessary liaison 
with education, and for preliminary activities. Thus 
reports Bernard H. Nemlich of the Regan Furniture 
Corporation, New York City, activities director of 
NOFA. 

Mr. Nemlich states that NOFA has a new approach 
to nation-wide industry promotion, saying, “We’ve 
outgrown the routine fanfare of publicity which her- 
alds ‘just another week.’ We've raised our sights to 
a long-range program to encourage better business 
training, to develop better business personnel, and 
to create appreciation for better business equipment. 

“This sets the theme for this year’s National Office 
Furniture Week ...a salute to the business leaders 
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of tomorrow . a week which initiates and pub- 
licizes a program of co-operation between the office 
furniture industry and business education. 

“The young men and women being trained in our 
schools and colleges today represent our future sales 
market and our future market for employees. The 
growth and welfare of our industry will soon be in 
their hands. This program is a step toward developing 
in them an awareness of the benefits to be derived 
from our products. This program is a step toward 
selling the office furniture industry as a satisfying 
field of employment and contributing to the training 
of our salesmen, manufacturers’ representatives, deal- 
ers and industry leaders of tomorrow.” 

The program is designed to promote future business 
through: 

@ Exhibits of well-planned offices and equipment 
in all school commercial departments. 

@ Contests and prizes for posters, mock-ups of 
office layouts, interior displays and window displays. 

@ Special assemblies of business students addressed 
by representatives of the office furniture and other 
industries. 

@ Distribution to all business students of “NOFA 
Looks to Your Future,” a booklet on job-getting tech- 
nique and job-holding standards. 

Promotion of immediate business is expected 
through: 

@ Sales meetings for store personnel as a clean-up, 
brush-up approach to new business. 

@ Contests among salesmen to stimulate follow-up 
for repeat business. 

@ Talks by representatives of the industry before 
local business and service clubs. 

The national committee will provide—in plenty of 
time to allow for dealer activity at the local level—a 
detailed blueprint with easy-to-follow directions and 
time table for local organization of the programs. Par- 
ticipating dealers will receive booklets for students, 
posters for schools, window streamers, sales meeting 
plans, advertisements and publicity releases 








New Sign .. . Arrow Fastener Co., Inc., recently put up a 
new sign covering the entire side of the 7-story building and 
part of the rear end. The sign is located on the parapet and is 
visible from surrounding areas for a considerable distance. 
Arrow trademarks on two sides are built of multi-colored vitreous 
porcelain enamel with 1000-feet neon illumination of Arrow 
and letters. In addition to the on-and-off flashing, the sign at 
tracts atiention with its replicas of staplers, tackers and pliers 
constructed of outdoor masonite covered with aluminum leat 
and painted for a 3D effect. 
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MEET MR.LYON,D.D.S.* 


‘Dealer of Diversified Services 


LyYon’s national organization of steel equip- 
ment dealers serves virtually every segment of 
business and industry—with a diversified line of 
products totalling more than 1500 different stand- 
ard items. (A very few typical Lyon Products 
are shown below. ) 

Factories, shops, warehouses, offices, churches, 
clubs, hospitals, homes—Lyon dealers sell and 
serve them all. 

This and similar ads appear each month in 
Newsweek, Business Week and leading trade pub- 
lications. Many products, plus many markets, 


plus consistent advertising support, equal vol- 
ume steel equipment sales every month of the year. 


FACTORIES IN... AURORA, ILL., AND YORK, PA. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 1028 Monroe Avenue, Aurora, Illinois 


for BUSINESS-INDUSTRY- INSTITUTIONS 
THE HOME 























A PARTIAL LIST OF LYON 


Shelving Kitchen Cabinets 
Lockers Cabinet Benches 
Stools Storage Cabinets 
Bin Units Drawing Tobles 


. E ’ ker Rack 

i -lclal.iela t New Free Kitche f 
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Open “Retailer-of-the-Y ear’ Contest 


Henry E. Abt, president of Brand Names Founda- 
tion, Inc., recently announced the formal opening 
of the 1953 Brand Name Retailer-of-the-Year awards 


Ray Howard 





competition, that will bring nationwide fame to five 
office equipment and stationery merchants. 

A bronze plaque and four certificates of distinction 
will be given to five firms in this field as well as in 24 
other retailing categories. Awards will be made on 
Brand Names Day, April 14, 1954, for outstanding 
year-round promotion of manufacturers’ advertised 
brands. Deadline for entries is January 18, 1954. There 
is no cost or entry fee for the retailer, who can file 
by describing his present brand promotional program, 
or future plans, on his own letterhead or the official 
entry blank secured from the Foundation. 

A qualified committee appointed by the Foundation 
will screen all entries. Finalists will be named for 
vigorous and continuous brand activity, and will then 
be asked to submit detailed presentations containing 
samples of their promotional activity during 1953. 

Ray Howard, president of the Howard Company, 


Midland, Tex., last year’s Retailer-of-the-Year in the 
office equipment and stationery field, will be on the 
judging committee, composed of Retailer-of-the-Year 
winners of last year. 

Judges will look for: 1. the way in which a dealer 
is establishing his firm as a reputable brand head- 
quarters in his community; 2. how he is presenting 
the principles back of manufacturers’ brands to em- 
ployees, and 3. the manner in which he co-ordinates 
his advertising and promotion in bringing the brand 
name story to the public. 

Winners, who will be notified by telegram on March 
5, 1954, will be honored in a program including tours, 
luncheons and parties in New York’s smartest restau- 
rants, an official welcome at City Hall and appearances 
on radio and TV programs. Highlight of the three- 
day affair will occur on April 14 at the Brand Names 
Dinner in the grand ballroom of the Waldorf-Astoria 
Hotel, when the 125 outstanding merchants will re- 
ceive their awards before an audience of 2,000 busi- 
ness and government leaders. 





Opens Store in Georgia 

R. M. McGillivary, Inc., office equipment store, 
opened new offices August 10 at 105 W. Liberty St., 
Savannah, Ga. Among the office equipment featured 
by the firm are adding machines, calculators, filing 
equipment, typewriters and office furniture. The cor- 
poration also will rent and service all makes of adding 
machines, typewriters and calculators. J. E. Johnsen 
is sales manager; J. H. Campbell, service manager; and 
Mrs. J. E. Johnsen is in charge of the office—EEG 





Finish Remodeling Job .. . Hogan. 
Fort Worth Office Supply Company, 1007 
Main St., Fort Worth, Tex., recently finished 
a remodeling job that started a year ago 
with the second floor. A chair display is 
pictured at the top, while the newly 
decorated main floor is shown at the 
bottom. 
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Ticonderoga & Co. is at Booth 89, 


47th Annual Convention and Exhibit, National 
Stationery and Office Equipment Association 

























featuring DIXON TICONDEROGA Nos. 1388, 1386 and 
Thin-Line No. 1399-2 to, the new 
general-use pencil with a lead one-third thinner 
than regular diameter lead. 














DIXON 1397D— Known as the Dixon 
Profit-Maker, it’s the self-service display 
unit that features the economy of buying 
by the one dozen box—for over-the-counter 
customers. 


DIXON THINEX— With the new, easily- 
sharpened thin leads of great strength 
and moisture-resistance. All with 

Dixon’s great Lead fast® construction. 


DIXON ADVERTISING — Complete display 
of ads in leading national magazines, 
reaching the people who mean 
BUSINESS. Also strong sales aids. 


NEW DEVELOPMENTS, new refinements g 
make the Dixon Line a triumph. 
For sales appeal, for good solid 
workmanship — Dixon is your best deal ! 


=~. 





We'll greet you in person at Booth 89. 
We'll be happy to show you around. 
And you will enjoy the Show. 





. 
a +4 
JOSEPH DIXON CRUCIBLE COMPANY, Pencil Products, 98-J10, Jersey City 3, N.J. 


—_— 
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Four-Color Letterheads 
Promote IBM 


A unique direct mail program to 
promote International Business 
Machines Corporation’s Executive 
electric typewriter has just been 
concluded with preliminary reports 
showing excellent results. The cam- 
paign consisted of a series of six 
letters, each bearing a dramatic 
and significant letterhead which 
occupied about one-third of the 
letter. A total of 300,000 letters 
were sent out at regularly planned Samed, oa 
intervals to more than 50,000 busi- —— 
ness people. 

The ‘introductory” letter was de- 
signed to acquaint the addressee 
with the Executive electric type- 
writer against the background of 
the company’s progress and 
achievements. In this age of 
breath-taking speed, it was only 
natural that speed be applied to 
science and business. Electronic 
“brains” that compute 16,000 addi- 
tions a second are becoming com- 
monplace. The time and energy 
saving characteristics of these 
amazing machines are related to 
the faster and effortless typing 
made possible by electricity. 


Arthur Lidov, the artist who has 
done numerous covers for Fortune 
Magazine, portrayed a boy’s face 
set against a mass of crackling 
lightning . nature’s electricity 
for the head of letter number one 
Jerome Snyder, whose distinctive 
Style is well known in the field of 
art, took up the theme of chess 
playing machines to illustrate the 
second letter. bien 

The continuous progress through "17'd tame oe 
research, engineering, and design 
to assure maximum quality of the IBM typewriter of 
tomorrow is reflected in the first paragraph of the 
third letter. Frank Lloyd Wright, the famous architect. 
when asked which of his own works was his favorite. 
replied, “My next one.” The motif in the letter was 
architecture ... symbols of things to come. Since no 
buildings of the future existed, it was decided to make 
a picture of modern building materials and assemble 
the units of fibre glass, metal linings, plastics, archi- 
tectural tape, corrugated aluminum and the like to 
project a shadowy outline of buildings. Photographers 
found it interesting to note that the picture was taken 
with a three-hour time exposure instead of the usual 
two-minute exposure. 

Probably the most famous illustrated manuscript 
known to man is the Book of Kells. IBM reproduced 
its beautiful intricate design in its many colors to 
form letterhead number four. The Book of Kells was 
painted by the artistic and patient Irish Monks of the 
Eighth Century. The accent of this letter was the ex- 
clusive IBM proportional spacing principle embodied 
in the Executive electric model. 

Letter five emphasized the high readability of work 
prepared by the Executive model with its unique spac- 
ing principle and uniform impression. Exceptional 
printing techniques were employed by the well-known 
photographer Gjon Mili to produce the photograph 
that adorns the head of the letter. Mr. Mili took a 
close-up shot of a human eye, enlarged it and produced 
a remarkable picture. Actually, it is printed in both 
black and grey in 300-line screen, more than twice as 
fine as average, to give finer graduations of tone. 
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The final letter was illustrated by Antonio Frasconi, 
considered by many to be the foremost exponent of 
colored woodcuts. Unlike the previous five letters, 
which were produced by the photo-offset method, this 
woodcut is printed by letterpress to give the effect of 
wood texture. The colors are superimposed to give the 
one-at-a-time feeling the artist would get in a single 
reproduction 





Aigner Sells Division to Chicago Desk Pad 

The G. J. Aigner Company recently disposed of its 
sheet protector and protective holder division to the 
Chicago Desk Pad Company. This move completes the 
final step in the concentration of the Aigner Company 
on index and index tabbing business, inaugurated with 
the sale of the desk pad department to the same com- 
pany in 1949. Justification for this move has been 
amply demonstrated by the large increase in the in- 
dexing business since 1949, and more or less dictated 
the time for the sale. 

It will now be possible for Aigner’s fully-staffed re- 
search and engineering department to devote its full 
time to developing new and improved indexing aids, 
systems and manufacturing methods 





3-M Appoints Chicago Firm as Dealer 
Announcement has been made by Minnesota Mining 
& Manufacturing Company of the appointment of 
Dictating & Recording Company, 176 W. Adams St., 
Chicago 3, Ill., as dealer for Thermo-Fax duplicator 
and sheets, 3-M engineered office copying equipment. 
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yl) ARE+..THE ASE LINE OF OFFICE FURNITURE 
IS PROFITABLE TO SELL! 
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desks 
=| — 
tables 
chairs 


write department OA about 


franchise opportunities 


This complete, modern line of steel office furniture provides a host of 
advantages that will make sense to your customers. Distinctively yet 
practically designed, it is quality-built by All-Steel, a respected leader 
in the industry for 40 years. Ask us about the many exclusive features. 
Let us prove to you that you'll step up profits with this top quality line. 
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ALL-STEEL EQUIPMENT INC. Avrora, Illinois 














Managements 
Biggest Value 


tn 
Office Machine 
Hands 





Every Tiffany Stand is engineered for top 
operator production and peak machine perform- | 
ance. Because they are designed to last a lifetime, 

Tiffany Stands assure management of lowest cost 

per year of service. 








Tiffany Stands please the office workers too. 
Sturdy, no-sway construction makes work easier 
to handle... with fewer costly errors. The many 
safety features make Tiffany Stands practically 
impossible to tip over accidentally. 


- 
f ] 
1 


littan 3 
7350 jet 


$T. LOUIS 5, MO. f Stand Co, 
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The Ad-Viser 


(Continued from page 39) 

producing the advertising. A central theme should be 
chosen and maintained through the campaign. This 
theme should reflect the store’s policy and character- 
istics. It is something upon which to build your plan, 
something for long range identification for the public. 

Some excellent examples of good appeals include 
the following: 

1. PRICE. Here is a popular appeal which can be 
used with good results. A low price is everlastingly 
popular if “reason-why” copy is used. Always explain 
to the public how you can afford to sell at “such a 
low price.” 

2. QUALITY. Combined with low price, quality is 
even more appealing than when it stands alone. 
Nationally known products mentioned in the ad- 
vertisements add to the feeling of quality. The public 
is becoming increasingly conscious of brand names 
and their association with quality. 

3. SELECTION. A large selection of merchandise 
will save a customer both time and effort. Always use 
advertising to dramatize an abundance of items. 

4. CUSTOMER CONVENIENCE. Making it conveni- 
ent to shop will increase the store’s popularity. Play 
up your open counters, your credit and layaway plans, 
and your courteous clerks. It will build your reputa- 
tion for reliability. 

Hundreds of different appeals can be found. Once 
the right one is discovered, play it up consistently. It 
will help to build your sales in the present and your 
office appliances store in the future. 





Do Your Advertisements 
Fight Each Other? 


m@ WHEN THE OFFICE supply and equipment dealer 
places an advertisement in the “help wanted” columns 
of his local newspaper, usually he has in mind only 
the hiring of a suitable worker. However, it should 
be remembered that many people read those columns 
in addition to the employment seekers. By careful 
wording, a good impression can be made on these 
readers, too. 

For example, your classified advertisement may state 
that no experience is required. Have you ever stopped 
to think how that sounds to the newspaper reader 
who recently saw your display advertisement telling 
the public that “all our men are fully qualified to 
render the best possible service on your office equip- 
ment problems?” 

The customer may be excused for not knowing 
whether to believe the classified or the big display 
advertisement. 

Even at quite an additional cost for the extra words, 
it will prove profitable to tell more of the details when 
you hire workers. For instance, you might write, 
“While this position demands some sales and mechani- 
cal ability, actual experience in this particular field 
is not necessary. The man we employ will receive 
a full period of instruction and guidance under skilled 
personnel before he begins sales or service work in 
our office supply and equipment business.” 

Such a job description sounds better to the serious 
applicant who is thus assured he will get all necessary 
training before assuming responsibility. 

And the casual readers—likely numbering far more 
persons than you might suppose—are again impressed 
by your efforts to maintain top quality salesmanship 
and workmanship in your business. For then both 
your classified and your display advertising will stress 
the fact that any problems in the office equipment 
field may be trusted to your care-——GMD 
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- GENERAL 
LEDGER FORMS — Rag Paper 


For clean, clear, durable records Boorum & 
Pease Ledger Forms are unbeatable. There's 
\ eS eit a size, grade and ruling to fit your needs, 
j } sean including the “Flexo” leaf with a “hinge” 
. i that always lies flat, made of Byron-Weston 
50% new rag content paper. 
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COLUMNAR it 
SHEET FORMS—Rag Paper \oyiiitiiyais 


at 


There's a B&P ruling to fit your needs. All 
standard rulings from 2 to 36 columns, white, 
green and buff paper. Just tell your stationer 
the forms you require and specify ‘‘Made by 
Boorum & Pease."’ 


FOR EVERY RECORD—A WAY TO KEEP IT 


Be sure to visit us at Booth 135, National Stationer’s Convention. 
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AYROLL CALCULATIONS 
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Costs come down 


— 


wh Prien 


extra thinking 


Work with figures costs any business too much 





without the automatic thinking of the Friden 
Calculator. In payroll calculations, invoicing, in- 
ventory, taxes, every figuring chore...the fully 
automatic Friden performs more steps in figure- 
work without operator decisions than any other 
calculating machine ever developed. Automatic 
thinking ability inherent in Friden design saves 
expensive human time and makes this Calculator 
simple to use without special training. Be your 
business big or small, conventional or specialized, 
you'll be money ahead to figure on a Friden! 





THE THINKING MACHINE OF AMERICAN BUSINESS 


You’ve never seen a calculator do what the Friden can! 
Call in the Friden Man near you and let him demonstrate 
some of the time-saving applications of Friden figure- 
thinking in your business...applications that can pay back 
the cost of this Calculator quickly. Friden sales, instruction 
and service available throughout the U.S. and the world. 
FRIDEN CALCULATING MACHINE CO., INC., San Leandro, Calif. 


© Friden Calculating Machine Co., Inc 


Australian News Notes 
(Continued from page 88) 


the Australian Industries Development Association, 
G. G. Foletta, said: “The government must show how 
it intends to safeguard Australian industry and em- 
ployment before it lifts import restrictions. No policy 
can succeed which fails to encourage and protect 
secondary industries which employ 28% of our popu- 
lation. Industry should be given the reasonable as- 
surance of the Australian market. Its average efficiency 
compares favorably with world standards. But because 
of our present inflated cost structure, the major part 
of industry today is operating under the false protec- 
tion of import restrictions. Before these are eased, 
costs must be reduced.” But as a leading financial 
journal points out: “Cost reductions at the moment 
are virtually impossible because of ever-mounting 
wages and short working hours.” 


In 1955—from April 21 to May 14—an All-Australian 
Industrial Exhibition will be held in the Exhibition 
Building, Melbourne. This, the promoters say, will 
not be “just another exhibition,” but will “surpass in 
spectacle and pageantry, historic significance and 
colorful interest” any industrial exhibition yet staged 
in Australia. It is expected that the office appliance 
industry will be well represented with exhibits. 


* + + 


Chairman of the retail stationers’ section of the 
Melbourne Chamber of Commerce, K. W. Norman, re- 
cently reported to members: 

“An exception to our normal practice on margins 
has been agreed to by your committee in the matter 
of steel office furniture. The reason for this is that, 
as you will know, prior to this date all manufacturers 
of steel office furniture were selling direct to con- 
sumers in competition with any merchant who stocked 
their lines, but Wormald Bros. has approached the 
association with an undertaking that they will not 
sell direct to the public provided our members will 
handle its products. Members are now advised that 
if they stock this equipment they will be able to re- 
ceive a discount which, although not a full margin, 
is better than that previously available, while mer- 
chants selling this equipment will not be in competi- 
tion with the manufacturer.” 

Mr. Norman also stated: “A further application was 
made this year for the upgrading of fountain pens 
with split gold nibs. A strong case was presented, but 
the federal government would grant no relief, on the 
basis that there were sufficient accumulated stocks 
in Australia to meet the demands of the trade. Your 
committee then approached the matter by appealing 
to all fountain pen supply houses to supply us with 
their average stocks, pre-restriction; their present 
stocks; their normal pre-restriction monthly intake; 
and their quota monthly intake. 

“We assured the trade that these figures would be 
used only to form a composite picture for the purpose 
of proving stocks inadequate, and no figures were to 
be divulged on the basis of individual firms. Members 
will be surprised to know that as a result of this 
inquiry only two sets of figures were received. We 
were therefore faced with a very difficult problem in 
not being able to show figures which would disprove 
the government’s statement. We have, however, for- 
warded a letter including the figures of these two 
firms, putting up the best possible case for refuting 
the government’s claim. This matter has not been 
finalised, and it is doubtful just how the position 
now stands. Had we received the support of the foun- 
tain pen firms, as we should have done, I feel sure 
that we would have been successful in our applica- 
tion.” 

a ” . 


E. T. Brown, Ltd., manufacturers of steel office 
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Se11 BATES and you sell the best 


BATES 
NUMBERING 
MACHINES 


Exclusive inside move- 
ment, watchlike preci- 
sion, dial setting and 
roller bearing 

action — all 

these combine to 

make Bates Nun- 

bering Machines 

the world's out- 
standing leader. 


Bates 
Model C Stapler 
Makes its own staples 


One loading—5000 staples. 


Bates 

Mercury Staplers 

Wide range of models for 
every requirement. 


Bates Refill 
5000 rustless Brass 
staples each loading. 


Bates 

Munkee 

Silent Stomp Pads 
Reversible, renewable filler 
for long life, clear 
impressions 


Bates 

Perforator 

Easiest action, large waste 
container Rolenna. 
economical, 


Botes List 

Finders 

Press... 
presto! 

There's the 
oddress, 

phone number, 
recipe, etc... . 
quick as a wink! 


Bates 
Automatic 
Eyeleter 

Feeds, inserts and 
crimps eyelets 

in one automatic 
action 


Bates 

Samson 

Hand Punch 

Powerful, easy to use= 
perforates up to 

Va" of paper. 


Bates Staple 

Remover and Punch 

Instantly removes any stople. 
Punches a hole up to 

o thickness of 

eight pieces of paper. 
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FULTON 




















OFFERING YOU 
QUALITY AND VALUE 
RESULTING IN PROFIT 
AND REPEAT BUSINESS 













High quality at low prices assures you of 
customer satisfaction . . . A unique kit consist- 
ing of holders, stamp pad, tweezer and rubber 
type ... Made of super-duty red para rubber, 
even in thickness, height, and alignment — 
and deep-cut for clear impressions — the type 
used in the FULTON outfit is of the finest 
quality. Can be used for notices, prices, addres- 
ses, labels... The sets are presented in 
attractively designed, durable cardboard 
boxes ... having both beauty and utility. 


A BETTER LINE OF STAMP PADS AND DATERS 


DRI-KWIK Stamp Pads are excellent repeat-business 
deluxe items. The FULTON fine-line Stamp Pad is 
outstandingly useful and economically priced . . . 



























SERVICE fine quality precision made Daters are indi- 






vidually boxed and guaranteed to give satisfactory 





service. 











ORDER NOW! PROMPT SHIPMENTS! 
WRITE FOR OUR NEW CATALOG #52 


FULTON MARKING 
EQUIPMENT COMPANY 


82 Fulton Street _ Elizabeth 1, N. J. 


























equipment, report an increase of 14% in the volume 
of business done in the financial year ended June 
30, 1953. “Demand continued at a high level,” directors 
state, “with orders in hand ensuring maximum pro- 
duction for some months ahead.” They add that new 
money from a recent share issue will be spent on new 
machinery 






» ” . 


Pendene, Ltd., manufacturers of office stationery, 
expect another good year, says chairman and man- 
aging director R. B. Shankly. “The good year just 
closed,” he adds, “indicates our ability to adapt our- 
selves to changed trends in business, achieved during 
a period of intense competition when many customers 
were reducing overbought stocks.” 








Gold Medal for Berlin Product 


The Hamman Automat S calculator, a product of 
the Deutsche Telephonwerke & Kabelindustrie AG, @ 
Berlin SO 36, Germany, was recently honored with a Bg 
gold medal award at the Great Rationalization Ex- 
hibition in Dusseldorf, Germany 


e 











Automat S 


Honored . The Berlin-made Hamann 


This award was accompanied with a citation, “ 
because it represents actually the cheapest fully auto- 
matic calculating machine and works by an outstand- 
ing principle (pawl drive).” 

The same type received a gold medal in the past 
year at the International Exhibition of Wels (Aus- 
tria). 





Clary Wins 5 Merit Awards for Reports 

The Clary Multiplier Corporation has just become 
a five-time consecutive winner of the Merit Award 
issued yearly by the Financial World, investment and { 
business weekly, to companies making outstanding 
annual reports to their stockholders 

The merit certificate qualifies the 1952 annual re- 
port of the San Gabriel, (Calif.,) business machine 
manufacturer for judging in the 1953 “Oscar-of-In- 
dustry” trophy awards to be presented in 100 different 
industrial classifications at a banquet in New York 
on October 26. 

Company financial statements are judged on con- 
tent, typography and format and this year 5,000 annual 
reports were examined, the business publication an- 
nounced. : 


















Incorporate Firm in New York City 

Handy-Capa, Inc., calculating instruments, has been 
granted charter of incorporation listing capital stock 
of 200 shares no par value. The directors are Ida 
Gruber, Marguerite Marshall and Saram Amerling, 521 
Fifth Ave., New York City —EEG 
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LITERATURE AVAILABLE 


Ve Seclnasers ° 








item No 
CBIX 
CBICX 
CB2x 
CB2CXx 
CB3X 
CB3CX 
AA3X 
CB5XxX 
CB6X 
SAF3X 
SAF3CX 
SLREX 
SLRECX 
4001X 
4001CX 
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Description 
Letter Size 
Legal Size 
Letter Size 
Legal Size 
Letter Size 
Legal Size 
Combo Do-All 
Safety Storag 
Safety Storag 
File (Letter 
File (Legal Si 
Mobiler Filer 
Mobiler Filer 
Speed Filer 


Speed Filer 


Letter) 


e Cabinet 


ye Cabinet 
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ize 
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Letter Size) 
Legal Size) 
Letter Size) 


Legal Size) 
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ALL PRICES HIGHER ON WEST COAST. 




















Outside Dimensions 
w 0 


27 16 
30 16 
27 16 
30 16 
27 16 
30 16 
30 16 
17% 16 
17% 16 
15 26% 
18 26% 
15% 2 

8%” | 2. 

15 16% 
18 16! 
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AVAILABLE IN GREY 





; 


; 





Ship. Wt. 
FOB N.Y 


83 Ibs 
89 Ibs 
93 Ibs 
100 ibs 
98 Ibs 
104 Ibs 
100 Ibs 
40 Ibs 
40 Ibs 
135 Ibs 
145 Ibs 
68 Ibs 
73 Ibs 
45 Ibs 
49 ibs 


sath . 


’ 


art steel sales corp. 
170 w. 233rd st.n. y. 63, Hn. y. 


4001X 


Price 
_ 


45.95 
49.95 
| 49.95 
52.95 
| §5.95 
58.95 
65.45 
29.95 
39.95 
72.60 
82.50 
45.95 
50.95 
34.95 
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the miracle “all-in-one” desk-office sys 


EXCLUSIVE 
FEATURES! 





FOR 





BUILD-UP 


AVAILABLE 
In FOUR 
FINISHES: 















SOFT Gaty, 
STANDARD GREEN, 
FROST TAN, AND 
FROST GREEN 
EXTRA. 





AS-YOU 





LITERATURE 
AVAILABLE 








art steel sales corp. 


170 w. 233rd st.n. y. 63,7. 
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REGNA oe Zee 





Here is your 
opportunity to 
cash in! 










Every day new enthusiastic 
dealers are accepting the 
REGNA Cash Register — revolu- 


tionary in design, beautiful in ap- 


pearance, easy and fast to sell! 





Supertor Construdi(on 





aL La MS ALLL fe 


The REGNA handles all retail transactions: cash sales—paid 
outs—charge sales—no sales—received on account, and it 


gives a printed, double cash receipt. 


If you are not a REGNA dealer, you can become one—write 


for illustrated brochure and further information, to 


REGNA CASH REGISTERS, INC. 


175 FIFTH AVE., NEW YORK 10, N. Y. 
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UK-IT, 2 


Smokers Equipment for the 


Smart, Modern Office 


The consistently high quality of DUK-IT products 
enables you to sell with cenfidence and profit 
from new and repeat sales. 





Retail Prices Shown 
522 
Scissor-action ash 
receptacle encased in 
solid walnut base. 


$6.50 


101 

Large open metal tray 
finished in burn-proof 
English Bronze with 
6” glass liner and 
bakelite rests....$1.50 


111¢ 

Duk-It Non-Tip Bean 
Bag Ash Tray with 
burn-proof bronze 
finished bowl. Base of 
rich, heavily-textured 
fabrics in red, green, 
chartreuse, beige and 
turquoise. Individually 
boxed .............. $1.00 





1780 

Handsome electric 

clock on polished 

metal base. Recessed 

into walnut casing. 

Sweep second hand. 
$9.50 


1328H Heavy duty 
tip- action smoker. 
Bronze finished 
with gold top. 21” 
high. Wgt. 9% Ibs. 

$11.95 


1702T Open type 
floor smoker in 
Duk-It bronze finish 
for offices — red, 
green, black and 
ivory for the home 
or modern interiors. 
Convenient tray 
holds beverage 





glasses. Heavy 
glass liner 21" high. 
$10.95 


Build prestige with 
the DUK.-IT line. 





Write today for full information 
and descriptive literature. 











214 DUK-IT Building Buffalo 10, N. Y. 
Shewreoms: NEW YORK—225 Fifth Ave.; CHiCAGO—Merchandise Mart 





Meetings—Dinners—Conventions 
(Continued from page 100) 


pany, who for seven straight years has served the club 
as secretary-treasurer. 

Competition winners included Frank Lojko, George 
E. Baird & Son, Kansas City, whose brilliant golf game 
retained the dealers’ golf trophy; Clarence Fiddler, 
Fiddler’s Inc., Kansas City, and Joe Wilner, Stanley- 
Sargent Company, Kansas City, who shared top honors 
in the horse shoe pitching contest. The old timers 
prize went to “Heinie” Sengbusch, Sengbusch Self- 
Closing Inkstand Company, who entered the industry 
in 1914. 

During all the events, Dave Neuhaus, past president 
of the Midwest travelers, was doing his usual good 
job as the official photographer. The pictures were 
promised for viewing at the annual Christmas party to 
be held December 11, 1953. 

The meeting ended with Lee Gamel, first vice-presi- 
dent and presiding toastmaster for the meeting, Bates 
Manufacturing Company, awarding prizes to competi- 
tion winners. 





GF Branch Managers Meet 

Managers of the 14 branches operated by the Gen- 
eral Fireproofing Company gathered in Youngstown, 
Ohio, recently, for a four-day meeting for the purpose 
of discussing mutual problems. The company’s prod- 
ucts were presented by Youngstown sales executives. 





a pee wer 


At Youngstown Meeting... Pictured are the 14 branch 
managers of GF who attended the four-day meeting in order 
to discuss mutual problems. 


Other subjects, such as training, service training and 
advertising also were reviewed and discussed 

The managers toured the factory to see first-hand 
the expanded facilities, new methods and machinery 
at work. Highlighting the gathering was a banquet at 
the Youngstown Country Club, at which the GF Male 
Chorus entertained and a picnic at the new GF rec- 
reation grounds. 


Baltimore OMDA Host at Beach Party 


On August 29, the Baltimore Office Machine Dealers 
Association held a beach party for the Washington 
Office Machine Dealers Association. Gerard Harring- 
ton, president of the Baltimore club, was host for the 
occasion. 

Luncheon consisted of seafood and chicken platters. 
Entertainment for the afternoon included swimming, 
softball, horseshoes and penny ante; and ample liquid 
refreshments were served. Late in the afternoon, three 
bushels of steamed crabs provided a fitting climax to 
an enjoyable outing. 








Florida Office Equipment Dealers Convene 
The Florida Office Equipment Dealers Association 
recently held their convention on August 8, at the 
Colonnades Hotel, Palm Beach Shores, Fla. 
The meeting opened at 8:00 a.m. for registration and 
ended at 6:00 p.m. Lectures, discussions and question 
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WHATS IN 
HERE THAT COUNTS 


2 FULL ROWS OF BALLS 
2 UNINTERRUPTED RACEWAYS 


NOELTING 


HELPS 


YOU BOOST SALES 


In addition to supplying 7 
you with the best engi- 
OFFICE FURNITURE a neered Furniture Casters, 
CASTERS “i Fauitiess helps you reach | 
GUIDES AND CUPS and sell more customers | 
than ever before. This way 
we both take the waste- | 
motion and guesswork out | 
of caster selling. 

1. Only “time-tested” | 
items have been selected | 
for this FREE 4-color Coun- 
ter Display. Customers 
can't resist picking up 

Casters and Glides, on convenient | 
handles and selling themselves. Re- 
sult: Faster turn-over and profits on 

an active stock of ‘best sellers.” You 
pay only regular prices for the | 
merchandise—the Display is FREE. 


FAULTLESS Feabgfithe po ke Oee D 


Atlonto, Boston, Chicago, Cleveland, D 
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2. Every type of pop- 
viar Furniture Caster 
will be found on the 
pages of this new cat- 
alog. A complete—a 
condensed—oa quick 
turn-over selection of 
best-sellers. Ask for 
copies of Form No. 
202, no obligation. 

3. A really complete 
line of fine Furniture 
Glides illustrated and 
fully listed in a new 
catolog. Modern de- 
signed, precision work- 
manship and fine fin- 
ish throughout. Ask for 
o supply of Form No. 
2018 and boost your 
Glide sales. 








DEALERS EVERYWHERE are saying: 





"WE LIKE TO SELL MARKWELL 
Fasten-ating PRODUCTS!" 


a 
PLEASE WRITE FOR 
DEALER DISCOUNTS AND CATALOGUE 










a4E° REN, 
200 HUDSON STREET 
NEW YORK 13, N.Y. 
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and answer periods filled the day, with the election 
of officers ending the business session. 

New officers are as follows: president, Joe Alvarez, 
Chestnut Equipment Company, Gainesville; vice- 
president, Tom Simons, Long Office Supply Company, 
Miami; secretary, George Chapman, P. K. Smith Com- 
pany, St. Petersburg; and treasurer, Jack Cline, Or- 
lando Office Supply Company, Orlando. 

The new directors are George Martin, Martin Office 
Supply Company, Jacksonville; Fred Griffith, Palm 
Beach Typewriter Company, West Palm Beach; Marcus 
Stallings, Marcus Stallings, Inc., Tampa; and Murray 
Joiner, Business Equipment Company, Ft. Lauderdale. 





Hold New York Golf Tournament 


The ninth tournament of the Stationers’ Golf As- 
sociation of New York was held on August 18 at White 
Beeches. Among the golfers were 31 members and 
10 guests. 

Top scores were as follows: Class A—B. Nemlich with 
a 90 gross, a handicap of 19 and a net of 71; Class B— 
M. Dreyer with a 98 gross, a handicap of 27 and a net 
of 71; Point winner in class A—E. R. McLeod with 5; 
Point winner in class B—M. Dreyer with 4. 

J. Schlanger is currently highest on the present 
standing for points on the season’s cups in Class A 
with 15.4 and M. Kreps, in Class B with 20. 

The tenth tournament was scheduled for the Bonnie 
Briar Country Club, Larchmont, on September 3. 
Howard S. Sanders was named host for the occasion. 





SPAA to Meet in Chicago 


The Systems and Procedures Association of America 
announces its Sixth Annual International Systems 
meeting to be held October 19-21 at the Sheraton 
Hotel, Chicago. A rapidly growing organization of 
more than 1000 members, the SPAA expects the larg- 
est attendance in its history. 

Under the direction of John W. Wirth, general con- 
ference chairman, the highly diversified program offers 
subjects of specific interest to office executives and 
systems men and women. A highlight, electronics, 
will be presented by two prominent speakers 





New Book on Filing Helpful to All 


“Filing Facts,’ a new book on methods, materials, 
and techniques, approaches the subject from the view- 
point of increasing office efficiency, has just been pub- 
lished by National Filing Aid Bureau, 342 Madison 
Ave., New York 17, N. Y. The author is Coleman R. 
Chamberlin, internationally known authority on filing 
and an inventor of numerous filing aids. 

Indispensable to those represented in the top ranks 
of management, it is said to be a helpful manual for 
everyone in an Office, from mail room youngster up. 
It is written for the average person and avoids all tech- 
nical jargon. 

Crammed with cures for waste motion, work jams, 
fatigue, tedious activities and errors, it shows how to 
file anything and everything and file it right. 

Although aimed principally at commercial offices, 
those who do their own filing at home or in a small 
professional office will find it an invaluable manual. 

“Filing Facts” is sold by stationers as well as by 
bookshops. Its price is $2.50 for the comprehensive 
volume, profusely illustrated and attractively bound 
in a dark green hard cover. 





Modernize Reisman’s in Scranton 
Reisman’s stationery store, 414 Spruce St., Scranton, 
Pa.. has completed an extensive modernization pro- 
gram. This is the oldest firm of its type in the city. 
The newly-remodeled store is air conditioned and 
features open displays and an indirect, non-glare- 
lighting system.—GET 
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THE NEW SENSATIONAL HARRISON 


“CONTINENTAL” 
... means mote profit for the dealer / 








and SO easy 


fo sell... 


® ISLAND BASE 
HEIGHT IS ADJUSTABLE 





@® CENTER DRAWER 
WITH CONVENIENCE TRAY 


@® FULL CRADLE SUSPENSION 
FILE DRAWER 


@ FULL 60” x 30” 
WORKING SURFACE 


® NYLON ROLLER DRAWERS 








Se p REPRESENTATIVES ATTENTION ! 

i4ypias Booth 604A 

| There are still a few territories open 
... write TODAY for details. 


N.S.&0O.E.A. 47th Annual Convention 
September 26 through 30 


Advisor Steel Cabinet Company 

















4718 W. Fifth Avenue Chicago 44, Illinois Telephone EStebrook 8-6400 
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Effective Display Helps Selling at 
Brainerd Office Supply, Brainerd, Minn. 

George E. McPheeters reports that new display 
methods are helping business at the Brainerd Office 
Supply, Brainerd, Minn., two interior pictures of which 
appeared on page 185 of the September issue of OFrricer 
APPLIANCES. 

Ray Eichenlaub of Service Steel Products Company, 
Chicago, helped lay out the window areas, lighting 
system and make some of the physical changes which 
were required in the adaptation of the old bankrupt 
bakery building that Brainerd Office Supply took over 

In the office supply portion of the store, Mr. Mc- 
Pheeters says that his firm has incorporated a rather 
extensive use of peg board for the display of lamps, 
clocks and many of the smaller office accessories. 
Slanted self-service shelves have been made out of 
expanded metal—the material normally used for win- 
dow and machine guards in industrial plants. This 
material is used on both the wall shelves as well as 
on the display islands which were made by using 
plywood panels 32 inches wide by 48 inches high, and 
standing on legs constructed by bending ordinary 
34ths-inch reinforcing concrete rods 

Regarding self service, Mr. McPheeters asserts that 
regular customers have become quite accustomed to 
the location of the merchandise and now serve them- 
selves with such items as typewriter ribbons, blank 
books and forms as well as pencils and the usual 
small items. 

“We have found our unit of sales has increased as the 
result of the self service,” he comments, “and while 
there is a chance that shoplifting may be a little 
more prevalent, the increased sales and decreased 
labor expenses more than justify the move.” 

Large plate glass windows in the front of the store 
make the whole floor a window display. Night lights 
are so placed that the traffic on the main highway 
passing in front of the store can see the merchandise 
at any hour. 

Continuous strips of fluorescent light highlighted 
by the incandescent spots in the gift side of the store 
show the merchandise to its best advantage and the 
55 to 60-foot candlepower illumination is in contrast 
to the former lighting. 

Commenting on the changing merchandising poli- 
cies, Mr. McPheeters says, “As we are located in the 
heart of the Minnesota vacation area, historically 
about half of the store’s annual volume has come 
through the sale of gift merchandise. Because every 
filling station, drug store and roadside stand is today 
selling souvenirs we have concentrated our gift efforts 
on more distinctive gifts, cards and social stationery.” 





Scripto Names Ad Manager 

Scranton H. Redfield, former merchandising director 
of Dancer-Fitzgerald-Sample, Inc., New York adver- 
tising agency, has joined Scripto, Inc., of Atlanta as 
manager of marketing and advertising. 

James V. Carmichael, president, said that Mr. Red- 
field’s appointment as head of the newly-created de- 
partment was a part of Scripto’s overall plan for ex- 
pansion in the writing implement industry. He will 
direct all advertising and merchandising programs, 
including packaging, point-of-sale merchandising, lo- 
cal and national media for the Scripto’s present line, 
and will direct market research for items scheduled 
for the early future. 





Abilene, Kans., Firm Changes Location 

Burback’s Stationery and Typewriter Company, 
Abilene, Kans., has moved from 314 N. Broadway to 
a building formerly occupied by Gamble’s store across 
the street. The move gives the firm much more space. 

Mr. and Mrs. Vic Burback operate the business. The 
store had been in the former location for seven years. 
—GMH 
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STARTLING, FULL COLOR, 
FULL PAGE INSERTIONS 
IN LOOK, POST, COLLIERS, 
SUNDAY SUPPLEMENTS 
INTRODUCE NEW 
EVERSHARP 
INCA INK 
BALL POINT PENS 
TO AMERICA! 


You'll feel 
at your — 
cash register 


Don't be caught short! Stock 
up on EVERSHARP BALL POINT PENS today! 
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Soff tue difference 


BETWEEN THIS 








BasSicK «piamond-Arrow” 
Casters make the difference! 


Your customers will be pleased at the easy movement, 
without noise and without marring floors, when you sell 
them on equipping chairs with smooth-rolling Bassick 
“Diamond-Arrow” Casters. They swivel 
easier . . . thanks to the most efficient, 
two-level, ball-bearing construction. 

There are types for wood and metal 
chairs, typewriter stands, etc., with 
“Baco” rubber-tread or “Atlasite” hard 
composition wheels. Nationally adver- 
tised. THE BASSICK COMPANY, Bridge- 
port 2, Conn. /n Canada: Belleville, Ont. 


Bassick 


A DIVISION OF 











MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 
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Odhner First-Year Sales Soar ' 

First-year sales of the Swedish-made Odhner 10-key§ 
adding machine by Facit, Inc., have been “completely§ 
successful,” according to Erik A. Ohlsson, Facit presi-¥ 
dent. Popular acceptance of the “noiseless’’ Odhner§ 
is part of “a fast-growing trend toward the use off 
10-key office machines in this country,’ Mr. Ohlsson§ 
maintained. 

Sales for the second half of the Odhner’s introduc-} 
tory year jumped 400%, he said, and fourth quarterly§ 
sales for the year ending June, 1953 were “almost) 
1000%” over the first quarter. 

The Odhner, produced in Gothenburg by A. B. Origi- 
nal-Odhner, is distributed in 104 countries. Interna- 
tional sales during 1952 rose 15%, “a good part of 
which can be attributed to the machine’s quick popu- 
larity in the United States,” Mr. Ohlsson said. 

The president noted that domestic sales of the 10- 
key Facit calculator, also distributed by the company, 
increased similarly during 1952. 

The trend toward 10-key machines has been stimu- 
lated by industrial studies revealing “increased op- 
erator speed, reduced operator fatigue and diminished 
hand-and-eye travel” in 10-key machine operation, 
he said. 


5 desis! 
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Sees Trend Toward 10-Key Office Machines .. / 
This office worker is operating the Odhner 10-key adding machine 
with one hand, performing notations with the other. Erik Aj 
Ohlsson, president of Facit, Inc., distributor of the Swedish-madey 
office machines, claims that there is a growing trend amongy 
American firms toward use of the 10-key keyboard machines. | 


Dealer response to the Odhner has been “enthusi-} 
astic,” the president said, quoting such comments in) 
dealers’ correspondence as “one of the hottest items9 
we have ever sold” and “just about the slickest ma-¥ 
chine I have ever seen.” These statements were} 
“typical of numerous reports from the field,” the presi-9 
dent said. 

Sales features underlying the Odhner’s popularity 
are noiseless operation, easy serviceability and smart 
appearance, he stated. 








Chicago Firm Relocates 

Harry L. Short & Son, manufacturers’ representa- 
tives, recently relocated in Chicago, moving from 325 
W. Madison Ave. to 79 W. Monroe St. The new post 
zone is Chicago 3. The telephone number, Randolp 
6-0674 remains the same. 








Cathey Named Texas Dealer 

Cathey Office Furniture and Supplies, Inc., 308 NW 
Akard St., Dallas, Tex., has been named Texas ar 
dealer for the Thermo-Fax duplicating machine. D. N 
Reed is president of the firm—EEG 
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A “SURE-FIRE” REASON 
for selling more... 


if fire strikes, you are offering your 
customers certified protection with ... 





















Victor Treasure Chests— 


A profit-building line loaded with sales 
appeal for fast turnover. Every home, 
office and business is your potential 
customer for these units. The Treasure 
Chest offers a permanent, low-cost 
investment in certified protection 
against fire and petty thievery for vital 
papers and valuables. Certified to pro- 
tect paper contents for one hour in 
fires reaching 1700° F. Choice of 5 
models to suit every need. 


Victor Fire Drawer— 


Boost your sales with this popular 
product. Sell fire protection and filing 
convenience at the point of use for 
office and home. Rea! smart looking 
and very compact, the Victor Fire 
Drawer provides the certified fire pro- 
tection of a small safe. Available in 
either letter or legal sizes. 


Free Sales Promotional Material... 


As a Victor Dealer you'll receive FREE many sales-boosting pieces: 
stuffers, ad mats, window streamers and direct mail pieces. Write today 
for a more detailed sales-building story. 





JINGLE BELLS 


.. are not too far off. Check your inventory 
now, and stock up with a good supply of Victor 
Treasure Chests...ideal gifts for home and 
office use. 


See Ir CTOR SAFE & EQUIPMENT co. INC. 


» as 
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ROWLES is the 
dependable source for all your 


SCHOOL EQUIPMENT 


& Classroom Seating *& Chalkboards 
*& Primary Furniture *® Bulletin Boards 
*& Tables & Chairs * Aluminum Chalkboard Trim 


* Library Equipment *& Framed Blackboards 

%® Playground Equipment *& Blackboard Erasers 

*& Vocational Furniture *& Window Shades 

%& Teacher's Desks * Darkening Shades 
* 


*& Misc. Classroom Equipment Darkening Channels 


Rowles offers you a complete line of high quality School 

Furniture and Equipment—everything you need to provide 
j £) I 

your customers with the specialized kind of service they need 


Rowles School Equipment has been a favorite for more than 
50 years. Make Rowles your headquarters for all your school 
equipment needs. Enjoy the benefits of the Rowles trade 
mark, the convenience of one centrally located source 

and the profits on every sale you make. 


White for the latest Rowles School Equipment 


catalog and complete information on the Rowles 


Dealership program. 


E. W. A. ROWLES COMPANY 
ARLINGTON HEIGHTS, ILL. 


OWLS 


N\ Equipment 
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Ful-Vu Window Display Contest 
Designed to Boost Store Business 

A national window display contest based on the twin 
themes, “Sell More Goods—Sell ’em Faster” and “Mod- 
ern Sales Tools for Better Business,’ has just been 


announced by Cooks’ Inc. 
The contest features 22 individual prizes up tg 








$250.00 and is open to any dealer selling Ful-Vu pred- 
ucts. To enter, each participant needs only to rung 
store window display featuring Ful-Vu products in con-) 
junction with other non-competitive sales “tool” items: 
from his stock for at least one week between October 
1 when the contest opens, and December 3, 1953, when 
it closes. 





oe e SELL MORE COODS 
oe e SELL EM FASTER 


The 22 winners will be selected on the basis of the 
forcefulness, attractiveness and general sales appeal 
of their displays as determined from glossy photos 
Judges will be David Morrison, publicity director of 
Farm Journal and Pathfinder magazines; Rose Cush- 
man, editor of the National Stationer; and Thomas V. 
Murphy, managing editor of Geyer’s Topics. Winners 
will be announced the latter part of December as 
soon as the judging can be completed. 








In explaining the reasons behind this effort, Carl BJ 
Cook, president of Cooks’ Inc., states: “It’s trite but] 
true to say that selling is the backbone of our Amer-} 
ican economy—but a backbone that has been sadljj 
neglected during the sellers’ markets of the past de-j 
cade or so. But today, with supply catching up witb) 
demand, and with business in all lines becoming highly; 
competitive once again, the need for sound, aggressive} 
selling is becoming paramount. For the first time in} 
years, the men who can develop and execute method} 
to sell things are going to loom more important in ou 
nation’s economy than the folks who can only product] 
them! 

“Hence the big reason behind the forthcoming Ful 
Vu window display contest. Ful-Vu products are al 
essential part of modern sales and display methods— 
but that is only the beginning. Dozens of other regula 
items to be found in the average stationery store stoe 
are important sales tools, too—from duplicating m& 
chines to brief cases, from fountain pens to busines 
cards and many others. Our aim then is to encourag 
and help stationers cash in on their present oppos 
tunity—to tie in with the spirit of the times by promd 
ing their stores as headquarters for modern sales toa 
and methods all up and down the line.” 

To make it easy for dealers to participate in 
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66Columbia Sales Cooperation is far ahead of 
any other sales help we’ve ever experienced. 
With this and Columbia’s aggressiveness in de- 
veloping new and better products we have 
been able to build a successful business. 99 


A. W. TAYLOR 
Taylor Impression Products 
1808 Broad Street 
Nashville 3, Tenn. 


Columbia Typewriter 
Ribbons and Carbon 
Papers are nationally ad- 
vertised in The Saturday 
Evening Post, Business 
Week, The Office and 


Purchasing. 
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contest, Cooks’ Inc. offers a free kit of display mate. 
rials consisting of posters, banners, signs, and other 
“silent salesmen” which can either be used “as is” of 
adapted as the dealer sees fit. Full details are avail. 
able on request to Ful-Vu Window Display Contest, 
Cooks’ Inc., Camden 1, N. J. 





Goldsmith Builds Big Volume 
with BDC-Rex Rotary Machines 

Stationers, like their customers, are strictly from 
Missouri when it comes to a new product. They wantj 
to be shown. For years retailers have been bombarded 
with “new” machines that sound terrific, but when 
they’re seen, the retailer quite often realizes that the 
changes are more fancied than real, with a new 
screw or gadget the only claim to newness. 


GOLDSMITH’S IS CLOSED SATURDAYS 


ae 





The first basic mimeograph 


improvement in 25 years! 


REX ROTARY DUPLICATOR 





149°" 


*Fed Tax 8.97 





* No ink pad—uses paste ink! * 3-minute color change 

. on mess) drum ¢ Printing-press quality 

. ‘ 

: Ink — oie e Clean impressions from the start 
¢ Post card to legal size * Uses standard stencils 

¢ Prints on anything from * Guaranteed tor | year 


tissue to cardboard against mechanical defects, 


Complete supply kit, 6.95 


Oftice Machines . ird Fl or 


Mail & Phone Orders Filled @ COrtlandt 7-7900, Ext. 400 
Free Delivery in 50 Mile Radius e Charge Accounts Invited 


Completely Air Condition 


GOLDSMITH BROS. 


AMERICA’S LARGEST STATIONERS 
N.Y. 8 


Between Fulton and John Sts., 


77 NASSAU: ST., 
Ovr Policy “Money Promptly Refunded” Protects You 


Drawing Power .. . This Goldsmith ad on the BCD- 
Rex rotary duplicator, run twice a month, has provided 
a steady stream of buyers despite the fact that the firm 
employs no outside salesmen. 


When the BDC-Rex Rotary came along, executives 
of Goldsmith Bros., New York, N. Y., one of America’ 
largest stationers, wanted to be shown. After they were 
shown, J. P. Glaser, head of the stationery depart 
ment, didn’t hesitate. Here, he declared, was “the 
first genuine advance in mimeograph design we have 
seen in the last 25 years.” Then he settled back @ 
see what would happen. A glance at the sales volume 
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P.S. And It's A Gualocke! 


Yes, the Gunlocke Executive Adjustable Chair No. 622R 
should be one of your leading gift items. It’s a big sale, 
a big profit chair; a man’s gift in every sense of the word. 


And it’s a logical gift to an executive from his associates or family. 


You'll want to feature the No. 622R in your advertising, 
in your Christmas windows, and on your display floor. 
Sell its personalized working comfort, its four-way adjustability, 


its cool fabric seat cover... its foam rubber luxury. 


Suggest it to the customer who wants to give his father 
or his boss something special for Christmas. Ideal for both 


home and business office ... it’s a gift he’ll never forget. 

























Visit our Exhibit at the 
NSOEA Convention 
Septembe, 26 to 30 
Space S614 of the ; 


Ofe/ Conrag Hilton 









-H.GUNLOCKE CHAIR 


WAYLAND, NEW YORK 
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“JUSTRITE” ENVELOPE LINE 


. . « is based on quality—the best workmanship and 
materials go into all Justrite products. When you fill 
envelope orders with Justrite — you can be assured 
of “REPEAT” business. When you want QUALITY... 
SERVICE . VARIETY — you want JUSTRITE, 
“America’s Finest Line!” 


Sold thru dealers only. 





. . .« from Air Mail envelopes to X-Ray envelopes— 
85 types with variations of each—JUSTRITE can serve 
you better. Thirty-five years in the envelope field is 
evidence of dealer confidence. 

Your orders are handled faithfully and quickly— 
Two modern factories to serve you. Justrite products 


are sold through dealers only! We invite your inquiries. 


WRITE FOR PRICE LIST 


For ALSEELES Service 
In Atlanta It’s 


JUSTRITE ENVELOPE MFG. (CO. 


Atlanta, Ga. 


58-60 Gilmer St., S. E. 
In St. Paul It’s 


NORTHERN STATES ENVELOPE CO. 


300 E. 4th Se ee 





and profits, backed up with customer and personng 
satisfaction, convinced him that the machine wy 
“one of the most successful new products we hay 
ever introduced.” 

According to Mr. Glaser, who has 43 years in the 
trade behind his judgment, “The BDC-Rex Rotary § 
the kind of product a dealer often dreams of by 
seldom gets.” It is a machine that permits the averags 
stationery clerk to demonstrate and sell a duplicato 
over the counter and know the sale will stick.” 





Window Display ... Another important sales source 
is the continuous window display featuring of the BCD. 
Rex rotary duplicator for the past year. 








OLLIE 


Counter Display .. . Goldsmith displays the BCD-Rex 
rotary duplicator in the traffic-heavy center aisle of the 
machine department. A counter card tersely lists the chief 
advantages and the duplicator is always inked and loaded 
with paper so that it may be demonstrated merely by 
turning the handle 


In design the BDC-Rex Rotary, distributed nation-| 
ally by Bohn Duplicator Corporation, is a departure} 
from the drumtype machine that dealers have bee 
handling for years. Operating on a printing-pres 
principle, it is said to produce “printing-press qual 
ity.” 

A small quantity of paste ink is placed on the 
upper of two bakelite cylinders and is distributed 
over the entire printing area by an oscillating roller 
A silk screen carries the stencil as the machine & 
turned. It prints postcard to legal size paper and 
copy can be adjusted by the turn of a knob. Tht 
thin film of ink can be wiped from the rollers in3 
matter of seconds and a color change can be maé@ 
in three minutes flat. The machine occupies abow 
the same space as a typewriter. Its receiving am 
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“Slike there ileas.. Chey make salles fpr ws” 


says Mr. RICHARD A. NELSON, Nelson-Thomas & Company, outstanding San Diego, Cal. dealer. 


2 
f 


sy to see that Mosler does plenty of hard, 
t retail sales of safes and chests. They come 
up with ideas, 1 it was Mosler’s idea, for example, to run na- 
tional advertising to sell our prospects on the need for record 
protection. It was a Mosler idea to restyle record safes. Give them 
sa Mosler promotional idea that “‘softened 


this spring—boosted our sales 10% 


‘s another new Mosler idea boosting our 
‘2-Call’ selling system. The most effective 
trategy we've ever used. When you add up 
these Mosler ideas, you can see why we’re 
re profitable sales all the time.” 
Visit the Mosler exhibit, Booth No. 134, N.S.O.EA. Convention in Chicago 


IF IT’S MOSLER .. 


4 


the U.S. Gold Storage Vaults 
iroshima 


. IT'S SAFE 


Company 


Since 18648 


World’s largest builders of safes and bank vaults. . . Mosler built 
at Fort Kaox and the famous bank vaults that withsteed the Atomic Bomb at 
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HAVE YOU SEEN IT? Dealers who have, say this new Mosler 
“2-Call” system is the finest and simplest piece of sales 
psychology they’ve ever used. And the most effective, too, 
for the prospect literally has no answer to the logic it presents 
—except to buy! Details of the system and full instructions 
covering the powerful new sales tools you use are given to 
Mosler dealers in the brochure shown above. Want to see 
it? Want more facts? Write, phone or wire 


The Mosler Safe Company, Dep't OA-10, Hamilton, Ohio 
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Put a Price 
Tag on Comfort 


Yes, you put a price tag on comfort 
when you hang one of your tags on the 
newest Craftsman Chair—the 1700. That's 
solid corafort in office furniture 


The 1700 wood office chair has been 
designed to give the most in_ style, 
elegance, dependability and beauty. But 
most of all, it is built for comfort during 
working hours. 


Made from Genuine American Black 
Walnut and Indiana White Quartered 
Oak, the 1700 features foam rubber and 
spring construction. It’s a chair you will 
be proud to offer your most discriminat- 
ing customer. 


Now’s the time to hang a price tag 
on comfort. Put your tags on the 1700 
. . « for additional sales and more profits. 
See it for yourself at Room 557, Conrad 
Hilton Hotel during National Stationers 
Convention. Mr. John Eckert and Mr. Gus 
Krieg will be happy to greet and wel- 
come you. 
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feeding trays fold up to form a self-contained case, 
keeping the machine dust-free. 

Goldsmith executives stated that the BDC-Rex Ro- 
tary has not only outsold every other mimeograph 
machine the store carries—but it has done so with 
fewer man hours of effort per dollar of volume 
achieved than almost any other piece of office ma- 
chinery in the store, whether it’s a duplicator or not 
They are convinced that the design makes the machine 
virtually sell itself, and in consequence can be sold 
without specialty sales personnel. “Over the counter” 
selling by average, unspecialized sales clerks has 
been a basic source of the success that the Goldsmith 
organization has enjoyed in selling the BDC-Rex Ro- 
tary. 

Goldsmith found that during a year of BDC-Rex 
Rotary sales not one customer has voiced a complaint 
or asked for the refund the store guarantees on all 
sales. Mr. Glaser reported that many customers have 
returned to praise the machine, some declaring that 
their inexperienced secretaries have been able to 





produce better looking work than they had previously | 


received from professional letter shops. 
“The cleanliness, simplicity and high quality work 


of the BDC-Rex Rotary have ‘overjoyed’ Goldsmith | 


customers,” Mr. Glaser commented. “It’s always grati- 
fying to get such a response from the users of any 
product you sell. It is unusual for a retailer to sing 
the praises of a supplier but we’ve had such an un- 
usual experience with the BDC-Rex Rotary that we 
want others to know how satisfied we are with the 
volume and profits to date.” 


Points Out Role of Trade-Mark 


Horace B. VanDorn, vice-president of the Joseph 
Dixon Crucible Company, recently called the attention 
of OFFICE APPLIANCES to an interesting story in the 
Sunday, August 16 issue of The New York Times, con- 
cerning the United States Trade-Mark Association 
Because one of the most cherished possessions of a 
manufacturer is his trade-mark, and loss of this im- 
portant symbol would mean decreased sales, the ma- 
jority of trade-mark holders are members of the 
association, founded in 1878. 

The purpose of the organization is to promote the 
rights of trade-mark owners, to obtain useful legisla- 
tion and treaties and to give aid and encouragement 
to all efforts for the advancement and observance 
of trade-mark rights. 

Members of the office equipment industry were in- 
strumental in founding the organization. Orestes 
Cleveland, of the Joseph Dixon Crucible Company 
drew up the constitution and by-laws and became its 
first president. Among those attending the initial 
meeting were Eberhard Faber, father of the man of 
the same name who later became association president 
and Frank D. Waterman, Jr., of the pen family 

Besides giving full support to legislation, such as 
the Lanham Act, passed in 1947, which strives to 
protect trade-marks, the assoication secured agree- 
ments by the publishers of leading English dictionaries 
to list certain well-known trade-marks that are used 
as descriptive words by the general public, as tech- 
nical trade-marks rather than purely descriptive 








terms. Among such marks lost in this manner were | 


milk of magnesia, linoleum, aspirin and shredded 
wheat. Companies that are even now fighting to keep 
their trade-marks inviolate, include Minnesota Mining 
& Manufacturing, (Scotch Tape): Coca Cola: E. I 
DuPont de Nemours & Company, (Dacron) and Cluett 
Peabody and Company, Inc., (Sanforized) 





Delivery Fleet Owners Warned 

Stationers, office outfitters and other delivery fleet 
owners in Texas have been warned by the state public 
safety department that deductible damage and lia- 
bility insurance will not meet the requirements of the 
Texas Drivers’ Responsibility law—JHR 
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SMEADS 


We have a full line 
of proposal covers ] 
in Leatherette and 
other finishes. Em- 
bossed with or with- 
out border and Title 
Plate, also available 
with Acetate win- 
dows in place of 
Title plate. 


Furnished in two 
styles with or with- 


out fasteners. 


Five different price 
lines for every cus- 


tomer requirement. | 


The especially designed built-in double tongue 
fasteners with metal eyeleted binding eliminates 
loose staples. This insures firm and neat com- 
pression. For sale by stationery stores everywhere. 


NO. 1u-18-32 FOR SALE BY STATIONERY STORES EVERYWHERE 


PRINTED IN U.S.A 






















° t 
gavie YOU" Office with thi yimetY® , 


“IT GROWS AS NEEDED” 
















*ILLUSTRATED 
THE ALPHABET- 
ICAL WAY. READS 





a LIKE A BOOK 

» “if- LEFT TO RIGHT. Here 
SMEAD’S =~ ies N p 
TELL-1-VISION SYSTEMS WAN mn 


FILES CORRESPONDENCE 5 WAYS 
ALPHABETICALLY 


NUMERICALLY 
GEOGRAPHICALLY 
CHRONOLOGICALLY 
OR BY SUBJECT 


Let us discuss your filing problems with you. 


re Smead MANUFACTURING CO.,INC.-HASTINGS, MINNESOTA |” 


ful 
finish 


PrP Fr Ff 
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SEE THESE BERGER PRODUCTS 


On Display, N. S$. O. E. A. Convention, 
September 26-30, Room 545 
Conrad Hilton Hotel, Chicago, Il. 


at the convention 









FAN FOLD DESK—For use with 
continuous forms. Speeds production, 
protects forms, keeps forms off floor, 
ends unsightly clutter. Single and 
double pedestal models. 
















Here are three brand new sales opportunities for you. 
Every owner of Berger 5000 Series Steel Desks is a definite 
prospect for this new companion equipment. All are made 
to the high quality standards which distinguish Berger 
craftsmanship. Each item features all-welded steel construction, 


DESK-HIGH 


famous ““Eye-Comfort” tops, modern streamlined design 
Fix, ” . &", FILE CABINET 
full-opening drawers, durable and beautiful baked enamel 
Perfect companion piece to 

5000 Series Steel Desks. Has 
box drawer, file drawer, 


pull-out writing surface. 


finish. See all three at the convention—or write 


us for latest descriptive bulletins, 


TELEPHONE STAND 


“Off the desk” storage for tele- 
phone and directory, plus acces- 
sible extra filing space. Fine as a 
complete home “office”, too. 


STEEL OFFICE 
EQUIPMENT 


BERGER MANUFACTURING DIVISION 
REPUBLIC STEEL CORPORATION 

1058 BELDEN AVENUE CANTON 5, OHIO 

Export Department: Chrysler Building, New York 17, N.Y. 
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YOU CAN DO AN 
ESPECIALLY GOOD JOB 
ON CHAIR SALES 
WORKING WITH 
CHAIR SPECIALISTS 


No. 900—ALUMINUM 
POSTURE CHAIR 


[F REST-ALL office and 
institutional aluminum 
chairs ever slip from 
their front-running posi- 
tion in the matter of 
structural and design 
improvements, it won't 
be because the manu- 
facturer was caught 
looking the other way. 
There is only one inter- 
est, one line of effort at Ohio Chair—and that 
is building constantly improved chairs. 

By the same token, Rest-All Dealers are 
finding, more and more, that it pays to work 
with chair specialists. Getting exactly what 
is needed, when it is needed, often means 
the difference between a closed order and a 
lost order. No, Ohio Chair can't promise the 
impossible. But, if complete cooperation and 
singleness of purpose 




































can accomplish the pos- 
sible, in the shortest 
time, the Rest-All Dealer 
is at a real advantage. 
No request is too spe- 
cial for Ohio Chair, as 
long as it concerns 
chairs. 


No. 550—ALUMINUM 
STRAIGHT CHAIR 





WRITE FOR NEW LITERATURE, 
IN NATURAL COLORS, ON THE 
REST-ALL CHAIR LINE 









28 W. MADISON AVE., YOUNGSTOWN, OHIO 





Scripto Provides History of Writing Exhibit 


An Indian’s crude line drawing, awkward evider 
of primitive man’s frustrating struggle for expressig 
is the major story teller in’ the historic display 
writing shown in the Henry Ford Museum’s travelj 
exhibit, Industrial Progress, U.S.A. 

The limestone pictograph points, with many thrillj 
examples, to man’s successful groping to conquer 
darkness of Stone Age incommunication, through 
quill pens of Europe’s culture to today’s sleek plast 
ball pens, produced by the millions, at prices milligg 
can afford. 

Scripto, Inc., was selected by the Ford Museum 
sponsor its first industrial display of the art and iy 
plements of writing, which was opened to the publ 
in mid-July in the main room of the museum 
Dearborn, Michigan. 

A compact glass case houses the exhibit. Over it § 
the legend: “The story of writing is the story of com. 
munication from generation to generation. The ar 
and implements of writing have freed man from th 
bondage of illiteracy.” 









































Freed “From the Bondage of Illiteracy” .. . 
Mills, executive directcr of the Henry Ford Museum, and Jama 
V. Carmichael, Scripto president, view the Scripto-sponsor 
History of Writing, now a part of Ford Museum's traveling @ 
hibit, Industrial Progress, U. S. A. 


Writing, long since recognized as the most importani 
and useful of the arts, has advanced rapidly in Amer- 
ica since early white settlers blotted their ink by pour- 
ing sand on it from pewter shakers. Stone slates with} 
their red felt bindings and red felt strings, stamp wail 
and sealing discs, styluses, varieties of writing fluids 
all came into their day of usefulness. 

As late as the mid 19th century, writing permanently 
was a complicated process. It required wetting a cloth} 
warming it with an iron, writing with a special ink} 
exposing the result for several hours to the hot sun 
and finally washing away the excess pigment. 

The early accessories of writing, many of them dis 
played in the Ford exhibit, ran the gamut from ele 
gance to commonplace utility. Hepplewhite writin , 
desks, circa 1785, were equipped with Sheffield silvé 
and cut-crystal ink wells, graceful quill pens and pele * 
cutters, sealing waxes and letter papers, while portablgr’#,) | 
writing sets were available for travelers including if eh, 
bottles, sealing discs, candles for heating the wal 
matches for lighting the candles, and an assortmel $3 want 
of feather quills. decide to | 

Inks were obviously a problem. Josiah Jonsonif'*®"~ ~ 
Japan writing fluid had its certain merits, and a fim 
named Iveson, Blakeman, Taylor and Company prt 
duced an extra-black ink called Spencerian. Potte 
ink bottles held this essential fluid, which sometiz 
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Everybody Profits More! 


these features mean more sales for you through more 
ofatisfaction for your customers: 












DENSIFIED KNEE-SPACE POSTS 





| A DESK FOR EVERY USER 









HOT LACQUER FINISH 
Walnut, Gray-Grain Walnut, 





| 





; DUST BOTTOMS 
ie YOu CAN’T DO 


BUSINESS FROM Desks stay cleaner, last 
AN EMPTY WAGON longer. 





.. and best of all — a Wise Economy price! 


Write for literature ... or send your order—TODAY 


HIGH POINT, NORTH CAROLINA 


WARSHAW’S WINNING TEAM ous 


awe Mh AS 
AOE MA aK 


--»- THE CHAMPION LINE-UP OF QUALITY FILING 
SUPPLIES AND GUMMED SPECIALTIES 





























MOM INFLAMMABLE 


INDEX TABS 


8Y THE FOOT 














-\OLPROT 


GUMMED 
O)} patcues [we 


























AT LEADING STATIONERY STORES 
THROUGHOUT THE COUNTRY 


VERTICAL FILE GUIDES © GUIDES © FOLDERS © INDEX 
CARDS © INDEX TABS © TRANSPARENT INDEX TABS @ 
BLANK INDEX STRIPS © ROLLED LABELS © PROTEX 
LOOSE LEAF PATCHES © ADDING MACHINE ROLLS @ 
PAKNEAT SEALING TAPE © PIN TICKETS @ 


THE WARSHAW MANUFACTURING CO., INC. 


2552 MAIN STREET BROOKLYN : 
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sfe DISPLAY BOOTH 344 
, CONVENT 


at N.S.O.E.A 





On k lar \ 


STYLED FOR BEAUTY, 


DESIGNED FOR FUNCTION 


talina desk lamp is 

market... 
tem] in s 1 years ahead in 
iu tior perat the desk 


today s offi e 


con- 
only 


\ k conterences or 

dict I you can use 
ivantage. 

ved lighting is 

Cal e 22-watt Circline 

it deal more re- 


THE REVOLUTIONARY CIRCLINE 


VERSATILITY PLUS! | 


FLUORESCENT DESK LAMP 
MODEL 8000 


available in brown or grey 


RETAILS AT JUST 


OL) ate 


INCLUDING “CIRCLINE” FLUORESCENT TUBE 


sults from it’s scientifically-shaped reflector 
shade oes whic h provides an even and bril- 


liant non-glare spread of light. 


If you have been “soured” on desk lamps 
by ordinary types . . . hold your fire until 


Y ’ 
trying a new Catalina 


Here’s the desk lamp that’s sure to win 
all your praise . . . because it produces far 
more light, far better light than you would 


believe possible. 


SPECIFICATIONS 


Maximum Height desk top to 
Swivels and shade) 
peri ime il position 
Diameter of ered hase. { 


ent tube . oper 


Genuine Circline 
at { \.C. current; in 


direct 


order 


INDUSTRIAL LAMP CORPORATION, Elkhart, Indiana 


from 


stant starting switch. Molded rubber cord is 8 
ft. in length 
All Metal construction. including shade. Bonder- 


ized baked enamel] finishes 
Shipping Weight 13 Ibs pac ked in individual 
cartons 

Complete Lamp Approved by Underwriters’ 
Laboratories 


the factory 


TOP DEALER DISCOUNTS 
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FAMOUS 


STYLED BY 
DESIGNER 
The Catalina’s 
beautiful styling 
comes from the 
drawing board 
ol Jac k Morgan 

outstanding 
American designer 
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seemed to dry quicker in the bottles than it did @ 

| paper. 

help you sel] The portable folding quill was a stylish prototyy 
40 | of today’s fountain pen. The graphite pencil, lea 

an easily erasible mark, brought new convenience § 


writing. The mechanical pencil appeared and the com 
« Wass ventional fountain pen moved into the picture, bo§ 
V e of them serving well. 





(trade-mark) bask, The Scripto ball pen is shown as a late arrival, " 

fs clean, inexpensive instrument with write-dry, nope @& 

Giciently .--MO0fe Prof; smear, permanent ink, natural writing slant, and Es 

xe @ Itab/ pacity for refilling. i 
mo - 5 y James V. Carmichael, Scripto president, attended thi 
unveiling of his company’s display as the guest gi ie 

William Clay Ford, president of the museum’s board gf 3 


trustees. Representatives of the 20 other leading 
American corporations who are co-sponsors of th 
unique exhibit were also guests. 

Through the display of objects old and new, Indug 
trial Progress U.S.A. tells the story of the growth @ 
American well-being in 20 major phases of econom 
life ... fashion, lighting, communications transport@ 
tion, timekeeping, and so forth. 

Mr. Ford called the co-operative enterprise the “beg 
way to keep the story of our achievements foremost § 
our minds.” 

“We want to tell the story of American industrig 
progress over the past century in the simple terms @ 
every-day living,’ Mr. Ford said, “as a nation, wer 
| inclined to take for granted the material advantageg wis * 

we enjoy over other countries. But the growing threat issv® 
| to our private enterprise system, both at home an pe” 











abroad, demands that we re-evaluate the benefits w tion 
derive from our way of life. —s 
“We are not yet 200 years old, yet we have carved \o' 

| from a wilderness the greatest and strongest county o 


in history. We must continue to exercise the basi 

freedoms guaranteed by our Constitution if we ant 
| to keep moving ahead to a still finer and more satif 
factory life.” 








| Urges Removal of Excise Tax 

“The removal of bread from every store and panty 
shelf in the nation would have a less damaging effeg 
on the country’s economy than would the eliminatig 
Comprehensive advertising and promotion of mechanical writing instruments, which have m 





help Vul-Cot dealers sell more efficiently 





. + more profitably. Advertisements in © GF Ce 





leading publications of the office 


management and school equipment fields lie “see —_ | oe —_— 





regularly call attention to the superior 
qualities of Vul-Cots—and, direct inquiries 
to the stationer. Direct mail and dealer = 7 
wees Ou 
helps such as folders for envelope no tas 


enclosure, office equipment reference 





sheets, illustrated price sheets, blotters, — It pay 
and electros for dealer catalogs, build : when } 
. some ( 
customer acceptance. For greater profit... Y = increase 
join the Vul-Cot Dealers now handling this Appearing Before Congress .. . C. K. Lovejoy urges a} “#m a 
; early termination date for the manufacturers’ excise tax on mé GF’s M 

nationally accepted line of waste baskets. chanical writing instruments as he represents the FPMPMA befor ¢ . 
; the House Ways and Means Committee. or a | 
any on 

For catalog and price information, write Dept. OA-10 substitute,” Thus spoke Charles K. Lovejoy, spokesmal} j0_,., 
for the Fountain Pen and Mechanical Pencil Mant les tha 

° facturers’ Association and executive vice-president a earn 
ay re | $ ' re) n re | | Scripto, Inc., Atlanta, Georgia, when he appeare a 

; before the House Ways and Means Committee @ 


Vulcanized Fibre Co. . August 11. | . 
. as Urging Congress to set an early termination dat 


upon the 15% manufacturer’s excise tax on fountal 


Pp ox 311 Wilmington, Delaware 
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© GF Co. 1953 


GF will double his MF* 


Your executives and department heads deserve the prestige 
that goes with GF’s MODE-MAKER desks 


It pays you worthwhile dividends 
when you seat your key men at hand- 
some GF Mode-Maker desks. Their 
imcreased morale steps up their enthu- 


siasm as well as their efficiency. 


GF’s Mode-Maker keeps its good looks 
tor a lifetime. The cost, compared to 
any one of your men’s salaries over a 
10-year period, is insignificant — far 
less than 1%! That's a low-cost, big- 
return investment that appeals to all 


practical businessmen. 


Mode-Maker is America’s leading line 
of business desks. Choose from many 
models for private or general offices... 
they're all as efficient as they are 
good-looking. 


Learn how your small investment in 
Mode-Maker desks for your employees 
will repay itself many times over. Call 
your nearest GF distributor or write 
The General Fireproofing Company, 
Dept. X-22, Youngstown 1, Ohio. 


Good metal business furniture is @ good investment 
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* MORALE FACTOR 


=o 


GENERAL 
FIREPROOFING 


MODE-MAKER DESKS 
GOODFORM ALUMINUM CHAIRS 
METAL FILING EQUIPMENT 

GF STEEL SHELVING 
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400%-600% PROFIT 


for you with 


EZYINDEX TABS 





The following advertisement is currently 
appearing in national consumer magazines, 
pre-selling EZ YINDEX Tabs for profit minded 


stationers. 
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STATIONERS: Take advantage of this 
national advertising. Stock and sell 
EZYINDEX Tabs. 





162 








and ball point pens and mechanical pencils, Mr. Love. 
joy pointed out that the 260 small businesses which 
manufacture mechanical writing instruments consider 
this tax to be the only levy placed by the Federal Goy. 
ernment on a too! used by millions of people to ear 
their living. 

Stressing the fact that certain types of mechanica] 
pencils are exempt from the tax, Mr. Lovejoy pointed 
out that considerable confusion now exists in the writ- 
ing instrument trade as a result of the fact that cer- 
tain luxury-type mechanical writing instruments are 
subject to a 20% retail jewelry tax, other mechanica] 
and non-mechanical writing instruments are wholly 
exempt from the tax, while still another group of me. 
chanical writing instruments are subject to a 15% 
tax at the manufacturer’s level. 

Mr. Lovejoy likened the mechanical writing instrv- 
ment to other tools used by people to earn their liveli- 
hood, such as the carpenter’s hammer, the mason’ 
trowel, the painter’s brush and other working tools 
none of which are subject to the excise tax. He claimed 
that none of these tools are more essential than pens 
and pencils and that the tax on the latter discrimi- 
nates against large masses of working people. 

According to Mr. Lovejoy, the Federal Government 
realized approximately eight and one-half million 
dollars during the twelve-month period ended May 31, 
1953 from the excises on pens and mechanical pencils, 
but he questioned the reality of this figure because 
many manufacturers were forced to absorb all or part 
of the tax, thus reducing their corporate taxable in- 
come. Mr. Lovejoy charged that the net gain to the 
Federal Government was far less than the $8 million 
reported collected by the Internal Revenue Service. 





Marks 25 Years as Typewriter Dealer 


Harold S. Merrill, proprietor of the Merrill Office 
Equipment Company, 8 S. Dearborn St., Chicago, is 
observing his 25th anniversary in the _ typewriter 
business. 

It was in September of 1928 that Remington Rand 
sent him to Norwood, Ohio, for training before keeping 
him busy for the next 15 years in Chicago. The next 
three years were spent by Mr. Merrill in servicing all 
the typewriters in the huge Dodge Chicago defense 
plant. 

With this background he opened his own business 
and credits the help of the Chicago Office Machine 
Dealers Association in his expansion. With four sons 
and a daughter to help carry on, the firm can well 
have a permanent place in the industry. 








Close-up on Clary .. . Producers Clarence 
Greene and Russell Rouse decided this Clary 
cash register added the right touch of modernity 
to a bar set for their forthcoming United Artists 
movie, “Free and Easy.” Richard Egan (pictured 
and Beverly Michaels are the film co-stars. 


OFFICE APPLIANCES, October, 195 











RECORD STORAGE BOXES 
Repeat Business Boosts Profits! 
Make your cash registers ring by stocking 
all 25 sizes. \t’s a real customer service to provide 
a uniform storage system for all office records 

and a money-maker for you! 
LIBERTY STORAGE BOXES are made of moisture- 
resistant high test corrugated fibre-board. 
Only LIBERTY combines economy with all of 
these features: (1) patented closures for spill- 

f protection, (2) factory 

ind indexing system for fast finding 
f records uniform high quality materials, 
1) natio1 idvertising and free 
promotional material to help 


dealers create more sales! 


prooj, 1uS 
ipplied labe 


) 
j 


profit more by selling 
both for the best in 


RECORD STORAGE! 


TRANSFER FILES 
Build Their Own Steel Framework! 


STAX ON STEEL combines the sturdiness of steel 
with the eco y of fibre-board to produce 

a trouble-free drawer-type transfer file. 

No shelving needed. Horizontal steel stackers 

fit into steel side-plates as units are stacked. 
Makes sturdy steel framework that bears 

entire weight load in rear as well as front. 

Units interlock through keyhole slots in metal 
side-plates. Masonite panels used in front and 
rear of drawers are covered with high grade 
corrugated fibre-board which is used throughout. 
Banker's gray fade-proof finish, metal drawer-pull 
ind other lustre-steel parts create neat front 
office appearance. Stack high to save space. 
Drawers « stick or bulge. Shipped flat. 

Sold on a money-back guarantee. 


NATIONALLY 
ADVERTISED 

IN LEADING 

BUSINESS PUBLICATIONS 
Tie in with free newspaper 
mats, circulars, counter 
and window 

displays! 
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NEW 
DEALER 
SALES HELPS 
for 
Winter Promotions 
Now Available 


FREE 
COLOR CIRCULARS 


with your imprint 
on 
e LIBERTY STORAGE BOXES 
¢ STAX ON STEEL TRANS- 
FER FILES 


Write for details 
on these and other 
dealer selling aids. 








there’s a NEED for a 

















The ideal Wrap Rack for the small office. Here’s another very popular Wrap Rack. This double-face Wrap Rack does double 
Has a 6 coat and hat capacity. Takes the Holds 12 coats and 12 hats. A streamlined duty. Has 24 coat and hat capacity. . 12 
place of the old fashioned costumer. number that is in a class all by itself. each face. It’s making new friends every day. 


WR-12 plus WR-12-A (not illustrated) ... 
that holds 24 coats and hats. If you haven’t one of our catalogues, send for it today.. 


Borroughs has the sweetest line 
you have ever seen! 


164 


all you do is add a WR-12-A to a WR-12 and presto—you have a unit 
it shows all and tells all. 


UMBRELLA HOLDER 
ATTACHMENT ACCESSORY 


Another feature of the Wrap Rack is its 
Umbrella Holder attachment which accom- 
modates 4 umbrellas, and can be attached 


to any upright of any or all units. Optional. 





OFFICE APPLIANCES, October, 1953 





OF 


‘go to town” with the Borroughs line 



































Gentlemen, this money-making line of Wrap Racks is made-to-order for you. = 
Outstanding in design and practicability . . quality built, of rigid steel con- *.) 
\ struction, spot welded for added strength. Coats hang straight . . there are no ; 
obstructions . . hats rest on round rods and not on dusty shelves. Every stand- rd 
ard unit is packed in a “ship-a-unit” carton .. all parts are in 1 package. Yes, . —— 
sir, if you want to “go to town” with Borroughs, write Joe Davis, sales man- ~ ——— 


ager, today, for your ticket to added profits. 





Extra! Extra! Look at these new units 
added to the Borroughs line! 





@ Whap cneck rack 


Wherever wraps are checked, the new Borroughs Wrap Check 
Rack answers the need to a “T”. This new rack is available in 
3 standard units to accommodate 12, 16 or 20 coats and hats 

. and all 3 are available in double-face units which doubles 
the capacity. In addition, “add-units” may be added to any 
standard unit, thus eliminating an upright post on each extra 
section. This is indeed a welcome feature. And remember .. 











there is no charge for Borroughs layout service. 












HCR-16 






ee. pi 8258 oo 


wart Wrap cmeen RACK BBD 


This unit has 4 tiers for hats and holds 4 garment hangers per foot. A feature of this unit 
is that it is attached to the wall by means of separate brackets which are furnished. 
Another feature is that you can add “add-units”. It's no wonder the swing is to Borroughs! 


BORROUGHS MAHUFACTURING Comrans 


IMPANY OF DETROI 


3002 NORTH BURDICK KALAMAZOO, MICHIGAN 
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Sales go up with the Myrtle line, because C 


we anticipate our dealers’ needs with C 

Y W ll | S products that meet current demands. BY 
y y ) aS er is high, because Myrtle products rs 

are loaded with extra selling features. an 


A STEP Ahead 6 


Excellence of Myrtle design, materials 


NW and workmanship means quality you can in 
* e 

romote and sell with confidence. “ 

with the yrtle Line ‘ 

- 

P.o« , pt 

rofits are insured with the Myrtle line, pr 


For over half a century Myrtle has been a leader in the field 
because progressive management has insisted on staying a 
step ahead of consumer demands for quality, comfort and volume sales. co 
efficiency. That’s why we say when yow sell leadership... ea 
you sell customer satisfaction. he 

in: 
an 
irt 


because it is competitively priced for 























e® . -* . no 
© * 

a” ° ° ua 

& 2 Sc! 

rc Step Into 7 = 

rt 

= SPACE 504-A, 505-A, 507-A a 7 

s : + 
$ Conrad Hilton Hotel ° 

evi 

® SEPTEMBER 26-30 e i 

3 bd sin 

es .. and you will see two steps that Myrtle e " 

6 has taken today to bring you extra s a. 

a sales and profits tomorrow. Pg to 

a s 
« - wh 
© e 

See ee?* or 
(No. 5361-F) 4 
oul 

in 

| | FORMICA TOPs we 
Perfectly matched with the Fa 
grain and finish of the natural woods, qui 
, tha 

these tough, durable tops are cig- vale 
orette burn-proof, alcohol and water- ote 
proof and highly scratch resistant. P J 
Tol 
tior 

det 
sun 
the 
strc 
cor: 
[2 PACKAGED OFFICES ‘ 
' Myrtle offers you an all-from- cial 
one source buying plan that includes pub 
layout and decorator service, and me. 
enables you to sell a complete of- casi 
fice with maximum economy and of 1 
efficiency. pric 
int 
go | 

list 


est 


BETTER DESKS e i, 4 
MYRTLE DESK COMPANY ARE MADE OF WOOD part 





DESKS you 


HIGH POINT, NORTH CAROLINA 





r 
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On the Canadian News Front 


Our Industry Across the Border 


BY SPECIAL CORRESPONDENCE 


Stationers’ ( f Canada, Inc., has launched an 
t al the hope of imoressing the 
Canadial! ve ent with the harm to consumer 
und trade alike existing resale price maintenance 
legislation. Tl th three former presidents of the 
G 1 issued nts condemning the law. 

Said Gage H. Love, vice-president and general man- 
ager, W. J. Ga & Co., Toronto: “I have no hesitation 

ying that ting RPM law to be in the long 

sound al xtremely dangerous . The man- 
irer’s ability to protect his brand names is dis- 
appearing while rapid growth of the supermarket 
phenomenon i ng it essential that his inherent 
property right his branded products should b2 
more rather tl ess respected 

To the manut er, this situation has not yet be- 
rmful a as somebody is willing and even 
eager to distribute his products. But what about the 
harm that may be ne to other established distribut- 
ing systems? F me retailers and wholesalers, large 
and small, th e could be done suddenly and 
irreparably. It int that deserves consideration 
n nly with to assuring fair play to individ- 
ials but alst e aim of avoiding the irretrievable 

rapping of a established business system which 
we know works well for everyone—consumer, retailer, 
wholesaler and ifacturer 


Pressures Told 


Under prest ircumstances dealers are free and 
even encouraged ell similar articles for different 
prices, but by law they must be able to buy them for 
similar prices if they buy like quantities. Two tend- 
necies emerges e is pressure on all manufacturers 
to reduce cost n to the extent of lowering quality 
to point of mediocrity or even shoddiness—a point 
where all competition except that of price disaprears; 
wr there is pre l yn the smaller manufacturers to 
get out of the pi e entirely and leave the field open 
t I} nopo.y 

More of u Canadian business should inform 

elves as t is going on in the United States 
in this whole ection. Whether we like it or not 
we are influence y U.S. practices and customs. The 
Fair Trade e has been going on there for 
juite a while now. Evidence is piling up to the effect 
that brand nan tection is a desirable thing—that 
t rotection { the public as well as for the brand’s 

J. S. Luckett esident, Luckett Loose Leaf, Ltd., 
Toronto, said nvinced the Canadian legisla- 
ti ‘ step that eventually would be 
detrimental not to small businesses but to con- 
sume! The vi t that practically every state in 
the United State gone back to ‘Fair Trade’ is 
strong evide1 t ur present regulation is not 

TTe 

This legislati supposed to do two things espe- 

I lowe! of living; and, to protect the 
publi nd th Jusinessman against monopolies 

It has ha preciable effect, if any, in either 
AaSé One to observe the rapid expansion 
f the ipern ts to see the effect of uncontrolled 
price itting The same trend is branching out 

ther in For example, you only have to 

go into a few of t e large places to find a growing 

list of stations normally sold by those small- 

t of isines the local stationer and news- 
Will the st er be next to disappear? 

As a manuf you may say that we are not 
articularly inte ( and frem a shert-term view 


But there is a long-term 
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Indiana Chairs 


BiG 


Bargain for Buyers! 


Indiana Chairs are not sold in basements or marked 
down in price. Yet they are one of the biggest bargains 














your customers can buy. Indiana Chairs are built to with- 
stand year after year of rugged use . . . to keep your 
customers permanently satisfied. This is only one reason 
why every Indiana Chair you sell means more business for 
you. Let us tell you the whole story. Write today. 


See these chairs in Room 526-A Conrad Hilton Hotel Sept. 
26 to 30. 


Indiana Chair Co. we 


JASPER, INDIANA 
ub) 





MEMBER OF WOOD OFFICE FURNITURE INSTITUTE 
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Appointments for the 
Entire Week 
on ONE spread of pages 
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The ideal appointment book for doctors, dentists, 
lawyers, beauty shops, barber shops, buyers, etc. 
Entire business week on ONE spread of pages 
eliminates day-by-day “page thumbing” . . . ap- 
saves time and trouble. 


pointment mix-ups 
Quarter-hour breakdowns two columns per 
day . . . hours from 8:00 A.M. to 5:45 P.M. with 
space for evening appointments. Fully dated for 
calendar year of 1954. Undated book also avail- 
able. 


Bound in one-piece simulated leather cover—dur- 
able, attractively embossed, cushion edges and 
round cornered. Flat opening, tear-resistant wire 
binding. Smooth, heavy buff stock printed in 
green. Retail price: $2.50 


Mail coupon below 
for sample and 
dealer intormation 
COLWELL PUBLISHING 
COMPANY 
115 University Ave. 
Champaign (5), Illinois 





Please send me a sample copy of Colwell’s Appointment Log 
and complete dealer information 


Name 


Address 


City State 





view we like to take on all things. . . and I definitely 
and honestly believe that in the long run our smal] 
merchants give us, in many instances, the best support 
and serve the public in the best way because they 
give individual attention yet they are the ones 
who may be forced out of business by these large 
organizations who have cut prices on one line and 
make it up on something else. 

“I do not believe small merchants in any line, man- 
ufacturers in the stationery industry or wholesalers 
are getting rich quick. In fact, an analysis of the cost 
of doing business shows the net profit at the end of 
the year to be just the reverse. In any merchant sells 
one item for less than he should there are only two 
avenues left; and, that is to charge more for some- 
thing else or eventually go out of business.” 

Eugene Charters, president, Charters & Charters 
Ltd., Montreal, termed the retail merchant and his 
ability to function efficiently as “vital to our economy. 
Unfortunately, the vast majority of the smaller retail- 
ers are not able to exist without assistance from the 
manufacturers in the form of price maintenance. 
Human nature being what it is, it is impossible to 
persuade some merchants of the necessary markup 
needed to stay in business; the thought being that if 
enough goods are sold, no matter at what markup, a 
profit must result. This policy, if pursued, will ulti- 
mately result in bankruptcy, but in the meantime his 
fellow competitors are dragged down with the unin- 
formed merchant. 

“The only practical solution is for manufacturers to 
set a fair resale price on their own products and see 
that it is maintained to the best of their ability, with- 
out it being unlawful to do so. Inefficient retail- 
ers should not be protected by a high mark-up but a 
sufficient profit must be allowed so the merchant can 
give adequate service and quality merchandise ; 
The present situation, if allowed to continue indef- 
initely, will work untold harm to smaller retailers in 
particular and to the buying public in general. 
The government must be shown the fallacy of its pres- 
ent law, and the most effective way is for the buying 
public at large to convince the government of this 
fact.” 

* . © 

General expansion of business conditions in the 
Edmonton, Alta., area has been enormous during the 
past five years, Stuart Vogan, president, Willson Sta- 
tionery Company, Winnipeg, told newsmen during a 
tour of western Canada branches. He was accompanied 
by Thomas Lawson, a director of the firm, who pre- 
dicted that business would continue to be good. 

“We must expect some fluctuations but in the long 
run, the future of Canada, and particularly the west, 
would seem to be very bright,” he said. He revealed 
that in addition to the sale of office furniture and 
supplies, operations of the company were now being 
expanded to include designing and contract planning 
of offices. 


* . * 


Fred Porter, Simcoe, Ont., has opened his completely 
new stationery store, offering an expanded stock of 
merchandise. He already has had five years in the 
trade locally to his credit. The new location features 
a 20-foot frontage, with two large modern display 
windows revealing the store’s depth of 104 feet. One 
of the windows is designed to feature office furniture 
and supplies. All interior fixtures and shelving are in 
natural birch plywood, the walls being finished in 
rose tan with aqua green trim. The floor is in two- 
tone beige and green marboleum tile with black trim. 

To the right of the main entrance is a magazine 
section, followed by a large display of greeting cards. 
The north side of the store has 460 feet of shelving 
devoted to office, school and general stationery. An 
island showcase at the store entrance shows general 
merchandise while two others feature fountain pens 
and related equipment. Mr. Porter is a native of 
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“outstandin ely 
useful” 


says Gene Calkins, New Mexico School Supply Co., 


Albuquerque, New Mexico, 
about OA’s Profile of a Dealer 


Have Your Own Personal Copy of the 
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individual copies 
of the PROFILE 
$2 each 





office appliances 


600 West Jackson Blvd., Chicago 6, Illinois 
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PROFILE 


Although this report of dealer policies and practices is appearing 


n OFFICE APPLIANCES each month, many dealers have 


ordered copies of the complete booklet for their own personal 


use. They tell us they are using it as a yardstick for comparing 


t 


Salesman compensation plans . . 
self-service .. . 
delivery policies .. . 


. . « promotion methods . . 


heir activities with those of dealers with similar problems. 


The Profile contains 32 pages of data vital to you— 
. store location... 

number of employees . . . package selling . . . 
repairs and rentals .. catalog selling 


. and other important information. 


This information should be on your desk .. . 


handy for reference at all times. 


Use the coupon below to reserve your personal copy of 


Profile of a Dealer—attractively bound in plastic and 


compiled for easy use. 


Pleas 


send a personal copy of the 32 page report, 





ofile of a Dealer 


[] $2 enclosed [] Please send bill 


name 


company name 


street 








Hi-Lo Typewriter Stand 


Featuring PEDAL TOUCH! At 
the mere touch of the foot it 
raises for smooth, swift rolling 
—or drops and locks into 
extra-firm typing position! 
Heavy gauge welded furni- 
ture steel construction. Four 
handsome finishes. 





HOWARD Storage Cabinet 


A complete selection of steel 
storage cabinets — at unu- 
sually low prices! Constructed 
of heavy gauge furniture 
steel. Shipped set up, ready 
to use.* 




































The HARPER File 


Full suspension—8 rollers 
to each drawer. A quality 
file at surprising low cost! 





oS 
~ Dust-proof, enclosed bot- 
tom shelf. Legal or letter 


“g [ size—2, 3 or 4 drawers." 
new 
this aS happen 


silane S hud ‘, 


new wud improved 
METALSTAND Linc! 


This could happen to you! Because 
METALSTAND has recently gone “all 
out” to make this line the best value on 
the market. Though the prices are still 
practical—the quality is now superior! 


Only the best goes into this new and 
improved line —the finest materials, GOLDEN 

expert engineering and master construc- Non-Suspension File 
tion throughout. Why not order the 
better-than-ever METALSTAND line — anita eee 
NOW! It moves fast! ae WN gi 


filing cabinet that's perfect 


Introducing a brand new 


for those who want quality 
SUSPENSION AND NON-SUSPENSION FILE CABINETS but at a low, low price!® 
STORAGE CABINETS — TYPEWRITER STANDS 


*All filing and storage cab- 
METALSTAND COMPANY noe oe ee 


170 


mahogany finishes. 


7516 to 7524 State Road 
Philadelphia 36, Pa. 
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Toronto, a World War II veteran, and actively con- 
nected with most major civic and sport groups in 
Simcoe 

o 7 * 

Edward Ettinger, executive vice-president, Paper 
Mate Company, Inc., recently visited the Canadian 
West. In Calgary, he told newsmen that his company 
is considering establishing a plant in Canada for the 
production of his company’s retractable ball-point pen. 


site. Paper-Mate Company was founded four years 
ago by 26-year-old Patrick Frawley. The firm now 
sells two million pens a month in the U. S. and Canada 
and according Mr. Ettinger now dominates 50% of 
the ball pen business and 30% of the pen business. 
The volume business this year is expected to reach 
the $30 million mark, he said. The company has four 
plants in Culver City, Calif., which also produce four- 
and-a-half ion precision-made refills a month. 
~ > * 

Ribbon Fabrics Inc., Montreal, is now located in new 
and more extensive premises at 9500 St. Lawrence 
Blvd., Montreal 

” 7 

Stationers’ Guild of Canada, Inc., headquarters in 
Toronto have announced that plans are already under 
way for the 1954 annual meeting which will feature a 
product exhibition. The meeting will be held in To- 
ronto’s King Edward hotel, May 17-19. The program 
‘committee is headed by A. G. Lancaster, Toronto, with 
Hugh L. Kennedy, Montreal, as vice-chairman, and S. 
Tackaberry, Windsor, with power to add to this num- 
ber. The exhibits’ committee is headed by George 
Basil, Toronto; J. S. (Jim) Luckett, Jr., is vice-chair- 
nan, and they have power to add to their group. Only 
Guild member-companies will be permitted to exhibit 
contracts will be issued as soon as complete details 


are arrange 


ana 


* * * 


Harold A. Frohn has been appointed general man- 
ager of Murdock Rex-Rotary Duplicator Company, 
Toronto, it was announced by the owner, Esther M. 
Doyle. He has been sales manager of the firm for the 
past yeal 4 native of Copenhagen, Denmark, Mr 
Frohn served five years in the Intelligence Service 
during World War II. He has had extensive sales and 


executive experience in the duplicator field, having 
been with the Rex company in Denmark and Sweden, 
before joining the Toronto company. 

> > ” 


pointment of Colin S. Glassco to the position 

vice-president and general manager of Appleford 
Paper Products, Ltd., Hamilton, Ont., has been an- 
nounced by E. Norval Hunter, president of the com- 


pany 


” > 7 
Apsco Pri (Canada) Ltd. is now the name of 
the former Automatic Pencil Sharpener Company of 
Canada, Ltd., J. J. Evans, sales manager, has an- 


nounced. Canadian headquarters are located at 43 
Yonge St. in Toronto. In addition to pencil sharpeners, 
Apsco is now offering the Canadian trade stapling 
machines, staples, staple removers, two-hole punches, 
envelope openers and electric erasers 

» 7 * 


Little of Everything: Roneo Company of Canada, 
Ltd., Halifax showroom and offices are now located at 
163 Hollis St that city. ...L. W. (Wes) Zimmer- 
man, Ontario Paper Company, Thorold, Ont., is new 
district deputy governor of Region 5, Lions Interna- 
tional. He is a past-president and charter member of 
Port Dalhousie Lions Club... . Underwood Ltd., Sarnia, 


Ont., branch, since the recent tornado hit that city, 
has been operating from a temporary location at 116 
E. Main St., W Boyce’s Stationery, Brantford, 


Ont., recent 


Wit! a SsDé 


elebrated its first business anniversary 
pre-school opening promotion. 


OFFICE APPLIANCES, October, 1953 





BIQO2ZE Electric Printing Calculato, 


barrett 


TEN-KEY PRINTING CALCULATORS 





ADDING AND LISTING 
DIRECT SUBTRACTION 
MULTIPLICATION 
DIRECT DIVISION 


The two models shown here, the Barrett Electric B192F. and 
the Barrett Hand Model B1g2, are designed to save machine 
hours continuously——/or years to come. Both have many 
exclusive fe atures, precisioned by Monotyy 


! —_— . 
Dials visible at all times and all calculatior ire shown on 


printed proof. Special Multiply Key, as easy 


iple as adding. Transparent paper 


and | y 

| utter tor omplete visibility. Items and totals 

| f) UP tO 9,999,999.99 

| BARRETT ADDING MACHINE DIVISION 


——— __ Lanston Monotype Machine Company 


['wenty-fourth at Locust St., Philadelphia 3, Pa. 


B192 Hand-Operated Printing Calculator 
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COMFORT- 
CONTROLLED 
MOTION 





“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design .. . 


buy Collier-Keyworth! 





COLLIER-KEYWORTH CO. 


SSACH DUS: 
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Hughson Sales Company, office equipment and furni- 
ture dealers, is a new firm operating in the heart of 
downtown Hamilton, Ont. Gestetner (Canada) 
Ltd., Toronto, is planning alterations to its main offices 
and showrooms. Eastern Paper Products, Ltd, 
Halifax, has appointed Garfield Killam as a city rep- 
resentative, and Gerald T. Scott to cover the south 
shore and Truro in Nova Scotia, Prince Edward Island 
and southern New Brunswick . Lordly Jones Com- 
pany, Hamilton, sponsored the recent annual picnic 
of the Stationers’ Association of Hamilton 
* * » 

Rollit Products, Ltd., Brockville, Ont., is completing 
an addition to the plant which will increase the floor 
space by 60‘ The company was founded by E. G, 
Dowell, Elmhurst, Ill, who obtained manufacturing 
rights to the Rollit pen in Canada. Today, his son. 
W. B. Dowell, is president and the firm is an independ- 
ent Canadian corporation 

» * 

When Underwood, Ltd., Toronto, decided to devote 
full time to the manufacturer and sales of office 
machines and equipment, arrangements were made for 
the 63 employees of the company’s former stationery 
sales division to form a new company, United Station- 
ery Company, Ltd., Toronto. President and general 
manager of the new firm is W. J. O’Reilly, for many 
years manager of Underwood’s stationery division 
H. B. Boynton is vice-president and assistant genera] 
manager; C. M. Coo is secretary-treasurer 

* * * 

Albert Rolland has been appointed eastern sales 
manager of Rolland Paper Company, Ltd., Montreal, 
according to an announcement by Roy H. Ecclestone, 
vice-president and director of sales. Mr. Rolland will 
be in charge of sales activities from Ottawa to New- 
foundland. He has been actively associated with the 
company since 1934 and is a member of the board of 


directors 
. * * 


Winnipeg Envelopes, Ltd., Winnipeg, is erecting a 
new two-story building on Notre Dame Ave. in that 
city. The printing department of Willson Stationery 
Co. Ltd. now occupies the ground floor of the present 
Winnipeg Envelopes building and this department is 
itself in need of more space for its operations, a 
spokesman said 

_ * * 

James C. McCoy is now manager of the Vancouver 
branch of Royal Typewriter Company, Montreal. He 
has had many years experience in sales and service 
work in the field. 

> * * 

George E. Findlay has been elected to the board of 
directors of the W. V. Dawson Company, Ltd., Mon- 
treal. He has been associated with the firm for many 
years and since 1951 has been production manager 
of the envelope division. 

. * * 

C. R. Saunders, president of Index Card Company, 
Ltd., Toronto, manufacturers of the I/C line of filing 
supplies, has announced completion of an addition 
of 6,000 square feet to the warehouse in Toronto 
Index Card Company was founded in 1918 by the 
president and since that time has sold its products 
only through the stationery and office equipment trade 

* _ * 

Montreal Chapter, National Office Management As- 
sociation, received two first awards for public rela- 
tions’ planning in 1952 at the recent International 
NOMA conference, held in Boston. The Montreal 
group took first award in its own class, which com- 
prises 150 members or more; then won out in compe- 
tition with all 139 NOMA chapters, thus gaining the 
Grand International Achievement award. This is pre- 
sented to the chapter that achieves the highest con- 
tribution to the association through dissemination of 
news concerning its activities and services 

First time in history that a Canadian chapter won 
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This internationally famous exposition, the first and largest Show of its kind in the 
United States, is expected and welcomed year after year by business management. 
They know it as “their Show because it presents to the entire business community 
the latest developments in everything needed to construct, maintain and operate the 


modern office. 


Most progressive firms will exhibit 


so that you may see the latest and best develop- 


ments. They will be glad to furnish complimentary tickets. 


26 leading management associatio 
their members attend. 


OCTOBER (9th thru OCTOBER 24th 


Daily 1 P.M. to-10 P.M. + Saturday 1 P.M. to 6 P.M. 


RUDOLPH LANG, Managing D 


ns throughout the country have planned to have 


GRAND CENTRAL PALACE 


480 Lexington Ave., New York 18, N. Y. 


irector, 33 West 42nd St., N. Y. C.* PE 6-6760 





New York City, the world’s 
capital of business and 
finance, celebrates its 300th 
Anniversary and honors the 
National Business Show for a 
half-century of service by 
proclaiming Oct. 18-24, 1953 


BUSINESS WEEK 
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MURPHY-MILLER, INC. presents 


A Premier showing of “Embassy 
Reception Grouping”, a complete 
reception room to retail at 
$199.00 
spaces 374-375 


A Mur-Mill dealer planned promotion 
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rd ‘iE accepted officially in Boston by 


*neé awaliG i 
gr. G. Stirling, iblicity chairman of the Montreal 
sroup. Local pter officials attributed much of their 
success to the Business Show held in Montreal 
yhich drew the largest attendance since NOMA bi- 
ynnual shov started there seven years ago 
j. J. Russell the show’s general chairman and 
p. B. Larke chairman 
+ * ~*~ 

Progress N Lowery’s Ltd., Port Arthur, Ont 
has opened store which features many interior 
mprovement more window display space. 

n To! V. Joyce & Sons officially opened a 
ew store wi! 1ow devotes much more space to 
ationer’ well as a complete floor of office 
furniture : h Stationery Shop, Welland, opened 
its new store July 6. A brand new building, it fea- 
tures mode eniences in display and layout. To 
elebrate the ion, some 39 suppliers and friends 
vere entertai t dinner by the owner, Alex Smith 

his tw Murray and Fraser. .. . In Dryden, 

O1 Alex W is now in the process of enlarg- 





News Notes from Maritime Provinces 
w. J. McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B., CANADA 
Conspicuou reunion held at Saint John, N.B., 
membe! he Sixth Canadian Siege Battery, 
was ed in Saint John during the first 
ld war, a for overseas action from there, 
L. T. Allen Saint John. He was the original 
mma ndi fficer of the battery, and in behalf of 
he unit, he a memorial wreath on a cenotaph 
a emorial in Saint John. Mr. Allen is a 
in membe f the staff of J. & A. McMillan, Ltd., 
more th entury dealers and distributors in 


, 
ffice equipmé 1 supplies 


* 


P. O. Soulis, iger of the Saint John N. B. branch 
f Soulis Typewriter Company, Ltd., a consistent 

thusia l was the winner of the top prize 
npetiti ing one month at a golf course in 


‘ffice M Ltd., St. John’s, Nfld., is the pres- 

id been named the Dominion Ma- 

inery & I ent Company, Ltd., distributors on 
Newfoundl Labrador of R. C. Allen office ap- 


typewriters 


vi ifine B I Montreal, Que., is celebrating its 
ibution of office appliances 
* * > 
Of! nent, Montreal, Que., has been ac- 


tee] chests 
Robert P. Fortier Montreal, Que., who died re- 
66, was president of Jos. Fortier 
inded over 25 years ago by his 
eph Fortier, a manufacturer of 
ife died about a dozen years ago 
Montreal, Que., is featuring the 
lerwood and Smith-Corona port- 
the homes 


Ltd., branch at Saint John, N. B 
rvice and supplies on adding ma- 
\ tic provinces. W. E. Logan is agent 





Gatewood Sells Book Store 


' r¢ recently sold the Texas Book 
ity of Texas drag in Austin, to 
J. He er of the Hemphill Book Store 


Gatev perated the Texas Book Store for 
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CARBON 
PAPERS 


TYPEWRITER, BILLING, FAN- 
FOLD, PENCIL, CARBON JACK- 
ETS, REGISTER ROLLS. 


EXCLUSIVE 
CARBON GRIPPER 
included FREE 


with each 





A shal nih INKED RIBBONS: Typewriter, 
Treated,” Tabulating, Addressograph, 
“Sup naan : Time-Stamp, Bookkeeping Ma- 
Kote” and chine, Adding Machine. 
‘*Keen- HECTOGRAPH SUPPLIES: Car- 
Rite’ (Not bons, Master Units, Ribbons, 
for sale). Duplicating Supplies. 


We Invite Your Inquiries 


Cal dL OQ" MANUFACTURING CORP. 


Factory: Coraopolis, Pa. 
401 Wood St. 564 W. Monroe St. 
Pittsburgh 22, Pa. Chicago 6, Ill. 


40 E. 40th St. 
New York 16, N. Y. 


vis 
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No. 3 MULTISTAMP P Dupli ator with Printing Guide 
PRINTS LETTERS..FORMS.. 
POSTCARDS .. MENUS 


1000 or more clear, sharp copies without 
re-inking. Prints practically anywhere. . on 
paper, cloth, wood, packages. Just type, write, 
trace or draw on inexpensive stencil..snap 
it on duplicator and print—like usinga rubber- 
stamp. New pre-die-cut ““FORM-CUT”’ stencil 
prints shipping form and identification data 


in one operation 
MARKS BOXES . . CARTONS 





Portable, non-mechanical, of non-corrosive metal, 
replaceable ink pads. 8 complete outfits: $9.50 to $99.50, 
including supplies (f.o.b. factory). Write for literature 
of see your office or shipping room supply dealer 






THE QRIGINAL HAND- STAMP STENCIL DUPLICATOR 





OVER 3() YEARS 





OLTISTAMP 


STENCIL DUPLICATOR fF 


MANUFACTURED ONLY BY THE MULTISTAMP CO NORFOLK, VIRGINIA 
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News Notes from NSOEA District No. 4 
R. E. HILBURN, CORRESPONDENT 
P. O. BOX 2835, GREENSBORO, N. C. 

You've all read of instances where somebody made 
a mad dash for a plane or train only to miss it by 
seconds and then hear that it had been wrecked with 
large loss of life. Well, Ray Wells, F. S. Webster Com. 
pany, had an experience just about as fortunate, o 
unfortunate, depending on how you look at it. He 
and his family came home one night during a heavy 
storm and had to wait out in front for the rain to le 
up when wham!!—lighting struck the house. Ray says 
the entire front will have to be rebuilt. 


* - + 


Central Stationers, Inc., Miami, Fla. announce thei 
removal to a new and more convenient location at 
70 N. E. Second St. You gotta get central to be Central 
(Some pun.) 

” * * 

Comes word that Foster-Parkes Company, Nashville 
Tenn., is building itself a fine new building out at 
1305-7-9 Demonbruen St., 150 x 175 feet, and expects 
to move in about January 1. The new store will be 
on one floor with a half-basement for storage. Plenty 
of parking space and air-conditioning combine to make 
the new job the last word in office supply requirements. 
Hilliard Wood, president of the firm, will own the 
building so the landlord will be “in the family.” 


* * . 


Nashville recently had another expansion quite 
worthy of note and honorable mention. Bill Fer. 
gerson, buyer for Ambrose Printing Company, comes 
in on the morning of July 26 and starts passing out 
cigars like mad. Said Kathleen Anne had moved in 
with them and expected to hang around a good many 
years. She is the Fergerson’s first but I have a new 
stick of chalk and plenty of wall space so keep me 
informed Bill. 

- e 7 

Mrs. Hazel Seybt sent me an invite to an event to 
be held September 4 in Greenville, S. C., but a pre- 
vious engagement in Virginia prevented my being 
there. The event was the marriage of Shirley Jean 
Sevbt to Franklin David Bryson. 

7 + » 


G. L. Wilbourn, who for 40 years was with A. R 
Taylor Company in Memphis, Tenn., then for seven 
years with E. H. Clarke & Bro., has returned to his 
first love—A. R. Taylor Company. 


* * * 


All of you old-timers, and most of the newer trav- 
elers, will remember “Miss Mary,” who for many years 
was with A. R. Taylor Company, Memphis, and then 
with Marvin Ellis since their opening. “Miss Mary,” 
or Mrs. Mary M. Covington, passed away on July 18. 


* * a 


The office supply business must really be humming 
in Memphis. Joe Maura writes that a remodeling 
“blitz” has struck there. A. R. Taylor Company has 
completely remodeled with new fixtures, including the 
latest self-service units, new tile floor, new lights and 
paint job. Boy—bet the new job is a honey! 

Don’t know which one came first but the bug must 
have been catching because E. H. Clarke & Company, 
19 S. Second St., did the same thing with new tile floor, 
lower ceiling, new reflectors on the lights, new self- 
service cases and a new sign out front. Congratulations 
boys—sho’ would love to see the new jobs. 

: “ - 

W. J. Douglas, who some time ago joined the sales 
force of James A. Head & Company, 2013 First Ave., N., 
Birmingham, Ala. has been joined by his son, who was 
with him at Douglas Office Supply. 


* . . 


Powell Office Equipment Company, Rocky Mount, 
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R Art M Planners have liter- ning Service is free! Makes no dif- To get this free service simply call 
ver ore space for scores ference whether your office is large your local Art Metal representative, 
hi ms by revising old or small. If your problem stems from and write today for your free copy 
youts, st ning work flow. This the necessity to move, build, expand of Art Metal's nationally recognized 
ew pproach to office lay- or modernize an Art Metal staff 98-page manual: “‘Office Standards 
ay zing efficiencies man, trained in office layout, is ready and Planning.” Address Planning 
ar time, saves money to help you plan new efhciencies, Service Department, Art Metal Con- 
1e1 R Art Metal Office Plan- new economies. struction Company, Jamestown, N.Y. 
y 
in There Art to Office Planni: 
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ART METAL DESKS Job ART METAL SPEED-FILES —Give ART METAL POSTURE CHAIRS— 
os Planned" to help you get 15% more filing capacity, Unequalled seating comfort 
im more done in less time, with 33% more filing speed. Pro- working or relaxing. Exclu- 
N ess fatigue. Handsome, mod- vide lowest overall vertical sive “Tilt-Action” seat. ‘‘Live- 
as ern in design with inter- dimensions of any 5-drawer Action” back automatically 
changeable drawers, highest file having standard height provides full body support in 
qua cons drawers with guide rods. any working position. 
it This Art Metal Ad is Currently Appearing in National Business Publications. 
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e Plain envelopes . . . clasp envelopes . . . 
special purpose envelopes . . . file folders, pockets and 
jackets . . . flat wallets or expanding wallets . . . you'll 


have in stock exactly what your customers have in 
mind when you depend on Quality Park’s quality 
products, quality packaging and quality service. Nearly 
400 styles, sizes, stocks and weights of envelopes that 


guarantee customer satisfaction and repeat business. 
QWALINOW IPAURIK IONVELO PIs CO 
QUALI IPAURIK IANVELOPIS CO. 
General Office and Factory, Quality Park, St. Paul 4, Minnesota < Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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N. C., has moved to much larger and nicer quarters 
at 127 Sunset Ave. The new store is 32 x 100 feet with 
qa second floor for furniture display and storage. It is 
directly across the street from the Center Theatre. 
Bob added some new scenery, too, in the form of 
Eloise Swanson. 


* * * 


Another move of note was that of Clayton Printing 
House, Tarbo! N. C., to 101 Church St. The new 
location i the telephone building smack in the 
middle of thi Clayton and son Charlie expected 
to have thei formal” opening about August 25. 


* > x 


Congratulations to “Mayor Pruden,” Pruden’s, Roan- 
ke Rapids, N. C., on being re-elected recently for his 
‘d term as Mayor. They must like the guy. We do 
by golly. Bet NSOEA would love to have a “Mayor” 


ad * * 


Here is where a stationer in the 4th district is 
yranching out into the 3rd. The Holloways, operators 
f the Office Supply Store, Ahoskie, N. C., have opened 

branch store in Emporia, Va., called the Office Sup- 


ly Company. George Jones is managing the new job 
t the buyir i till done at the Ahoskie store. 


Sam T. Wyrick Sr., S. T. Wyrick & Company, Inc., 


117 N. Greene St., Greensboro, N. C., recently under- 
ent a majo! peration—August 22 to be exact, to 
rrect an ailment of long standing. Sam is coming 

ilong fine but will be out of circulation for about 60 
lays, sO } lys can make his road to recovery a 
t easier if you will write him a letter or card right 

Send it 1 lis home at 214 N. Ridgway. 
* * 


Hear that George Florence has switched again. This 


time George is with the Book Store at the University 
f Georgia in Athens. National Blank Book’s new man 


Bob Cannon, out of Jacksonville, Fla. 


Nobody, including even him, has given me the de- 
ails on this piece of news but our hard working Secre- 
tary Charlie has joined our “hernia” club. Charlie did 
this in Cincinnati, of all places. What’s the matter 
Charlie, don’t you like the Atlanta docs? Incidentally, 


lad to hear he is doing fine. 


- 7 


The Pea k Decatur branch of Bob and Marty, 
ave another baby girl. No other details were given 
by my hard working (?) cub reporter except that she 
the spittin’ image of Bob. Golly—what a break for 

irl! An with her mama so pretty too. Congratula- 
and keep it up kids. I got a new stick of chalk 


- 


Better cal it the Marines folks. That “Atlanta 
Click” is getting two more new members. Bender 
Ralph, I me Ralph Bender recently rejoined their 
<s and now word comes that Wilson Jones is con- 
tributing a new member in the person of the new 
Southeastern manager, Ted Myers. Ted will have 
to move from Greensboro, which I know he would 
rather not it as it is quite an advancement he 
couldn’t turn it down. Congratulations Ted. We will 
miss vou her‘ Greensboro 





* < > 


Hear where e of the paper houses’ Florida repre- 
sentatives has recently bought himself a station wagon 
to travel in. Wouldn’t want to say which paper house 
but it’s located in Atlanta and this guy’s name is Jack 
n live Jacksonville. Wonder if he has any 
leas of git Ruby Green some competition down 
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Capillary-Action 
Hondipen Desk Set 


Capillary-Action 
Handipen Desk Set 





aids | boost your |.. 


please your 
customers 


C5 5p 


f J 





Sanitouch 
Moistener 


These Sengbusch desk items — 
smarten the appearance of any 
office, save time and effort on 
any desk. 







® Capillary-action Handi-Pen 
desk sets end refilling nuisance. 
Tremendous fresh ink supply 
in base assures easy, effortless 
writing. a Ideol 

Moistener 

® Kleradesk organizes papers — 
keeps desk neat. 


® Cata-Rack keeps heavy catalogs 
and books filed, easily accessible. 


® Moisteners — a complete line 


for every need. Cata Rack 


Free circulars, blotters, dis- 
play cards, etc. help make 
your sales job a cinch. Stock 
up now on this fast-moving, 
profitable line. 





No-Over-Flo 
Sponge Cup 





353 Sengbusch Building 


Milwaukee 3, Wisconsin 


See us at the 47th National Sta- 
tionery and Office Equipment Show, 
Booth No. 85, September 26 thru 
30, Conrad Hilton Hotel, Chicago = 


Kleradesk 
(Steel and Steeless) 
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in the ful-Uu window 
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Sell ’em Faster!" are particularly 


you can gain 2 ways! 


seul 
"EM 
raster! 





Stationers! Display men! Store managers! . . 

Here’s your chance to win a substantial cash award... 
and, at the same time, give business in your store a good, 
healthy shot in the arm! 

It’s easy to take part in the FUL-VU Window Display 
Contest. The rules are simple. Your chances of winning 
are mighty good! 

Whether your store is small or large makes no differ- 
ence. It’s the forcefulness, attractiveness and originality of 
your display that counts. 

FUL-VU albums, binders, displayors, protector sheets 
and VU-DEX flip-over binders top the list of modern sales 
tools for- better business that are needed to keep our 
nation’s economy healthy. And there are plenty more non- 
competing “sales tool” items in your stock that can be 
featured at the same time. 

Participation in this contest can boost business for you— 
by building greater sales efficiency for your customers. 


Let Mister Sellsem build business for you! 
Ful-Vu’s Mister Sellsem is a mighty important man these days! 


Competition in all lines of business is increasing— It will pay you to feature them . . . and the substantial 
fast. New and more effective selling methods must be cash awards offered in the FUL-VU Window Display 
developed to meet it. That's why this little fellow plus Contest can ring you up a nice additional profit! 
the FUL-VU window display theme “Se/l More Goods— Plan now to participate! 


appropriate NOW! Send coupon today for big kit of FREE display materials! 


4 
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PLAN NOW TO 
WIN YOUR SHARE! 


ee0@ FIRST PRIZE. .... $250.00 
SECOND PRIZE.... 200.00 
THIRD PRIZE..... 100.00 
FOURTH PRIZE.... 75.00 


7 SIXTH PRIZES OF . 
$25.00 each 


10 SEVENTH PRIZES OF 
$10.00 each 


TOTAL: $950.00 




















display contest 
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CONTEST RULES 


1 Contest opens Oct. 1, 1953. Closes Dec. 3, 1953. Displays must appear 
in the dealer's window for at least one week during this period. Prizes total- 
ling $950.00 will be distributed in accordance with the accompanying list 
of awards 





2 Contest is open to dealers throughout the continental United States who 
sell FUL-VU products. Dealers having more than one store can submit separate 
entries for each store if desired. 


' 3 To enter, it is only necessary to run a store window display and submit a 
glossy photo or snapshot of it. This display must play up the slogan ‘SELL 
MORE GOODS—SELL 'EM FASTER", give prominent space to FUL-VU's Mister 
Sellsem and, of course, feature FUL-VU products. The dealer's name, address 
and dates during which the display was used must be attached to or written 
on the back of each photo. Suitable display materials are available FREE 
E from the makers of FUL-VU. 





FREE 


display materials 


To make it easy for you to participate in this 
contest, FUL-VU offers FREE a big display 
materials kit. This contains “‘Mister Selisem"™ 
posters; a “Modern Sales Tools for Better 
Business" banner plus numerous Ful-Vu signs 
and other “silent salesmen". Any or all of 
this material may be used in your contest 
display—or you can adapt it as you see fit. 
Send coupon NOW! 


4 Displays will be judged on their forcefuiness, attractiveness and originality, 
as well as their effectiveness in identifying the store as local headquarters 
for nationally-advertised Ful-Vu albums, displayors, protector sheets and 
Vu-Dex flip-over binders. All photos submitted become the property of Cooks’ 
Inc., makers of Ful-Vu products and will not be returned. 
5 Contest entries will be judged by the following, none of whom is associated 
with Cooks’ Inc. or its advertising agency: 
DAVID MORRISON 

Publicity Director of Farm Journal and Pathfinder magazines 
ROSE CUSHMAN 

Editor, The National Stationer 
THOMAS V. MURPHY 








Managing Editor, Geyer's Topics 
6 Displays must appeor in dealer's windows for at least one week during 
the period from Oct. 1 to Dec. 3, 1953, to be eligible for the contest. 
7 Entries must be sent to: Window Display Contest, Cooks’ Inc., Camden, N. J. 
All entry mailings must be postmarked not later than midnight Dec. 3, 1953. 
8 In case of ties, duplicate prizes will be awarded. Contest winners will be 
notified by mail. A complete list of winners will be available to any contestant 


after Dec. 28, 1953 


SYSTEMS OF 


DISPLAY 
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See us at BOOTH 140 N.S.0.E.A. CHICAGO CONVENTION 


NO PASTE! | 
NO MUSS! 


FREE DISPLAY MATERIAL REQUEST 
















Cooks’ Inc. 
Camden 1, N. J. 





Sure enough! We'd like to enter the Ful-Vu Window Display 
Contest, so please rush the FREE kit of window display materials, 
addressing this to the writer's attention. It is, of course, understood 
there is no cost or obligation on my part attached to this request. 
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is the one that pays you best to feature! 











VOW SHOWING... 








| HOOSIER DESK COMPANY 


182 


it Room 93¢A 


the protit-maker line 


lor vou! 





Now on display at Room 537A in the 

Conrad Hilton Hotel during the convention are 

Hoosier Desk’s new pieces designed to build business for you. 
This is the very first showing of these items 

— quality wood office desks of modern design at 

competitive prices. Drop in to 537A for a few minutes. 

It will be well worth your while in sales 


' , 
during the coming year! 


JASPER, INDIANA 
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33 pound Mexican Pompanos at Pass-a-grill. Could 
pe could be 
» = = 
Fants Book Store, in Anderson, S. C., is in the 
ideling the store to include a beautiful 
new equipment showroom downstairs. Major improve- 


nrocess OI rem 


yt +} 


ments are he works for the street floor too. Fants 
has been in business for 102 years, operating under 
the same name and with one generation after another 
taking over. Marshall and George are the present 


owners and Marshall Jr. is coming along strong so it 
least another 100 years. 


OOKS Zoot 
* 7 ~ 
Jim Myers Melbourne, Fla. is moving to new 
quarters five times the size of his present store. 
And get this—after only eight months of being in 
business for himself. The old store is being retained 
as a card and gift shop and will be operated by 
Mrs. Myers. Boy—there is a guy who is really jet 
powe red 
* . * 


Understand that George Drane, for many years 
Wilson Jone presentative in Florida, is to join his 


old friend and -worker, Clark Evans at Office Equip- 
ment Company in Tampa. So far as I know no suc- 
cessor to George has been named by Wilson Jones. 
a 

The Florida stationers from one end of the state to 
the other are busting out at the seams. Remodelings 
and moves to larger quarters are the order of the 
day it seem Other than those already mentioned 


comes L. C. Hand at Delray Beach, Delray Book Store 
He has recently doubled his space and air-conditioned, 
together with putting in a new glass front. 

* * ~~ 


Mr. & Mrs. Albert Dixon, Quincy, Fla., have moved 


next door to larger quarters and now have ample 
play area to push their furniture lines. 
: * * 


Raymond Kohli, who recently opened in Pompano 


Beach, has purchased the old Farmers Bank Bldg. 
ind will remodel it into one of the finest office supply 
stores in the area 


* * * 


The Browers, at Brower Press, in N. Miami, Fla. 
space and will now have a complete 


nave aaaea mort 
> * = 


J. E. Dunbar, Dunbar Office Supply, Naples, Fla., has 


nice new store, and from the looks of things, will 
on be yelling for more help 
* - * 


Neal Rumble bought The Book Store, Thomas- 


Ville Ga 


* * * 
Bob Young, Coastal Business Machines, Hollywood, 
t papa of a new daughter. 
” * 


John Huguley, Lt. Governor of our 4th District, spent 


10 days the first part of August traveling about the 
istrict calli n over 60 dealers and covering too 
lany mil mention. On this trip, John helped 
rganize the Columbia Stationers Association and to 
ork on the organizing of the South Carolina Dealers 
Association All of this traveling came along right 
hen his firm, Legerton & Company, Charleston, were 

ting ready to open the new branch store in 
N. Charleston. The new store will be half again larger 
than the old store, so, it is easy to see that John 
has been isier than a cat on a tin roof with no 
helpers 

> > * 

The Florida Office Equipment Dealers Association 
eld their ention, August 8 in Palm Beach, Fla 
nd from repo! seeping through they had a bang 

successful meeting. Joe Alvarez, Lt. Governor for 
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SMASH PROMOTION! 





SPECIAL LIMITED OFFER FOR SHIPMENT 
FROM AUGUST 1 TO OCTOBER 31 ONLY 













$4.98 Reversible Plastic SEE US AT 
Quilted Cover Booth 362 
$ 00 * Convention 











RETAIL* 
With the purchase of a 


FOLD-A-WAY 


ALUMINUM TABLE | 


THE ORIGINAL 
FOLD-A-WAY 
Aluminum Table 


Th le 





Table folds 
to carry 
like luggage 


apery Waterproof 

Viny! Reversiv ie 
ae) 

QUILTED 4 Gorden 


in Howse 


—-s 


Colors 


BOTH TABLE 
AND COVER 


THE TABLE Sturdy polished alu- 
minum, reinforced with steel—holds 
over 20 times its own weight. Opefis 
to serve 8 persons; folds to fit in car 
or closet, or for carrying on its own’ 
handle. Legs lock open. 30° high 


stig” $91.95 








LIST PRICE 
West of Mississippi, $22.95 


Mode! B-27 Ibs. 

2'/)'x6' top $ .95 
LIST PRICE 

West of Mississippi, $31.50 


REVERSIBLE COVER—Tough heavy 
gauge vinyl, heat-sealed quilted 
effect in modern design. Stain 
resisting, liquid-proof. Folds to fit 
inside table when closed for carry- 
ing. House & Garden colors: Red 
one side; Green ofher side. 








© Nationally advertised 
in Good Housekeep- 
ing. House & Garden 
and House Beautiful, 
te ever 20,000,000 


SALE PRICE $7.00* people. 


New profit for you in this limited-time-only promotion! 
Just when dozens of indoor uses for the FOLD-A-WAY 
Table are in season, All-Luminum gives something special 
to hang your promotional hat on—a quality-made, 
handsomely styled FOLD-A-WAY Reversible Table 
Cover—priced below manufacturing cost! A promotion 
packed with punch, and backed with powerful national 
advertising! For extra profits, tie in NOW! 

* PACKAGING NOTE: Table comes packed with special coupon: customer 


sends coupon and $! plus 25< for postage and handling direct to 
factory; cover is sent by return mail 


wre ye INDOOR USES FOR THE FOLD-A-WAY TABLE! 


AS ‘4 f ‘a! % a - 
= jie Ai f K poaely 
Newt el  Geg Dy 
Cards, Games Buffets Office Dining 


Order from your Jobber or write to: a en 


AND DISPLAY 
MATERIAL FREE 








Made 
Only 





Phila. 46, Pa. 
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MAKE MONEY 


selling low-priced comfort 


for the executive 


MODEL NO. 83 


| 





for his guest 


MODEL NO. 5! 




















| 
You'll keep your customers happy for years— 
and make more money too—when you sell 
Gregson office chairs. Gregson chairs are built 
| for comfort to sell at a price anyone can afford. 
Display Gregson chairs and your customers can 
see the difterence in materials, construction 
and styling. ‘They can easily see there's no 
better office chair value at any price. 
Shown above are the Gregson Arm 
Swivel Chair (No. 53) and Companion 
Arm Chair (No. 51). Available in 
solid oak in light, softone or lime fin- 
ishes; and walnut or mahogany finish 
on pecan. Upholstered in Tolex Plastic 
Leathercloth, top grain leather or 
buff leather. 
DEALER INQUIRIES INVITED 
GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 


See Gregson Chairs at Room 530-A Conrad Hilton Hotel, 
Chicago—National Stationery and Office Equipment Con- 
vention—September 26-30, 1953. 
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Florida, was the wheel on this one 
* . « 

South Carolina Stationery Association have sched- 
uled their first convention for September 18 in Camden 
and a large dealer representation is expected. 

+ * » 

Many thanks to the following travelers for their fine 
co-operation this month in sending in news items. 
Keep it up boys and a few more join in—please. This 
job is heaps easier when I have enough material to 
work on and you boys are my ONLY source. Bye 
now—: Jack Miller, Jack Lydiard, Joe Maura and 
Tommy Tompkins. 








ROBERT W. LAMSON, CORRESPONDENT 
89 N. 26TH ST., NEWARK, OHIO 


This is that time of the year that we get our big 
shot in the arm. At least the serum is ready for us, 
and all we have to do is to keep the appointment and 
the rest is automatic. We are referring to the annual 
NSOEA convention and exhibition, in Chicago, begin- 
ning September 26, at the Conrad Hilton hotel, when 
our industry goes “all out” to its every participant, 
dealer and traveler alike. Never have we failed to 
get “just an awful lot” out of this convention, in many 
respects. It is, we believe, a big shot in the arm to 
everyone who attends, and there are none of us who 
can say we don’t need it. 

* ” + 

We regret to report the death of Leo Loth, of C. Loth, 
Cincinnati, Ohio, from a heart attack, and of Charles 
Alexander of Consolidated Office Supply, Middletown, 
Ohio, following a month’s illness from a heart disease. 

7 * 7 

From nothing other than “the grapevine” have we 
gathered that several of the good friends of Bob 
Eldridge, Cooke & Cobb, have been feted “clam bake 
style” at his summer home in Brewster, Mass. Mr. 
and Mrs. Gene Grenon of Leonard’s Office Supply of 
Detroit Mich., were among those present. 

* * 7 

We have been carefully avoiding any particular 
recommendation of fine dining cars or restaurants, 
because our favorite place in the territory to eat 
is “home” (gee, Mary will love this) but we did 
tear ourselves away from our diet to enjoy a piece 
of Traverse City Cherry Pie with H. M. “Don” Donis- 
thorpe, Ace Fastener Company, who drove us over 
Michigan’s most scenic mile, and many others, from 
Muskegon to Traverse City in the middle of August, 
and several nights later we did our best portrayal 
of Henry VIII at one of Frankenmuth’s Chicken 
Emporiums with Art Frey and Jack Luke, manufac- 
turers representatives. Jack had only the week before 
“come clean from Las Vegas” where he vacationed, 
and Art had just become a grandfather. Art or your 
correspondent will be glad to relate our treatise on 
“The Effects of Saginaw Bay Ground Swells on the 
Traveler.” Bob Rush of Schemm Printing Company, 
Bay City, Mich. and Frank Hess, his first mate, played 
hosts on Bob’s six meter boat. Even our best “sails 
talk” failed to budge “The Challenge.” 

x 7 * 


A belated welcome from the Club to C. E. Chaddock, 
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‘Vital to the smooth operation 


of an office equipment business” 


G. O. “Ollie” Stevens, President 
Stevens, Maloney and Company 
Chicago, Illinois 


‘I wonder how many people realize the enormous 
number of items that are found in a commercial sta- 
tioner’s stock. It runs into the twenty thousands. 


‘As a result, we must have trade and product informa- 
tion et our fingertips and what is more to the point than 
your BUYERS INDEX? 


‘We feel it is vital to the smooth operation of an office 
equipment business.” 



































Preferred by Dealers 


Deolers and their buyers rely on the Index 
because they know the listings ore accurate 
and complete .. . that they are made without 
bias or regard to amount of advertising 


space used by any manufacturer. They 








depend on it—they keep it handy—they use it 


all year long. 











Mail Your Space Reservation NOW! 
Used by 11,500 Buyers Final Closing Date — December Ist 





office appliances 


600 WEST JACKSON BLVD., CHICAGO 6, ILL. 








aluminum 
chairs 


Fine-Rest 
Franchises 


With the summer doldrums out of the way, we again 
wish to call your attention to the fact that FINE-REST fran- 
chises are available in many areas. 


If you are dissatisfied with your present chair line, we 
suggest that you investigate the possibility of FINE-REST 
aluminum chairs. 

Drop us a line and we will promptly furnish you with 
all pertinent data including the availability in your area. 
May we hear from you? 


ALUMINUM SEATING 





AKRON 8,OHIO 






17 $. CHERRY STREET © 
Dishribulor AETNA SAFE CO., 46-50 W. 29th St, N. Y. 
ente & ane METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 
EQUIPMENT WHOLESALERS, 260 S. FIFT _ 
EASTERN PA. DISTRIBUTOR a oe oo 
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Rockwell-Barnes Company, who has just established 
residence in Wooster, Ohio, having moved from Hol- 
land, Mich 

> - A 

Postal Printing Company, Newark, Ohio, recently 
opened a new store on N. Fourth St. of that town 
with a formal opening in the week of August 20 

+ “ - 

Fifth District Travelers Club Secretary John Wake- 
land, Esterbrook Pen Company, announces the publi- 
cation of the official roster is expected to be prior 
to convention dates. 

e © »e 

Bill Lashbrook, of Esterbrook, and Mrs. Lashbrook, 
visited their son’s family in Ypsilanti, Mich. Bill is 
now in the California territory. 

o * * 

The West Virginia Office Equipment Dealers Asso- 
ciation will hold their fall meeting in Huntington, 
October 31. Dealer and traveler members will be in- 
formed of place, time, speakers, in ample time, ac- 
cording to Paul Foster, Standard Printing Company. 
Election of officers will take place 

- ~ = 

We recently paid a visit and pledged allegiance to 
Fifth District Governor R. A. Macdonald, Macdonald 
and Stingel, 408-410 W. Genesee, Saginaw, Mich., who 
feels exactly like we do about this column. We aren’t 
getting all the news, and we would like to hear from 
YOU. 


See you in Chicago. 


UNITED STATES EXPORTS OF OFFICE 
MACHINES, EQUIPMENT AND SUPPLIES 


Figures for May, 1953, Released in August, 1953, 
by the U. S. Department of Commerce 


(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 





Quantity Dollars 
Net Value 
Machines Accounting Nondescriptive except 
Punched card New 345 392080 
Machines Accounting Descriptive except 
Punched card New 619 1197176 
Machines Listing—Adding except Punched 
card New 2936 491667 
Machines Caiculating Non-Listing except 
Punched card New 1831 628938 
Machines Accounting Etc. except Punched 
card New, Nes. 276 50119 
152 502478 


Machines Card Punching and auxiliary New 
Machines Accounting Etc. Used and Rebuilt 627 110495 
Parts for Accounting Etc. Machines 1519471 


Addressing Machines 191 114528 
Accessories & Parts for Addressing Machines 59330 
Machines Duplicating Ex Lithographic Offset 397 85531 
Machines Duplicating Lithographic Offset 27 46899 
Parts for Duplicating Machines 53463 
Cash Registers New 717 238478 
Cash Registers Used Rebuilt 353 33475 
Parts for Cash Registers 273265 
Typewriters Standard New Except Electric 6317 708845 
Typewriters Standard Electric except 

Automatic New 599 151690 
Typewriters Portable New 5972 319603 
Typewriters Used Rebuilt except Automatic 2285 109367 
Typewriters Nes. 140 96242 
Parts & Accessories for Typewriters 408926 
Staplers for Office 40860 71604 
Dictating Machines 307 74403 
Mail Handling Machines & Parts 81977 
Check Handling Machines & Parts 58021 
Oftice Machines & Parts Nes. 149357 
Mechanical Pencils All Materials (Doz. 30492 127097 
Mechanical Pencil Parts 17962 
Pencils Ex Mechanical Black Lead (Gr. 48727 161292 
Pencils Ex Mechanical Nes. (Gr 9721 51512 
Pencil Leads 47134 
Crayons 45822 
Fountain Pens Ball Type (Doz. 61653 174543 
Fountain Pens Ex Bali Type (Doz. 50842 575518 
Ball Pen Refill ink Cartridges (Doz. 21048 29400 
Fountain Pen & Ball Pen Points Nes. 120214 
Feuntain Pen Points (Gr 14634 86840 
Carbon Steel Pen Points (Gr. 4064 5885 
Desk Pen Sets 5616 11580 
Ink Writing 174077 
Ink Nes. 169637 
Carbon Paper (Lb 106659 107453 
Ribbons Cloth Inked Office Machines 49108 
Otlice Supplies Nes ° 305983 


Nes.—Not elsewhere specified 
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| Created for executives who favor the func- 
| tional beauty of modern design, but miss the 


massive feeling of the traditional periods. 


Details which combine to satisfy these dis- 
criminating buyers, are the 3 inch thick 
moulded top, mitered box type base, special 
solid brass pull on flush drawers, and the 
finest individually selected and matched 


genuine walnut and rift oak. 











JASPER DESK CO. SS —_—— ae  - 





| No. 6FC84 — Executive Desk 
84”"x45” 


men BRS Seen e kek, as Bale ss 





Massive 3” thick moulded top Recessed box type base Matched 

vertical grain flush type drawers New type solid brass hardware 
Roller bearing deep suspension drawers Yale lock—metal locking 

device locks all drawers Drawers chemically treated to prevent sticking 
Hand rubbed finish certified by Wood Office Furniture Institute Gen- 

vine walnut throughout Dust proof under-construction Deep 

| drawers equipped for hanging files Pencil striped black walnut or 


softone on rift oak. 





JASPER, INDIAN 





Rear View 
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New Merchandising tdea to give 
dealers Christmas Bonus” 


of extra Protectall sales! 






FRE ' $25.00 Protectall Combination 
e Display ready for Christmas 


selling season! Uses success-proved chain 
store merchandising methods . . . groups low- 
priced Protectall Safes for value, variety im- 
pressions. Sells without “sales talk!” 


Look at th prtection. 
Look at the SaViNgs . 


AT THESE LOW PRICES! 





Just put one of these new Protectall 
Displays on your floor or in your win- 







<aepas dow early in the Christmas selling 
uitedinn WALL SAFE season. Jt’/l do the rest. 
of This special new unit displays (and 





sells) two “Security”? Chests, a “‘Cus- 
todian” Wall Safe, an “Executive” 
Safe and a new “Veep” Safe. The 
“Veep,” by the way, is the lowest 
priced quality safe in America. Like 
all Protectall safes it offers top-quality, 
brand new styling, unchallenged value, 
the Underwriters’ Laboratories, Inc. 
“C” Label—all the things your cus- 
tomers want! 


Protectall always 
a fast-selling line 


| That’s why you'll see 

eep | plenty of Christmas shop- 

fandais tena a per activity around this 

display—or any display of 

Protectall Safes. They’re 

America’s fastest sellers. 

Put a Protectall Display 

on your floor. See how fast 
it sells. 


NEW PROTECTALL 
% 


: roculive 


full pr 


$ 


Hurry! Get in on the profits, now! 


Use the coupon below. Order the new 
Protectall Christmas merchandising 
package, or send for a Protectall cata- 
log and plan your own Christmas pro- 
New combination display merchandises one motion. Just check your preference on 
Protectall *“Weep,” one *Executive,” one “Cus- the coupon.and mail, today. Hurry! 
] todian” Wall Safe and two “Security” Chests. Your “Christmas Bonus” of profits is 
waiting ! 
See Protectall’s Exhibit at N.S. O. E. A. Convention—Booth 45, Room 663-A, Conrad Hilton Hotel, Chicago 


Protectall Safe Corporation, 926J S. Salina Street, Syracuse, N. Y. 


Please send me (check one or both) 


pat 
The following Protectall products: 1 “Veep,” 1 “Executive,” 1 “Custodian” Wall 
Safe and 3 “Security”’ Chests (includes one for stock) @ $179.00 F.O.B. Syracuse, 


rc 
| N. Y. Include new $25.00 Combination Display unit at no extra cost 
ro ec Gi Gc As | Protectall catalog and details on how to make Christmas profits 
mits | 
he lew Ofrk 
Y 2ACMAL, i CLV 02. | 
' 
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Skyliner 


EXECUTIVE 


D-451 
Skyliner 


SALESMASTER 


1-607 
Skyliner 


COMPANION 
TABLE 


$-602 


Skyliner 


SECRETARIAL 


the “SKYLINER” line... 


details and prices today! 





EXECUTIVE 
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America’s most modern line of 


fine steel office furniture. Write for 


Orna-metal, Inc., St. Louis 4, Mo. 


October, 


1953 


















Paul! 
2Av 
3. The 
room 
typew 
books. 
Equip 
plies 


Bac 
IS Ove 


road \ 
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News Notes from NSOEA District No. 6 


C. O. SCHLAVER, CORRESPONDENT 

OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL. 
Helping Hand Due to the efforts of Art Finger, S. 

01 Milwaukee, and Stu Chapman, 

Boorum & Pease Company, Springfield, Ill., we have 
mber of d Wisconsin and Illinois items and 

tures for the District 6 column this month. Thanks, 


> 7 - 
Danville P The Jackson Typewriter Company 
ently opened a fine new store in Danville, Ill. This 


is a two-level location with the typewriter and office 
ies on the first floor together with large display 


ay 


ADDING MACHINES 


Surveys show that 


4 times as many 
customers can—and 
will buy a SWIFT 
because 
ONLY SWIFT offers 

these 4 Great 
Features at 


COMPLETE 

PORTABILITY 

weighs only 64 Ibs. Less 
than any other machine 











Seen at Jackson Typewriter Co. Opening... 
Dick § ke & Cobb Co.; Joe Jackson, Freida Jack 
Jackson Typewriter Co.; George Tynan, F.S. 
kburn, The Globe-Wernicke Co. SECOND 
el Equipment Co.; Stu Chapman, Boorum 
Jackson Typewriter Co.; Jack Lang 
Bob Funk, Jackson Typewriter Co., and 


we ng Products Co 
for furniture. This firm is distributor for Royal 
iter B m & Pease looseleaf and bound 
k F. Ss. V carbon and ribbons, All-Steel 


Globe-Wernicke systems and sup- 


W Indication that the vacation season 
1d GLTC travelers are again hitting the 
seen j verflow attendance at the August 


OFFICE APPLIANCES, October, 1953 


SWIFT has 12 other features 


/ >t 


_ usually found only in expen- 


oun /2 
~@, © f/ . 
anaite 2S2, L ? sive machines. Every SWIFT 


for continuous totals 





-" machine is guaranteed. Fill 


\ 4 
eV} 
SHORT = = 
STROKE for high speed, 
one-hand operation 


poo0000000 fe 
GREATER A 


CAPACITY 9 column addi- 
tion and multiplication 


fa SWIFT BUSINESS MACHINES CORP. & 


out coupon below for com- 


plete profit-making story. 





No obligation. 


oat, 


Great Barrington, Mass. Dept. O 
Send free information about Swift Adding Machine. 
NAME , 
i COMPANY 
ADDRESS 
. 


ee Oe Oe Oe —— = oe oe oe oe ee oe oe oe oe al 
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the world’s most wanted office chair 


a ( 


EXECUTIVE POSTURE CHAIR 


Proudest office possession of top management 
throughout American business the 
MILWAUKEE Executive Posture Chair 

a triumph in custom-quality, healthful 
posture seating, unsurpassed for luxury and 
distinction...a gilt-edge investment 

in lifetime, fatigue-proof, individualized 
comfort and well-being 


For o fu 


< j f of the 
Executive Posture Chair and for 


} v 

p hundreds of other distinguished 
— d chairs, see the co moplete 
MILWAUKEE Catalog 


Visit us in Room 536-A 
Conrad Hilton Hotel, 
NSOEA Convention, 

September 26-30 





THE MILWAUKEE CHAIR COMPANY, Milwaukee, Wisconsin 
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21 luncheon. Missed, however, was Gordon (C. L, 
Barkley) Kickels, relaxing at Alpine Resort, Egg Har- 
bor, Wis. ... Stu (Boorum & Pease) Chapman dined 
with his GLTC brethren while proceeding northward 
for a Door County vacation... . 


* ” . 


Stork News ... Tom (Rockwell-Barnes) Gillice is a 
grandpappy for the first time with the birth of Bruce 
Edward Moore .. . and we understand it’s a daughter 
for Mr. & Mrs. Norman (Sanford) Bickel... . 


* + * 


Condolences ... Harry (Jos. Dixon Crucible) Hoff- 
man recently lost his brother, John W. Hoffman, 53, 
of Chicago, the victim of a sudden heart ailment. ... 


~ * * 


Joins Duplicopy. Don Mellen, formerly with the Marr 
Duplicator Company, has joined the sales staff of the 
Duplicopy Company and will make his headquarters 
in Galesburg, Ill. 

7 + e 

Dan in Shape. Dan Hansen of Carlson Bros. in Mo- 
line, Ill., reports that his recent illness was caused by 
a couple of bad teeth and after having them replaced 
with the store variety he feels hail and hearty again. 


* * * 


Back Baseball. Minor league baseball is receiving a 
much needed boost in downstate Illinois through the 
active support of three office supply dealers. Dick 
Corlett of Haines & Essick heads up a group of Decatur 
businessmen who own and operate Decatur Field; Wil- 
liam Warner, Sr. of Warner’s Office Equipment Com- 
pany is credited with leading the Mattoon Phillies 
out of financial doldroms, and Jess Sutton of Wood- 
bury Book Company is one of the Danville Dans’ 
staunchest supporters. 

* * 

Use Self Service. Spangenberg’s office and school 
supply store was opened at 200 E. Michigan St., Mil- 
waukee, Wis., in 1942 as a factory outlet for Twin City 
School & Office Supply Company, Neenah, Wis., where 


E. W. Spangenberg 





the firm does ruling, cutting, punching, sealing and 
paper converting in general. This factory has aided 
the Milwaukee store greatly in obtaining paper and 
being able to meet competition. 

Spangenberg’s claims to be the original self-service 
stationery store in Milwaukee. 

Business volume has increased steadily during the 
years, a fact which is attributed to the genial qualities 
of E. W. Spangenberg, the friendly personnel, and the 
quality of service rendered. 


* * * 


On the Mend. Charles Lofye of the H. H. West Com- 
pany, Milwaukee, is recuperating after a very serious 
major operation. Complications set in but the latest 
report from his physician is that he is out of danger. 
Get well soon, Charlie. 

* . * 

Fun at the Lake. The entire Milwaukee Office Fur- 
niture Association (Leo Auckley, president, and Ernst 
Franke, secretary treasurer) journeyed to the Silver 
Lake cottage of Mr. Bolingbroke Friday, August 7, 
from noon until late evening. Mrs. Bolingbroke pre- 
pared a wonderful luncheon and this was served out 
of doors beneath the clear, blue skies and trees. The 


OFFICE APPLIANCES, October, 1953 








OFF! 











Marlen paariicm to clinch the complete sale 








FINEST FIT ANYWHERE: Yes, 
MILWAUKEE METAL-LUX dealers 
executive office — are selling the complete business 
— = installation—because METAL- 
LUX has a superior chair for 
every application. The line is a 
solid selling success—moving by 
the thousands—on the sheer 
merit of clean, modern appear- 
ance, superlative comfort and 
construction—and obvious 
good value. Your metal chair 
sales will show a definite boost 
when you stock and display 
METAL-LUX—you'll clinch the 
complete sale on new installations 
—and once you get a few num- 
bers into old installations, you'll 
convert them to METAL-LUX 
conference room throughout. If you haven’t yet 
shared in METAL-LUx profits, 
get the full details today. 


; ag.) 
M-20 =f 
Visit us in Room 535-A., 
Conrad Hilton Hotel, 
NSOEA Convention, 
September 26-30 


MILWAUKEE METAL FURNITURE COMPANY « 101 N. CAMPBELL AVE., CHICAGO 12, ILL. 
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Sell them 









SERIES 6600 


When you show a customer a Peerless ‘Seri 
6600" filing cabinet, you can assure him he i: 
looking at a piece of equipment built to grade A 
specifications. He can see first hand the many 
exclusive design and construction features 
which mean long and dependable 


The popular 
4-drawer model is 
available in both 
legal and letter 
sized widths in a 
wide range of colors 


Show him the sturdy ball and roller bearing 
suspension slides which permit easy operation 
even when drawers are filled—the heavy wel 
construction for rigidity—the torque plate 


\ 
welded into the upper corners of drawer open- 
ings which keep drawer in alignment. In addi 
tion to this, he can not help but notice the smart 
modern styling, the distinctive hardware and 


b44i1% iLiliie 


 - —— oe nee ee ~~ Fee ee 
It all adds up to an unbeatable list of feature 

} | f . + + 
whicn is sure tos Austy even your most cemanda 
2, 3 and 5S-drawer cabinets are also 
available in the ‘6600 series The 
“desk-high” 2-drawer mode! is ideal 
as a companion unit to Peerless meta! 
desks; the S-drawer unit offers excep 
tionally large filing capacity. Both legal! 


ing customers. So be sure of customer satisfac 
tion by promoting and selling Peerless Serie 


- 
aig oi ; nd 
6600 Filing Cabinets. = 


Sa widths and a wide range PEERLESS |= i 





fe PEERLESS steext equipment co. 








6602 Hasbrook Avenue, Philadelphia 11, Pa. New York Chicago Dallas Los Angeles 
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afternoon was spent in motor-boating and playing 
shuffle board. In between games the group helped Mr. 
Bolingbroke put away some tea. For dinner in the 
evening the rs went to one of the interesting 
eating places across the lake and had delicious steaks. 


. . - 


Finds Fish in Canada. Louie Ehrensberger of H. C. 
Miller Company, Milwaukee, on a recent vacation in 
Kenora, Canada, caught about 25 northerns in two 
days of castin d had his limit on walleyes in two 
hours. Louie sa' e fishing was the best he has ever 
experienced 

* +o « 

Back Home. PFC Donald G. H. Doepke, son of Mr. 

& Mrs. Erwin W. Doepke (S. J. Olsen Company, Mil- 


waukee), recently arrived at Fort Sheridan, II1., for his 
discharge after spending 15 months overseas. Na- 
urally he was | ‘ to get back to good old Milwau- 
kee, the hom« f the Braves and good beer. In the 
month of December, 1952, he spent 12 days in Italy, 
risiting about nine different cities and spending two 
days on the Isle of Capri. In the month of April, 1953, 


it 
he had the pleasure of spending 10 days in England 
and Scotland, vi g historic places. During July he 
was in Belgium, Holland, France and Switzerland and 
when he returns ) camp at Daihingin, near Stutt- 


gart, German e was informed that he was on 
schedule for a trip back to the States. Ah, home! 
= - 

E? yable O Jim Gibson, owner of the Com- 
mercial Stati & Office Supply Company, Milwau- 
kee is h mployees and their families at the 
annual pici al wimming party on Sunday, August 
2. The group -« yed the stay at Booth Lake, East 
Troy, Wis 

Some week eviously, the Milwaukee firm staff 

rneyed to Kenosha, Wis. to attend the wedding of 
a fellow works Raymond J. Simmonds, who took as 
his bride Judith Ele anor Wehner. The ceremony was 


hodist church and was followed 


held at the First Metl 
)) é church parlors. 


eptiol tb tne 


* * - 
Excuse I George Wilson of Mittag & Volger was 
rectly list George Johnson in GLTC pre-con- 


We're sorry 





Cheboygan, Mich., Firm Has New Quarters 


Clark Busin« Service has reopened in one of the 
new stores in the Michelin Building at 322 N. Main St., 
Cheboygan, Mic! This is the same address at which 
he L¢ v nducted up to a few months ago 
v) moved mporary quarters during the con- 

n of the new building 
busine wned and operated by Les Clark 

! naged by James Chiesa and is the authorized 

é for Un d-Sundstrand typewriters and 
machi! 4 full line of office and schooi sup- 
pli s stocke 

Clark Busin« Service was established in 1942 as 

bookkeeping a1 x service and in 1950 the facilities 

arged 1 lude office equipment and supplies 





Texas Firm to ) Build New Printing Plant 


I Steck C ationery, office appliances and 
firm of Austin, " Tex., has purchased a 24-acre 
ra f land on t Missouri-Pacific railroad line out- 
side the city limi is a site for a new printing plant 
In additio1 everal officials of the firm have per- 
sonally purchased 290 acres of. land adjacent to the 
Site of the pr ed new plant which will be laid out 
in homesites for employees. 

The new pla li not be constructed for five or six 
years, it has been stated, and the present downtown 
property will be r« ned for offices and the company’s 
re tore THE 
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Taylor’s 


famous life-time construction 
captured in the grace and beauty 
of sculptured design! 





4821% 
Also made ali-wood 
4820\% 


contem 


Famous Taylor long-life 
construction features 
are subtly disguised in 
the slim grace of the 
modern “hand-made 
look”. Seat and back 
comfort-cushioned 
with foam latex. Write 





today for details of the 4821 
: Also made all-wood 
Contempora series. 4820 


ue LAYLOP CHAIR COMPANY © Bedford, Ohio 
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Contains 25 Cellophane-Covered 


Standard Assortment of 6 Fastest- 


Moving Colors: Red, Turquoise, 
Pink, Yellow, Dark Green, 

Orange . . . (or available any 
assortment of 12 standard colors 


you order) 


Eliminates breaking of 
100-package units for small sales; 


increases customer self-service 


Order a CELLUGRAF #12 Counter 
Display Unit for immediate shipment 
— or write for descriptive folder. 


Fad 


SIGNALS 
and MAPTACKS 


Under Control 





George B. Graff Company 


54 WASHBURN AVE., 
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— Cards of 20 Cellugraf Signals each 
















CAMBRIDGE 40, MASS 


Pacific Northwest Notes 


C. M. LITTLEJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. : 
Plans for expansion of the Pacific Northwest marke¢ 7 
by the Clary Multiplier Corporation have recently been 
announced by executives of the company. At the 
same time, the firm showed new models of businesgg 
machines to members of the Seattle branch at itg 
offices at 2710 Second Ave. under the direction of} 
Chet J. Blum, Jr., the Seattle branch manager. The 
new model machines and plans for expansion were 
brought to Seattle by Joseph W. Stallings, general 
manager of distribution; Jack Hamilton, branch sales 
manager and J. L. Jackson, regional manager. 


* * + 


Such huge success was accorded “Basement Bargain 
Days” staged by Olympic Stationers, Inc., lst and 
Laurel, Port Angeles, Wash., that it had to be adver- 
tised in broadsides locally by the management. “Cas- 
ualty List: Two Clerks badly bent, One Customer 
Missing—disappeared among the file cabinets. 
Believed overloaded with bargains, and unable to find 
her way out... along with several other casualties of 
the occasion.” In this manner the Olympic Stationers 
disposed of quantities of office supplies. 


* * * 


Warren’s Office Equipment store at 109 “A” St, 
S.E., Auburn, Wash., recently announced that they 
have been awarded the dealership for the line of Bur- 
roughs cash registers and adding machines in that 
district south of Seattle. 


- * * 


Associated for the past 14 years with the Guild Book 
Shop of Seattle, Marie Freeburn and Florence Fitz- 
patrick have sold their interests therein and have 
opened their own business as the Catholic Gift Shop 
at 607 Union St., Seattle, featuring greeting cards, 
books and allied articles. 


ad * oa 


Thomas M. Pelly, president of Lowman & Hanford 
Company, pioneer stationers, booksellers and printers 
of Seattle, now serving his maiden term as U. S. Con- 
gressman from the First District, has returned to 
Seattle for an ad interim, and has established offices 
between sessions of Congress in the White-Henry- 
Stuart Building of Seattle. He has with him as execu- 
tive assistant, Frank Hull, former manager of Seattle’s 
Grand Hotel—The Olympic. 


* * ~ 


Participating in the colorful Treasure Hunts of Ren- 
ton, Wash., held recently, was the Record Stationery 
store of that community, with its prize of a fountain 
pen and pencil set, along with diversified merchandise 
of neighboring merchants. 


. * * 


For the “day of days” looked forward to each year 
by employees, the J. K. Gill Company, Portland, 
Ore., closed its doors and pulled down the shades 
from 1 p.m. on Saturday, August 15, the annual picnic 
day. This eventful day of fun and frolic brought out 
employees and their families for the annual outdoor 
festival of the Gills that not only provides a mar- 
velous outing with numerous contests, events, and 
entertainment, but serves to cement the bonds of 
friendship between employees and employers. 


Numerous stationery houses and specialty and nov- 
elty stationery lines held the spotlight during the 
spread-eagle display at four focal points in Seattle 
during the late August exhibition of the Pacific North- 
west China, Glass, Toy, Jewelery, Stationery and 
Housewares Show, held for four days at the Civic 
Auditorium, Hotels Olympic and New Washington, 

(Turn to Page 240, Please) 
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Entirely new concepts 
ry OME HIOM OM alns 





for the volume market! 




















NOW—MORVAL introduces - -- --) 






























NEW DURATOP 
SOLVES SPOT, SCRATCH, 
BURN PROBLEMS 


Futuronic’s wonder-wearing DURATOP sur 
face is exceptionally smooth and hard, yet 
not cold, slippery and unpleasant to work 
on. The DURATOP Finish sets new standards 
for resistance to staining, burning and 
scratching. No pampering, no fussy “house 
keeping’ —carbon paper and lipstick marks 
coffee, ink and other stains to which the 
Desk is exposed in general use are easily 
removed with a light application of clean 
ing wax or plain soap and water! The 
DURATOP surface is bound to the core by 
hot-plate resinous gluing in a lifetime seal 

the smoothest possible work-surface 


No. 793 Secretarial Desk—58" x 30 
Right-hand Secretarial is No 79€ 
Compact drop-type typewriter platform 
perates with finger-tip spring action 












_ FUTURONIC CONSTRUCTION =| DENSIFIED POSTS 


ELIMINATES WOBBLING PREVENT DENTING 
AND SQUEAKING! AND SPLINTERING! 


Electronic “welding” . . . Futuronic’s construction process keeps Densified Knee-space Posts—unheard of on desks at this price—are 
Futuronic Desks rigid fora lifetime, despite rough handling. heat. cold so hard, so smooth, so impervious to wear that they will never splinter 
and dampness. Specially designed electronic machines weld the entire or dent, catch clothing or cause stocking runs. The Densifying Process 


’ effect of ‘‘plas fa d of the 2 ner of th 
pedestal—panels and frame—into one complete unit—a revolutionary has the plasticizing the wood rounded corner of the 
vost to a degree at least 20‘. harder than the rest of the post itself— 
development in office furniture construction f pc é 


provides a flawless surface very resistant to impact and wear 





LOOK WHAT HAPPENS IN THE WATER BATH! 


After 48-hour immersion test, the veneer of Panel A (at left—bonded in the 


ynventional way) has peeled from the core. The difference is that Panel B—good 
aS New—has veneers and core bonded together by the Hot Plate Resinous Gluing 
Process. MORVAL’s hot-plate process of gluing veneers to core, and the electroni 


‘ 


welding of panels and frames make the Futuronic Desk resistant to water and 


limatic changes—assurance that surfaces and joints will hold up under extrer 











conditions for the life of the desk 











































-> +4 few dimension in office furniture 


truction . . . in materials . . . in styling, Morval the advantages of other materials. Read the facts. See 
Futuronic parts with tradition . . . steps into the future how Futuronic revolutionizes today's standards of desk 
you advantages never before available in office construction, durability and comfort. See how the 
irniture. Futuronic is the first Group of its kind ever entire Futuronic Group provides new opportunities for 
ffered at such a surprisingly low competitive efficient office layouts and varied color schemes. Then 

first to combine the great qualities of wood with ask yourself if you can afford not to have FUTURONIC. 
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SAVES SPACE 
SAVES STEPS 
SPEEDS WORK 





















BLENDS WITH OTHER OFFICE FURNITURE 


Space-saving Futuronic office units permit any number of 
modular arrangements. Designs are compact. All units have 
flat edges that fit perfectly together. Several different top 


+ be restricted to one tyse of feralture becnuse of sizes are available for bookcase combinations. Resulting flex- 
a Se eT ibility opens the way to layouts that meet the size and exact 
1 Combinations tend partedity aad harmonize work needs of any office . . . improves office efficiency by 
with ste " irroundings. The Beige Top, together with the Coral saving time and steps. 7 


ak or | W it Body Finishes, is durably hard yet lustrous and 
onstant state of “new desk sparkle” by simple 


attent tot waxed surfaces 








ALL AT A NEVER-BEFORE PRICE WRITE TODAY FOR FACTS 


AND FUTURONIC 
INCLUDES THESE EXTRAS! 

















@ MATCHING CHAIRS—same colors, same design—complete line Morval Corporation, associated with Standard Furniture Com- 

xl pany, is backed by 67 years of quality office furniture manufac 
© GLIDE-EASY DRAWERS. dovetailed, sturdily constructed, executive ture. Morval is geared to promote Futuronic for volume-making 
ed interiors, fully partitioned sales through selected dealers. The Morval plan includes .. . 


e DOUBLE DRAWERS FITTED FOR PENDA-FLEX suspended filing systems 
t verts drawer easily for conventional or legal 
rawers conveniently in top of pedestal 


@ A FRANCHISE PLAN FOR SELECTED DEALERS 


@ PRICING TO INCLUDE FREIGHT 
@ HEIGHT ADJUSTS FOR COMFORT special glides raise or lower (List is F.0.B. your city) 


to 3 ) 


@ AN UNUSUAL COOPERATIVE ADVERTISING PROGRAM 





@ LIGHTER WEIGHT than conventional desks move without removing 
tent ren ysily for carting and shipping @ COMPLETE POINT-OF-SALE PROMOTION 


MORVAL 





NIC 


COMPLETE LINE! 














In addition to the Secretarial Desk (on page 2) and t 
M-70 T. W. Converter Unit not shown, the complete Morva 
Futuronic line includes all the units on this page ; ae : 
M-788 Bookcase Modular Units—Tops: 84’, 60’ and 30 M-788 Bookcase —30"' x 16 
ABOUT FUTURONIC CHAIRS... 
Futuronic Chairs are entirely new—created to harmonize perfectly with the design 
color and finish of Futuronic Desk units. Offered at an unprecedented price, these 
| chairs are made exclusively for Morval by one of the nation’s top producers of 
high-quality chairs. Construction features are outstanding. Cushions are 
! toured for comfort. Covering is wear-resistant Naugahyde—available in choice 
of five striking colors. Seat coverings are optional on Swivel, Arm and Side Chairs 
(Color sample book on request.) 
M-707 Clerical Desk—58”’ x 30’ 
52" x 30” 
| 





M-707 Clerical Desk — 42’ x 30°’ M-1961S Side Chair M-1961 Guest Chair M-632G Executive Adjustable Chair 





M-1960G Desk Chair M-688 Stenographic Chair 























by MORVAL CORPORATION 


HERKIMER 
va — > NEW YORK 
M-700 Table—58” x 30” iit aun 


tandard Furniture npany 





Backed by 67 years of Quality Office Furniture manufacture 

















ACE SCOUT 







ACELINER 


ACE STANDARD 


<i <> 


ACE STAPLE ss! 
REMOVER ¥ ee aan - 


~ 


- Dealers everywhere prefer to push this top ACE STAPLES 


—_ _* quality line. They know that it will give more 
a satisfaction .. more value ..more years of 


service .. that it will bring consistent, 


= 


profitable repeat business! 


ACE CLIPPER 





IN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST, MONTREAL 
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to Chicago 


| welcome and 
| NSOEA 


CHICAGO, site of NSOEA’s 47 annual convention, is the 
essence of a city. Here one finds the good and the bad, the 
superlative and the mediocre. 

Here is Rush Street with its glittering night life — Michigan 
Avenue with some of the world’s finest stores—the South Side 
with its University of Chicago and its Stock Yards — the many 
small neighborhoods, each with its distinct character, its sounds 
and smells, its own life. 

Here are the theatres, the museums and the art galleries, the 
ball parks and race tracks, the restaurants and concert halls. 
And here, too, is Skid Row, street of forgotten men. 

Against the rush of the city, Lake Michigan provides a restful 
backdrop. Its waters were meant for swimming and boating, 
its shores for taking a sun bath or perhaps idling in the cool 
breeze of evening while the rest of the city swelters. Here is 
Outer Drive with its impressive skyline on one side, and the 
majestic lake on the other. 

But all this is just a small part of Chicago, a city that responds 
to the lifebeat of its people. 


Top, left: Garfield Park Conservatory 
Center: Buckingham Fountain in Grant Park 
Bottom: Chicago skyline at night 


Photos courtesy of Chicago Park Distr 
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goncnal phogram 


SATURDAY AND SUNDAY, SEPTEMBER 26, 27 
1:00 P.M.—9:00 Exhibits 


MONDAY, SEPTEMBER 28 
9:00 A.M. Graham Jackson at the piano 





9:30 A.M. General Convention Session 
“We Are in This Together’ by Adrian Pembroke 
“The Psychology of Motivating Salesmen’ by Armand J. 
Gariepy 


12:30 P.M. Luncheon 
“Lift Your Sights to Increase Your Range’ by Dr. Kenneth 
McFarland 


TUESDAY, SEPTEMBER 29 


9:30 A.M. DIVISIONAL MEETINGS 

Distributors—Eighth Street Theatre 
Chairman, Walter H. Miller 
“Let's Take A Look at the Record’’ by James Moriarty 
Open Forum 

Manufacturers—Upper Tower Ball Room 
Chairman, L. R. Addington 
“Candid Comments” by Leonard W. Wilcox 
‘Synopsis of Legislation’’ by Reuben S. Haslam 
Open Forum 

Field—Lower Tower Ball Room 
Chairman, Ralph A. Maish, Jr. 
Discussion 


12:15 P.M. Luncheon 
Today’s Problem” by The Honorable Sinclair Weeks who will 
be introduced by Craig Sheaffer, Assistant Secretary of 
Commerce 


2:00 P.M. General Session 
“You Have the Answer” by L. R. Addington 
“The Challenge of Change” by Walter Johnson 


9:00 P.M. Convention Party 
Floor Show, Dancing, Lew Diamond's orchestra 


WEDNESDAY, SEPTEMBER 30 


9:00 A.M. Entertainment by the Chicago Stock Yard Kilty Band under the 
direction of Pipe Major Robert H. Sim 


9:30 A.M. General Session 
“America’s Greatest Pipe Line’’ by Dr. Ralph De Armond Cies 
‘What's Old” by W. H. ‘‘Bill’’ Gove 
Convention Reports 
Election of Officers 


7:30 P.M Annual Banquet and Dance 


ladies program 
SUNDAY Get-Together-Tea, Grand Ballroom, The Conrad Hilton 
Entertainment by Graham Jackson, pianist. 


MONDAY Luncheon with all convention delegates, Grand Ballroom 
Dr. Kenneth McFarland will speak. Educational Consultant 
and Lecturer for General Motors, The Readers’ Digest 
and others. 


TUESDAY Luncheon at Marshall Field's department store, followed by a 
fashion show, directed by Jean Scott. 
Convention party in evening. 


WEDNESDAY A matinee performance of “John Loves Mary” at the Good 
man Theater of the Art Institute of Chicago. 
Annual banquet and dance. 
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A. PEMBROKE 
President 








WALT. MILLER 
Vice-President 
Distributors 








L. B. WILCOX 


Vice-Chairman 


Distributors 


L. R. ADDINGTON 
Vice-President 
Manufacturers 


EARL F. OPIE 
Vice-Chairman 
Manufacturers 








RALPH MAISH, JR. 
Vice-President 
Field Division 





JIM COO 
Vice-Chairman 
Field Division 





{ 


‘ 
PER, JR. 





C. SINISGALLI 


Treasurer 





d 


J. C. RUNNELS 
Assistant to 
Treasurer 








f + , 
Fletcher B. Gibbs 
John A. Schlener 
Charles H. Mann 
William J. Kennedy 
Theodore L. C. Gerry 
Frank W. Bailey 
Charles E. Falconer 
Millington Lockwood 
Robert D. Patterson 
George M. Courts 
Charles A. Lent...... 
Charles N. Bellman 
Charles N. Bellman 
Wm. Henry Brooks. 
Wm. Henry Brooks 
Ralph S. Baver........ 
Ralph S. Baver......... 
J. Ogden Pierson... 
Charles L. Mitchell 
Ivan Allen ......... 
Charles L. Mitchell 
Edwin H. Sell 
W. Neill Stewart 
Woodson P. Waddy 
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1904-1905 
1905-1906 
1906-1907 
1907-1908 
1908-1909 
1909-1910 
1910-1911 
1911-1912 
1912-1913 
1913-1914 
1914-1915 
1915-1916 
1916-1917 
1917-1918 
1918-1919 
1919-1920 
1920-1921 

1921-1922 
1922-1923 
1923-1924 
1924-1925 
1925-1926 
1926-1927 

1927-1928 


PAUL BURBANK 


General Manager 





ROSE CUSHMAN 
Assistant to 
General Manager 








Charles M. Marshall 
A. J. Walker 
E. C. Wilson 
Wm. E. Ward 
Charles A. Stott 
Harry A. Morgan 
Harry A. Morgan 
B. J. Bristoll.. 
W. C. Clegg 
Harold J. Hampton 
Harold J. Hampton 
Owen G. Bayless 
Owen G. Bayless 
E. B. Healy 
. B. Healy 
. D. Latsch 
. D. Latsch 

D. Latsch 

5. Crowl 
Fred Downs 
L. R. Kendrick 
Earl Kochheiser 
Zac Smith 
Grant Howard 


ae ee 
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1928-1929 
1929-1930 
1930-1931 
1931-1932 
1932-1933 
1933-1934 
1934-1935 
1935-1936 
1936-1937 
1937-1938 
1938-1939 
1939-1940 
1940-1941 

1941-1942 
1942-1943 
1943-1944 
1944-1945 
1945-1946 
1946-1947 
1947-1948 
1948-1949 
1949-1950 
1950-1951 

1951-1952 


October, 1953 
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PHILIP ROONEY 
Brockton, Mass. 
istrict No. 1 








G. J. SCHMIEG 


Syracuse, N.Y. 
District No. 2 











R.A.MacDONALD- BERT HALLIN 


Saginaw, Mich Chicago, Hl. 
District No. 5 District No. 6 








WM. WHITING 
Owatonna, Minn. 
District No. 7 





R. M. SANFORD 


T. M. STOUT 
Pittsburgh, Pa. Jacksonville, Fla. 
District No. 3 District No. 4 














ROBERT STRAWN 


Ida 
t No. 17 


FRED GOETTE 
San Francisco, 
District No. 12 





ELMER PEARCE 
Pueblo, Colo. 
District No. 10 


T. L. KETCHINGS 
Natchez, Miss. 
District No. 9 


JOHN BRAIN, JR. 
Omaha, Nebr. 
District No. 8 








saint fuitin 


DISTRICT 1: Maine, New Hampshire, Vermont, Massachusetts, Rhode 


Island, Connecticut 


DISTRICT 2: New York State; the counties of Erie, Crawford, Warren, 


McKean, Potter and Tioga, in Pennsylvania 


DISTRICT 3: Pennsylvania—with the exception of the counties included 
in District 2; New Jersey—with the exception of Jersey City; Dela- 
ware, Maryland, Virginia, District of Columbia, and the counties 


of Berkley, Jefferson, Morgan, Pendleton, 


shire and Mineral in West Virginia. 


DISTRICT 4: North Carolina, South Carolina, 


Alabama, Florida 


Grant, Hardy, Hamp- 


Tennessee, Georgia, 


DISTRICT 5: West Virginia—with the exception of the counties in- 
cluded in District 3; Ohio, Indiana—with the exceptions of Lake and 
Porter Counties; Kentucky; and Michigan—with the exception of 


the Northern Peninsula 


DISTRICT 6: Eastern Wisconsin Counties 


Rock, Walworth, Kenosha, 


Racine, Milwaukee, Waukesha, Jefferson, Dodge, Washington, Ozav- 


kee, Sheboygan, Fond-du-lac, Winnebago, 


Calumet, Manitowoc, 


Outagamie, Brown, Kewaunee, Door, Marinette, Oconto, Shawano, 


Dane, Green 


Northwest Indiana—Lake County, Porter County 
INinois—except East St. Lovis and Belleville 
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WALT McNEVIN 
Los Angeles, Calif. 
District No. 14 


Cc. C. JUDKOFF 
New York, N.Y. 
District No. 13 








DISTRICT 7: Upper Michigan peninsula; Wisconsin—with the excep- 
tion of the counties in Southeastern section, as listed in District 6 
territory; Minnesota, lowa, North Dakota and South Dakota. 


DISTRICT 8: Missouri, Kansas, Nebraska, Oklahoma and the cities of 
East St. Louis and Belleville, Illinois, Texas Panhandle. 


DISTRICT 9: Texas except Texas Panhandle, Mississippi, Louisiana, 
Arkansas. 


DISTRICT 10: Wyoming, Colorado, New Mexico, Utah, Idaho (south 
and east of Boise) 


DISTRICT 11: Montana, Washington, Oregon, Idaho except section 
south and east of Boise. 


DISTRICT 12: Northern California to the boundary set by the counties 
of San Bernardino, Kern and San Luis Obispo; Nevada with the 
exception of Clark County. 


DISTRICT 13: New York City including Metropolitan District of New 
York, Long Island, Westchester and Rockland Counties and Jersey 
City, New Jersey. 


DISTRICT 14: Southern California—South of the boundary set by the 


counties of San Bernardino, Kern and San Luis Obispo; Clark 
County, Nevada and including Arizona 
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“TiP-TOP” 
WOOD TRAY 







DANDY AGATE 
CARD TRAY 


“CHALLENGE” 
CLIP BOARD 


i7Z 


CLIP HEAD 





SALES REPRESENTATIVES 


S. C. McKee, Louisburg, Kansas 
Kelly Carlson, Chicago, Illinois 
Joe Shanks, Knoxville, Tenn 
Morgan Parish, Aurora, Ill 


Charles Byram, San Francisco, 
Calif. 








POP’LAR OAK TICKLER 


SELL HEDGES 
inet o*. Make your Chicago visit to the 
£ . NSOEA Convention Pay by be- 
coming a Hedges dealer. 















THE “DANDY” 


¥ ‘BIG BEN BOX FILE 


BOX FILE 


“LETTER 


| acaba 






HEDGES 
TRANSFER FILE 


HEDGES MANUFACTURING COMPANY 


Makers of Files and Filing Equipment 
2931 WENT Wee ee NUE — 2 . CHICAGO, IERLINOTIS 
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Onis is by way of saying Thanks 
to the hundreds of manufacturers 
who, by supplying us with 
ample merchandise during times 


of shortages, 








have contributed to 


the outstanding 





srowth of our 


ian 
/f tt al 
< | ' { . 
1 44 — 
Y : i : . 
i\ | 
i, 
business. by ae: 
SELES ~ 14 . = 
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CHICAGO’S LARGEST 
CONTRACT STATIONERS 


Phone WEbster 9-5414 
711 South Dearborn Street, Chicago 5, Illinois 
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An entirely new pattern . designed especially for 


your customer with the new modern office furniture and the 


highly modernistic scheme of interior decorat 


[he “Modern” Group offers every one of the fine seating 


characteristics found in all Johnson Chairs, plus styling 
that will win the approval of all your customers 
[hese new chairs are made of genuine walnut and have 


full spring seats, padded backs, deep foam rubber arms 
r t 


and rich luxurious leather upholstering 


With a growing interest in “modernistic’” styling for office 
you'll find the new “MODERN” group one of the m 
popular and fastest selling chairs you can 

to your customers 


OFFICE EQUIPMENT DEALERS: 


atails f 4 new MA ERN" 








JOHNSON CHAIR COMPANY 


4401 West North Avenue Chicago 39, Illinois 
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You will never miss sales if you're a Vogel-Peterson dealer because these are complete 
lines, with superior wardrobe equipment to exactly meet every individual need. 
Starting with the creation and patenting of the modern checkroom Vogel-Peterson 
developed, pioneered, advertised and sold the wardrobe rack method of keeping 
wraps dry, aired and “‘in press’. Now standard in every modern commercial, indus- 
; trial, public or institutional building in America. Always quality products, smartly 
’ designed, sturdily built and beautifully finished. Office Valet, and Checkerette ward- 
robe units are universally accepted as the finest most efficient equipment available. 

logel-Peterson products are sold through dealers. Margins are generous, ptices 
protected. Dealer Helps and technical assistance are fully provided. This plant 
never competes with its own dealers. 











No. $-6 
Office Valet Costumer 


Rey ng costumers in privote 








No. 3-U 
Office Valet Rack 





Accommodates 3 
people per sq. ft. or 6 











AAR Veet Wall Rock 








Combine best 
feature of both 
; lockers and racks. 
= Keeps wraps 
& | aired, dry, in 
- J press. 12” x 12 
x 15” lock boxes 
keep personal 
effects private 


Stores away like 
folding chair. Set 
up anywhere with- 
out tools in a min- 
ute. Holds 24 hats 
and coats on hang- 
ers (or 32 on hooks) 
in 4 ft. 




















small offices accommo- . ‘ 
™ £ « oot i 
dates 6 coats, 6 hats, um- ata b . Mounts on wall accommodates 
brellas and overshoes. ae Sa 3 ts and 3 hots per foot 
units. Any length, by —s P ‘ 
the foot in cabinet wardrobes or closets 
gives checkroom efficiency. 
No. 6-12 
No. $-4-CT 
Lockerette No. D-4-CT 
Checkerette 
Checkerette 


More capacity than 
any other 4 ft. rack 
(up to 64). Fold- 
oway, adjustable 
height shelves, 
caster base and 
other features. 














No. H-4-CT 
Checkerette Hatter 





Holds 50 hats. Also 
widely bought on 
casters as portable, 
stationary, display, 
gathering service 
and vault rack 
Fold-away feature 
Also made in 3 ft 














unit 
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No. W-4-CT 
Checkerette Wall Rack 


Most flexible rock built. Lengths 
to fit in anywhere. Hangers or 
hooks, single or double hanger 
bars ond end bars. Mounts ony 
height. Extends only 11" from wall, 





Write for Catalog Sheets showing 
nodern wardrobe equipment for the office, factory and home 


VOGEL-PETERSON COMPANY 


Chicago 9, Ill. 


1121 West 37th St. « 


1953 








No. 98 
Checkerette Stormrak 


Ploced at door saves floors 
ond carpets. Hoids 8 um- 
brellas, 9 pair overshoes. 


No. 4 
Umbrella Rack 
Sizes to hold 24 or 16 um- 


brellas. Compact efficient re- 
movable drip pan. 





BOOTH NO. S5I9A 
N. S. O. E. A. CONVENTION 
CHICAGO 
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SPEED-O-PRINT CABINET $57.50 


Ideal base for your duplicator of heavy gauge steel that 
is dust and vermin proof. Two 12 inch pull out leaves to 
accommodate machine and paper. Adequate storage space 
for stencils, inks and other duplicating and office supplies 
Available in Futuramic Grey or Ebony Black finishes 


A WIDE RANGE OF DUPLICATORS 
TO MEET ALL REQUIREMENTS 












Other SPEED-O-PRINT Daetccators 


LIBERATOR *Wlodel 50 %295° 
‘*Ylodel L-P $5950 
‘* Yodel ""L" $695° 

LIBERATOR Wedel 100 S1Q95° 


Plus Excise 


*POSTCARD TO 6 x 9'2 SIZE **POSTCARD TO LEGAL SIZE 


Write FOR OUR DEALERS CATALOG 
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LIBERATOR MODEL 200 


$4 6450 iis cscse 0 


FRONT PAPER STOPS 


Guarantees Hairline Registration 


AUTOMATIC ROLLER RELEASE 

Prevents Inking of Impression Roller 
OPEN CYLINDER AUTOMATIC DUAL 
BRUSH INKING 


Assures Even Distribution of Ink 


EASY TO OPERATE 


Minimum Number of Adjustments 





Be sure to visit 


BOOTH 108 


during the NSOEA Convention 
Sept. 26-30 ¢ Conrad Hilton « Chicago 











CLOSED CYLINDER AUTOMATIC DUAL BRUSH 
INKING at $20 Extra. 


SPE ws, O-PRINT 
( oaporalion 


CHICAGO 13, ILL 






1801 W. LARCHMONT AVE 
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Newest Gift Idea?! 

















Motorola 


evi p”’ 
DESK CLOCK RADIO 


A mark of distinction ...a handsome appointment 
for the desk of a Very Important Person—the smart 
new Motorola “VIP” Desk Clock Radio. In gold and 


silver plastic finish, it is as good looking as it is 





convenient. Here is a combination of an accurate, 
dependable clock .. . a powerful Gor DEN vorce* radio 
.and a beautiful Parker pen and pencil set. 
The perfect gift for an important business executive. 


S f] qpqD OD 


























ee 





f Peented fo 
John W Ymeth 


1953 











P7Prosented lo 
| John Yi. SJmntth 


| 1953 
) os tiie 





— 


O——————nt 


Bott, See Motorola “ii: 
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Model 53D 


Se rsonaliyed 


the name plate may be engraved 


simply with the name of the executive 
to whom it is given. and the date, or it may bear also 
the name of the individual or firm who presents it. 


for further information write to: 


Motorola inc., Dept. G, 4545 W. Auguste Bivd., Chicago 51, Ill. 
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R. A. MAISH, JR. 





Chairman 





B. H. HALLIN 


Co-chairman 
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GLENN CHAMBERS 


General Chairman 


BOB REYNELL 


General Co-chairman 





Reception 


The presidents of the Travelers 
Clubs and the governors of the 14 


districts will serve on the committee 


Ladies Hospitality 
Chairman, Mrs. Adrian Pembroke 
Salt Lake City, Utah, and Co-chair 
Paul Burbank 


On the committee 


man, Mrs 
are the wives 
of governors, national officers, 
chairmen and co-chairmen and the 
wives of the men in charge of Ladies 


Entertainment 


“ > 


Chicago Skyline— Photo courtesy of Chicago Park District 


Ladies Entertainment 

Jack Asthalter, W. A. Sheaffer 
Pen Company; Clarence W. Clemen 
G. J. Aigner Company; Alfred E. 
Cote, Reyburn Mfg. Company; Don 
H. Eldridge, Rand McNally Com 
pany; Reed Ferguson, National 
Blank Book Company; Keith Gordon 
Boorum & Pease Company; Harold 
A. Heyward, Speed Products Com 


pany, Inc.; John R. (Dick) Hill 
Eberhard Faber Pencil Company 
Arthur S. Jansky, The Carter's Ink 


Company; Herbert J. Johnston, Ace 
Fastener Wayne E 
Mitchell, Hodgman Rubber Company 
William Murray, Geyer Publications 
Harry J. Neggesmith, manufacturers 


Corporation; 


representative; and Bernard Wright 
F. S. Webster Company 
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NORB BURGESS 


Chairman 


A. S. REPLOGLE 


Co-chairman 


October 1953 
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Prizes 


Harry Balch, Quality Park Envel- 


ope Company; Ray J. Eichenlaub, H. W. GUNLOCKE 
my. ° on Service Steel Products Corporation; Cheirmon 


es Leonard J. Halen, Henkel-Clauss 
> 


Company; Gordon J. Kickels, C. L. 
HERB WALSH 








Banquet Barkley Company; and James B. 
Charles H. Hucke, manufacturers Lynch, manufacturers’ representative. 
representative; William R. Kane, 
Oxford Filing Supply Company, 
Inc.; and Ralph V. Maneval, A. W 
Faber-Castell Pencil Company 




















anal anne Co-chairman 
Exhibit Hall 

A Aig Aigner Co.; The Globe Wernicke Co.; G. L. Manufacturing Co., Pickett & Eckel, 
A. M. (Benny) A American Lead Kogelschatz, Columbia Ribbon & Inc.; George Rocker, Johnson Chair 
Pe Eug Biggs, Koh-l- Carbon Manufacturing Co., Inc.; Co.; W. T. Roussey, Esterbrook Pen 
Noor Per Ralph P. Black- Edwin E. Kraft, National Blank Co.; Leonard O. Schneider, The 
bu The Glol Wernicke Co.; Book Co.; Robert M. Lamson, Yaw- Globe-Wernicke Co.; C. M. Smith, 
E. James Bradley, Higgins Ink Co.; man and Erbe Manufacturing Co.; Jr., A. W. Faber-Castell Pencil Co., 
Dwight N. Briggs, The Sun Rubber Lloyd W. Landenberger, Richard Inc.; Homer Smith, Ditto, Inc.; Al- 
C Carl W na The Parker Best Pencil Co.; Frank J. Lazowski, bert H. Spafford, Victor Safe & 
Pe ( F : gnato, C, Aspco Products, Inc.; Jack Luke, Equipment Co.; Richard P. Steding, H. H. DOBEY 
Howard Hunt Ff James C. manufacturers’ representative; W. Wallace Pencil Co.; Larry Struck- Chairman 
Crell, manufact representative; A. McNichols, Amberg File & Index meyer, Mclennon Pen Co., Harry \ 
Joseph S. Don ki, Smead Manu- Co.; John L. McPike, The Weis Man- P. Venet, Reyburn Manufacturing 
fa } Donisthorpe, ufacturing Co.; Alfred H. Mehl, Co.; Robert C. Warner, Rockwell- 
Ace Fastener f Tom Gillice, Elmer Krumwiede & Associates, Inc.; Barnes Co.; Gilbert Weis, The Weis 
Ri ell Ba Frank N. Grae Roy L. Melind, Louis Melind Co.; Mfg. Co.; Ed J. Williamson, Elmer 
ham, 1 B turing Co.3 Wes Montpas, manufacturers’ repre- Krumweide & Associates; Oscar M. 
~ Wernicke sentative; Ben J. Powell, A. W. (Doc) Wilson, Mittag & Volger, Inc.; 
' Faber-Castell Pencil Co.; Sam E. and Floyd E. Zinkhon, American 

eC Orge Boorum & Riggs, manufacturers’ representative. Lead Pencil Co. 
Pease ( ¥y) Johnson, John Knox Robinson, V & E EARL HANSON 





Co-chairman 


‘- } Entertainment 


Roscoe Benge, Codo Mfg. Com- 
pany; Harry E. Hoffman, Joseph Hotel 








x Dixon Crucible Company; Robert S 
Kane, manufacturers’ representative; Bertrand Amberg, Amberg File 
. ‘ Kenneth L. Reister, Minnesota Mining & Index Company, and Gordon 
& Manufacturing Company; Donald McPherson, Grenville Davis Com- . 
W. Sharpe, Reyburn Manufacturing pany. R. M. CLEARY 


Company; and Wesley W. Wilson. Chairman 


TUESDAY NIGHT'S CONVENTION PARTY 


Well-known stars who will entertain at the NSOEA party in- 
clude George Gobel; Juanita Hall, Bloody Mary in the original 
cast of South Pacific; the Vanderbilt Boys, direct from the 
Paramount Theatre in New York City; and the Marimba Coeds, 
direct from Ed Sullivan's ‘Toast of the Town,” on CBS Television. 
Georgie, star of the Saturday Night Revue on NBC Television 
CHARLES GILBERT | during the past summer, is currently headlining the show at the JOHN FELLOWES 


Empire Room of the Palmer House, Chicago. Co-chairman 
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CHICAGO STATIONERS 


MOHAWK 


OFFICE PAPER 








* 
° 
When you're in There iA a reaton | 
Chicago 
ask any 
Chicago Stationer 
why he buys 
MOHAWK THE CHIEF WITH THE PAPER “KNOW-HOW” 
@ 
BOND SCRATCH PADS INDEX CARDS 
STAR SCRATCH PADS PRICE BOOK SHEETS 
YELLOW SECOND SHEETS MEMO REFILLS 
TYEWRITER BOND PAPER TYPEWRITER PADS 
MIMEOGRAPH PAPER ADDING MACHINE ROLLS 
DUPLICATOR PAPER HERITAGE LINEN TABLETS 
RULED TABLETS WRITING TABLETS 
LEGAL RULED PADS LOOSELEAF TABLETS 











TABLET COMPANY , > 


1703-19 EAST END AVENUE <i F 
CHICAGO HEIGHTS, ILLINOIS 
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l distinguished names 


in Paper Fastening Devices 


Welcome you to the 
NSOEA CONVENTION 


both lines on display 


booth no. 83 


* be sure and see the New Versatile VICTOR STAPLER 
today’s best value in stapling machines 




















STEEL-PARTS 


MANUFACTURING COMPANY 





SECRETARIAL HANGING FILE CABINET 


For Maximum Efficiency— 
Minimum Effort 


@ All Heavy Gauge Steel 

® No-Sag, Hanging File Feature 

®@ Large Silent Rubber Wheel 
Casters 

@ Saves Space, Promotes 
Efficiency 

® Speeds Up Sorting and Filing 

®@ Covers with or Without 
Locks Obtainable 

@ Legal or Letter Size 

®@ Colors —Green, Gray or 
Walnut 





ALL-STEEL WASTE BASKETS 


The De Luxe “Executive” 


’ @ Styled for Beauty and 
Durability 

®@ Heavy Gauge Steel 

® Rounded Corners with Rolled 
Edges 

@ Rubber Bumpers on Corners 

® Rubber Tips in Separately 
Welded Steel Legs to Prevent 
Scratching or Marring 

®@ Welded Panel Construction 

® Colors — Green, Gray or Walnut 





| The De Luxe 
“Oblong” 


Incorporates all of 
the fine features of 
the De Luxe ‘‘Execu- 
tive’’ 





The Steel-Parts line of steel office appliances is the finest in its field. 
Write, wire or phone for complete information. 


STEEL-PARTS MANUFACTURING CO. 


A Division of Blackstone Manufacturing Co., Inc. 
4630 W. Harrison Street © Chicago 44, Illinois 
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Aanonces a fhe Faby? 


Meet the Desk Yes. ee 


t The sensational new desk item that is a must for maximum office efficiency. 


Here for the first time is an all-steel office 
item that is an efficiency expert's dream. 
Desk Mest provides a place for every 
conceivable desk item and requires so little of 
valuable desk top space. Everyone—executives, 
secretaries, clerks, professional people—can 
now keep their desks uncluttered, efficient 
and business-like. 


EXECUTIVE DESK TRAY 
A “Silent Secretary” to Eliminate Desk Clutter 


®@ Heavy Gauge — All Steel 
Construction 

@ Ideal for Specialized 
Uses 

@ Offset for Ease in 
Obtaining Papers 

@ Exclusive Add-A-Tray 
Feature which Eliminates 
Wires or Screws 

®@ May Be Used Singly or 
Tiered in Stacks of Two, 
Three, Four or More 

® Rubber Grommets to 
Prevent Sliding or 





Scratching 
® Colors — Green, Gray or 
Walnut 


ALL-STEEL “‘CONVERT-O” 
HANGING FILE FRAME 


ey, — 





Ro To Equip Any File 
L for Hanging Folders 


® Heavy Gauge Steel Construction 

@ Slide Adjustment .. . Fits Any Standard File 
Drawer . . . No Cutting to Size Necessary 

® Assembles in Seconds . . . Requires No Tools, 
Screws or Nuts 

® Endurable Cadmium Plated Finish 

® Letter and Legal Sizes 
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@) Introduces New Payroll Form 


IN TIME FOR THE YEAR END SELLING 


Bidens . EMPLOYEE'S EARNING RECORD 


Here's an easy to use Employee's Earning Record form that 
you will want to bring to the attention of all your customers 
before they open their 1954 employee payroll records. De- 
signed to show all personnel data at a glance; for easy 
preparation by hand or typewriter; to speed up payroll tax 
returns. 9144” x 11%”. Top quality buff ledger stock; pen 
ruled in 2 colors. Full year on each sheet. Form No. 600—40. 

Be sure to have an adequate stock of this and all 
these other WJ products that offer you peak volume 





Seeeesss'’| 
+ oe 
+t 


++ ++ 









































Pte opportunities at the end of the year. 
‘ ~iL a Oty ee we sree ee Ore ED oe 
ACCOUNTING FORMS EMPLOYEE'S EARNING RECORD 
. OUTFIT NO. ER-150 
, Com} le te line of Compact com- 
printed forms for plete provides 
x every business simplified record 
2 need, for as many as 50 
employees. 
PAYROLL BOOKS 
COLUMNAR AND 
Permanently FIGURING BOOKS 
bound books. Easy . 
to use and file. Full range of sizes 
and styles. Quality 
bound book. 
ALL FACTS SIMPLIFIED SIMPLIFIED 
Simple — efhcient (See Page 152 
complete book- Catalog) 1 Book 
keeping systems individually de- 
for small business signed for each 
firms. special retail busi- 
ness. 

















FARM-FACTS ‘ FS . 
FARM-FACTS } 
A complete, sim- A vane aucomt 
plified bookkeep- pacoes a en 
SEE OUR COMPLETE DISPLAY ing system for a | 
farm use. 
IN BOOTH 41 AT THE N.S.0.E.A. CONVENTION <= mnt) 


OFFICE 


WILSON JONES COMPANY 


209 Seuth Jeflersen Street * Chicage 6 


New York 10 Atlanta 3 Kansas City 8 San Francisco 5 Toronto 1 
E. 23rd St 400 William St., N.W. 1520 Cherry St. 246 First St. 107 Front St., East 
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what to soc 


theatre 


NEW FACES OF 1952 
Great Northern 


Leonard Silman’s musical revue with 
original Broadway cast including Rob 
ert Clary and Ertha Kitt. 


THE SEVEN YEAR ITCH 

Erlanger Theatre 

Courtney Birr and Elliott Nugent present 
Eddie Bracken in this popular play from 
Broadway. Opens, September 21 
Daily, except Sunday. Matinee, Wed 
nesday and Saturday. 


MADAME BUTTERFLY 

Civic Opera House 

Puccini's opera presented by the Fuji 
wara Opera company of Tokyo. The 
troupe will give eight performances 
starting on September 28. 


CINERAMA 
Eitel’s Palace 


The new film with the new dimension 
that doesn’t require glasses. Print by 
Technicolor. All seats reserved 


spot views 


ADLER PLANETARIUM 
Grant Park 


Open Monday, Wednesday and Sat 
urday at 10:00 A.M. until 5:00 P.M 
Shows, 11:00 A.M. and 3:00 P.M. Tues 
day and Friday, 10:00 A.M. to 9:30 
P.M. with show at 8:00 P.M. Sunday 
opens at 1:30 P.M. with shows at 2:00 
P.M. and 3:30 P.M. 


ART INSTITUTE 

Michigan Ave. at Adams 

Said to have the second largest col 
lection of world masterpieces in the 
United States. Especially noted for its 
Impressionistic and Oriental art. Daily 
9:00 A.M. to 5:00 P.M. Sunday, noon 
to 5:00 P.M. 


CHICAGO BOARD OF TRADE 
LaSalle at Jackson 

World's largest grain exchange and 
Chicago's tallest building. Observa 
tory open from 9:00 A.M. to 6:00 P.M 
daily. 


CHICAGO ACADEMY OF 
SCIENCES 
Lincoln Park 


Natural history exhibits. Open, Tues 
day and Friday from 1:00 to 4:00 P.M 
Saturday and Sunday, 10:00 A.M. to 
5:00 P.M. 
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CHICAGO HISTORICAL SOCIETY 
Lincoln Park 

Open, 9:30 A.M. to 4:30 P.M. on week 
days and 12:30 to 5:30 P.M. on Sun 
days 


CHICAGO NATURAL HISTORY 
MUSEUM 
Field Dr. & Roosevelt Rd. 


Exhibits of anthropology, botany, geo! 
ogy and zoology. Daily, 9:00 A.M. to 
6:00 P.M. Tours, 2:00 P.M. on week 
days 


CHICAGO PUBLIC LIBRARY 
Michigan Ave. & Washington 


Contains over 2,000,000 books, many 
donated from all over the world fol- 
lowing the famous Chicago fire. Week 
days, 9:00 A.M. to 9:00 P.M. Satur- 
day, 9:00 A.M. to 5:30 P.M 


CHINATOWN 
22nd St. & Wentworth 


Authentic restaurants, gift shops. Chi- 
nese Temple, open noon to 10:00 P.M 


LINCOLN PARK ZOO 


Lincoln Park 
Open daily, 9:00 A.M. to 6:00 P.M 


MERCANTILE EXCHANGE 
110 N. Franklin 


Largest butter and egg market in the 
world. Gallery open to the public dur 
ing trading hours. 


MIDWEST STOCK EXCHANGE 


LaSalle & Monroe 

Open to the public on weekdays from 
9:00 A.M. until noon, Saturday, 9:00 
to 11:00 A.M. 


MUSEUM OF SCIENCE & 
INDUSTRY 
57th St. & Lake Front 


Exhibits show relation of science to 
industry. Operate coal mine, iron foun 


Aerial View of Lakefront—Park District Photo 


dry, print shop and model railway. 
Daily, except Sunday, 9:30 A.M. to 
5:30 P.M. Sunday, 9:30 A.M. to 7:00 


P.M 


ORIENTAL INSTITUTE 


1155 E. 58th St. 
Week days, 10:00 A.M. to 5:00 P.M 
Sunday, 11:00 A.M. to 5.00 P.M 


SHEDD AQUARIUM 
Roosevelt Rd. & Lake Front 
Daily, 10:00 A.M. to 5:00 P.M 


STREET MARKET 
Maxwell & Halsted 


Outdoor market place in old-world set- 
ting 

tours 
BOAT RIDE 


Michigan Ave. Bridge at 
Wrigley Bldg. 

Two-hours of sightseeing from the diesel 
powered yacht, the Wendella. Adults: 
$1.75; children: 60c (inc. tax Daily, 
1:30 P.M., 3:45 P.M. and 7:45 P.M. 
Midnight cruise every Saturday night, 
leaving at 12:05 


CHICAGO SIGHTSEEING CO. 
Quincy & State St. 


Various tours include two hours for the 
South Shore, two hours for the North 
Shore, four hours for the Grand Tour 
and 2% hours for Chicago After Dark 
and Chinatown. For prices and times, 
call HArrison 7-8768 


CHICAGO TRIBUNE 
435 N. Michigan Ave. 


Reservations are necessary for conduc- 
ted tours through the newspaper pro- 
duction plant, daily at 2:00 P.M., 4:00 
P.M. and 8:00 P.M., except Saturdays 
and holidays 
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THE GRAY LINE 
Conrad Hilton Hotel 


Day and night lectured tours of Chi- 
cago. Call SEeley 


hic 


THE MERCHANDISE MART 


8-2900 for informa- 


Show place world’s largest 
wholesaie market ded tours every 
45 minutes fron lobby, 9:30 
A.M. to 3:45 P.M Aondays through 
Fridays. Tours take bout 75 minutes 
and include the Design Exhibi- 
tior hela n tion with the 
Museum of Mode » New York 
SEARS ROEBUCK & CO. 
925 S. Homan 
World-famous ma rder house. Tours 
at 9:45 A.M., 10:45 A.M. and 2:45 
P.M., daily 
STOCK YARDS 
42nd & Halsted St. 
Regularly conducted Monday 
through Friday half hour from 
9:00 A.M. to 1 A.M. and 12:30 
P.M. to 2:00 P.M Tours require 1% 
1 & Co. and 
Ww & 
sports 
BASEBALL 
Wrigley Field 
St. | Card the Chicago 
day and Sunday, 
FOOTBALL 
Dyche Stadium, Evanston 
Ww tate 1 N thwestern Sat 
FOOTBALL 
Comiskey Park 
Washinaton Redsk i the Chicago 
nday, 1:30 


Night View of Chicago 
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HORSE RACING 
Hawthorne Park 


Racing daily, except Sunday. Post 
time 2:00 on week days and 1:30 on 
Saturday. 


STOCK CAR RACES 
Soldiers’ Field 
Chicago Auto Racing Association 


Wednesday and Sunday at 8:30 P.M 
P.M, 


shopping 


CARSON PIRIE SCOTT & CO. 
State & Madison St. 

Well-known DEPARTMENT STORE built 
by the famous modern architect Louis 
Sullivan, teacher of Frank Lloyd Wright. 


BONWIT TELLER 

830 N. Michigan Ave. 

Fashionable WOMEN’S STORE that car- 
ries everything from shoes and hats to 
original designer clothes. Also features 
a special gift shop 


BRAMSON 
700 N. Michigan Ave. 


In addition to the tremendous range of 
WOMEN’S CLOTHES an_ interesting 
highlight of this shop is the fountain 
inside the front entrance. 


FEY-MANNING, INC. 
304 N. Michigan Ave. 


SUEDE FOR WOMEN is the specialty 
here although the shop has a wide selec- 
tion of sports and casual clothes 


BROOKS BROTHERS 
74 E. Madison St. 


Famous MEN’S STORE specializing in 
the Ivy League look 


A. SULKA & CO. 
2 S. Michigan Ave. 


Well-known MEN’S SHOP with stores in 
New York, Paris and London 


looking South from North Avenue-—Courtesy Chicago Park District 


1953 


JOSEPH SALON SHOES 
544 N. Michigan Ave. 


WOMEN’ SHOES ranging from sports 
and casual to evening slippers. 


1. MILLER SALON 
710 N. Michigan Ave. 
Well-known WOMEN’S SHOE salon 


FLORSHEIM SHOE SHOPS 


1. N. LaSalle St. 


Popular MEN’S SHOE stores with shops 
at 1 N. Dearborn, 32 E. Jackson and 
2 S. Wabash. 


FRENCH, SHRINER & URNER 


16 S. Dearborn St. 


Exclusive MEN’S SHOE shop with an- 
other store at 108 S. Michigan Ave. 


SPAULDING & CO. 
959 N. Michigan Ave. 


One of the finest JEWELERS in the 
world, with a fine selection ranging 
from rare gems to leather goods. 


Cc. D. PEACOCK 


101 S. State St. 
A favorite JEWELER of Chicagoans. 


VL&A 
9 N. Wabash Ave. 


One of the best selections of SPORTING 
GOODS as well as men’s clothing. 


KROCH’S BOOKSTORE 
206 N. Michigan Ave. 


Carries one of the widest selections of 
books in the world. 


MAIN STREET BOOK STORE 
642 N. Michigan Ave. 


A combination art gallery, bookstore 
and phonograph-record shop with 
ceramic gift items 
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No, of course not! You hope to sell every cus- 
tomer all the office chairs his firm will use now 


Barkley Plastic Tab Guides —and in the future. 


Letter, Legal and Card Sizes 
Durable black pressboard It all depends on the action control. If it breaks 


down or operates inefficiently, he'll go else- 


where the next time he needs chairs. 





Card Index Guides Index 
Bristol, buff and colors. Gray But if it operates smoothly and quietly, adjusts 
Pressboard 


easily and is good for a life time of trouble-free 


service—in other words, if it is Seng-Equipt—you 








will keep him as a permanent customer. 





Duratex File Folders. Single 
and Double-top. 8—9'2 and 11 
point 


Play Safe! Specify SENG action controls on all 





your samples. They’re precision-built for custo- 


mer satisfaction—and for your protection. 















Pressboard Guides — (Gray 
Metal Tab, Plain Tab and Cel- 
luloid Tab 












Krafoltex File Folders. Single 
and Double-top. Eleven point 





SENG 


Syncro-Tilt 


Index Cards—White and Colors for 


200 Line 1T0+ White and ; 
— Colors. 300 Line 90+ White Executive Posture 


only A 
Chairs 























Established 1921 || 


L. L. BARRLEY & CO. 


Me SENG Comaany 


Munufucturers of Piling Supplic 


1220 W. Van Buren St Chicago 7, Il 


1450 NORTH DAYTON ST - CHICAGO - 22- ILL. 


SINCE 1874 WORLD'S LARGEST SPECIALISTS 
IN FURNITURE HAROWARE 
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1T’S NEW! 


i's A Potent 


Maso’'s NEW 


- EZ 
NEW BEAUTY (¥ 





the | De Luxe Line Of 


y/fis/eee:- > im mm |BUSINESS MACHINE STANDS! 


Pocket Stapler 


Just Pen 


Only this PEN SIZE stapler has 
so many enthusiastic users— 
Salesmen + Insurance Men - THE 
Office Workers - Teachers IDEAL STAND 
Lawyers + Doctors - Claim 
Agents + Auditors - Students - For Electric: 
Shop Foremen - Nurses - Billers, 


Bookkeeping 
Ilomemakers. Machines, 


Calculators, 
Typewriters 
and Other 
Costly Office 
Machines! 






De Luxe Model 
No. 2000-C 
All Steel.! Drop 
Leaf, and Cups & 

Channels 








Other Models Available With 
2 Drop Leaves For Billing Ma- 
chines And 352" High For 
Stand Up Work! 





GIFT BOXED e@ Stronger, Safer Support For Electric 
omr$ 995 Office Machines 

woh 1000 stants e Greater Operator Comfort 
@ Unequalled Style & Design 


You Meet Every Demand! 


You are now able to offer your 
customers ideal protection and 
support for costly office ma- 
{ SS chines. The all steel Tops are 
wider, deeper than most, a 
“Slip off cap and full 1844” x 1956”; available 
d 5 for use. with or without 4 steel cups 
PA it’s ready and 2 adjustable channels. 
if | Drop leaves are 18%” x 14%"; 
Helpful Sales Aids—To help you with fit on both sides, level with 
d . . 
your job, we furnish diplay cards, top or 44" below; 2 extra 


envelope stuffers, newspaper mats strong elbow type drop leaf 
arms for each drop leaf. Ele- 








De Luxe Model 
No. 2000 








4 vator device is foolproof, easy Without Cups 
- ao an " > acting. Heavy rubber casters And Channels 
FASTENER CORPORATION eting. Heavy rubber costers 
860 Fletcher Street, ( hicago 14, lil. ibsorb jars and shocks. Assembly is a cinch. full directions 
Please send the following to company below— included: takes about ten minutes 
f; 
AST POCKET STAPLERS Order Your Sample — Write For Catalog! 
Staple No. 154, 24 pac ks of 1000 ea. per ; 









Plea Dealer Information 
53 W. Jackson Bivd. 
Chicago 4, Illinois 


RO DUETS 


Store Nam« 

Your Nam« 

Address 

City Zone State 
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DEALERS WANT THEM. 
girls love them! 





NEW 
“STYLINE” STANDS ~ 


® Assembles in three minutes, ships flat 

© Offers most leg room 

® No crossbars to bruise shins 

® No sharp edges to snag hose 

Dealers and users everywhere are praising its supe- 
rior design...its sturdy, sway-proof construction 
and smart modern appearance. Elevator base on 
Model S-300 easily shifts to legs or casters. Three 
other models available. 


NEW 
“EXPANDO” 


POSTING TRAY 


@ Sells easiest, only 4' Ibs. 
® Expandable to 9'2 inches 
@ Handles variety of card sizes 
@ Holds 1900 sheets, 25 guides 


Proved profitable and popu 
lar. Designed for modern 
machine bookkeeping sys- 
tems. Eliminates search time 
and speeds posting. Stand 
and dustproof hood with lock 
available. 








Webor Brothers METAL WORKS 


‘ : a 
‘ 108 North Jefferson Street, Chicago 6, Illinois : 
' : ' 
t [ ] "Styline” stands “Expando”" trays ' 
3s Send : 
' NAME ' 
1 ' 
+ FREE 7 
7 FIRM ' 
' ' 
Sy; re ‘ 
' literatu ADDRESS ' 
: ' 
' 
' city Z0N ‘ ' 
: QUALITY PRODUCTS SINCE 1885 : 
SSeS eee eee eeeee eee eee ae aenae ae ee 
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i ow! 
: yew: 
| PERFECT NEW FORMULA § 


EXCLUSIVELY FOR 


& Gestetner Duplicator Machines § 








GIVES 15% TO 20% 
MORE COPIES 


THAN ANY 
previous INKS 

















pirect FEED 


(elie tales 
pUPLICATOR INK 


FOR USE ON 
Machines 


TUBE MAKES PERFECT 


H 
CONNECTION WITH /gpoy 
THE INK PUMP 





Ss 
~~ 


















TURNS OUT BETTER 
WORK THAN ANY 


OTHER INK 


Gestetner 






‘ o~ 
7 © 
Ld 








Clean, sharp work on mimeo bond. Mini- 
mum penetration. Fast drying. No smear, 
no offset. Will not pack on distributor bar. 
No drip from silk screen. Safe for stencils 


and silk screens, waver rolls and bakelite 
cylinders. Washes off hands with soap and 
water...BLACK and COLORS in 12-02. tubes. 


CANODE ADVERTISING in 
“THE OFFICE" presents all these 
features to YOUR CUSTOMERS 


It's another profit item in the popular CANODE line 


WRITE FOR DETAILS & PRICES 


INK SPECIALTIES CO., INC. 


Dept O 519 N ae ee oe 
CHICAGO 22, ItLINoOts 
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Same | 
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List $° 
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It will pay you to feature 


THE NEW 


HALVERSON 


DUPLICATOR CABINETS 


finer quality 
and 
workmanship 


ATTRACTS 











comparison 
with others 


PROVES 


more for 
the money 


SELLS 


Finest cabinets on the market! 
All steel welded construction, 
smartly streamlined. Engineered 
for maximum rigidity and sound- 
proof, smooth operation. Four 
adjustable glides assure perfect 
leveling on uneven floors. Tops, 
prime grade 18 gauge. Sides, 
back,shelf 20 gauge. Rich Ham- 
merloid Grey (liquid resistant 
baked enamel finish. Shipped 
completely set up. 


MODEL 62-DD 
DOUBLE DOOR CABINET 


with lert-? 


For Ball Bearing Casters (2 
locking) add $7.50 list. 





All prices slightly higher in 
Mountain and Western states. 
Order now. 


MODEL 61-CB 
CLOSED BACK CABINET 


with left-hand pu! t 
Same dimensions 
justment as N 
Shipping weight 


list $37.50 


MODEL 52 STAND 


29 wide 9'/2 deep 
H t jjustable from 
Ships weight 45 Ibs 


$35 .00 





HALVERSON SPECIALTY SALES 


Chicago 22, Illinois 


1221 W. Chestnut St. 
Subsidiary of MIM-E-O STENCIL FHES COMPANY 
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a» o » g> us sure 
Leather Goods Catalog 


the DOPP-BILT 24-PAGE 





Yes — that’s right 
CATALOG IS AT YOUR SERVICE. Efficient, easy-to-see 
on your counter — convenient for sales presentation 
Punch-packed, this powerful sales approach tells 

a real selling story. Gives the complete information 

about the DOPP-BILT National Advertising program. Explains 
the DOPP-BILT policies — all based on solid, satisfaction guar- 


anteed principles — helps build prestige for your store! 
“\ 
Pictured and described in this catalog you will finda «* 
line of fine cases and other leather goods items to 
meet your every selling need. They're wanted by your 


and students! 


customers — businessmen... professional men 


No effort has been spared to assure you the greatest 
presentation convenience — at prices that give 


greatest value to your customers — full profits 
to you. Send for your copy of the DOPP-BILT 


Wa 
iz 
<a four-color catalog TODAY. 


Charles Doppelt & Co., Inc. 


2024 S. WABASH AVE.+ CHICAGO 16, ILL. 
New York — 389 Fifth Ave. * Telephone MUrroyhill 3-5777 
Los Angeles — 712 Olive St. « Merchandise Mart Building 


Showrooms: 
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A quiet office is an ctheient office 
Stenographers and 
neater work with fewer errors because 
they are spared the mental fatigue 
caused by the excess clattering of ty pe 
writers. 

A Kil-Klatser pad placed under each 
typewriter will quiet your office be 
cause it is scientitally designed « 
absorb the shock and deaden the noise 
of typing 
coming a sounding board. Your office 


will become a better place to work 


@ Made of genuine long life OZITE fel 
© Dentproof top and skid-proef bottom 
@ Fits many other office machines too KIL-KLATTER promotes 


$425 








ie 


>» 











For You! 


KIL-KLATTER’S 
wOFFICE- reaches office mana- 
Ft gers, secretaries, ste- 


sive 





nographers and typists 
through national office 
and business publica- 
tions paves the 


way for sales for you. 





MADE POSSIBLE WITH 


KIL-KLATTER PADS 


ty pists turn ul 








WITH ADS 
LIKE THIS 

AND SALES 
AIDS BELOW 


keeping the desk from be 














aggressively, too, with 


at your stationer or office supply deoter the following free 


sales aids that act as 
The answer to a quieter office may 


‘“‘door-openers”’ for 
be under your typewriter” 


you, 


KIL-KLATTER J 








¢ CATALOG CUTS 

¢ NEWSPAPER MATS 

e TWO-COLOR ENVELOPE ENCLOSURES 
e COUNTER CARDS 


Order your supply of KIL-KLATTER typewriter pads 
and free sales aids today. 








AMERICAN HAIR and FELT CO. 


Dept. B-310, Merchandise Mart 
Chicago 54, Ill. 
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» HERE'S A LINE FOR 
\ MORE SALES — 
ADDED PROFITS 


aggres- 
advertising 








Auto-typist for 
Large or Small Offices 


NEW Auto-typist 
Model 30-54 has 
30 push buttons 
for automatic selection 





of letters or paragraphs 


Now, by Pushing Buttons dictating and office correspondence 
bottlenecks can be reduced or eliminated entirely. The Auto- 
typist method of automatically typing pre-composed letters 
will not only reduce typing time, but more than double corre- 
spondence output and efficiency without requiring extra typists. 


The Personal Touch— Well over half of general office corre- 
spondence is routine. Order acknowledgments, answers to in- 
quiries, promotion letters and the like that must be manually 
typed, can be prepared by Auto-typist 212 times faster than 
any typist, and without error. Yet they are as personal as your 
signature 


Simple, Easy to Use — Salutations are manually typed. Then 
by pushing the button or buttons that correspond to the letter 
desired, Auto-typist takes over and types it. Manual insertions 
of personal data can be made in any part of the letter. No 
proofreading is necessary and you get perfectly typed letters 
every time 


Large or Small offices can benefit by Auto-typist, for there 


is a model to suit your particular needs. Hundreds of busi- 
nesses, such as banks, insurance companies, stores, industries, 
publications and small 1-girl offices, are using Auto-typist equip- 
ment efficiently and effectively. Why not get complete informa- 


tion today on how Auto-typist can benefit your business. 


Avito-TyPist 





AMERICAN AUTOMATIC TYPEWRITER CO. 


World’s Largest Manufacturer of Pneumatic Typing Machines 











ee RS: 
ee ty * 
American Automatic Typewriter Co 710 


614 North Carpenter Street, Chicago 22, Ill 
Nome 
Company and Title 


Address 
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No. | 
brass 
8 in. 
wainul 


in 

weight 
height 
dividu 
Immec 
walnu' 





Solid 
New 

hand- 
Hand 
Two 

No. & 
liner 
No. I 
liner 
ibs 
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Fe eA MEE PRO rey METS & a! 





BOOTH 142 


NSOEA Show in Chicago 
ue La Salle we 


of Metal and Wood 
Smokers—Ash Trays 
and Costumers 


Sturdily constructed 
spread. 68” 








~All steel costumer 
eakable hooks, ball turned ends. 21! 


Finishes satin chrome, gray, olive green and 


weight 60 Ibs 


In Units of six 














No. 140-X.—New 
modern design. 
' Extra heavy 11” 
base. 8 glass 

liner, 134" post 

Shipping weight 

assembled ready 

; to use about 19 
' Ibs Golden 
bronze, bright or 

satin chrome 

iu Now also in pop- 
ular statuary 
; bronze plated 
: finish 





20. Snuffer type smoker. By 
ving top ring, the oversize 

r ash receptacle can be emp- 
cleaned and replaced in a 

ew seconds. Heavily weighted 9 
as Finishes bright or satin 
me statuary bronze golden 
Shipping weight {2 Ibs 


es 





- > 

N x & a . Solid 
Heavy 

4 Solid 

“ Top Post 2 
B Heavily 
weig ¥ Overall 
igt s ght In 
; Available 


leached 


WRITE FOR CATALOG OF COMPLETE LINE 


| La Salle Products Co. 


2216 N. Clybourn Ave. e Chicago 14, Ill. 




















ae AY Z 

mperial 
—QOUGLE TORZ 

MEANS TRUE 4 


ECONOMY 
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whore to cat 


sea food 


BOSTON OYSTER HOUSE 

21 S. Clark St. 

In the Morrison Hotel. Excellent steak 
and chops, also. Daily, 11:30 A.M. to 
11:30 P.M. Sunday, 1:00 to 9:00 P.M 
FRanklin 2-9600. 


CAPE COD ROOM 

Lake Shore Dr. & Michigan Ave. 
In the Droke Hotel. Variety of sea 
foods for which it is well-known. Daily, 
noon to midnight. SUperior 7-2200 


HARRISON’S OYSTER BAR 
1 N. LaSalle 


Fine sea foods as well as excellent 
steaks, roasts, chops and pastry. This 
is one of the favored spots for Chicago 
ans as well as for tourists and con 
ventionites. Four restaurants are oper 
ated at this address, ranging from a 
lunch counter for those in a hurry to 
the leisurely downstairs dining room 
Daily, except Saturday, Sunday and 
holidays, 11:00 A.M. to 9:00 P.M 
Regent Room open on Saturday 
DEarborn 2-2997. 


steak 


BARNEY’S MARKET CLUB 

741 W. Randolph St. 

Famous for many years for its excellent 
steaks. Daily, 11:00 A.M. to 4:00 
P.M. ANdover 3-9795 


CARDER’S RESTAURANT 

118 N. Dearborn St. 

Also features fried chicken. Daily, ex- 
cept Sunday, 11:00 A.M. to 3:00 P.M 
and 4:30 to 9:00 P.M RAndolph 
6-4153. 


LONDON HOUSE, INC. 

360 N. Michigan Ave. 

Well-known for charcoal broiled steaks, 
chops and chickens Popular with 
celebrities. Daily, 7:30 A.M. to 1:00 
A.M. Sunday, noon to 1:00 A.M. 
ANdover 3-6920. 


JIM SAINE’S RESTAURANT 
871 N. Rush St. 


Three attractive dining rooms. Wide 


choice on dinner menu which features 
steaks and chops. Daily 11:00 A.M. to 
2:00 A.M. WhHitehall 4-3271 


specialties 


GOLDEN OX RESTAURANT 
1578 Clybourn Ave. 

Specialties are GAME, in season; MUSH. 
ROOM SAUERBRATEN DUMPLINGS, 
home made pastries and other deli. 
cacies. Entertainment in the rathskeller, 
Daily 11:00 A.M. to 2:00 A.M. MOhawk 
4-0780. 


HARDING’S COLONIAL ROOM 
21 S. Wabash Ave. 

Located on second floor. Outstanding 
specialty is CORNED BEEF AND CAB- 
BAGE. Daily, except Sunday, 7:30 A.M, 
to 8:30 P.M. STate 2-1133 


HENRICI’S 

71 W. Randolph St. 

Well-known for BREADS and PASTRIES 
which may be purchased to take home. 
Wide variety on menu. Daily, 8:00 
A.M. to midnight. DEarborn 2-1800. 


ISBELL’S RESTAURANT 

940 N. Rush St. 

Pleasant atmosphere, three dining 
rooms. Among the many favored items 





IRELAND’S OYSTER HOUSE 
632-638 N. Clark St. 

A favorite Chicago restaurant, it is 
said to be the largest exclusive sea 
food establishment in the United States 
Among the separate rooms are the 
grill, the lobster grotto and the marine 
dining room. Daily, 11:45 A.M. to 2:00 
A.M. DElaware 7-2020. 


WELL OF THE SEA 

Randolph & Clark Sts. 

In the Hotel Sherman. Delightful 
atmosphere and exotic menu. Daily 
noon to midnight. FRanklin 2-2100 


See Picture Above 
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THE SIRLOIN ROOM 

S. Halsted & W. 42nd St. 

In Stock Yard Inn which was built in 
1912 in authentic Tudor architecture. 
You choose your own steak and brand 
it with a miniature branding iron before 
it is cooked. Daily 11:00 A.M. to 2:00 
P.M. and 5:00 P.M. to 10:00 P.M 
Sunday, noon to 10:00 P.M. YArds 
7-5580 


STEAK HOUSE 
744 Rush St. 


Operated by Linn Burton and Peggy 
Sabel. Numerous other items are in 
cluded on the menu in addition to the 
excellent steaks. Daily, 5:00 P.M. to 
2:00 A.M. DElaware 7-5930 


are SOUTHERN FRIED CHICKEN and 
homemade pastries. Daily, 11:00 A.M. 
to 3:00 A.M. DElaware 7-3500. 


NANTUCKET 

10437 S. Western Ave. 

Colonial dining rooms specializing in 
FRIED CHICKEN, turkey and _ roast 
prime ribs. Daily, noon to 8:00 P.M. 
BEverly 8-6100 


TRACY’S ON THE AVENUE 
540 N. Michigan Ave. 

May choose a table by the fountain 
or the quiet dining room. HOMEMADE 
ROLLS and PASTRIES. Daily, except 
Sunday, 8:00 A.M. to 8:00 P.M. DEla- 
ware 7-1116 
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foreign 


DON THE BEACHCOMBER 

101 E. Walton PI. 

CANTONESE style, ex- 
Daily, 4:00 P.M. to 

7-8812 


Chinese foods 
otic atmosphere 
] 00 A.M SUperior 


JACQUES FRENCH RESTAURANT 
900 N. Michigan Ave. 


Continental service setting. Spe- 
cialize FRENCH food and native 
Gallic dishes. Daily, noon to 10:00 
PM. DElaware 7-904C 


KLAS’ RESTAURANT 
5734 W. Cermak Rd. 
Famous for BOHEMIAN cuisine. Daily, 
except Monday to 2:00 A.M 


} FOr 
Olympic 2-079 


KUNGSHOLM 
Ontario & Rush St. 


Specialize in SCANDINAVIAN foods 
and feature an impressive smorgasbord. 
Many different dining rooms. Famous 
puppet opera theatre room 
Daily, except Sunday, 11:30 A.M. to 
3:00 P.M. and 5:30 P.M. to 10:00 P.M 
Recommend _ reservations WHitehall 
4-2700 
NIELSEN’S RESTAURANT 
7330 W. North Ave. 
DANISH food, excellent smorgasbord 
dinners. Daily, 11:30 A.M. to 2:00 P.M. 
5:00 P.M. to midnight. Sundays, 
noon to midnight. MErrimac 7-3900. 


RED STAR INN 
1528 N. Clark St 
Opened in 1900 
GERMAN style Daily, except 
Sunday 11:00 A.M. to midnight 
WHitehall 4-9637 


hicago landmark 


RICCARDO STUDIO 
RESTAURANT 

437 N. Rush St. 

ITALIAN dishes plus a wide variety of 
dinners. Decorated with original art 
Outside cafe during summer 


months. Daily, 11:30 A.M. to 3:00 
A.M. Sunday, 1:00 P.M. to 2:00 A.M 
Whitehall 4-8815 


work. 


SWEDEN HOUSE 
157 E. Ohio St. 


True SWEDISH atmosphere, complete 
with smorgasbord and Swedish beef- 
steak. Daily, 11:30 A.M. to 2:30 P.M. 
and 5:00 P.M. to 9:00 P.M. Saturday, 
4:00 P.M. to 9:00 P.M. and Sunday, 
1:00 P.M. to 8:30 P.M. 
7-3688. 


DElaware 


THE SWISS CHALET 
171 W. Randolph St. 
In the Bismarck Hotel. Tempting SWISS 
and Bismarck dishes. Concert music 
in evening. Daily, noon to 2:30 P.M., 


5:30 P.M. to midnight. CEntral 6-0123. 


entertainment 


THE BUTTERY 

Goethe & State St. 

In Hotel Ambassador. Named after the 
Buttery in England’s Berkley Hotel. 
Popularized by celebrities. A famous 
supper 


2:00 A.M. 


plays during the 


Daily, noon to 


orchestra 
period. 
SUperior 7-7200 


A em, 


The Pump Room, Ambassedor East Hotel, and Riccardo’s Outdoor Cafe 


\ 


lieve | 


‘ Se . 
a 


CAMELLIA HOUSE 

Walton & Michigan Ave. 

In the Drake Hotel. Atmosphere, foods 
and service are excellent. Daily, 7:00 
A.M, to 1:00 A.M. SUperior 7-2200. 


COLLEGE INN PORTERHOUSE 
Clark & Randolph St. 

In Sherman Hotel. Luxurious atmosphere 
and unusual foods. Dinner music and 
supper dancing. Daily, noon to 1:30 
A.M. FRanklin 2-2100. 


EMPIRE ROOM 

Monroe & State St. 

In the Palmer House. Varying and ex- 
cellent entertainment. String ensemble 
plays during the luncheon period. 
Daily, noon to 3:00 P.M. and 6:00 
P.M. to 1:30 A.M. RAndolph 6-7500. 


MAYFAIR ROOM 

S. Michigan Ave. & Balbo St. 

In Blackstone Hotel. Luxurious setting, 
excellent cuisine and music. Daily, 
noon to 1:00 A.M., or 2:00 A.M. on 
Saturday. HArrison 7-4300. 


MARINE DINING ROOM 

5349 N. Sheridan Rd. 

In Edgewater Beach Hotel. Variety of 
entertainment. Popular with social 
leaders. Daily, 7:00 A.M. to 2:30 P.M. 
and 6:00 P.M. to midnight. LOngbeach 
1-6000. 


PUMP ROOM 

Goethe & State St. 

In Hotel Ambassador East. Named 
after the famous Pump Room in Bath, 
England. Glamorous setting, excellent 
cuisine. Popular with socialites and 
celebrities. Recommend advance reser- 
vations. SUperior 7-7200. 


Ninn, 


ARS bt 


oS Sa 
“ee 








OFFICE APPLIANCES, October, 1953 227 





DEALERS: 
Write on your company letterhead for FREE SAMPLE and catalog on complete Selco line. 









Another 1 SEICO GUIDE-RITE, PLASTI-TOP fottow-»* 


Automatic 
follow-up signal 
ELIMINATES 


separate tickler file 












3 FOLDER SIZES 
6 LABEL COLORS 


Available in letter, legal and 


invoice sizes. 


GUIDE-RITE PLASTI-TOP 


also available on special order 
= folders and cards. 


@ SUBJECT LABEL, easily 
inserted or removed 

@ MONTH-&-DATE SCALE, 
fully visible in large type 

@ COLORED PLASTIC 
GUIDE SIGNAL, easily 
repositioned 

@ GUIDE-RITE PLASTI-TOP, 
full-width protection for 
label, scale and signal 





‘ 










Simplifies work for PUR- 


@ GOLDEN SELKRAFT 18 pt CHASING, SALES, SERVICE, 
BODY scored for 1” expansion CREDIT and many other 
departments. 


j Wor ad of Quali 


Sais = 
Yale SELL CORPORATION 500 SOUTH CLINTON STREET, ‘CHICAGO 7, ILLINOIS 








Heres the Best Buy 
in OFFICE DESKS * anywhere! 


QUALITY EYE APPEAL AT EXCEPTIONALLY . COosT 





No. 4230S—SINGLE PED- 
ESTAL FLAT TF DESK 
—Top 42 x 30 x 1%” 
thick. Rift Gak and Piain 

Sliced Wainut. Panels & 
drawer fronts of Rift Oak 
& Sliced Walnut. Bases 





No. 60321—Executive 
tstand-style Desk 
Tops, panels & drawer 
fronts genuine wal 
nut Equipped with 
file drawers & 4 reg 
ular size drawers 
with automatic tock 
ing device All-stee! 
siand, adjustabie as 

he:igh . 
te Height Wainut and Mahogany 


Visit our exhibit on the 6th floor of the Conrad Hilton Hotel 
at the N.S.0.E.A. Convention in Chicago. September 26-30. 


Write for Catalog of Complete Line of Desks & Costumers 









MANUFACTURING 
COMPANY 


220 Institute Place 
CHICAGO 10, ILL. 
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While you're in Chicago for the convention, you are 
cordially invited to spend an hour or two with us: 


Lo inspect our seven-story building 
lo see our order filling routines 


lo learn why it pays you to place ONE 
rder with Associated instead of many 


rders with factories in distant cities. 


\\ ily a few minutes from your downtown hotel. 


SSUES UL 


229 S. JEFFERSON ST. CHICAGO 6, ILLINOIS 





Leather 
Business Cases by 





) Over 34 years of leadership... STEBCO . + P| 

line that more customers want for the QUALITY 4 
Ithat is such a mark of distinction. Here is leather ; 
craftsmanship and superb construction . . . the 4 
u hique individuality of beautifully designed 
ses in cowhides, pigskins and sealskins that 
# every business need. Look to ~ 


| 


ICO for volume business case 


d profits. Write today — 
SZ 


mew 1953 catalog. 
THE GREATEST NAME IN BUSINESS CASES 





1401-17 W. JACKSON BOULEVARD © CHICAGO 7, ILLINOIS 
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GOOD NEWS! 














STEEL 
TRANSFER CASES 


priced to compete with 


Cardboard Transfer Cases 
| 


Ave 


ea. list 














see this NEW ADDITION to the 
TOP FLIGHT Line of 
STEEL TRANSFER CASES 


BOOTHS 339 and 340 
NSOEA CONVENTION 


Top Fiicut 


PRODUCTS COMPANY INC. 


6224 S. Oakley Ave. Chicago, IIlinois 
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The “’Precise’*’ TRIMMING BOARD 
Has Ail These Wanted Selling Features 
e Patented Finger Tip Controlled Paper Guide 

e Finest Steel Blades, Carefully Ground 

e Two White Scales on Black Background 


@ Only Finest Seasoned Hardwood Used 
e Every Board Completely Guaranteed 


You offer the finest in the New “Precise” Trimming Board. 


It has everything your customer should have for trimming, 
cutting paper, paper board, etc. The patented, adjustable 
paper guide locks and releases with a finger flick, 2 white 


scales on black background speed 
accuracy and measuring time. 
Models 5, 6 & 7 have special 5 POPULAR SIZES 

safety spring. The “Precise” isa | No 3-18 ‘ 
steady seller wherever displayed. m 


Order Your Needs Today! <i 
AMERICAN PHOTO LABORATORIES 


Dept. A, 28 N. Loomis Street, Chicago 7, Ill. 


18 


7—2414 











A quality line of stands 
and pads featuring all 
popular styles and sizes. Cal- 
endar pads are lithographed— 
on high-grade bond paper with the 
date in red and the monthly calendar 


in blue. write or phone 
Fast, 2-color lithograph printing enables us to for complete 
give you the best in quality and prompt service details 


“IN CALENDARS THE QUALITY MARK IS STARK” 


GTARK CALENDARS xcorporated 





100-112 BISSELL ST. > PHONE fest + JOLIET, ILL. 
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“IT'S 20 YEARS 
OVERDUE BUT 


IT’S ANOTHER 
‘FIRST’ 
FOR AIGNER!” 


“yr 58> TYPERITE 
INDEX TABBING WITH PICA SPACED INSERTS | 
SAVES Pe 


TYPING 
TIME! ss 


IT’S NEW! MEETS A BIG DEMAND! U 
\ \ CO TYPERITE Tabbing, typists type 1, 2 
e pica spaced blank inserts without 
ist the line space lever. Titles are 
ne, neater, cleaner, faster, saving up 
Your customers will read the story 
r, November, Dece 
rthe big demand 


ORDER YOUR SUPPLY TODAY! 


SIGNER duck cae 
I N | ) i X ES 126 S. Clinton St.. Chicago 7, Ill. 








mber in 6 business 














HANDY ‘GLIDEX" 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 





Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The omty' bracket made to hold present models. 


able steel. Extends to 30 rigid 
9 inches. Various types of mount- 
attaching to wall, desks, table 
bles, ete Nothing to get out of 
nuisance of phone cord mussing 


WRITE FOR ILLUSTRATED LITERATURE AND DEALER’S PRICES 


: “oy AN 


GLIDEX CorP. "“ccamee 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 


ae : 


He 
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clean 
fast 
accurate 
































ll 
PLUS EXCISE TAX 





Mechanical Features. . . 


Front Paper Stop assures accurate registration. 
Automatic Roller Release eliminates smudged sheets. 
Automatic Counter counts only printed sheets. 

Open Drum—self-contained, internal brush inking. 
Automatic Feed — positive action. 

Selective inking by means of our ink dispenser. 


Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 





——_ 


TECHNYGRAPH CO. 


TECHNY, ILLINOIS 
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Se 


The Chicago Desk Pad Co. 


the acquisition 
of the Protective Holder division 
of the G. J. AIGNER CO. 


dee these acetate itoch ilemA 


} 
@ SHEET PROTECTORS ) 
@ CARD HOLDERS 
@ SHOP TICKET HOLDERS—ETC 

} 

) 


iH ACOH 504 CONRAD HILTON 


at the NSOEA 
convention in Chicago 


Also on display will be the other multiple CHICAGO 
DESK PAD products—chair cushions—folding desk pads 
—desk pad accessories—visual display binders—tele- 
phone book covers, etc. 


Let us show you how to 
save money on delivery costs 


The CHICAGO DESK PAD CO., 


15 NORTH JEFFERSON STREET, CHICAGO, ILLINOIS 


a a a he a ee AAS 





The “Dealer Imprint’’ Line gives you REAL Support 






Fayed DATERS 


Cash in on the changing calendar by 
selling Faymus daters—the quality line 
that brings customers back for other 
items, because each stamp carries your 
advertising. 

Faymus daters rank FIRST in the 
industry because they are expertly mad 
of only the finest materials. Beautifully 
yackaged with colorful, sales-making 
‘aymus styling. Also available in at 
tractive counter assorted dozens. And 
the features shown here are unequalled 
by any other line. 


© BANDS OF RED RUBBER—for more durable, resist 
rough treatment. 

© 6-YEAR LIFE— year band is not quickly ovtmoded, 
carries 6-years of dates. 

© BANDS TURN EASILY—never stick, never slip 
once set. 

@ RUGGED FRAME—for long, herd service. Heavily 
chrome plated. 

© HARDWOOD HANDLES—select wood, beautifully 
finished. 

@ EXTRA— year bond carries useful wordings: Rec'd, 
Ans'd, Ent'd, Paid, A.M., P.M. 

@ imprinting at no charge on quentities of one 

088 Of more. 
© Also aevailabie without imprint. 


Also write for New Catalog No. 153 ORDER 


See us in Booth No. 236 NSOEA F 
) Al TODAY: 


uM ; GYM. DIV., Bankers & Merchants, Inc. 


ee 





Chicago 13, Illinois 


3229 North Sheffield Avenue 
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DIFFERENT SIZES, STYLES 
OF BULLETIN BOARDS AND 
CHANGEABLE LETTER BOARDS 


BY DAV-SON 


A Dav-Son board for every job. 
Changeable letter directory and 
announcement boards, black boards, 
menu boards, others. Scurdily con- 
structed, every Dav-Son board is 
built to last, with quality built-in 
for years of service. 


Dav-Son Changeable Letter Di- 

rectories for Lobby, Office, 

Outdoor Use. 

e Wide Variety of Styles and Sizes 

e Glass Enclosed Front 

« Hardwood or Metal Frames 

e Highest Quality Felt 

e Absolutely Warpproof 

e Also Available with 5’ 5” 
Standards 

Dav-Son Genuine Self-Sealing 

Cork Bulletin Boards 

e Indoor and Outdoor Styles 

« Hardwood or Metal Frames 

e With or Without Locking Glass 
Doors 

e World's Largest Selection 
DEALER INQUIRIES INVITED 
if Your Dealer Can't Supply, 

Order Direct 






Dav-Son Changeable Name Plate 


Black card with white letters under 
beveled plexiglass shield Triangular 
wood base in choice of Walnut, Oak 





Mahogany. Bionde or Steel Grey fin 
ish 104%4"x2%" 


A. C. DAVENPORT & SON, INC. 


311 N. DESPLAINES STREET, CHICAGO 6, ILLINOIS, DEPT. OA 
INSIST ON DAV-SON—YOUR BEST BUY! 








Le ee OLD <> 
ae) == = 


PREMIER 


AN IMPORTAN 
. 
FACTOR IN 


__ EVERY OFFICE 
ASON is SIMPLE: 


@ Ali B 
lines Cards Scored Criss 


cre ’ 
@ Permanent ested 4 


@ All Sizes 
Movab/ 
@ All B 


Lock on Guide 


of Boar . 
© Blades 2 Equipped wish 





© Safety spring SEC 


CAN'T FALL URES cutting hand 





334 N. Bell Ave. ‘ ‘ CHICAGO 12, Ill. 


Representatives 


Henry Deutsch, Cox Lane, Route Milton Stone, 320 Broadway, Room 
No. 5, Box 747, Dalias 9, Texas. 625, New York City, covering WN. Y. 

S. Lichtenstein, 223 South 10th 
Harry Henkel, Assoc., St., Philadelphia, Pa. 


439 Ellis St., San Francisco. Jack Luke, 5240 Sheridan Rd., 
Chicago, III. 
E. J. Mitchell, Stan Mollerstrom, South Eastern 


329 Geit Ave., St. Louls, Mo. Atlantic States. 
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COMP 


NO. 10S 
19-10A 
19-10CL 
9-104 . 
$-10CL C 


Export 


OFFI 




















THAT ADDOMETER 
ADDING MACHINES 


AT ONLY 


1495 





@ There gic plus proof 
behind Addometer’s sales appeal. 
\ddometer fills a definite need for a portable low- 
cost adding machine among accountants, small and 
large busing ;, professional men, retailers, service 
tations, far: architects, and many others. The 

umn Addometer adds, subtracts ; 
t, multiplies as speedily and efficiently as many 

big, expensi idding machines—-yet costs only 
! It xclusive features which no other 





remarkaD . 


tand with every 
\ddometers 
mis spec ial offer 


FREE 





Reliable Typewriter & Adding Machine Company 
305 W. Monroe Street + Chicago 6, Illinois 











MUST BE SAT IN 


to be appreciated 
ROOM 655-A 






EXECUTIVE 
$44.95 List 


GENERAL 


OFFICE % People who own 
g $04.90 Use them say they are the 
MOST COMFORTABLE 


chairs they ever sat in 


Also available 
by Precision 
* tablet arm 


* step table 
* plonter lamp 


¢ lounge choir * gang chair 
* standard choir * two seater 
« side chair settee 


Write or telephone for detailed description 


PRECISION Manufacturing Co. 


831 Chicago Ave., Evanston, Ill. Davis 8-6892 








fb “CAPACITEER” 


* ey With Cantilever Tray * 
, No. 9-99A 
With tray 
NEW! : GREATER 
“CLICKSNAP”’ CAPACITY 
POSITIVE nai ro Wioavy cheat 


one - prece construc 
tion. Hammered 
silver finish 





Without troy 
nese greater capacity steel boxes 
Cash, Bond & Utility Boxes. 


COMPLETE QUALITY LINE CASH, BOND and UTILITY BOXES 


of 


NO. 10 SERIES xx NO. 9 SERIES 11 “4x7 Mx4''” NO. 23 SERIES 11 4xéx4 4” 

19-104 KSNAP” & 9-99A 9-50A 19-23A .“CLICKSNAP” & tray 
19-10CL nb k& t without 19-23CL Comb. lock & tray 
9-108 KSNAP tray tray 9-23A ..“CLICKSNAP” no tray 
8-10CL Comt k no ft 9-23CL Comb. lock, no tray 


CAN COMPANY 
2415 W.19th ST. CHICAGO 8, ILL. 





2 hurch St., New York 7—Cable—"“Ffrazar”’ 
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Are You Promoting 


INDUSTRIAL GIFT BUSINESS? 


We offer you practical gifts of lasting value—appreci- 
ated by Employer, Employee and Customer alike. 


Quality 





#425-R.—Top grain Ginger disappearing-handle case, with 
ring metal—or without rings. 
Also 
BRIEFBAGS—ZIPPER NOTEBOOKS 
AND PORTFOLIOS 
in Top Grain Cowhide, Split & Plastic 


Write for Catalog & Price List 


LEXINGTON LEATHER GOODS CO. 
12 S. JEFFERSON ST. CHICAGO 6, ILL. 
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oxhibitsa 


A 

Acco Products, Inc. 128 
Ace Fastener Corp. 99 
Acme Visible Records, Inc. 38 & 39 
Aigner, G. J., Co. 501 
All-Luminum Products 362 
All Purpose Metal Equipment Corp. 305 
All-Rite Pen, Inc. 328 
All-Steel Equipment, Inc. 512A & 513A 
Allied Carbon & Ribbon Mfg. Corp. 132 
Alma Desk Co. 504A & 505A & 507A 
Aluminum Seating Corp. 521A 
Amberg File & Index Co. 138 
American Carbon Paper Mfg. Co. 237 
American Crayon Co., The 106 
American Latex Products Corp. 203 
American Pencil Co. 12) 
American Map Co., Inc. 218 
American Pad & Paper Co. 124 
American Stencil Mfg. Co. 74 
Apsco Products, inc. 97 
Arnot-Jamestown 547 
Arrow Fastener Co., Inc. 52 
Art Metal Construction Co. 153 & 154 
Art Specialty Co. 113 
Art Steel Sales Corp. 376 
Artistic Desk Pad & Novelty Co. 536 
Atlas Stencil Files Co. C-3 & C-4 
Autopoint Company 10 
Avery Adhesive Label Corp. 43 
B 

Bainbridge, Kimpton & Haupt, Inc. 114 
Bankers Box Company 112 
Bankers & Merchants Stamp Works, Inc. 236 
Barnes & Noble, Inc. 225 
Bates Mfg. Co., The 88 
Bausch & Lomb Optical Co. 216 
Beckley-Cardy Co. 47 
Berger Mfg.—Division Republic Stee! 545 
Best, Richard, Pencil Co. 144 
Binney & Smith Co. 126 
Blackbourn Systems, Inc., The C-17 
Blair Aluminum Furniture Co. 600 
Blaisdell Pencil Co. 130 
Bohn Duplicator Corp. 312 
Boorum & Pease Co. 135 
Borroughs Mfg. Co. 367 & 368 
Bostitch, Inc. 561 
Bradley, Milton, Co. 205 
Browne-Morse Co., Inc. 532A 
Burroughs Corp. C-13 
Business Efficiency Aids C-1A & 111 
Cc 

C-Thru Ruler Co. 59 
Cardinell Corp. 68 
Carter's Ink Co., The 158 & 159 
Cel-U-Dex Corp. 523 
Central Can Co., Inc. 509 
Challenger Steel Products Corp. 347 
Changepoint, Inc. 48 
Chicago Desk Pad Co, Inc., The 504 
Clarin Mfg. Co. 360 
Clemco Desk Mfg. Co., Inc. 537 
Codo Mfg. Corp. 116 
Cole Steel Equipment Co., Inc. 353 


Columbia Ribbon & Carbon Mfg. Co., Inc. 77 
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AREAS 

Basement Exhibit Hall & Lobby 
Entire Third Floor 

Entire Fifth Floor 

Half of Sixth Floor 


HOURS 


Sat. & Sun. 1:00 P.M. to 9:00 
Monday 2:00 P.M. to 9:00 
Tuesday 5:00 P.M. to 9:00 
Wednesday 12 Noon to 6:00 


Diagrams Courtesy of National Stationery & Office Equipment Association 





P.M. 
P.M. 
P.M. 
P.M. 

















Columbia Steel Equipment Co. 46 GR Products, Inc 300 

Columbian Art Works, Inc 73 Graff, George B., Co 129 

Commercial Controls Corp. 345 Greg Mfg. Co. 343 

Convoy, Inc. 219 Gregson Mfg. Co. 530A 

Cooke & Cobb Co. 133 Guardsman Safe Co. 520A 

Cook’s Inc. 140 Guide System & Supply Co., Inc. 201 

Corry-Jamestown Mfg. Co 520 & 521 Gunlocke, W. H., Chair Co. 561A 

Craftint Mfg. Co., The 326 & 327 

Cram, The George F., Co., Inc 220 iz) 

Cramer Posture Chair Co., Inc. 147 & 148 Hall’s Safe Co., The 335 

Cushman & Denison Mfg. Co 125 Hamilton Mfg. Corp 352 
Hano, Philip, Co., Inc 65 

D Harrison Steel Cabinet Co. 604A 

Defiance Calendar & Stationery Corp. 96 Hart Manufacturing Co., The c-10 

Dennison Mfg. Co. 384 Harter Corp. 605A & 607A 

Dependable Mfg. Co. 91 Haskell, Inc. 359 

Dick, A. B., Co. 80 Herring-Hall-Marvin Safe Co. 20 & 21 

Diebold, Inc. 105 Heyer Corp., The 36 & 37 

Ditto, Inc. 141 Higgins Ink Co. 27 

Dixon, Joseph, Crucible Co 89 High Point Bending & 

Dome Publishing Co., Inc 311A Chair Co. 504A & 505A & 507A 

Doppelt, Charles, & Co., Inc 560 Hillside Metal Products, Inc 350 & 351 

Doringer Co., The 226 Hodgman Rubber Co c-9 

Dorson Corp 314 Home-O-Nize Co., The 301 & 302 

Downey, The C. L. Co 13 & 14 Hoosier Desk Co. 537A 

Dresner, S., & Son, Inc 553A Hotchkiss, The E. H., Co 83 

Du Prints, Inc. 664A Hunt, C. Howard, Pen Co 17 

Duplicopy Co. 221 

Durable Metal Products Co 636A & 637A | 

Duro Decal Co., Inc 323 ideal System Co., The 50 
Imperial Desk Co 516 

t Indiana Chair Co. 526A 

Eagle Pencil Co., Inc 86 Indiana Desk Co., Inc. 524A 

Eaton Paper Corp. 5&6 Industrial Lamp Corp. 344 

Ellingsworth Mfg. Co. 229 Invincible Metal Furniture Co 539A 

Emeco Corp. 303 & 304 

Ennis Tag & Salesbook Co 238 J 

Esterbrook Pen Mfg. Co. 1&2 Jasper Chair Co 505 

Eureka Specialty Printing Co. 30 & 31 Jasper Desk Co 546 

Evans Specialty Co., Inc. 363 Jasper Office Furniture Co. ao > 

Ever Ready Calendar Mfg. Co 102 Jasper Seating Co 557 x 

Eversharp, Inc. 156 & 157 Jasper Table Co., Inc 602A 

Executive Furniture, Inc. 542A Jayem Sales Corp 369 ; 

Ezyindex Products Co 313 Johnson Chair Co SOIA 

F . 

Faber-Castell, A. W., Pencil Co., Inc 82 Kaha, Devid, tnc 110 

Faber, Eberhard, Pencil Co 95 Kay-Dee Co., The 306 

Farber, Louis H., Co 131 Kenmor Mfg. Co 638A 

Fastener Corp. 215 Ketcham & McDougall 331 

Faultless Caster Corp 207 emstene Giedd Gaciament 

: ystone quip 

Fisher Pen Co. aus Co., Inc. 614A & 615A 

Flo-Ball Pen Corp. 64 King Posture Chair Co C-20 ; 

Force, Wm. A., & Co., Inc. 222 Kingsley Stamping Machine Co 500 

Frankel Carbon & Ribbon Co 66 Keh-l-Noor Pencil Co., Inc 152 

Franklin Metal Products Co. 315 Krayer Mfg. Co. 33 

Frontier Mfg. Co. 612A 3 

G L 

Garland Furniture Co 635A labeton Tape Ceo . 

General Binding Corp. 134A LaSalle Products Co 142 

Sinai tan Sie Co. 223 Lawson, The F. H., Co 372 & 373 

ps g ‘ 

Gestetner Duplicator Corp 657A Lexington Metal Products, Inc 619A 

Geyer Publications 560A ten Pencl Ce. aa : 

Gibson Art Co., The oa waa tm = 

Gift Craft Leather Co. 529 

Globe-Wernicke Co., The i9ai19ac-22 ™ 

Goodfrend Metal Products Co. 387 Majestic Stationery Co 656A 

Goodrich, The B. F., Co. 49 Maple Leaf Mfg. Co., Inc 341 & 342 
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Marble, The B. L., Chair Co. 517A & 528A 
Markwell Mfg. Co., Inc. 107 
Marr Duplicator Co., Inc. 28 
Marsh Stencil Machine Co. 137 
Maso Steel Products 502 
Master Addresser Co. C-15 & C-16 
Master Products Mfg. Co. 337 & 338 
May, The J. L., Co., Inc. 120 
Mayfair Co., The 317 
McDonald Products Corp. 22 & 23 
Meier, Joshua, Inc. 62 
Meilink Steel Safe Co. 61 & 512 
Melind, Lovis Co. 123 
Merchants Box Co. 316 
Merriam, G. & C., Co. 94 
Metalstand Co. 336 
Metropolitan Cutlery Co. 24 
Miami Systems Corp. 79 
Milwaukee Chair Co. 536A 
Milwaukee Metal Furniture Co. 535A 
Minnesota Mining & Mfg. Co. 104 
Mittag & Volger, Inc. 145 & 146 
Mohawk Tablet Co. 217 
Monarch Furniture Co., Inc. 533 
Monroe Calculating Machine Co. 364 & 365 
Montag Brothers, Inc. 230 
Moore Business Forms, Inc. 233 
Moore Push-Pin Co. 

Morris, Bert M., Co. 117 
Mosler Safe Co., The 134 
Murphy Chair Co. 366 
Murphy-Miller, Inc. 374 & 375 
Murray Engraving Co. 55 
Mutual Stationers Supply Corp. 84 
Myrtle Desk Co. 504A & 505A & SO7A 
Mystik Adhesive Products 235 
N 

NSOEA Group Insurance Trust 220A 
National Blank Book Co. A 
National Brief Case Mfg. Co. 553A 


National Carbon Coated Paper Co., The C-5 


National Cash Register Co. 324 & 325 
National Fiberstok Envelope Co. 115 
National Vulcanized Fibre Co. 56 
Niemann, Inc. 550A 
Nobema Products Corp. C-21 
Noesting Pin Ticket Co., Inc. 70 
Norma Pencil Corp. 118 
Northern States Envelope Co., Inc. 54 
Nucraft Furniture Co. 610A & 611A 
Nu-Craft Products Co. 370 & 371 
2) 

Oakville Co., The 58 
Office Accessories Corp. 234 
Office Appliances C-19 
Ohio Chair Co., Inc. 533A 
Old Town Corp. 136 
Orna Metal Products Co. 361 


Ottenheimer, |. & M. C-2A 
Oxford Filing Supply Co., Inc. 11 & 12 
P 
Parker Pen Co., The 149 & 150 
Parker Steel Products, Inc 346 
Pelouze Mfg. Co. 509A 
Pemberton, Lewis N., Printing Co. C-14 
Pentron Industries, Inc. 603A 
Perfect Rubber Seat Cushion Co., The 227 
Permacel Tape Corp. 76 
Plasco Mfg. Co. 318 
Polar Mfg. Co. 143 
Precision Mfg. Co. 655A 
Print-O-Matic Company, Inc., The 69 
Processed Papers 609A 
Protectall Safe Co., The 45 
Q 
Quality Park Envelope Co 9 
Queen Ribbon & Carbon Co., Inc 213 
be 
Radium Tag & Label Co., Inc 660A 
Rand McNally & Co. 75 
Random House, Inc. 32 
Regency Thermographers C-6 & C-7 
Reliance Pencil Corp. 71 
Remington Rand Inc. 500A 
Replogle Globes, Inc. 53 
Rest-A-Phone Co. 311 
Rexbilt Leather Goods, Inc 613A 
Reyburn Mfg. Co., The 93 
Rhodes-Martin. Products Mfg. Co. c-18 
Riteform Chair Co., Inc. C-11 & C-12 
Rite-Line Corp. c-1 
Roberts Numbering Machine Co. C-8 
Roberts, Weldon, Rubber Co 119 
Robinson Reminders 57 
Rockwell-Barnes Co. 600A & 139 
Rogers, W. T., Co 632A 
Rowles, E. W. A., Co. 103 
Royal Metal Mfg. Co. 546A & 548A 
S 
Sainberg & Co., Inc 98 
Sanford Ink Co. 78 
Schedule-A-Date Calendar Co. 206 
Scott-Rice Co. 334 
Scripto, Inc. 122 
Security Steel Equipment Corp. 25 & 26 
Sengbusch Self-Closing Inkstand Co. 85 
Shallcross Co., The 332 & 333 
Sheaffer, W. A., Pen Co. 109 
Sight Light—M. G. Wheeler Co., Inc 

329 & 330 
Smith, Charles C., Co. 631A 
Smith Metal Arts Co., Inc 522 


Southworth Company 
Speed Products Co., Inc. 
Speed-O-Print Corp. 
Speedry Products, Inc. 
Spence Furniture Co 
Spencer Rubber Products Co 
Stacor Equipment Company 
Standard Diary Co 
Standard Furniture Co 
Stanley Mfg. Co. 

Star Office Accessories Co 
Stationers Guild of America 
Steel-Parts Mfg. Co 

Stein Brothers Mfg. Co 
Stratford Pen Corp 

Sturgis Posture Chair Co 


T 


Taylor Chair Co., The 
Thomas Furniture Co 
Tiffany Stand Co., The 
Top-Flight Products Co., Inc 
Tops Business Forms 
Triner Scale & Mfg. Co 


U 


Underwood Corp 
United Cutlery & Hardware Co 


Vv 

Vail Mfg. Co. 

Vernon, S. E. & M., Inc. 
Victor Adding Machine Co. 
Victor Safe & Equipment Co. 
Vogel-Peterson Co 


Ww 


Wabash Filing Supplies, Inc 
Wallace Pencil Co. 

Warshaw Mfg. Co., Inc., The 
Waterman, L. E., Co 

Watson Mfg. Co., Inc 

Weber Addressing Machine Co 
Weber Brothers Metal Works 
Weber Costello Co 

Weber, F., Co. 

Webster, F. S., Co 

Weis Mfg. Co., The 

Welham Metal Products, Inc. 
Wells Chair Corp 

Western Mfg. Co. 

Wheeldex Mfg. Co., Inc 
Wilson Jones Co. 

Wolber Duplicator & Supply Co 
Wood Office Furniture Institute 


Va 


Yawman & Erbe Mfg. Co 
York Safe & Lock Co. 
Zephyr American Corp 


72 


67 
108 
. 44 
654A 
. © 
309 & 310 
4) 
513 
539 
349 
81 


319 & 320 


556 
63 


556A & 557A 


551A 

549 

200 

339 & 340 
228 

51 


307 & 308 
224 


83 

534 

321 & 322 
15 & 16 
519A 


155 
29 


658A & 659A 


100 
553 
.202 
211 
42 
151 

7 

87 
348 
127 
507 
212 
4) 
34A & 35 
544A 


92 
214 
101 
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7 * « Conventionites are welcome to visit the offices and factories 
of manufacturers located in Chicago and vicinity. Visitors 
QIL ID ( are invited to take advantage of this excellent chance to 


become better acquainted with the firms listed below. 








Ace Fastener Corp., 3415 N. Ashland Ave 

Aigner, G. J., & Co., 426 S. Clinton St. 

All-Steel Equipment, Inc. (Aurora), Chicago Office 
American Automatic Typewriter Co., 614 N. Carpenter 
American Evatype Corp., 751 Osterman Ave., Deerfield, III. 
American Hair & Felt Co., Merchandise Mart Plaza 
American Photo Laboratories, 28 N. Loomis Ave. 
Associated Stationers Supply Co., 229 S. Jefferson St. 
Autopoint Co., 1801 W. Foster Ave. 

Bankers & Merchants, Inc., 3229 N. Sheffield 

Bankers Box Co., 720 S. Dearborn St. 

Barkley, C. L., & Co., 1220 W. Van Buren St. 

Bentson Mfg. Co., 652 N. Highland St., Aurora, III. 
Central Can Co., 2417 W. 19th St. 

Chicago Desk Pad Co., 9 N. Jefferson St. 

Codo Mfg. Corp., 564 W. Monroe St. 

Consolidated Office Supply Co., 711 S$. Dearborn 
Cotterman, |. D., 4535 N. Ravenswood Ave. 
Davenport, A. C., & Son, Inc., 311 N. Desplaines 
Doppelt, Charles, & Co., inc., 2024 S. Wabash Ave. 
Doro Mfg. Co., 220 W. Institute 

Ellingsworth Mfg. Co., 200 S. Peoria St. 

Fastener, The, Corp., 860 W. Fletcher St. 

Glidex Corp., 4538 W. Roosevelt Rd. 

Goodfrend Metal Products Co., 1019 E. 75th St. 
Gran-Adell Mfg. Co., 1925 N. Ashland Ave. 
Halverson Specialty Sales, 1219 W. Chestnut St. 
Hanson Scale Co., Shermer Rd., Northbrook, III 
Harrison Steel Cabinet Co., 4718 W. Fifth 

Hedges Mfg. Co., 2931 S. Wentworth Ave 

Heyer Corp., 1850 S. Kostner Ave. 

Imperial Methods Co., 750 S. Circle Ave., Forest Park 
Ink Specialties Co., Inc., 523 N. Halsted St. 
international Cash Register & Parts Co., 207 Evergreen, Mt. Prospect 
Johnson Chair Co., 4401 W. North Ave. 

La Salle Products Co., 2216 N. Clybourn Ave. 
Lexington Leather Goods Co., 12 S. Jefferson 

Luxem, James P., Co., 3344 Lincoln 

Lyon Metal Products, Inc., 141 W. Jackson Blvd. 
Markilo Co., 3633 S. Racine Ave. 

Maso Steel Products, 53 W. Jackson Blvd. 

Milwaukee Metal Furniture Co., 101 N. Campbell 
Mohawk Tablet Co., 1703 East End, Chicago Heights 
Motorola, Inc., 4545 W. Augusta Blvd. 

Photo Materials Co., 334 N. Bell Ave. 

Precision Mfg. Co., 829 Chicago Ave., Evanston, Ill. 
Print-O-Matic Co., Inc., Merchandise Mart Plaza 
Reliable Typewriter & Adding Machine Co., 303 W. Monroe St. 
Rowles, E. W. A., Co., 104 N. Hickory St., Arlington Heights 
Royal Metal Mfg. Co., 175 N. Michigan Ave. 

Sell Corp., 500 S. Clinton 

Seng Co., 1450 N. Dayton St. 

Speed-O-Print Corp., 1801 W. Larchmont St. 

Stark Calendars, Inc., 100 Bissel, Joliet, Ill. 

Steel Parts Mfg. Co., Div. of Blackstone Mfg. Co., 4630 W. Harrison 
Stein Bros. Mfg. Co., Inc., 1401 W. Jackson Bivd. 
Technygraph Co., 147 Waukegan Rd., Techny, Ill. 
Top Flight Products Co., Inc., 6224 S. Oakley Blvd 
Vail Manufacturing Co., 900 E. 95th St. 

Valley Industries, Inc., Algonquin, Il. 

Vogel-Peterson Co., 1121 W. 37th St. 

Warren, Harry, Mfg. Co., 127 S. Market St. 

Weber Brothers Metal Works,, 108 N. Jefferson St. 
Western Mfg. Co., 536 N. Highland Ave., Aurora, Ill. 
Wilson Jones Co., 3300 W. Franklin Bivd. 

Wolber Duplicator & Supply Co., 1201 W. Cortland St. 
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LAkeview 5-2400 
HArrison 7-7414 
FRanklin 2-8122 
HAymarket 1-0333 
Deerfield 365 
SUperior 7-7252 
HAymarket 1-7925 
FRanklin 2-6760 
LOngbeach 1-3200 
Bittersweet 8-6234 
HArrison 7-3577 
MOnroe 6-7061 
Avrora 9238 
MOnroe 6-2770 
RAndolph 6-4187 
CEntral 6-8704 
WEbster 9-5414 
LOnghbeach 1-5829 
STate 2-6683 
Victory 2-7340 
Michigan 2-3562 
HAymarket 1-1721 
GRaceland 2-6112 
SAcramento 2-4188 
HUdson 3-1873 
HUmboldt 6-3332 
TAylor 9-3537 
Northbrook 1100 
ESterbrook 8-6400 
CAlumet 5-4246 
CRawford 7-0130 
AUstin 7-2152 
MOnroe 6-6187 
Newcastle 1-2900 
CApitol 7-6600 
Lincoln 9-6373 
DEarborn 2-3040 
Gladstone 5-3460 
WEbster 9-6424 
YArds 7-1140 
WAbash 2-7346 


WaAterfall 8-3341 
SPaulding 2-6500 
TAylor 9-3033 
Davis 8-4254 
SUperior 7-9880 
CEntral 6-2786 
ROdney 3-5800 
STate 2-5010 
WAbash 2-5365 
MOhawk 4-0920 
GRaceland 7-2000 
Joliet 3-0654 
ESterbrook 8-7800 
SEeley 8-1045 
IRving 8-8238 
WAlbrook 5-7100 
REgent 4-1810 
Algonquin 6411 
Cliffside 4-7788 
DEarborn 2-2253 
RAndolph 6-2187 
Aurora 8458 
VAn Buren 6-7400 
Diversey 8-2711 
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HALVERSON 


ALL METAL 
Stationery 
RACK 


The RACK of 1001 USES 
in 
OFFICE, STORE, 
FACTORY, BANK, 
HOME 


HANDSOME, 








VERSATILE, COMPACT, CONVENIENT — 
STURDY, ECONOMICAL 


@ Orderly visibility and finger-tip control for papers of all kinds! 
Stationery, bills, records—all fully accessible from 4 graduated 
compartments. Electronically welded joints, baked enamel finish for 
long use. 
MODEL SR-!—Neutral Gray Baked Ename! 
Finish 
@ Ideal desk organizer and reference rack 

for: RECORDS @ STATIONERY 
@ Sell it as the perfect display rack 


10/2 “ey 112" wide, ce 
RUBBER FEET Ya back BUTTONS _ 
protect table, desk and wall eld 

IMMEDIATE SHIPMENT WEST OF 

ROCKIES 


INDIVIDUALLY BOXED—Pocked 6 to ctn 
Weight 31/2 Ibs. each 


HALVERSON SPECIALTY SALES 


1217 West Chestnut Street Chicago 22, Illinais 
Subsidiary of MIM-E-O STENCIL FILES COMPANY 











CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA-PRESS 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10°110" PLATE 







1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes 


2. Release pressure, extract 
all from Eva-Press and have 
finished matrix 

3. Place (1!) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes 
4. Release pressure, extract 
¢ PLATENS 11x13" all from Eva-Press and 


e INSIDE CHASE 10x12” have finished Rubber Plate 
More detailed directions 


supplied with Eva-Press 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 
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LLING —— 
Oak or Bi 


helving, filing cabine 
eiling 
A** “and LIBRARY TYP 
sire no track and 





t Safety Brakes 
~- for Circular 42-OA 
discount 
WELDED STEEL SAF 
ADDERS—Made from 1 
ter round furniture 


i rake Casters. Ladder can be 
rolled freely when no one is 


KX 1 } it 
' adder the rubber tipped 


on the floor and prev 


Made in 2 to 8 
eigh's, and 3 widtns 


| Send for Circular 52-OA 
lealer discount, 


—4 rolit 


DE and CEILING TYPES 
with steel track for mounting 


ounted on wheels with Aut« 


When you step on the 


Maule 


ts or 
ES 
are 
and 
ETY 


tul 


legs 
ent 
step 


and 


Manufactured by 


1. D. COTTERMA 


| 

| 

| 

| 

| 

| : : 

1, Oey f sg SAE 

, Ay . r g. . with “expanded metal 
| steps Mounted on Swivel 
| 

| 

| 

| 

1 


4535 WN. Ravenswood Ave. 


CHICAGO 40 








Model 1509 (illustrated) 


office use. 5 Ib. by ‘2 oz. Computes 
postage for air-mail, first-class, and 


for average 


merchandise up to 4 Ibs 


Model 1546 


plastic body—2 Ibs. by 1 oz 


Model 1530, Parcél Post Scale 


25 Ibs. by 1 oz 


Model 1515, Heavy duty Parcel Post 


50 Ibs. by 2 ozs 
Model 158, Hanson, Jr. 8 oz. by '2 oz 


HANSON SCALE 


- desk scale, with Lustron 


co. Est. 1888 


lel ai.l:) tele) Gaia al, le) }: 














A SURE PROFIT-MAKER! 


Write for Literature & Dealer Prices 


HARRY WARREN Mz. 


127 South Market St. 


SAVES TIME AND WORK! 


MAKES 8 BASIC FOLDS ON 
SHEETS UPTO 8', x 14 


FULLY 
GUARANTEED 


Chicago 6, Ili 


THE 


WREN- KIT 


(Patented) 
High-Styled—Collapsible, 
Unfitted 
TRAVEL KITS 


4 different models 
9 or 10 inch sizes 
Ginger or Suntan 


Top grain cowhide Taion zipper 





Hy 


Ca. 


AT A PRICE 
EVERY OFFICE 
CAN AFFORD 


CORO ronate 


DESK MODEL FOLDING MACHINE 


Write for Complete Catalog of Duplicating Equipment ond Supplies 


Manufactured exclusively by PRINT-O-MATIC 


OFFICE APPLIANCES, 


CO., INC. 





October, 1953 


Multiple saddie-stitched Piastic | 
waterproof ocketed lining indi 
vidually boxed 









































Another MEW proFIT-MAKER FROM THE 
GOODFREND CATALOG! 







NAV ALE 
MARKILO JUMBO 


CELLULOID PRODUCTS > ie 






Loose leaf envelopes, sees pent nee Am Holds Over 
menu covers; factory record pro ‘ors; ors; 000 Docu 
i. bill-fold envelopes; stamp containers, etc. Made of 2, ments. 
fil acetate (flame resistant) transparent cellulose. We * Secret cover com- 
iW vild to fit your particular need. Write us for details. partment with extra 
Markile Company, Mfrs. lock and key 
41633 S. Racine Ave. Chicage 9, U. S. A. * Set of titled envel- 









opes for Insurance, 
Stocks, Bonds, etc. 


—_—_—_—_—_— * Double compartment 
iN THE HANDY NEW body with complete 

~@ ( Yo mM N- -& ”) ff ° Soll great lock prevents 

accidental spilling 


* Scratch resistant, baked 





All-steel construction, Gray or : ‘ 
Green Hammerloid finish—No enamel finish : NO. 62 
parts to break or lose or get out Every office and family needs a Goodfrend 


of order—Rubber Cushion Sup- Jumbo Safe-T-File for safe storage of impor- 


>.  -yxhiarted 1a/te" wide by tant documents, records, bills, insurance papers, 
Uses requiar Add- etc. With the Jumbo Safe-T-File, every office 
ing — herr! “3 and home can operate efficiently and system- 


ft. Conve- atically by ending the time-consuming search 







clent Pane A GOODFREND ‘or important bills and papers. 
LIST PRICE tered in PRODUCT Be sure to visit us at the NSOEA Convention, 
$1.50 Complete Roll Conrad Hilton Hotel, Sept. 26-30; in Booth 387. 


Extra Rolls 35¢ each 


Send for Litereture and Dealer's Prices GOODFREND METAL PRODUCTS co. 
GRAN- ADELL MFG. CO. DEPT. OFS, 1019 East 75th Street, Chicago 19, Illinois 


1925 N. ASHLAND AVE CHICAGO 22, ILLINOIS MANUFACTURERS OF STEEL SPECIALTIES 




















OU MERE La “a )|  2oéase SERVING all INSTITUTIONS 
rea is your ANSWER _ IYER ) The LUXWOOD * tll- Purpose 
FOLDING TABLE <éxc 


‘ 
Ui 
‘ 
‘ 
‘ 
‘ 


to all your buying Needs 


h hoot te INDEX—over 1,500 prod 


NUFACTURERS 


ames and ad by A a D 
3. TRADE NAME—TRADE MARK INDEX MIRROR-LIKE 
r é € »— mony 
4 MANUFACT RER ADVERTISING— 5. TRADE ASSOCIATIONS— TOP RESISTS HEAT 
‘ ' ' ivertising City, State and National— A N D A L L 
t informe names and address of 


officers and meetings detes. Eleltiie 
Keep your copy handy —use it often 




















@ CHOICE OF STYLE TOPS 
@ ALL POPULAR SIZES 
@ FOLDING BENCHES 
@ OTHER EQUIPMENT 








| FAST DELIVERY 


Write for Illustrated Literature 


THE JAMES P. LUXEM CO., Box 175 
3344-52 N. Lincoln St., Franklin Park, Il. 


Attach to 
| would like to have, without obligation, 
your letter illustrated details of your table line 


head and ND 6 os ca baxekea 
mail today ee hae ea 


WORLD WIDE SERVICE—HIGHEST QUALITY PRODUCTS 


WRITE FOR OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER & PARTS CO. 


Successors to Chicago Ca 


207 EAST EVERGREEN AVE. esAT, PROSPECT, ILLINOIS 
CAGO PHONE: NEwcastie 1-2900 





-——— ee ee me ee ee ee me ee ee ee ee ee ee ee eee ee ee ee ee 
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that converts prospects 
into customers... 


e 


features that assure 
repeat business... 





WESCO 1500 Line Filing Cabinets 


Nowhere in the pages of this magazine will 
you find more eye-appealing beauty or qual- 
ity construction than in the moderately 
priced WESCO 1500 Line, It’s the kind of 
beauty and quality construction that a 
dealer appreciates and a customer buys the 
second time. 


Write todey fer full infor- 
WESTERN MFG. Co mation on the WESCO Line 














WESCD 


AURORA. itt 








Pacific Northwest Notes 
Continued from Page 196) 


ind the Terminal Sales Building. Viewing the parade 

of products, many of the lines being suggested for 

the Christmas trade in the stationery, gift and allied 

retail outlets, were a procession of retailers handling 

such lines, merchants and dealers from all parts of 

he Pacific Northwest as well as Alaska and Canada 
>. . * 

Congratulations and helpfulness to KMO-TV Inc., 
Tacoma, Wash., on its fine new TV station and con- 
equently its stride forward in TV circles of Puget 
Sound, were extended by the Tacoma Office Supply 
Company at 1109 “A” St., Tacoma, being “privileged 

furnish” the new and enlarged offices with fore- 
most modern office equipment, desks, chairs and files; 
ind the H. D. Baker Company at 1007 Pacific Ave., 
racoma, who also shared in the equipping of the fine 
new station 





In and Around Eighth Region 
With Midwest Travelers 


BY E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 
In order to assist him to meet and solve the everyday 
roblems arising in his own business, each office supply 
id equipment dealer of this industry owes it to him- 
f and his business to attend his NSOEA District or 
rional convention each year. And our own 8th 
ion convention will be held at the Tulsa Hotel, 


| Tulsa, Okla., starting April 21, 1954, and continuing 
hrough three days and evenings. The registration fee 
is reasonable and will prove the best business invest- 


ment you ever made—and it’s tax deductible as a busi- 
ness expense 
April may seem a long time off, but the months pass 
juickly when you are busy, so make your plans and 
hotel reservations, now, and stick with them. If you 
have never attended a regional convention, you have 
been “missing the boat.” Those who have attended, 
| know the great value of them and certainly won’t let 
anything interfere with being in Tulsa for the coming 
convention. This applies both to dealers and to manu- 
facturers representatives. 
Your governor and leader of this convention is the 
oung, aggressive stationer of Omaha, Nebr., John 
Brain, Jr., and he will assure you full return on your 
i1vestment. Mr. Brain is one of our very outstanding 
ng stationers who knows how much this trade asso- 
iation activity helped him and his business and is 
yrepared to offer like opportunities to all dealers of 
he 8th Region. Paul Baird of Geo. E. Baird & Sons, 
tationers of Kansas City, Mo., is another one of the 


Younger Set” who has gained invaluable knowledge 
ind help through his region activities. Come to Tulsa 
nd get to know these two men and many others 


None of us is too old to learn something of value 
from these younger men if we will visit with them 
and listen to their sound ideas. If you have not met 
the men you wish to meet—contact any one of your 
Midwest Traveler friends and he will see that you do 
meet the particular persons you most desire, as well 
as some others whom you should meet. The Midwest 
Travelers Club membership will be on hand and 
anxious to help everyone in any possible way. 

” * . 


A telephone call one August day, from George Wilk- 
erson of Springfield, Mo., who was in St. Louis showing 
his two young sons some of the interesting sights of 
he big city, including the famous St. Louis Zoo and 
i big-league ball game, informed me that he and 
Elkins-Swyers Office Equipment Company, has just 
evered connections. He plans to take his family to 
Florida while he looks around down there for a spot 
o re-enter the office supply and equipment business, 
ither through buying an interest in an established 
firm or opening his own business. As you may know, 
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After their bath- 


sharps become flats! 


The story of Parker’s new Electro-Polishing . . . the 
process which allows you to offer the smoothest-writing 
pen ever known. 


(as told by Robert Shuman, Associate 
Vetallurgist, The Parker Pen Company) 


“Up to now fountain pen points have been made smooth 


by first grinding, and then polishing. 
‘The trouble is that no matter how fine, the best grind- 


ing abrasives in the industry always leave scratches. And 


burnishing can’t quite wipe them out, especially in the 
hard-to-reacl f the point. Minute flaws remain to 
produce friction on paper which often makes a pen 
scratch and ‘catch’ as it moves across paper. 


hoothse 149-150 
s CONVENTION, 


Hilton, Chicago 
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“But we have now found a way to eliminate even the 
tiniest rough edges on a// surfaces of Parker Pen points. 
We call it ‘Electro-Polishing.’ Every Parker ‘51’ and 
‘21’ nib is dipped in a special solution charged with 
electricity. This new method literally dissolves every 
trace of roughness—the sharps become flats!” 

You have Parker “51” and “21” Pens with this extraor- 
dinary new point in time for back-to-school and fall 
gift business. Add this new feature to the exclusive 
Plathenium tip that “wears in” to a customer’s way of 
writing (and stays that way for decades) and, in all, you 
now Offer the finest pen point ever made. Be sure to have 
everyone try the new Electro-Polished point on your 
counter doodle pad. 


THE PARKER PEN COMPANY 
Janesville, Wisconsin @ Chicago @ New York @ San Francisco 


opr. 105 The Parker Pen Company 
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The Boling Catalog, « 
book of chairs for all 
business—a_ best seller 
every year! 








ree 








No. 3613 


No. 3611 





No. 3610 


The upholstering in genuine 
leather is praiseworthy for its 
perfection. Note in particular 
the detail of buffers on the 
arms and seat edges to pre- 
vent scuffing of the desk. 
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Now 


PAGE 


for a 


Best Seller 
Goliug S600 Chairs 


Refreshingly different yet appropriately con- 
servative in styling, this new group of chairs will 
be welcomed with enthusiasm by your customers 
who lean to the modern. 


In building these chairs, Boling Craftsmen have 
applied all the skills of nearly half a century of 
fine chair making—including steam-bent arms and 
seat rails as a plus value to insure lasting strength. 


Available in all standard finishes. Be sure to 
include a liberal quantity of each in all three 
numbers and place your order today for early 


shipment. 


HIGH POINT BENDING & CHAIR CO. 


SILER CITY, N. C. 





High Point Bending & Chair Company of Siler City, N.C. 
. ee ed Bela =. J 
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George was a Midwest Traveler for some years, before 
becoming a part of Leslie Lee in the Elkins-Swyers 
firn 
* . > 
Other news came in about the same time, regarding 
the sale of Southwest Office Supply Company, Joplin, 


Mo., to Maverick-Clarke Company of Houston and San 
Antonio, Tex. Henry Ross, who purchased this busi- 


ness a year or so ago, from Southwestern Stationery & 
Bal ik Supply, sold his interest to the recent purchaser, 
and up to now has made no public announcement of 


his own plans for the future. There may be more 
information available, later, about the plans of Mave- 
rick-Clarke Co. for the operation of the Joplin store. 


None is at hand at this writing. 
* o . 
icle Willie Bohart of Eberhard Faber Pencil Com- 


a couple of weeks learning about 
to merchandise them, at a com- 
pany sales meeting in New York, in August. He was 
back in St. Louis, however, for the national convention 
of the American Legion at the end of August and likely 
will be back on his territory by the time this is in 


ae lame, pu 


pencils and how best 


* > > 


Vincent Collura, who has been assistant to Art Reed 


in the furniture department of Latsch Bros., Lincoln, 

Né realized ambition a few months ago when 

he took over a territory for his firm and has been 

Bringing home the bacon” regularly. Our good wishes 

to Vince, for volume of sales in this new effort. 
> > +. 

Bill Froehle Boorum & Pease Company in this 


area and vice-president of Midwest Travelers Club, 
treated his family to a nice vacation in August, but 
territory developing business, as 


now back in hi 


- * > 

The St. Louis t1 
August, when Mrs. 
the wife of M. T. 
Egyptian Stations 
president of Stati 


le was faced with sadness again, in 
Ida Weingaertner died. Ida was 
“Binks” Weingaertner, owner of 
ry Company, Belleville, Ill., and past 
yners Association of Greater St. Louis, 


a very popular and sincere friend of the St. Louis 
grou} 

Services were held in Belleville and attended by sev- 
eral St. Louis ulers and Midwest Travelers. 

We also report the death in August of Mrs. Bridget 
Haley, mother of the popular S. G. Adams Company 
Sal an, James Haley. Our sincere sympathy to both 


ends and their associates and 


tur bereave 


* + * 


Clint Cooper of Esterbrook Pen Company and sec- 


retary-treasure! Midwest Travelers Club, states a 
new 1953 roster Midwest Travelers is in the making 
and should be idy for mailing very soon. 

« . * 

This is bein ritten just as I am leaving St. Louis 
for four « ive week business trip, with my wife 
doing the chauffeuring, so will continue next month 

h curre smelled out on this trip. 





Open New Agency in Big Spring, Tex. 


A new offic 
Business Machins 


lipment agency, Turner-Worsham 
has opened for business at 305% 


E. Third St., Big Spring, Tex. The new firm will handle 
leading brat fice equipment and will feature 
plete service r all makes and types of office 
et pmen 
Jack Turne Jerry Worsham, both experienced 
field of office machine sales and service, are 
the owners a1 perators.—EEG 
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THE 
LIMIT 


FOR 
STACKING 
THESE 
STORAGE 
FILES.. 
and FOR 
MAKING 
SALES 

OF THEM, 
TOO! 


These new steel storage files 
lock together, securely—top to 
bottom, back to back, side to 
side—without the use of tools 
of any kind. They won't topple 
or sway, no matter how high 
you stack them. 


'’ HALL’S 
STEEL STORAGE FILES 


save money for your customers by doing away with 
frequent replacement of old-fashioned wood or fibre 
containers. They save floor space and space wasted 
by shelving. They keep records clean, safe from ver- 
min and mold, reduce fire hazards. Available in 16 
popular sizes. 


Start now taking orders in preparation for the big 
year-end record transfer season. Speedy delivery 
on all models. Write for catalogue and price list 
today. 


rae HALL 


SAFE CO., inc., 


1642-A Cleveland Ave., N.W., Canton 3, Ohio 


Successor to The Hall's Safe Co., Cincinnati 
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Meet ALL requirements 
of ALL typewriters 





WHY Stock 34* Carbon Paper Items? 
WHEN nev-r-Kurt UNIVERSAL 


.Can Be Used on Standard, Noiseless and 
Electric Typewriters 

.Cuts Dealer Carbon Paper Inventory 
Slashes Investment in Stock 

Simplifies Purchase for Dealer and Customer 
Saves Customer Office Supply Space 


New inking makes NEV-R-KURL UNIVERSAL wear 
TWICE as long. This all new smudge-proof car- 
bon paper will continue to give clear, legible 
carbons long after the ordinary paper would 
have been consigned to the waste basket. 


NEV-R-KURL UNIVERSAL will not curl or wrinkle 
under any conditions—it’s plastic backed. 


Dealers can increase carbon paper profits, cut 
their costs and the costs of their customers to 
make more sales. Let us tell you the rest of the 
story. Write to: 


*Dealer Average 


" Ff " rr “SE 


f hy Dbht Shes } PROTYPE CLEAR-PRINT 
— TYPEWRITER WOOD STAMP 
CARBON PAPER RIBBON 
PROCESS / CO. 192 mu st 





PADS 












ROCHESTER 14, N.Y 





244 






(BS POTLATCHING witht 


24 


 REGON HRAILERAVELERS 


KEN DICKENSHEET, CORRESPONDENT 
1020 Y STREET, VANCOUVER, WASHINGTON 


In the August issue of the National Stationer, a 
profile on Mark (J. K. Gill) Gill is reprinted from 
the Daily Journal of Commerce paper in Portland. This 
article, complete with photographs, shows Mark as a 
youngster working as a web hauler, back in the days 
when it was permissible to catch salmon by the use of 
nets. This commercial fishing enabled Mark to say 
that he has caught more salmon than most of Port- 
land’s businessmen. 

In Seattle, Al Holmes of Seattle Office Supply read 
the article with a great deal of interest. Al said that 
he, too, has had some commercial fishing in his back- 
ground and that he has helped take more salmon 
than Mark has ever seen. Al tells about the time he 
worked for the Alaska Packers Company in 1910, 1911 
and 1912 when they would take as high as 150,000 
salmon a day from their fish traps at Point Robert in 
British Columbia. 

Since Al has contested your title, Mark, I suggest 
that both of you put yourselves in a boat with Gerry 
(American Pencil) Whitcomb out in Puget Sound and 
fight it out for the title with sport gear. My private 
bet is that Gerry will beat both of you hands down. 

” ~ = 

Lots of California travelers have been up this way 
recently. Wayne (mfrs. agent) Journigan brought wife 
Eleanor and their two children along to see the beau- 
tiful scenery in Washington and Oregon; Mr. & Mrs. 
Harry (T. W. Moore) Gorline working the Northwest; 
Jack (Cooke & Cobb) Turner showing his line to the 
dealers and also a different line to the gals along 
the route; Lloyd (Bates) Robinson enjoying the com- 
parative freedom of our highways after the traffic 
jungle in L. A. and Mr. & Mrs. Bob (American Pad) 
Reid, touring our way in their Studebaker. 

Gib (Weiss Mfg.) Weiss was also a Northwest visitor 
on his way to the NSOEA in Chicago but your reporter 
just missed him. Understand Gib has a new item 
that may prove very lucrative for Brother Weiss. Nice 
going, Gib. 

a * + 

Some of our popular TV comedians had better brush 
up their acts and get some new material. It seems that 
one morning recently Clint Martin, Johnny Tuttle and 
Gerry Whitcomb were fishing on Puget Sound and a 
roving camerman, taking shots for a Seattle TV pro- 
gram, trained the camera on them and asked the boys 
to exhibit their fish. 

Their costumes, chosen to ward off the chill on the 
Sound that early in the morning, really panicked the 
viewers when the movie was shown on TV later and 
there are rumors of a Hollywood offer. There was 
nothing funny about their fish, though. All three had 
hooked some nice King’s to show for the camera. 


“ * x 


At a recent travelers’ luncheon in Seattle, Norm 
(Eaton Paper) Lincoln was proudly exhibiting a news 
photo and story that had been sent to him from his 
home town of Pittsfield, Mass. It showed fellow 
townsman Paul (NSOEA) Burbank taking delivery of 
his new personal airplane, a Piper Tri-Pacer four- 
place plane which is equipped with all radio and navi- 
gational aids. 

It should be possible for Burbank to make more 
personal appearances than he has in the past. Paul, 
we have a fine private airport here in Vancouver just 
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will be advertised in 


The Esterbrook Pens You Sell 








15 magazines 








this November and December- 














39 advertisements | with real 


pulling power for Christmas 


shoppers 






Full-color, 2-page 
spread in Life 


Full-color pages 
in the Post, 
Collier’s and 
National 
Geographic 
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Check Your Stock NOW! 


Be sure you have enough 
Esterbrook pens, pencils, desk 
pen sets. Order short items direct 
—your Esterbrook representative 
will get credit. 


XK KR HH KH HR HK KH KH KH HR MM KM MK MK HM 


AMERICA’S PEN NAME SINCE 1858 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


The Esterbrook Pen Company of Canada, Ltd. 
92 Fleet St., East; Toronto, Ontario 
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mile from house. Drop in anytime and break 
bread with u 
. os . 

The employees of Ruggles, Inc., in Seattle have 
had a very pleasant summer this year, thanks to their 
houghtful employer, George Ruggles. 

George bought a summer cabin on Maury Island, in 
Puget Sound made it possible for each of his 
employees to have it at no charge during their vaca- 

yn periods. The cabin is right on the water, has a 
boat dock and boat to take advantage of the good fish- 
ing and is a very pleasant place to stay and can be 
reached in a little over an hour from downtown Seattle. 
We like to report news like this because we feel that 

organization that shares good times will really 


ely . 7 
work well toes 


_ 


> 7 7 
Although we are not sure whether it has happened 
before, this year we will have a United States Con- 
ressman attending the NSOEA convention in Chicago, 


and not to make a speech either. 

Congressman Tom (Lowman & Hanford) Pelly will 
ittend, accompanied by son, Minor Pelly. However, 
I’m not so sure about the speech angle. Although he 

not going hat capacity and is not on the pro- 
gram, I can’t imagine Paul Burbank missing an oppor- 

inity like t to get Tom on the program for a few 
woras 


* * * 


Willis (Bankers Box and other lines) Clark has de- 


ided that in the interests of better coverage he will 
move his headquarters from Seattle to Los Angeles. 
We are sorry that you have had to do this, Willis, as 
ve enjoyed having you in the O.T.T. We know that 
u’ll still be with us occasionally though, so we are 


losing y‘ ltogether. I think the loss might be 
oftened if continue to pay dues to George 
(E. Faber) Simmons and be one of our card carrying 
f residing on foreign soil. 
- 7 > 
Vic Watson is now general sales manager of Binney 
& Smith and will headquarter at the home offices in 
New York City. Vic has been sueceeded in his old post 
of West Coast district manager by Charles J. Ahearn. 
Congratulations to both of you from The O. T. T. 


> * * 


members evel 


The word ¥v ut in Seattle last week that Augie 
(Sanford Ink) Erickson was a proud father. However, 
ipon closer examination of the rumor it developed 


that the new addition to the Erickson household is 
an eight-week-old boxer pup. 
Understand that Augie is taking him on his calls 
L. A. and plans to bring him on a trip to the North- 
vest soon do, Augie, you had better bring 
our camping gear. I don’t think you'll be staying 
many of our hotels or motels. 





Commercial Controls Opens Branch 
Commercial Controls Corporation recently appointed 
Frank J. Gratzer as branch manager of its new Buf- 


Frank J. Gratzer 





falo, N. Y ranch office. This new territory will in- 
‘lude New Y state and neighboring Pennsylvania 
ounties 

Mr. Gratze1 s graduated from Rochester Business 
Institute in 1936 and the International Business Ma- 
‘~hines school in 1945 
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THE LINE OF 


“MARKING DEVICES” 


AROUND 


—_ THE 





A NEW ITEM that is in great demand 


by GROCERS-CHAIN STORES-SUPER MARKETS ... 


THE NEW “CROWN HERCULES” 


PRICE MARKING KIT and PRICE MARKERS 


Availc-ble in two sizes of type and Four 
different band arrangements. 

* 

FOR FURTHER INFORMATION 


WRITE DEPT. PM 











R. A. STEWART: CO. INC. 


80 DUANE STREET NEW YORK 7, N. Y. 
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. for prompt shipment 


IN DTANA 


MODEL V-I 


UNDER-COUNTER 
woopD 


CASH DRAWER 


REGULAR 
DEALER 
DISCOUNT 


Here’s a real high grade product made of kiln-dried Indiana 
Hardwoods. Easily installed. High-grade lock. Easy Action 
drawer. Warning bell rings when drawer is opened. 


Size 18%"x14-11/16"x4'%2" high. 5 coin tills. 5 currency com- 
partments equipped with hinged bill weights. 2 finishes—Office 
Gray or Natural (Basswood). Interior smooth high grade lac- 
quer. Packed individually. Approx. Ship Wt. 19 Ibs. 


Order a sample today and display for quick turnover. 


USE THIS HANDY ORDER BLANK 


FOR ORDERING SAMPLE 


INDIANA CASH DRAWER CO. 
SHELBYVILLE, IND. 





Please ship .......... Indiana Model Vi —‘Under-Counter” Cash 
Drawers, @ $26.50 less dealer discount, f.o.b. Shelbyville, Ind. 
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Texas Travelers News Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 


George Crissman is now salesmanager for Maverick- 
Clarke in Houston. He was formerly manager for 
Pitney Bowes. . . . Ed Liles has been appointed man- 
ager for Harris Book Store in Port Arthur. ... Don 
Wilkins, with several years in the industry, has taken 
an outside position with Mulé-Durel, Inc., in New 
Orleans. , 

* . - 

Just heard that Louis Johnson has suffered another 
heart attack and is confined to the hospital. He and 
his brother operate the G. & L. Stationery Company in 
Austin Tex. 

New Stores and Changes 

Gresham’s of Temple, Tex., has just moved into a 
new store at 306 E. Adams St., with plenty of space for 
store displays. 

. 7 * 

Jack Henson’s new store, at 950-7 Austin Ave. in 
Waco under the name of Henson’s, is completely air- 
conditioned. In addition to a full line of furniture, 
equipment and supplies, he is putting in a printing 
plant. 

* * + 

A. A. Sibley has moved into a new store at 115 N. 
Cypress in Hammond, La. He has operated the South- 
ern Stationery Store for 12 years and this is his second 
move. The building has an overall size of 35 x 110 feet 
with the store proper covering 70 feet. The color 
scheme on the sides is smoke blue and pastel pink 
in the rear. It’s air-conditioned and each department 
is favorably located for the convenience of the cus- 
tomers. 

- + * 

Railey Paper Company of Austin, Tex., has moved 
into its new building at 211 E. Alpine Rd. and Capitol 
Printing has taken part of the building at 213 E. 
Alpine Rd. The building has been designed so as to 
handle the respective businesses from two separate 
warehouses. 

7 * +o 

Hugh E. Henson has formed a new corporation in 
Waco, Tex., to operate under the name of Henson 
Printing & Supply Company, at 2912 Franklin St., 
with Dal T. Hardy, buyer. 

* ” cd 

William Cavanaugh,, Jr., announces the moving of 
his company to 318 Carondelet St., in the Mason 
Building Annex. The volume of business enjoyed by 
Bill, and the constant growth of the business, made 
the move necessary. 

7” - ” 

Borger Office Supply has just moved into its new 
building at 1086 Coronado Circle, in Borger, Tex., as 
has been announced by Ray Howard, manager. 

*. 7 . 

Haygood’s Office Supply Company is now in its new 
home at 1413 Texas Ave., in Lubbock, Tex. John and 
Bonnie Haygood are the owners and Paul Shelton is 
the manager 

- * . 

The Pender Company also has moved into its new 
home at Cedar and N. Fifth, moving from 273 Cypress 
where the firm was located since 1931. 

* 7 a 

Beacon Desk & Furniture Supply has just opened at 
Third & Chestnut in Abilene, Tex. .. . Vance K. Miller 
Company at 1916 Main St., Dallas, is completely re- 
modeling the store and also installing a complete 
furniture department next door at 1918 Main. 

. - x 

Shelby Office Supply will move next door on Jan- 
uary 1 at 2028 Commerce with four times the space 
of present location. Air-conditioning throughout will 
be installed with a furniture department on the second 
floor. Roy Shelby started business in January, 1946 
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4 Great, New, Fast- — Record Books 








Kher 


J. K. LASSER'S 


‘Business and 
Tax Record” 


A complete | keeping 
set-up for a small Dusiness 
plus expert he nd proof 
to substantiate x deduc- 
tions... 
@ General Busine Record 
of Income and Exy litures. 
@ Nine det sum- 
mary torms to attach to 
tax return 
@ J. K. Lasser’s ymplete, 
10-page Tax Saving Guide. 
@ Post card brings 
2-page 1954 tax fact Sup- 
plement plus filled-in sam- 


ple forms. LIST 


PRICE 


$595 
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J. K. LASSER'S 


“Individual Income 
” 
and Tax Record 
Helps lower personal taxes 
by providing record keep- 
ing forms designed by the 
man who “‘wrote the book’”’ 
about Tax Form 1040. 
Also provides needed proof 
for Internal Revenue Serv- 
: ice inspection. In addition: 
e J. K. Lasser’s complete, 
10-page Tax Saving Guide. 
@ Post card that brings 16- 
page 1954 tax fact Supple- 
ment plus filled-in sample 
forms. 
@ Tax return schedules on 
detachable sheets to be torn 





out and attached to a tax 
return. LIST $5°5 
’ PRICE 
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DIRECT MAIL FOLDER 





J. K. LASSER'S 


“Payroll and Em- 
ployee Tax Record” 


For the small business- 
man: 

@ Complete 52-weeks’ rec- 
ords for 40 employees. 
@ Weekly summary of em- 
ployees pay and the in- 
dividual records are both 
visible at the same time. 


@ Flap out for monthly 
payroll summary. 

@ Individual records loose- 
leafed. Weekly payroll 
forms wire bound. 

e AJ. K. Lasser Tax Sav- 
ing Guide giving facts on 
payroll taxes, deduction 
tables, government re- 
port filing instructions. 


LIST $7795 


PRICE 


ADS tN NATIONAL 
BUSINESS MAGAZINES 





NATIONAL 


BLANK BOOK Co. 
HOLYOKE, MASS. 


J. K. LASSER'S 


“Tax Diary and 
Appointment Book” 


A beautifully bound ap- 
pointment calendar plusa 
complete checklist of pos- 
sible business expense de- 
ductions with space for 
names, place, amount etc. 
In addition: 

@ A concise text showing 
how to get maximum al- 
lowable deductions— what 
home costs are deductible, 
best way to handle travel 
and auto expense, what 
can be deducted by sal- 
aried employee or self-em- 
ployed professional, etc. 
@ Section for deductible 
personal expenses — con- 
tributions, medical, sales 
tax, etc. =. $595 





NS > 
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=) ATT 


Please send Sales Display Kit LA-54 
and the following items: 


WINDOW Quantity 
AND 

counter fj Business and Tax Record No. 34-251 960066 
DISPLAYS 

Individual Tax Record No. 34-252 eovcce 

. Payroll and Tax Record No. 34-250 eovcece 

j Tax Diary No. 03-100 coves 

PMD cccccccceoccesesvecoscaoce ecccccoccce 

PLUS i COMPGNY..ccccccccccccsccesecvveees cvcccce 

t ABM ce cccecdevcoesoovcdecesoecece ecece 
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| reay AMAZING! raaicany NEW! 


-Swinglne77 





4-in-1 stapler only *2.50 


Complete With 
500 Staples 





won coll (MMIII wa o tocter 








Here’s the biggest jump in staplers 
since Swingline’s famous open 
channel. A flick of the wrist, 

and this sleek desk stapler hops out 
of its plastic base revealing an 
ingenious “Kangaroo” pocket... 

a reservoir of 500 extra staples! 
The same flick makes the 77 

a streamlined tacker. Another quick 
flick and it’s a compact hand plier! 
When you see this revolutionary 
new stapler you'll know why 
Swingline’s ahead by leaps and 
bounds. (It even has a special 
“personalizing panel” on top 


for imprinting: Makes a e 
wonderful gift item.) 
When your customers see the § I C \. “kangaroo” pocket stores 
$2.50 price, your sales will hop ‘ 


higher than a happy kangaroo! Get 500 extra staples 


your Swingline 77 order in today! 
SPEED PRODUCTS COMPANY, INC., L. |. C., N.Y. 


e it’s a plier 
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and in eight years has had to move twice on account 
f the increase in business. 
+ 7. . 

Peeler Printing Company at Breckenridge, Tex., suf- 
fered a $150,000 loss by fire, which included building, 
stock and printing plant. Only 25% was salvaged. 
Claude Peeler will continue in business. 

* a + 

Claude Boyd, with many years in the industry, is 
associated with Shelby Office Supply in Dallas. 
Jane Bills has moved from The Mulvey Company to 
Carmax Corporation, Houston, as manager of the sta- 


tionery department. ... Jim Fowler is now located 
with Gulf Coast Office Outfitters, Houston. 
> . * 
For over 18 years Carpenter Paper Company, Fort 
Worth, never had an insurance claim. In less than 


six weeks in its new building, the firm had four claims 
amounting to $15,000, as the result of two fires and 
damage twice by rain and hail storms. 


> > > 
Bob and Martha Silliman presented to Grand- 
parents Ward and Lola May Silliman, a girl, Deborah 
on July 29. Lola May has already joined the baby 
sitting fraternity . . Mike and Ruth Holberg are 
the proud parents of a girl, Christine, on July 27. 
Mike is associated with Ward Silliman. . . . Horace 


Allen, formerly with Lake Charles Office Supply has 

joined the sales force of Roy Shelby Office Supply, 
Dallas in = 

Emil Thomas Dalmas, III was born to Mr. and Mrs. 
Emil T. Dalmas, Jr., on June 26. 
* * > 

Bowie News at Bowie, Tex., has been bought by Har- 

low E. Tibbetts, who came from Kinsley, Kans... . 

Haygood Office Supply has moved to a new location 
at 1413 Texas in Lubbock, Tex. 


> . > 

Hines Thomas is the new sales manager of Crain 
Office Supply at Abilene, Tex. ... Lem Martin is man- 
ager of Odessa branch of West Texas Office Supply 
of Midland, Tex 

. » * 

L. O. Nelson, Jr., of L. O. Nelson Company, Wichita 
Falls, has a half hour program “Blaine Cornwell’s 
Guest Book” on television twice a week. L. O. announ- 
ces his own program and commercials. He has a studio 
presentation of the merchandise which has the spot 
on each prog! 

> . 7 

Carpenter Paper Company at Forth’Worth has just 
moved into its new building and warehouse and has 
had two fires already with over $1000 worth of damage. 
In addition, a heavy hail storm just knocked out 27 
windows 

> > * 


Charlie Ferrell has sold his interest in Cathey Of- 
fice Furniture & Supplies in Dallas to his partners and 
has opened Ferrell Office Furniture Company at 2501 
Main St., Dallas A’Mell Office Supply outside sales- 
men are riding in snappy new cars supplied by the 

mpan' ss ciel 


Bill Calton of the Carter Ink Company has moved 
nto his new home on McDermed Drive in Bellaire. 
rex 

* . - 

The Pender Company of Abilene, Tex., the West 
Texas house since 1922, moved to a beautiful new build- 
ing at Cedar and North Fifth. 

” > . 

John Wyatt, stationer in Nacogdoches, Tex., is a 
tropical fish hobbyist. Next time you are in Nacog- 
loches, go out to see his home and see. the lovely 
iquarium and have John explain why some fish are 
ept in separate bowls 

> . > 


Van W. Stewart, NEA State Chairman for Texas and 
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See us at Booth 62! 


Sneak Preview 
WML NBOAN LN 


JOSHUA *F rT 
MEIER Y -« _—_. 


Catalog #54 


ZIPPIT-SAFE 
(see pg. 11) 


Vinyl zipper case 
protects binders 
from wear and 
weather! 


ALBUM-ETTES 
(see pg. 15) 


Pocket-size photo 
albums in 6 colors. 


3-WAY EASEL 
SPEL-BINDER 
(see pg. 14) 


Stands flat, tilted 
or upright! 


LOW-PRICE 14x11 
SPEL-BINDER 
(see pg. 16) 


$5.00 for colorful, 
gold-trimmed ace- 
tate-page multo- 
ring binder. 


ACETATE BIBLE 
COVER 

(see pg. 28) 

Cover for new re- 
vised Holy Bible. 


FREE! 40-page V.P.D. Catalog #54. 

showing 400 visual acetate products. 
Write to: JOSHUA MEIER CO., Inc. 

e 153 W. 23rd St., New York 11, N. Y. 
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witha SCOTHE 


The Automatic SCOTTIE LETTER OPENER 
opens 200 to 300 letters per minute. The Scottie is 
designed for small and medium sized businesses 
opening 200 to 2,000 letters per day. Opening let- 
ters 30 times faster than by hand gets the whole 
office into high gear fast. It takes a clean slice 
off all sizes of envelopes without clipping corners 
or damaging mail. Light and portable, the Scottie 
can be moved from desk to desk or easily stored. 


The market for Scottie Letter Openers is huge. It 
is needed by banks, stores, wholesale houses, in- 
surance offices, mail order businesses, factories and 
dozens of other medium sized firms. Scotties offer 
a 12 times greater market than for larger, more 
expensive machines. If you are experienced in 
specialty equipment sales, look into the Scottie 
for steady, future profits. 


Mfd. by ARNOLD MACKENZIE, Inc. 


3133 Overlook Drive 
Minneapolis 20, Minn. 


—_ 5105" F.0.B. FACTORY 


plus excise tax. Stacker optional at 
nominal price, (Prices subject to 
change without notice.) 













ARNOLD MACKENZIE, INC. 
3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 


| am experienced in sales of specialty office equipment. 
Send full information on Scottie Letter Opener. My 


Street Address 0... 
a es ee State . 














publisher of the Ochiltree County Herald, Perryton, 
Tex., died at his home May 10 following a heart attack. 
He was also a past president of the Panhandle Press 
Association and president of Texas Press Association 
in 1949. His wife, Jessie Keith Stewart, will continue 
the business, which is a most modern office supply 
store in connection with the newspaper. 

7 - 

Thanks to George Tarrant and Charles McDaniel 

for their thoughtfulness in sending me news items. 

- * > 


Bunkan Dine 


Leave it to Tommy Tucker to discover a good eating 
place. He invited me to dinner in Austin where he 
claimed the best steak in Central Texas could be 
found, regardless of the outside appearance of the 
establishment. So if you like a top-grade sirloin or 
T-bone steak and extra large, make a beeline for The 
Hoffbrau at 613 West Sixth, Austin. The top price 
for the best is only $1.85. Thanks Tommy for letting 
me pass the word along to the boys. 

* * > 

Have you discovered the L Hotels? The Loring in 
Fort Worth, the Lennox in Grand Prairie, the Loma 
Alto in Lawn, the Lakewood and Lynn in Dallas? 
They're tops and completely air-conditioned. 

” 7 + 

Western Skies, a $300,000 modern motel, has just 
opened in Houston at 2806 Old Spanish Trail. A giant 
kidney-shaped swimming pool, custom-built furniture 
and television in each room add to the attractiveness 
of the motel. 

If you want a good spot to slumber when you are in 
West Texas, drop in at the Westerner Motel at Lamesa, 
for comfort and convenience with western hospitality. 
The hotel is air-conditioned and has single and double 
unit combinations 


News Notes from NSOEA District No. 7 


ARNOLD E. BERGLUND, CORRESPONDENT 
4415 CHOWDEN AVE. SO., MINNEAPOLIS, MINN. 

Way up north in Fergus Falls, Minn., is a successful 
stationer who came up the hard way. On the walls 
behind his desk in his private office, he has placed 
large cabinet-size photographs of Bill Smith, Roy 
Clarke, Claude Fleet, Larry Goodhand, and Fred 
Schaefer. The Northwest Travelers Club and its mem- 
bers salute Victor Lundeen, a real friend of the 
travelers. 





» * . 


The Minneapolis Athletic Club was the chosen spot 
for a group of 12 men, some dealers, others Northwest 
Travelers. The party was for none other than our 
Northwest Traveler, former secretary for many years, 
a past president and now a retired gentleman from the 
F. S. Webster Company, The Honorable Roy C. Clarke. 
The host and toastmaster, Arthur Grayston, started the 
evening off with a story about duck hunting—what 
else would you expect. In the party were, of course, 
Ed Hanson, Bob Davies, and Roy Clarke. Time nor 
space will permit the details but they can be obtained 
from any of the four. 

Larry Goodhand related when he met Roy Clarke 
back in 1925 in Ironwood, Mich. From there on south 
to Merrill, Wis., they were taken to be men of the 
F.B.I.—those honest hard looking salesmen—they may 
have had a game of pool now and then. Fred Plane, 
Art Grayson’s son-in-law, had a number of duck hunt- 
ing stories. 

Al Nordstrom related where, how and long he knew 
Roy Clarke. It goes back to Edwin R. William days. A 
pleasant conversation was held by Fred Schaefer and 
Roy Clarke. Fred was told by Roy he was moving to 
that beautiful room where the falls of the Otter Tail 
flows just outside his window. At this moment Roy 
said “And I’m going to get a radio that will get all 
over the world.” This was a starter for Fred, as he 
and his committee did just that—an Oceanic radio 
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PROFITS! 


MANUFACTURED IN THE UNITED STATES—Cormac 
gives perfect, DRY, inexpensive facsimiles of anything! 
That’s why dealers who realize that the photocopy machine 


has become accepted standard business equipment should 
investigate Cormac first. 






Photocopier sales opportunities are limitless. There’s a 


ready market just waiting to be sold. And you can do no 
better than to sell Cormac! 


PHOTOCOPIES 
INSTANTLY! 


Check for yourself why Cormac is far and away the most 


modern, advance-design copy equipment available today 


! 
Then write immediately for information on how you can 
become a Cormac dealer. 


bw 17 hie) bid) Sous, 202 ete . 


e 19 SECOND COPIES! Photo exact, brilliant black and © No experience required to operate. 
white, legally acceptable copies of anything written, © No installation charge. Fully automatic; just plug in 
printed, typed, drawn or photographed. e No wet hands, splashing, messy darkroom fixing, etc. 
@ Copies from letters, manuscripts, blueprints, colored . Occupies about the space of a typewriter. Lightweight, 
art, complete books, even textile patterns. compact. Easily moved, designed to fit anywhere. 
e Copies on both sides of ordinary weight paper; also 


a oe : e@ Advance-design keeps moving parts covered, ejects 
copies on airmail weight, double-weight card stock and finished copies conveniently. 
special translucent paper. 





i ' e Ventilated, fan-cooled motor prevents time-delaying 
e Economy facsimiles at a fraction of typed copy or com- overheat problems. 
mercial reproduction costs. 


@ Removable tray permits easy cleanin 
e Makes positives, error-proof copies. Can't be altered. Aes J 


wR : : e Sturdy, corrosion-proof construction. 
e Permits completely confidential copies to be made in © Riiibats Cth tanateetiinet on 
\ 7 privacy of your own office. wey quip gray. 

















Co-_rmn ac is Profitable €) ways! 


-_-— 
—_— 
-—_ 
“——_ 


> JNC. 
= pray Hill 2-5964 


O You make money on the equipment sale! &: 
¢) You make more money on the repeat ' 

sale of paper and supplies! ‘NN 
€) You make still more money with Cormac | 


as your calling card to new accounts! 


a —_ 


| 

i] 

1 

You are cordially invited to visit us ' 

at the 

NATIONAL BUSINESS SHOW 1 
BOOTH 366 ' 
Grand Central Palace « New York City } 
Oct. 19-24 ! 
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This new, adaptable line of Harter pos- 
ture chairs has the right model for every 
office budget. You can compete in every 





price range and still have confidence that every chair 
will have full measure of traditional Harter quality. 
Basically, the line consists of five seats, two backs 
and five bases. You can specify the combinations to 
fit exactly the needs of your customers 
See this new Harter line at the N.S.O.E.A. Show in 
Chicago, September 26 through September 30. 


HARTER CORPORATION, 1025 PRAIRIE, STURGIS, MICH. 
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POSTURE CHAIRS 


STURGIS, MICHIGAN 
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was selected was presented to Roy. We know he 
will be trying the dials to cut into some sales meetings 
that will be held in his former territory. Roy made it 
clear that he expects all the boys to stop by at River 
Inn Hotel, Fergus Falls, Minn., P. O. 111. 
* oe > 

The party v a huge success as the boys came in 
from, well, Roy from Fergus Falls; Larry from Gull 
Lake; Jack Guntrum, Winnipeg; Fred Plane, from 
vacation; Walter Hubbs, Manitowoc; Warren Carlson, 
Iron River; Al Nordstrom, Hastings; Fred Schaefer, St. 
Paul, Merrill Hasty, Wayzata; Ed Hanson, Art Grayston, 
Bob Davies, Minneapolis. 

The story of the evening was by Roy Clarke. As you 
have heard, he plays a grand game of pool. He was 
a director of a band and orchestra, but he was also a 


ball player. He was called “Spinn” in those days be- 
cause he was so fast that when he hit a home run he 


had to run the bases twice before they would count 
it! Remember P. O. 111, River Inn, Fergus Falls. 
o > - 
golf at Southview Country Club, 
Minn. A tremendous crowd turned out 
was had by all. Details and pictures 
issue. 


A grand day 
So ith St. Paul 
and a good time 
will be in the 

* * * 


REMEMBER: “Every time you help the other fellow 
up the hill you get a little higher yourself.” 





Golden Nuggets from the Rockies 


EDWARD L. ROBINSON, CORRESPONDENT 
2759 W. 34TH ST., DENVER, COLO. 

Word has been received by the writer that our good 
friend Art Carlson, of Charles E. Barry Company, has 
heart attack. All of his friends wish 

recovery and hope to see him out 


“aan 
suffered a serl 


him a very 


igain soon 
. * o 
Gus Lipp is almost his old self again after a slow 
recovery from heart attack last April. He is taking 
life somewhat « er and takes the afternoons off or 


oes home « 


when he doesn’t feel up to par. 
> * * 
Hear ye! Hear ye! All salesmen are invited to the 
home of Jim Haynes, American Pencil Company, here 
n Denver, to e1 the advantages of a new swimming 


pool. Lunches served at noon, too. 
7 * - 
From all reports of travelers and dealers the 1954, 
regional convention to be held at the Broadmoor in 


Colorado Sprin s expected to be the biggest yet for 
Region 10. Elmer Pearce, our governor, suggests you 
send in you! unce registration and hotel registra- 
ions as soon ssible in order to avoid disappoint- 
ments. Addre your requests to Elmer Pearce, % 
Rocky Mountain Banknote Company, Pueblo, Colo. 
* 7 > 

i several distinguished people here 
Bill Lashbrook of the Esterbrook 
Pen Company here and held several sales meet- 
ings with the President Eisenhower is taking his 
summer vacation and relaxing in the coolness of 
Denver and irrounding hills. George Simmons, 
Jack Guerin i John Horne of Eberhard Faber were 


Region 10 ha 
in Denver rect 


[ e Io a Lif€ DOW WOW. 
* > 7 
Attendans 1e weekly luncheons during the sum- 
mer was got of the boys from the coast drop- 
ping in when in town. Don’t forget, Albany Hotel, 
n on Fri 
> » . 
Vacations al ver and tall tales of fishing have 
been going 1 so the writer might as well put in 
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most important 








—one of the 


selling points of 


FLO-MASTER’ 


As every dealer knows, returned merchandise 

is a headache. It is not so much the loss of a sale 
as it is a discontented customer. Here you have 

one of the main reasons why Flo-master sales are 
booming. Dealers have learned that, when the 

call is for a felt tip pen, the Flo-master is a guarantee 
of customer satisfaction. 


Flo-master is made with the precision used in watch 
making. All parts are interchangeable. 

Any cap fits any barrel perfectly, as any adapter 
fits any chuck. The automatic spring valve— 

the very heart of the Flo-master—controls the 
flow of ink with unbelievable accuracy. 


So make sure that you have enough 
Flo-masters—both ‘‘Pocket-Size” (illustrated) and 
“King Size’ on hand at all times. Remember— 
you can’t have too many Flo-masters. 


For further information write to Cushman & Denison 
Mfg. Co., Dept. H-18, 153 W. 23rd St., N.Y. 11, N.Y. 


*a CADO product 


Flo-master in a == nutshell 


e writes on anything © instant-dry inks 
e fine lines © bold lines © in ten colors 
* valve controls flow of ink 
e in two sizes—“Pocket-Size”—"King Size” 


Flo-master 











FELT-TIP PEN 


255 








CURMANCO 


Steel Office Specialties 
Letter Racks 


CLEARS YOUR DESK FOR AC- 
TION. Sorts, Classifies and Dis- 
tributes the papers of your daily 
work. Sloping Trays Catch and 
Hold the papers. NO CORNER 
POSTS TO DODGE. Green, Gray 





or Brown 
No. 102. Letter Size, 2 tray and base $5.50 
No. 103. Letter Size, 3 tray and base $6.50 
No. 104. Letter Size, 4 tray and base $7.50 


Sorting Tray 


For ready reference. Opens like a 
book. Instant contact with 1-31, 
A-Z, Monthly, or Tab Indexes 
Corrugated bottom 

No. 115. Letter Size, Without Index, Olive Green $5.00 
No. 116. Legal Size, Without Index. Olive Green $6.00 


Correspondence Separator 
A HANDY MEANS OF CLASSIFY- 


ING Correspondence. Price Lists 





WT — ah 
I} > ee ence. Not Adjustable. Special 
MH i 2 Sizes Made to Order. Many firms 
|| ae have simplified sorting routine by 
HTN} 


purchasiny special Separators 
with 4” to 12” partitions and from 
four to thirty pockets. Olive Green 


Art Steel 








No. 105. Letter Size, 5 Pocket, 15/4” Wide $6.00 
Stationery Separator 
Insert for desk drawer. Holds 
letter heads, carbon, and copy 
paper. Save time pace and 
stationery 
No. 310. Letter Size, Olive Green $4.75 


Cashier’s Pad Rack 


Every business has various pads, 
contracts, 


delivery and 


bank checks, receipts, 
partial payments, 





service forms. This rack holds 
each in a pocket easy to reach 
Saves space and confusion. Art 
Steel electrically welded. All one 
i , piece. Hollow space inside 
No. 566. Six Pocket, packed 6 to carton $4.00 
No. 568. Eight Pocket $5.00 
No. 570. Ten Pocket $7.50 


Center Drawer Desk Trays 
ADJUSTABLE 





Pins, Clips, Pencils, etc., quickly available without 
clutter and confusion. Art Steel Olive Green Finish 


PACKED 12 TO CARTON 
No. 425. 4x17/gx18 to 31”, Adjustable; 12 to carton ..$2.75 


ORDER TODAY—Distributed By 
Associated Stationers Supply Company, Chicago 6, Illinois 
Stationers Supply Co., Ft. Worth—Houston, Texas. 


CURRIER MFG. CO. 


2448 W. LARPENTEUR AVE. ST. PAUL 8, MINN. 
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his tall tale. When in Ft. Collins recently (he didn’t 
catch it) a nice SMALL, German Brown was on display 
in a window. It was 26 inches long and weighed 13 
pounds 7 ounces. Almost a record catch for this type 
of a fish here in Colorado and caught by one who 
fished for the second time in his life. So you guys 
beat that one 
» ~ - 

Ben Vorwyck of Blaisdell was here in Denver for a 
few days. He reports all is well to the west of us and 
that business is picking up on the coast. 


+ ” a 


The opening of the new bookstore at the University 
of Colorado took place about September 10. In a new 
student building and with modern types of fixtures, 
it is a beauty to see. Ray Johnson, manager, states 
that he feels business will be much better as there 
will be more traffic there than at the old location. 


SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


J. A. Barnhill, sales manager for the Dictaphone 
Corporation’s Los Angeles office, reports the recent 
visit of C. G. Taylor, assistant controller, from the 
Dictaphone head office in Bridgeport, Conn. Mr. 
Taylor came to review the general potential of office 
equipment in Southern California. Mr. Barnhill also 
reports the return of D. W. Sandberg, West Coast dis- 
trict manager, from a midwestern trip. He states that 
Mr. Sandberg found conditions very good throughout 
the area. The Los Angeles office has made some nice 
increases in sales during the past nine months, neces- 
sitating the addition of three salesmen. They are 
John Mapes, L. E. Lakeness and Thomas Phelan. 

aK x x 





Kurt Vasen, western sales manager, Victor Adding 
Machine Company, reports that company sales in both 
the branch and dealer divisions during the month of 
June broke all previous records and set a new high in 
the history of the western region which comprises 
the 11 western states. June sales were almost 20% 
ahead of last year, and total sales for the first six 
months are well ahead of 1952. Indications are that 
total figures for 1953 will exceed those of any previous 
year by a substantial margin. Monthly sales in the 
western region are now in excess of annual sales in 
pre-war days. 

A. F. Bakewell, vice-president and general sales man- 
ager, Victor Adding Machine Company, just completed 
a week’s conference at the western regional office in 
Beverly Hills, during which time he discussed with 
Mr. Vasen plans and programs calling for substantial 
expansion of company activities in the western region. 

* oo “ 

The Los Angeles chapter of the National Association 
of Cost Accountants held its first technical session 
for the chapter year, September 15 at the Elks Club 

James M. Kennedy, associate manager for McKinsey 
& Company, San Francisco, gave the main address 
of the evening. His subject was “Report Writing and 
Presentation—Your Success or Failure.” 

Announcement was made of the chapter’s sixth 
annual picnic to be held September 20 at Sherman 
Grove Park, Sunland. 

George A. Feichtmann is the new president of the 
Los Angeles chapter, with Jack W. B. Stanley and 
Harry N. Kamph, new vice-presidents 

* * * 

Allen C. Brooks, manager of the George F. Mont- 
gomery Company, 1344 W. Olympic Blvd., Los Angeles, 
says that the new VP Edison Voice Writer portable 
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. en ro  P, Sis r . oats Oe 3 
WEEK-AT-A-GLANCE, No. 100 — Dated or undated, present and MONTH-AT-A-GLANCE, No. 1200 — Ideally suited for those who 
following mont lar always in sight. Indexed address section, have to “look ahead” in their business or social life. Provides dated 
mn edge fine simulated leather. Black, saddle, blue, space for appointments, deadlines, itineraries, etc., and a bountiful 
Not ref Page size 8" x 5”. Retail $1.75 each. memoranda pad. Page size 9 x 7” — not refillable. In black, brown, 
Oo , ove, but pocket size 6” x 334”. Retail $1.25. green and red simulated leather. $1.50 each. 


This Christmas SELL NASCON 2 WAYS 
FOR TWICE THE PROFIT 


1 Ge uisiness? You'll get it when you feature 2 Good business gifts? None better. Have your 
s Nas Personal Record Books at Christmas. # outside salesmen promote Nascon varied record 
Nasco os and wins the gift-browsing shopper by books as the ideal choice for goodwill building gifts 
offering a tasteful, usefui present for every name listed. to customers and business friends. Inquire about 
Nascon At-A-Glance products have exclusive features. special advertising imprints on these popular items. 


Write to Mr. L. G. Morris, Sales Manager, for complete information 











q 








CAT-A-GLANCE- 
CProducts V 
—————_——_——— 


anc. U.S. PAT. OFF. 


DUODEX ADDRESS AND MEMO BOOKS, No. 175-NA 
— Fabric cover of satin-backed faille, hand-screened 
in gold with over-all design. Wine, green, gray. Indi- 
vidually boxed or assorted 12’s. Refillable. Retail $1.50. 

No. 220-NA — same as above in genuine cowhide 
Red, blue, brown and suntan with gold tooling on 
spine. Individually boxed or assorted 12’s. Retail 
$2.50 each. 


HOUSEHOLD BUDGET AND EXPENSES, No. 120-HB 
— Cushion edged cover of fine simulated leather 
Yearly summary sheets, 3-year calendar provided 
Brown, blue, maroon, green. Not refillable. Retail $1.25. 








EXPENSE AND TAX RECORD, No. 151 — Refillable 
case of fine simulated leather, inner pockets for letters, 
cards. Wire-O bound to lie flat. In black or saddle. 
Retail $1.25. 


ADDRESS AND TELEPHONE BOOK, No. 203 — Hand- . 
turned, gold-tooled cover of fine genuine leather. Sin- 
gle letter index and concealed Wire-O binding. Indi- 
vidually boxed (not refillable). Brown, red and green. 
Size 6" x 33,4". Retail $2.50 each. No. 205 — same as 


above but 8’ x 5”. Retail $3.50. 


Prices subject to usual discounts 


Nascon Products 





DIVISION OF THE EATON PAPER CORPORATION «+ PITTSFIELD, MASSACHUSETTS 
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Here it is! 





Microfilm for Office 
Equipment Dealers 









no 
= 
a) 


Diebold is now offering franchises to 


— 2 ~ f . ) 
= N selected dealers on the exclusive Portable 
Fee FS LOF 
= = Z4-e= 3: . = 2 FLOFILM Camera and Reader—the only 
Ss Zz = = = — = low-cost portable microfilming equipment 
=s @& = &§& NS Ss on the market today. 
= = NSSF = | fa 
= a Here is the sensational camera that has 
e j revolutionized microfilming and brought it 
orta e ine H within range of the small business as well 
as the large. For less than $1,000, any 


business can now have the advantages of 
microfilm. There are also many applica- 
tions for this portable equipment among 
present users of microfilm. The amazing 
low price now presents microphotography 
as a procedural application an integral 
part of a system and the record reten- 
tion phase is a plus benefit. 


The FLOFILM Portable line is avail- 
able to both new and old Diebold dealers 
alike. Many territories are open. No in- 
vestment in service facilities is required, 
and special service arrangements are avail- 
able to dealers. Write today to the Sales 
Manager, Flofilm Division, at Diebold, 
Incorporated, Canton 2, Ohio. 


4 : gre L 
DIEBOLD VAULT Ni 
iuestithah pe le () suonnen sane 
'ncoRePp oR AT €E OD 











tection for all gen- 
eral business 
records stored in 
central vault. 


Finest low cost 
storage of inactive 


Canton 2. ohio 
nton | 1¢ records for all de- 





serving business for 95 years m partments. 
; | (ed 
A < fe > ~ | " 
SON A Tae . 1 § j } 
WS | Oy 
a ae \ NE - 

CARDINEER V-LINE FLEX-SITE TRADEX DIEBOLD FLOFILM DIEBOLD 

ROTARY FILES POSTING TRAYS RING BINDERS FILES LABELED SAFES MICROFILM CHESTS 
Today's fastest Speed up machine Compact record Vertical visible Protect vital rec- Low-Cost portable Protect money 
method of hand- billing. Ideally keeping with the control at a glance ords of every de- microfilm with against burglary 
linginventory,per- suited wherever added conven- for inventory and partment against magazine film and holdup where- 


sonnel and many 
other records, 


large accounting 
forms are handled. 
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ience of visible 
margins. 


production records, 
Work goes faster. 


fire and theft. New 
modern design. 
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must be handled. 
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has been one of the biggest selling items in the Mont- 
gomery Company’s history. He states that the new 
production line now in operation has stepped up 
deliveries considerably. 

By the way, Mr. Brooks thinks three members of 
the Montgomery Company have established enviable 
records of service in selling Ediphones. They are 
Edward C. Shafer with a 40-year record, Wilbur Teets 
and W. B. (Bill) Buchanan who have sold Ediphones 
for about 28 and 32 years respectively. 

= - * 


Clarence Conrad, acting secretary of the Stationers 
Association of Southern California, 215 W. Seventh 
St., since the retirement of Blake Lockard, May 1, 
announces the opening of two new stationery stores. 
They are Ken Adams & Associates, 454 Highland, San 
Bernardino, and the Whittier Quad Stationers, 1151 
Quad, Whittier Way. Loren Froats is proprietor of the 
last named * * * 


The Swan Stationery store at 1014 Mission St., South 
Pasadena, which was started in a small way in July 
five years ago by Fletcher J. Swan, has been constantly 
expanding. Now the building next door, with three 
times the area of the first building, has been taken 
over to afford better facilities. 

Top grade merchandise is carried including the 
F. S. Webster and Crane stationery lines. Swan’s have 
exclusive Crane representation in South Pasadena. 
Mr. Swan says his company is the first South Pasadena 
install an FM broadcasting system 
t his customers like the high-quality 
background music. Mrs. Paul Lowry Jr., Mr. Swan’s 
daughter, is a partner in the firm but because her 
year-old baby daughter requires most of her time, 
Mrs. Lowry does not take an active part in the business. 

* - * 


business firm 


and remarks tl 


At this writing, September 14 is the date set for 
the first fall dinner meeting of the Southern Cali- 
fornia Office Machine Dealers Association. Howard 
Evans, speaker of the evening has chosen “Selling in 
the Bi uyers Market” as his subject. The meeting place 

s the Carolina Pines Restaurant. 

SCOMDA’s president, David Hendler, proprietor of 
the Wilshire Typewriter Company, 143 S. Western 
Ave., recently visited his son Lt. Frank L. Hendler 
at the Mare Island Navy Base. Lt. Hendler for the 
past nine months has served in the Pacific theater. 

> - * 

Ernst Von Rhine, proprietor of Von’s Office Ma- 
chines, 4703 S. Crenshaw Blvd., announces that he is 
very busy and that business is holding up satisfactorily. 

* + . 

L. J. Beiswinger, proprietor of the Pasadena Type- 
writer and Adding Machine Company, 1188 E. Colorado 
St., reports that early summer business was a bit slow 
but at this writing sales are picking up nicely and 
s of schools he expects more activity. 

: 7 > 

Howard J. Mackin, head of the American Calcu- 
lating and Typing Service, 122 E. Seventh St., Los 
Angeles, and president of the Southern California 
National Office Management Association, announces 
at this writing that September 8 has been set for the 
association’s regular monthly dinner meeting at the 
Rodger Young Auditorium. Frank Carlin, assistant 
manager of the tabulating division of the Lockheed 
Aircraft Corporation, is to be the principal speaker, his 
subject being “Developments in the Electronic Field.” 

Special gue the August 17 board meeting were 
National President, Kenneth Moore, and Ray Prinz, 
a member of the national board of directors. Mr. 
Moore, who is also president of the Chicago Title and 
Trust Compan} ited several other West Coast chap- 
ters. Mr. Pri ; personnel director of the Prudential 

ife Insurance Co. on the West Coast. 


o - * 
Kurt Vasen, western sales manager, Victor Adding 
Machine Ci has returned from a vacation spent 
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Over 5,000 Satisfied Users 


say 17'S TOPS 





..-FOR SPEED 
FOR BEAUTY | *To] 


Note the exclusive 
storage box and top 
tray. Both easily 
removed. 

Over 450 in use 

by one leading 
Western bank 
chain. 






















Makes change faster —more easily. Now more than 
5000 satisfied users in banks, savings-loan, theatres, 
stores, ticket offices. Made of sturdy aluminum with 
gray hammertone finish. Small—compact size. All 
parts and workmanship unconditionally guaranteed. 



















With roll-out base —$22.50 extra, plus tax 
5 g The best quality aluminum 
% so clip board you can stock. 
Heavy gauge aluminum 
\ with special Alumilite 
Finish — will not rub 


En a, on hands or clothes. Clip- 
boards will not break, warp or bend. All 
edges smoothly finished. Standard 6” bright 
metal clip. 4 sizes—Legal, letter, note, pad. 














Holds and protects bills of lading, 
memos, invoices, etc.— Provides 
excellent writing surface. Heavy 
gauge “lifetime” aluminum with 
satin Alumilite Finish. 2 heavy 
springs hold paper firm. 

Strong piano type hinge. 





4 sizes—Legal, letter, note, pad. 






Exceptionally strong sturdy clips. All 
steel with bright finish. At bank and 
office supply dealers. 







DEALERS: Write for discount and price list. 









METAL PRODUCTS ENGINEERING, INC. 
LOS ANGELES 58, CALIFORNIA 
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THE REYBURN MANUFACTURING CO.,INC. 


PHILADELPHIA 32, PA 
WAREHOUSES 
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in his mountain home. He strongly recommends q 
mountain retreat as a restful and invigorating place 
for a businessman whose work necessarily keeps him 
most of the year in the city where work is done, as a 
rule, under pressure. 





Displayed in New Home . Jack Haskin, right, and 
Leonard King, look reasonably proud of the typewriter display 
section of the new home of Angelus Typewriter Company, Los 
Angeles, Calif. 


Talk Technicalities—It's 


Good Business 


@ DO YOU FEAR BEING too “technical” in your dis- 
cussions with customers about office equipment and 
supplies? 

In the opinion of Marshall Sherer, partner in an 
office equipment store in Bowling Green, Ohio, the 
average customer not only is interested in, but is also 
quite capable of understanding your so-called “trade 
talk.” 

“TI would feel I were ‘talking down’ to a customer if 
I explained my products wholly in the non-technical 
realm of colors, sizes, and uses of the product,” he 
added. 

Your technical knowledge of the product often may 
be your most convincing sales talk, because you, the 
salesman, are vitally interested in these technicalities. 





Want the Facts 


“There’s a little bit of the ‘workshop in the basement’ 
attitude in most men,” he added, “which makes it 
easy to talk about a product’s structure or mechanical 
features.” 

Here are some of the technical points which are 
usually within the realm of interest to the average 
customer: 

Typewriters and duplicators: Manual adjustments, 
easy accessibility or dismantlement for cleaning and 
servicing, construction which suggests durability or 
Stability, safety devices, characteristics of inked rib- 
bons and carbons. Don’t overlook mechanical com- 
parisons with older models, especially if the older 
models had mechanical deficiencies now corrected. 

File cabinets, office furniture: Suspension of drawers, 
bearings and their lubrication; bracing and balance, 
security with locks or protection against fire: con- 
struction of paddings and coverings on furniture. 


“How Does It Work?” 


Sundries: Most customers are interested in the 
“how does it work” angle, so whether it be a pencil 
sharpener or a dictating machine, your customer gains 
confidence in the product if he can inspect it mechan- 
ically. 

Women customers occasionally like to give the im- 
pression they are hopelessly lost with anything 
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| New 


‘Burroughs 


DEALER 
PROGRAM 








— Preference for Burroughs products 
is built on 67 years of dependability! 


— Revised discount plan makes deal- 
er sales efforts worth more than 
ever! 








— Optional Burroughs service for the 
machines you sell! 








points 
the way 






— First-rate comprehensive sales- 
promotion program and point-of- 
purchase dealer helps! 










— Impressive impact of consistent 
national advertising! 


— Training in product know-how makes 
Burroughs sales easier! 


— Solid customer satisfaction means 
greater P-R-O-F-I-T-S in selling the 
famous Burroughs adding machines 
and cash registering machines! 


BURROUGHS CORPORATION, DETROIT 32, MICHIGAN 
Tell us more about the profitable new Burroughs Dealer Plan! 





NAME 
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wise to DARKER-/ZE! 


— What Every Dealer Should Know — 
The PARKER LINE of VALUES in 


STEEL STEEL OFFICE EQUIPMENT 
BOOKCASE 7“ DOUBLE DOOR 


| 


The Bookcase is of ~ COUNTER HIGH CABINETS 


it s 





standard size with disap- 


pearing glass front panel 
for clear visibility. Avail- See our 
able in three different sec- Display 
tional sizes: N.S.0.E.A 
“4 p.. 2 Convention 
oe Va x IY" 
5" x 3594" x 1" Booth No. 346 








18" x 35%," x LI" 














Introducing Our New Line of 
STEEL SLIDING DOOR CABINETS aaa Md ES eee 
at the Convention 











TRANSFER FILES 


THESE STURDY All cabinets are made of 
STEEL heavy gauge steel . . . elec- 
TRANSFER trically welded construction 
FILES and completely reinforced 
CAN BE throughout . . . shelves ad- 
STACKED justable every two inches 
TO ANY . . . dependable three way 
“aaa locking device. Storage cab- 


inets measure 72"' x 36" x 
18" and 72" x 36" x 24". 
Wardrobe and combination 
cabinets also available. 





LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 


ON REQUEST The all new IMPROVED Parker Steel Cabinet featuring 


baked-on enamel finish in Green-Gray or Grained Walnut 
and Mahogany. 











PARKER SALES REPRESENTATIVES 


AL MARSCHALL—New Orleans, La.—Southern Representative 

JOHN J. SCHULDA—West Hartford, Conn.—New England States 

ORVILLE CRISMAN—Pittsburgh, Pa.—Upper New York, Pennsylvania & Ohio 
OTTO J. HOFFMAN—Chicago, II!.—I//linois, Wisconsin, Michigan & Minnesota 
LEN C. JACOBS—L. A., Calif.—Coalif., Arizona & Nevada 











“WRITE FOR OUR LATEST CATALOG AND DEALER PRICE LIST” 


PARKER STEEL PRODUCTS INCORPORATED 


56 COLUMBIA STREET BROOKLYN 2, NEW YORK 
PEABO LT OT 
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mechanical technical, perhaps because it seems 
feminine to be so. Their ability to appreciate the 
technical qualities is therefore underrated by many 
salesmen and some of the vital points of a sale may 
be missed.—_RAS 





Breakdown of Blank Books Into 
User Classifications Stimulates 
Sales for S. G. Adams Company 


gw A NEW DESCRIPTIVE presentation system, whereby 


blank books, forms, bookkeeping supplies and ledgers 
are broken down into many “use classifications” in- 
stead of a general bracket, has helped to stimulate 


sales substantially in this department at S. G. Adams 
Company, office supply dealers of St. Louis. 

Whereas at one time, the blank book stock was 
merely classified under the indeterminate heading 
Blank Books and Forms,” the construction of a new 
display fixture and stocking of many additional lines, 
has permitted the Adams Company to attract many 
‘small businessmen” such operators of hotels, tourist 
cabins, restaurants and grocery stores. Many of them 
did not previously know that the store carried a 


stock of books especially designed for their own 
peculiar problems 
Headings Breakdown 
Included in the headings for which S. G. Adams 
Company supplies such books are those for hotel 
keepers, with a complete variety of registry books; a 
separate set of books for hotel bookkeeping; restaurant 
owners and cafe managers, who need blank books. In- 
cluded too, are a huge list of specialty types of record 
books for traveling and city salesmen, grocery and 


meat-market books, another wide variety for apart- 
ment and rental use, a social register type for hosts, 
another bracket for service station owners, for stock 
control, and even for cabin-camp operators. 


Attracts New Business 

There are very few categories of present-day busi- 
ness which are not covered in the completely broken- 
down classifications, according to Walter Ruedy, gen- 
eral manager of the firm. As a result, it is noticeable 
that there is a steady stream of visitors into the blank 
book who heretofore have gotten by with 
makeshift use of standard ledger books. 

The S. G. Adams Company considers it “good busi- 
to attract each of these various types of business- 
men, inasmuch as for many, it is their first trip into 
1 major stationery and office supply store. 


section 


ness 


Customers Came Back 

A tourist operator, for example, who hereto- 
fore merely used 3 x 5 cards and a file box for registra- 
tion and records, is invariably pleased to find a double- 
entry bookke¢ form, a registry book and a profit 
nt form which will simplify and co- 
ordinate all of his records keeping. 

Such a customer, invariably, can be counted upon 
to buy bookkeeping supplies, typewriter ribbons, paper, 
carbon pape! glue and similar items. Again, the 
small restaurant owner can be depended to find half 
1 dozen useful items, while picking up the book which 
attention in the first place—RAL 


and loss statems 


attracted hi 








Distribute Photorapid in Canada 


Photorapid, the photocopy machine distributed by 
Copy-Craft, Inc., 105 Chamber St., New York, N. Y., is 
now being distributed throughout Canada. The de- 
cision to extend distribution was brought about by the 
popular demand for Photorapid in the United States. 
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OF FICE SEATING 





“Brushed Satin" 





% 


1435 Jr. Executive 
1430 Mens Large Seat 


Fully adjustable, luxury resilient foam rubber seating. No other pos- 
ture chair in the world “gives as much” with the exclusive famous 
“Riteform Convertible” shift for either spring back, or rigid back. 


1345 “The Manager" is 
supreme in executive pos- 
ture seating. Only this 
great chair gives “spring 
beck" follow through, 
conventional tilt seot, 
rigid back swivel, in o 
one chair price. A trial 
convinces. 





= 
L 1606 
\ the Reception 





No. 915 


900 Paymaster series low priced line 
opens the door where others fail . 


Roomy seats, welded frames 
over baked enamel, Exception- 
ally attractive prices - they sell 
“with full profit” -a real friend 
to dealers. Get details on the 
900 business builders, and Rite- 
form "freight allowed plan”. 


A Valuable Franchise Line to Feature . 
Get Catalog on Factory ~ Draftsmen 
choirs And New Type Stands and 
Office Tables. 








RITEFORM CHAIR CO. a Ellis Avenue 


Paul 14, Minnesota 
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Putting Accent on Service 


@ OFFICE APPLIANCE retailers all over the nation 
are realizing that the accent is on service. Type- 
writers, adding machines, dictaphones, and mimeo- 
graphs all have a marked tendency to develop some 
“quaint quirks” every now and then. The owners have 
an equally peculiar tendency to regard the concern 
from which they were purchased as being directly 
responsible for their prompt repair. 

However, service can lead to sales in the not too 
dim and distant future and the service department 
is quite possibly the most satisfactory good will gen- 
erator in the entire office supply store setup. Here 
then, is the R-X or formula for making service build 
sales and cement customer-office equipment merchan- 
diser relationships all the way round 


Return Cards 

One office appliance merchandiser sends a card with 
return postage guaranteed, to all business firms and 
offices in the community, asking these concerns to 
list the names of their stenographers and office ma- 
chine operatives. 

The card costs exactly nothing to fill out, and the 
office equipment merchant makes it a point to call 
these employees once every month, sometime between 
the lst and 5th, and inquire if their machine or ma- 
chines are “perking up” to satisfactory standards. 

No one knows how a machine works quite as well 
as the person who “lives with it” during the eight- 
hour office day. The office equipment merchant points 
this out in a letter to executives which accompanies 
this card. 

This selfsame office appliance merchandiser issues 
a novel letter which is sent to all physicians and 
lawyers in the community. The letter points out that 
their receptionist or secretary is the one who bears 
all the grief when the typewriter or other office equip- 
ment gets “out of kilter.” It suggests that the office 
equipment be given a “physical checkup” every six 
months with minor adjustments cheerfully made and 
for a flat figure of $2.00 per item thus checked over. 

Doctors are conscious of the need for frequent and 
periodic check-ups and this letter strikes a responsive 
chord with them. 

To lawyers goes an equally brief letter merely men- 
tioning the fact that briefs, and other legal corre- 
spondence must be ultra accurate and that frequent 
check-ups on office equipment will help to maintain 
that “high standard of accuracy which is so greatly 
to be desired particularly in the legal profession.” 
Both types of letters go out to their destination by 
first class mail, at intervals of every three months 
or so, and have accomplished a great deal. 


“Wanted” Circular 


On the other hand, one alert and enterprising office 
equipment retailer has had a picture made of the 
employees of the service department on a regular 
letterhead which looks for all the world like one of 
the “Wanted” circulars displayed so prominently in 
the post offices of the community. 

Underneath is the caption “WANTED—Expert Re- 
pair Office Equipment Mechanics—when WANTED, 
call,” and there follows the name of the office appli- 
ance retailer. This circular can be placed in a desk 
drawer or mounted on an office wall for employees to 
consult when their equipment needs attention. 

This selfsame office equipment merchandiser makes 
it a point whenever any type of equipment is sold 
which might conceivably require “service with a smile”’ 
at some future date to present the purchaser-individ- 
ual or firm with a service voucher. 

The voucher is good for a 10% reduction on repair 
costs on any service transaction taking place within 
a six months’ period AFTER the regular service guar- 
antee, if any, becomes “null and void.” The voucher 
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G trongest Link in Any Business System 


There’s no doubt about it — office efficiency means big business for 
you. A practical, workable office system builds that efficiency — cuts 
overhead — saves time and precious profit dollars. 

@ Old Town Products — offering top service, performance, economy — are 

the strongest link in any chain of office operations. Their long established repu- 
tation for quality and dependability has won acceptance for Old Town with lead- 
ing business concerns everywhere. That is why dealers from coast to coast know 
that when they feature Old Town they are featuring the best in Non-Curling 
Carbons, Typewriter Ribbons, Duplicating Machines and Supplies. Endless re- 
search and effort go toward making these scientifically created office supplies . 
the finest on the market today. 
There are still a few choice territories available for an Old Town dealer 
or territory franchise. There’s an Old Town representative in your 
territory. Let him show you, step by step, how Old Town can mean a 
steady income for you for the years ahead. Write for complete informa- 
tion today—ask for your copy of the Old Town Counsellor. 


OLD TOWN CORPORATION 
750 Pacific Street - wt 38, N.Y. 


Manufacturers of world-renowned _———— 
Ribbons, Duplicating Machines & Supp 
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Available in 2,3, 4, and 5 drawer 
units. Letter and legal sizes and 
3 x 5 and 4 x 6 card index drawer 


combinations. 













— 


el 


INCLUDING: 
Full cradle suspension 


10 heavy duty rollers to 
each drawer 


Positive locking follower 


blocks 
Thumb latches 
28” depth 














% Cradle Type Smooth réction 
FULL SUSPENSION FULL DEPTH DRAWERS 





















Full depth, wide, work- 
able drawers are designed 
for servicibility on the 10 
roller cradle suspension. 
Equipped with positive lock- 


Perfectly timed, progressive 
suspension sustained with 
specially designed cradle. Tri- 

ple bracing assures perfect 


alignment at all times. 
ing follower blocks and 


See us at the show No. — thumb latches. Drawer backs 
N.S.O.E.A. BS cisa = have convenient handle hold 


CONRAD HILTON 615A W]e) 13010) 30 (cut-out). 
CHICAGO, ILL. 


KEYSTONE STEEL EQUIPMENT COMPANY, INC. 
1914 S. WATER ST., PHILA. 48, PA. 
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is numbere non-transferable, and must be pre- 
sented or tl ber given when this service discount 
Still an ffice equipment concern emphasizes 
service sé by having a rather unique telephone 
ectory ing of two mimeographed pages, pre- 
red every three months. This lists the telephone 
number of rganizations such as Chamber of 
Commerce Rotary, Kiwanis, Eagles, all fra- 
il grou e Better Business Bureau, some of 
leadin it-checking agencies, the FBI, the 
lice, and other numbers which business or 
ofessional] le might wish to call in a hurry at 


This mim raphed directory also contains in the 
x<act middle of this unique listing, the number of the 
ffice equipn t retailer’s service department with the 
mes of the « loyees to ask for 
La but t decidedly not least, all banks and 
isiness off eceive a “CS” card from the office 
equipment rt ler, whether or not they are customers. 
This entitle he ird holder to “rush-rush, same-day 
ce wher ible,” on any form of office equip- 
nt regardi ervice. These cards have the name 
the firm ink “typed in” for identification pur- 
e and wl he number is given “over the phone” 
presente n an item is brought in for “rapid 
very pu and the transaction will be speeded 
much imanly possible. Business executives 
these and use them when the service 
to arise —EAA 





Shoplifting Reduces Net Profits 


HAROLI ASHE 

gm AN OFFICE EQUIPMENT dealer analyzing gross re- 
‘eipts in relation to merchandise costs may ponder 
periodically the recurring mystery of shrinking mar- 
rins. No matter what the overall margin should be, it 

always less i ractice. This blights net profits. 
There are veral satisfactory explanations for short- 
ened margil An excessive amount of short margin 
merchandis¢ 1y have been moved, thus reducing 
r-all margin, as compared with previous years. An 
reased pe tage of volume due to price reduction 
les will have 1e same effect on margins. However, 
hese may not tirely account for contracted margins. 
Shopliftin reduce margins substantially. For 
xample, i tain line, a dealer may have a $700 
for merc] lise grossing $1,000, or a 30% margin 
If, howeve! is costing $10 are pilfered, it means 
$710 must | 1 for goods grossing $1,000. The 30% 
margin is re to 29%. If with a 30% margin a 
ealer can n net profit of 10%, the above amount 
pilferin reduce net earnings to 9% of gross 


elpt tion in net profits of 10%. 


Reduces More than Gross 
l na ks from shoplifting, or any other 
ises, it i important to project the loss right 
to net rather than relate it only to total 
receij entage-wise. At this point the im- 
tance of icing shoplifting to the smallest pos- 
ible figure es apparent. 
Few stort erience, percentage-wise, more than 
1 small fraction of 10% loss of merchandise by shop- 
fti Thi e a serious loss, nevertheless, in terms 


Dealers art lined to think of shoplifting as some- 

ng pecul nly the largest stores, notably de- 

rtment st This is an expensive fallacy. Small 
pI more in terms of volume than 
ente! The latter have elaborate devices 
ir nel to detect shoplifting 


Had Sad Experience 
cativ is the experience of one Pacific 
st city of 4 10 whose merchants had to bring in 
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Look to 


ONGHORN 


CARBONS...RIBBONS 


fora 


LONG 


Leaders in 
AMCO's complete 
line of carbons 
relate Male)olelar 

for the office— 
leaders in salés 


and profits for you! 


pT olaleMeaclam lll i tigehicte| 


AMCO Catalog 


Ameo 


AMERICAN CARBON PAPER MFG. CO. 


Chathor 


Warehouses and Offices at Houston, Dallas, New Orleans, 
Birmingham, St. Louis, Denver, Los Angeles. 
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BOOTH No. 124 
N.S.0.E.A. Convention 


EFFICIENCY AND CHAMPION 
PAPER PRODUCTS 
The Above Represents only a 
Small Part of these 
POPULAR LINES 





ON HAND TO GREET YOU 


JOHN WHALEN RUS RAGAN 


DOUG ALLEN 





| Can /, Dd & Paper Company 


eee. ee ee ee ae 
Manufacturers of 
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10 outside store security officers to break up a wave of 
shoplifting in which smaller stores were being vic- 
timized. 

Another fallacy dulling the vigilance of dealers is the 
belief that shoplifting is peculiar to bad times and de- 
pressions. This is just not true. Nowadays personal 
hardship of those convicted of shoplifting is rarely 
uncovered by probation officers. Shoplifters come from 
all walks of life and from every income group, includ- 
ing the wealthy. 

To the untrained eye there is nothing to distin- 
guish a shoplifter from any one else in the community. 
He may be well dressed or be seedy; he may be a school 
teacher or a skilled mechanic, a housewife or a school 
boy or girl. 

In one week’s roundup in the city already mentioned, 
the following occupations were represented—garage 
attendant, child care center teacher, car washer, tile 
setter, crossing guard, electrician and housewife. A 
receiver of merchandise stolen by a kid gang was iden- 
tified as a cement contractor. 

While conceding the honesty of his customers, a 
dealer should still maintain a healthy vigilance in 
protecting his stock against all comers. Too often, deal- 
ers have been shocked to see highly respected members 
of the community indulging in a little petty larceny. 


Shoplifters Analyzed 

Shoplifters are a peculiar breed of criminal. They 
usually possess a marked degree of low cunning. Lack- 
ing physical courage they resort to less dangerous 
merchandise pilfering. Some are extremely resource- 
ful and use ingenious methods to get merchandise out 
of stores. Their blind spot is in risking freedom for 
paltry rewards. 

Many are indoctrinated with the specious philosophy 
of getting something for nothing. Most of them have 
fantastic ideas about merchandising profits and costs. 
This enables them to rationalize their thieving, and 
justify it. 


Methods Vary 


Methods range from the most obvious and easily 
detected to real skills worthy of better use. One shop- 
lifter “patronized” only those stores where it was pos- 
sible to switch price tags. Thus, he would select the 
highest priced item in a line, remove the price tag and 
substitute one from a cheaper item. He cheerfully paid 
the lower price on his bargains. 

Another shoplifter operated only on rainy days. He 
stole only such merchandise as could be deposited in 
the ample legs of his rubber boots. This is a variation 
of the closed umbrella repository for loot. 


A Favorite Ruse 

A favorite device is to drape an overcoat over goods 
to be stolen, then pick up the goods along with the 
coat. Merchandise of substantial bulk has thus been 
stolen. 

Another oldie is to use topcoats, or even suit coats, 
with concealed inside pockets which drop goods into 
linings. Some use hooks to hold certain kinds of mer- 
chandise. This will stand a cursory search. 

Even a hat may be the hiding place for small but 
valuable objects. Pants cuffs are another favorite hid- 
ing place. 

A baby buggy is a natural for mothers not averse 
to shoplifting. Many an innocent baby has rested on 
stolen goods. 

Another trick is “nesting.” A small item is stolen 
and concealed in a larger item which is bought. Orig- 
inated back in the 30’s when quarter pound butter 
cubes were pushed into the hollow of toilet paper rolls, 
it has spread to shoplifting in all trades 

Younger shoplifters frequently work in gangs. One 
or two will enter a store and keep clerks busy while 
others enter later and proceed to pilfer. Sometimes 
older shoplifters work in groups. One will create a 
diversion or incident to draw attention of store em- 
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VALUES by WEAREVER 
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WEAREVER PresClik 
Outstanding ball pen 
won't smudge or trans- 
fer. Permanent, instant- 
dry ink, won't leak. Large 
ink supply. Washes off 


” gg¢ 


cic ng 


WEAREVER Pennant 
America’s most famous 
fountain pen value. 
Choice of 5 interchange- 
able Hardaloy-tipped 
points. C-Flow feed 
shows when to refill. 


$100 





* 
e % ae 
; i> P — 
» deh oehog a ne 
s 
e 
®  WEAREVER Pennant Set 
- Matching set in hand- 
e some gift box. Choice of 
e ©» interchangeable points 
on pen 
= 
$198 
a 
a 
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America’s quality house in the popular priced field—offers 
a value-packed line, backed by a powerful advertising — 
promotion— merchandising program. Wearever means 
more business—for you. David Kahn, Inc.,North Bergen, N.J. 


D 
FOUNTAIN PENS 
BALL PENS 
MECHANICAL PENCILS 


World’s Largest Pen Maker 
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proceed with shoplifting. 


Some Rules to Follow 
re al rules and attitudes it will pay deal- 
) observ any campaign to reduce shoplifting 


Consult | enforcement agencies for advice and 
p. In large! ies, the police have a shoplifters de- 
Care mu e exercised in apprehending a shop- 
r, lest e1 isiasm to stamp out shoplifting lead 
1 disastrous error. Local police can advise on how 


Don’t uke an accusation unless it will stick 

1’t t y. Outward appearances may be de- 

iving. The iz ent may act more flustered than the 

cuilty. Self-admitted ability to “read character” won't 
a convict in court. It takes evidence. 

3. Whethe ealer prosecutes or lets a shoplifter 
ff with a ¥ ng is a hard decision to make. How- 
ver, if pilfe is serious, it may be wise to make an 
ple of east one shoplifter. A store may have a 
ion f a soft touch. A widely publicized 
victior far toward abating further shoplift- 


4. Examil layout from the standpoint of vul- 
nerability 1 fting. Are small items and exposed 

inter m lise so located as to not be under 

se obser\ at all times by clerks? Would sales 
ffer if rel with an eye to better security? 


Extra Officers Needed 
If lo ifficiently high hire a store security 
er for ; k or two; or go together with several 
res to shi e expense. Get a person specializing 
the dete f shoplifting. 
6. Maintain vigilance against shoplifting during any 
ul ment r incident that might district attention. 
Brief employer n the importance of not allowing 
themselves t liverted. Avoid going into the stock- 
m if n employee is on the sales floor. 
|. Provide ervation posts in the wall separating 
ckroom fron les floor. The more obvious these are 
the bette [The more professional shoplifters are 
gic t bservation points and imagine them- 
elves being watched, even when not. They especially 
on’t like mezzanine areas that completely overlook a 
and within which someone may be concealed. 
8. Above all else don’t assume that, because you’ve 
ver caugh hoplifter, you’re not being victimized 
natter mall the losses from pilferage this 
lust col irectly out of net profits. 





Home Office Supply Successfully 
Completes First Year of Business 
An open |] arty September 1 marked the cele- 
tion by Home Office Supply Company, Inc., 
roi its first year in business. 
Souveni! 1 catered buffet supper were part 
f the ¢ entertainment under the direction 
f President Morry Wasserman, who was with the 
rvi Company, Inc., for 13 years as 
ilesmal to the opening of his own firm. 
ym ti ply Company, Inc., represents many 
know! ich as Weis, American Pad & Paper, 
rum I National Blank Book, Quality Park, 
Globe-Wern Dennison, and Carter’s Ink. 
In additi Mr. Wasserman there are four other 
iployer Ernest Klein is the office manager of the 
m which ed in the heart of the Wayne Uni- 
I pying approximately 2,500 square 





Paul A. Miers Named Section Head 
B. B. Wel senior partner in the Texas Office 
Furniture ¢ 2214 Main St., Dallas, Tex., has 
ntment of Paul A. Miers of Dallas 
supplies section of the company 
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Machine Efficiency 





iDEAL 
SERIES 23-S STANDS 


with Raising and Lowering Device 


Ideal stands are ideally built for the exacting, fast tempo 
demands of modern business machines 

They protect costly business machines 

they assure correct machine operation 

they move easily and save valuable floor space 


@ Frames are of 1” tubular @ All shelves interchangeable 
steel, finished in baked-on right or left 
enamel : 

@ Tops and shelves of 5-ply © One quick lever movement 
genuine wood veneer with raises or lowers stand in- 
square edges stantly 


@ Stands supplied with or without 
raised or flush drop shelves, sta- 
tionery cabinets or drawers 


Write for new Catalog showing complete line of Ideal Tubular Steel 
Stands and Stools 


Standard of Quality in Business Machine Stands for over 50 years 


< ZF ee 


naa 
SHERMAN-MANSON 


Division of Mississippi Aluminum Corp. 


CELINA ROAD - - ST. MARYS, OHIO 
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You Can Improve Your 


Management 


@ WHILE THE TITLE of this article may sound like 
an old-time song, we are using it with malice afore- 
thought as it aptly expresses our belief that you can 
change your ways if you want to badly enough. 

Just as the social wallflower can learn to sing, dance 
or play a musical instrument, you can learn new 
management techniques which should improve your 
position in life and add to the success of your business. 

During recent years there has been considerable 
writing, speaking and discussion on what constitutes 
good management of an office equipment or stationery 
business. It is true, of course, that although there are 
many well managed concerns in this industry, there 
are many more that succeed in spite of poor manage- 
ment and, it is also a fact, that sooner or later better 
managed competition will forge ahead and push such 
concerns into the background and possibly into ob- 
livion. 

In most cases, there is no real need or reason for 
poor management. All of the newer techniques of 
successful administration are available to everyone 
who wants to search them out, and they are just as 
applicable to the small business as they are to the 
large. In the present highly competitive market, busi- 
nesses with poor management policies will find it more 
and more difficult to survive 

Reflects Head Personnel 

It is generally agreed that a selling or merchandis- 
ing organization is a reflection of its head. When this 
ncividual is strong and forceful the policies are 
isually the same. On the other hand, when the leader- 
ship is weak and indecisive the reflection of this 
attitude will go all down the line 

A middle course is generally the best to strive for 
somewhere between the two extremes. This requires a 
great deal of self-discipline and study, but such a 
policy will lead, in the long run, to more sales and 
greater profits 

Naturally the place to start promoting scientific 
management of a business is at the top. Here are 
some points which should be raised by the owner or 
manager and, while most are rather obvious, they are 
frequently overlooked in the day-to-day routine of 
operating a business. 

All management decisions must be as fair and un- 
biased as possible under a given set of circumstances 
The pressure of business or an associate must never 
lead to a questionable statement or act. Internal 
politics of any kind must be eliminated as far as 
humanly possible 

Give Recognition 

Top management must provide the spark for the 
organization and from that point on the workers 
should operate under their own power. A job well done 
should always be given recognition, even if it takes 
some special effort. All, and we mean just that, mem- 
bers of the organization must be treated as reasonable 
human beings 

A friendly, courteous and considerate policy should 
be used but, at the same time, there should be no let- 
down from the set performance standards. In plain 
words, the boss should respect the people working for 
him and he should expect their respect in return 

Every business organization must have an objective 
which it is trying to reach. Frequently management 
knows where it is going but neglects to pass this in- 
formation along to the other members of the team. 
This can be disastrous. Successful administration 
knows where it wants to go and outlines its aims and 
policies, so that the entire management team can join 
in a concerted attack. 

Such a policy calls for a written fundamental ex- 
planation of policies, aims and future plans to the 
key personnel. In addition, adequate information 
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That's the opinion of Secretaries edge tell the Typist where to START — warn her where to 
who find that PEERLESS IMPERIAL STOP. This saves unnecessary retyping, helps in the proper 
FINAL-LINE Carbon makes their spacing of letters. 


work easier, shortens their days by 


avoiding needless retyping. CLEAN TO HANDLE 





That's the opinion of Dealers who The uncoated edge of FINAL-LINE makes it clean to handle 
find that the exclusive features of and avoids finger-smudging. The uncoated edge can be used 
FINAL-LINE sweep away sales resis on either side of the page — making it possible to turn the 
tance. It’s a confident feeling when you have something new carbon around for added wear and usefulness. 
eee FINAL-LINE, a distinctively packaged product, is avail- 
FINAL-LINE Carbon corrects the most serious error in able in all weights and finishes, and for all requirements. Use 
typewriting typing too far down on the page. Three FINAL-LINE to open up important accounts. Yes — it's 
punch holes at the top and bottom of an uncoated extension terrific. Write for samples and prices today. 

















PEERLESS-IMPERIAL CO., INC. 


General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York Office: 7, 321 Broadway * Chigago 2, 179 W Washington Street 
Detroit 18, 37 Linden Street, River Rouge, Michigan 








A Great Name MW Carbons “4 Ribbons, carbons, spirit and gelatin duplicating carbons, 


master units, carbon ribbons, carbon rolls for every business need. 
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Smoking Stand 
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No. 60-S 
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No. 17-C 
Costumer 








No, 408 
Costumer 
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No. 1500 
Costumer 


An outstanding group of modern 


accessories in satin-spun aluminum 


. .. combining beauty, smart styling, 


and durability. Enhances either modern 


or traditional interiors. The VALCO 


line is meeting with proven customer 


preference wherever shown. 
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should be give all employees in a form they can 


The executives and members of the staff should be 
encouraged t in the various trade organizations so 
that they can meet their competitors on a friendly 

This | to an exchange of ideas and stim- 
tes those } ticipating to increase their own knowl- 


Encourage Research 


In so far : ible, research should be encouraged. 
It usually p: et up a definite program, assigning 
a number of individuals to find the answers to prob- 


lems plaguing the business and it is sometimes sur- 
prising the inf tion and solutions that are turned 
up. A few hou ent each week in collective thinking 
bring a better understanding of company policy 
mprehension of management’s work. 
rhe avera American businessman dislikes red tape 
trives to eliminate it as much as possible. On the 
hand, you can go to extremes in this elimination 
Short its as a day-to-day policy may result 
isorganizati and confusion. It is always neces- 
in any s! th running business to have a charter 
ponsibilit which must be adhered to, if you 
) avoid hazard management 
Top manag nt must see that there is no criss- 
ing of lin f authority. Indefinite or overlap- 
ping responsibilities should be eliminated if at all 
possible. Thi n be done by preparing job descrip- 
tions covering : jobs except the most routine. By 
loing this, re nsibility will be fixed and there is 
ttle opportunity for “passing the buck.” All instruc- 
and routine changes should be passed through 
ranizat ilong a previously agreed upon chan- 
. il neerns are beginning to realize that 
executives are made—not born. Executive training 
courses are bt ised by larger companies but such 
methods are 1 readily available to smaller com- 
panies such as retail stationers and office outfitters. At 
the same tims ere are some things that can be done 
mprove the y-to-day operation. 


Meet with Key Personnel 
hould meet with the owner or man- 


er at regul ntervals so they will know the progress 
being made | the business as well as its current 
roblems. 7 meetings should be long enough to 
over the sub t thoroughly but short enough to con- 
serve valuabl rking time. Notes should be taken 
f any decision made and a digest sent to each mem- 
ber of the within a very few days. 


Department heads should be encouraged to pass 


ge to their workers all the information possible 
regarding c objectives and policies. Every ex- 
ecutive should have a clear understanding of where 
tl ompany i jing and should see that his depart- 
( is prog! ing in the same direction. 
In a large measure, the success of any business or- 
nization depends upon its employees. There is a 
severe shorta f people of management calibre in 
many stati nd office equipment concerns and 
this should be rrected as quickly as possible. After 
the prope! nel has been selected, a training 
ram should be carried out to acquaint the new 
rkers with the industry and the particular business. 
he chief executive of the business should select and 
n a competent assistant. Whenever possible, au- 
ty and 1 nsibility should be delegated to this 
assistant and to the various department heads. All 
those being trained for more responsible positions 
should understa1 that they are learning today for 
nething better tomorrow 
Get Rid of Details 
The manage f the business and, in some cases, his 
assistant an lepartment heads, should get rid of 
time-consumi! etails which can be handled by sub- 
nates. Tl ll give them more time for thought 
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MORE THAN 
$200 PROFIT 


SIMPLY BY DISPLAYING 
THEM ON THE COUNTER 


From an enthusiastic dealer who also 
says: 














“Marsh Felt-Point Pens are one of the 
fastest counter items we have, with the 
77 Pen, Ink, and extra Felt-Points sell- 
ing complete for $3.25. 








“The new display carton comes free with 
each dozen No. | sets, and, of course, the 
77 Pen is known for its firm, rigid Felt- 
Point which marks FINE or BOLD lines 
with the same point.” 












MARK ff 
Lute | 
Draw. | 


ON ANY SURFACE 


FMM Ee oe A AEE 








FREE TO DEALERS 


Free sample Pen and retailer's discount sheet 
mailed promptly if you write on your business letter 
head. 


Felt-Point Pen Div., MARSH CO. 
83 Marsh Bldg., Belleville, Ill., U.S. A. 





275 








The WORDEN Company 


Manufacturers: Wood Office Desks, Genuine Leather Chairs & Suites 


200 EAST 17TH ST., HOLLAND, MICHIGAN 


Worden 
Products 
Excel 


e@ Economical 
@ Pride 
@ Service 











No. 620-OH 
Top 66x42” 
Base 58x32” 





No. 142-ST—42x32” 


1 


- 160—58x32” 


No. 260—58x32” 








Write 
for 
Catalog. 





No. 252-ST—52x32” 


Every Desk Carries 





This Branded Trademark ay 
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and study as they will not be tied down by the mul- 
tiplicity of details inherent in the stationery and office 
equipment business. In conjunction with this, man- 
agement should encourage all key employees to use 
their individual initiative and common sense in arriy- 
ing at day-to-day decisions. They should be taught 
to make these decisions based upon facts and facts 
alone. 

Objectivity, above all, should be encouraged, and 
one last word of warning to management—promptness 
and value of your word must be stressed in any pro- 
gram of this kind. 

The management of every business, large or small, 
is faced today with many serious problems. Political 
and economic pressures are exerting ever increasing 
influence and these pressures will continue to grow. 
Competition is keener and the consumer is becoming 
more cautious. 

Mistakes today are usually more costly than they 
have been for many years. It is particularly impor- 
tant, therefore, that we take stock of our management 
methods and take steps to bring them up to date 
whenever they need modernizing—GJS 


That Wonderful New Line 


g@ IF THERE’S ONE THING the office supply and 
equipment dealer has in abundance, it is the oppor- 
tunity to take on new lines and stock new items. In- 
deed, a major problem constantly arises as he asks 
himself: 

1. Should I try to make connections with this sup- 
plier? 

2. Will it be necessary to drop an old line, or do I 
have sales, advertising, display and financial capacity 
to handle something additional? 

3. How is my trade likely to respond to a product 
of this kind? 

Now if you have been in the habit of reading the 
advertising in OFrricE APPLIANCES with such questions 
in mind, you are most definitely on the right track. 
You have approached the subject from the angle of 
whether your businss has a solid foundation on which 
to build success with a new item. 





Don’t Risk Unwise Moves 


But sometimes the office supply and equipment 
dealer may permit his thinking to go off on a slant. 
Then he risks unwise moves which cannot be expected 
to make either him or the supplier very happy: 

1. Should I nail onto this proposition before the 
competition does? 

2. Might it be a good idea to tie it up at least tem- 
porarily while I study its possibilities? 

3. Are there some quick sales I could make, even if 
I decide to drop it later? 

Such a viewpoint brings trouble. The very last rea- 
son for signing on a new line is “to keep someone else 
from getting it.” A record of too many new products 
picked up and then discarded at the end of the easy- 
sales period does nothing to improve the dealer's 
standing with suppliers. 

But possibly worst of all is the fact that even a rela- 
tively few sales cause those customers to look to you 
for service in the future. Then you have the embar- 
rassment of refusing them such service, or referring 
them to the office supply and equipment store that 
received the line with which you failed. 


Points to Remember 

What we have said may sound rather discouraging. 
Actually, it need be nothing of the sort. Just remem- 
ber a few points about those wonderful lines in the 
advertising columns: 

1. They are all ideal for some dealer or other, but 
not necessarily all for the same type of office supply 
store, territory, or kind of trade 

2. You cannot add them all, but you would be very 
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when a great name in furniture 





this is the effective result! 


Designed to give lasting beauty to the finest furniture designs, 
Elastic U. S. Naugahyde provides the durability and dignity 
leading manufacturers demand. 

This modern vinyl upholstery with its strong, stretchable 
knitted backing tailors perfectly ... resists splitting and tearing. 
For information and samples of Elastic U. S. Naugahyde, 

write to the address below. 


{7 ak (Sections 





#0 C. 191 C) 
by Hur gton Chair 
Cor n of Huntington, 
West | r Designs by 
Jorgen Hansen and 
Jer 
@® UNITED STATES RUBBER COMPANY ~ Coated Fabrics Dept. + MisuawaKa, INDIANA 
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QUEEN SYSTEMS CORPORATION 
frresents the am aying 


SPIRIT DUPLICATORS 





29 MODERN MODELS including the world’s only 
column condensing and eliminating machines 


SPECIALIZED PARTS 
ORDER MACHINES 


MACHINES FOR 
ADDRESSING, 
INVOICING, 





PURCHASING, 
BOOKKEEPING, | 
PAYROLL | 


STURDILY 
CONSTRUCTED 
TO PROVIDE | 
TROUBLE FREE | 
PERFORMANCE 


ORMIG 


MACHINES ARE 
PRODUCED FOR MORE 
THAN 30 YEARS 














Spirit carbon, Fluid, Master Units, 
Printed Forms and 


OUR OWN FACTORIES. | 
Exclusive Franchise for some Areas Ss veen 


still open — SYSTEMS CORPORATION 


Inquiries Invited — Literature Available 1055 Stewart Ave., Garden 2 New York 
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impractical if you did not sort these offering constantly 
to find the best for your business. 

3. In spite of a few early effortless sales, most prod- 
ucts settle down to a program of financial rewards 
based on how much you put into them. Consider the 
advertisements as invitations to increase your profit 
by increasing your salesmanship, and you'll seldom 
be disappointed 

Be on the Alert 

Stay on the alert for new lines with a long future. 
Eventually a chosen product becomes a part of your 
business. Make sure it will not wear out its welcome 
too quickly. Otherwise you may tie up: 

1. Your capital in samples or stock that won’t move. 

2. Your good will in customers who resent lines 
you sold but cannot service. (Or maybe they just dis- 
like the junky appearance of a store with a lot of dead 
or dying lines and products cluttering up the place.) 

3. Your co-operation with suppliers who hate to be 
connected with office supply and equipment dealers 
known to be “line grabbers” without any real sales 
work to create business. 

You could not begin to do justice to everything ad- 
vertised in this issue. But you are not doing yourself 
and your business justice unless you sort through them 
and select at least a couple that seem “made to order” 
for your own special requirements.—GMD 





Let There be Light! 


m@ SALES VOLUME has been found, in many cases, to 
be directly affected by the kind of store lighting used 
by the retailer. Indeed, good lighting and modern dis- 
play are inseparable—they belong together. 

Smart exterior lighting is a recognized means of 
attracting potential customers to your store. Up-to- 
the-minute interior lighting will often make them 
buying customers. Proper lighting not only improves 
the appearance of the store itself, but makes it easier 
for customers to make their selection quickly. Cus- 
tomer confidence is established when goods are dis- 
played under illumination that permits easy examina- 
tion. This is particularly true where the matching of 
colors is a question. 

The pulling power of your display windows can be 
greatly enhanced by the wise use of modern lighting. 
More people stop to look at a well-lighted display 
window—and the number varies almost directly with 
the amount of light provided. Color lighting can be 
utilized to great advantage both with window and 
interior displays. Its use will often add depth and 
tone to the colors of the merchandise on display. 

Take a look at your present store lighting system. 
Is it out-moded? Does it require modernization? You 
may have in use the regulation form of direct light- 
ing. Its efficiency is good, but it is liable to be a source 
of annoying glare unless the lights are hung at least 
twelve feet above the floor. 

Indirect, diffused lighting has become justly popular 
during the last few years. Free from glare, it imparts 
a soft, even glow which is flattering to both mer- 
chandise and store. You may well find that it can be 
used in your store to advantage. 

The newest type of illumination, fluorescent light- 
ing, has also great possibilities for the retail store. Its 
cool light is refreshing and without glare, and the 
operating cost is quite low. In show cases, fluorescent 
lamps bring out the full beauty of merchandise design 
and coloring, while the interior and tops of the cases 
remain cool 

In the final analysis, good store and display lighting 
does each of the following things: (a) Increases sales 
per customer; (b) Makes it easier for sales staff to 
work at peak efficiency; (c) Makes it possible to use 
effectively every foot of floor space by eliminating dark 
corners: (d) Increases the confidence of customers in 
their purchases.—_GNS 
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Convoy Files are shipped assembled ready 
for use. They'll stack to ceiling without 
shelving, yet operate freely. Mate together 
vertically, have positive drawer stops. 
Steady profit makers. Some good areas are 
still available for franchised dealerships. 


CONVOY, INC. )” Sox's" * 
CANTON, OHIO 
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what! 


new postal rates again ? 


yes, 


and we’re sorry too 


But MITE postal scale owners and dealers have an 
advantage, whether their MITES are current models 
or made as far back as 1937. The new dials with the 
currents rates as of October 1, 1953 are interchang- 
able. No tools or adjustments are required. The new 
dials sell for $.50 retail. 

















As always, MITES are an excellent buy for both you 
and your customers. MITES are available in two mod- 
els—1 pound postal scale and 4 pound parcel post 
scale. The price of either is still $3.00 retail. 





Mr. Dealer: 


We would suggest that you order | dozen scales as fol- 
lows: 

9 One pound MITE postal scales 

3 Four pound MITE parcel post scales 
Packed with 2 displays in a one dozen carton, shipping 
weight 10 pounds. These scales are available through 20 
principal jobbers from coast to coast or from the manu- 
facturer. 


B-T COMPANY INC. 


121 N. BROADWAY, MILWAUKEE, WISC. 
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Denver Stationer Solves Perennial 
Meeting Problem by Rotation 


m= OFFICE SUPPLY DEALERS who are seeking to in- 
sure a full turnout of employees whenever special sales 
meetings and store conferences are scheduled, may 
find a practical answer in the system developed by 
Jack Kendrick, president of the Kendrick-Bellamy 
Company, office supply dealers in Denver, Colo. 

Mr. Kendrick is a thorough believer in the principles 
of “informed employees” and therefore, he constantly 
makes use of store-wide meetings, to insure that every 
employee is “up-to-the-minute” on Kendrick-Bellamy 
operations. 

Hours Important 

Through many years of experience, Kendrick- 
Bellamy has learned that it is, for the most part, un- 
wise to schedule sales meetings or conferences of any 
sort ‘“‘on the employee’s time.” Meetings before store- 
opening hours mean that employees must get up 
earlier, eat a hasty breakfast, to the general dis- 
pleasure of all, while remaining overtime during eve- 
ning hours, is similarly distasteful. 

Therefore, Mr. Kendrick simply schedules his meet- 
ings on “store time,” but to make it possible for every 
employee to receive exactly the same information, a 
minimum of two meetings on the same subject are 
held. Through good planning, it is possible to present 
exactly the same program with the same experts and 
manufacturer’s representatives during the afternoon 
hours as during the morning. 

“It is extremely important that the agenda be the 
same for both meetings,” it was pointed out, “To in- 
sure that whatever points are made are the same in 
all employe’s minds. For that reason we make an 
actual ‘production’ of every meeting, with a close 
schedule and accurate timing to prevent any dis- 
similarity between the events.” 

Divide up Groups 

Department heads through the big office supply 
store are individually charged with the responsibility 
of getting all employes to the meeting at one or the 
other presentation. The best method, as demonstrated 
over a period of years, has been to hold such employe- 
management conclaves during the lighter shopping 
hours of both the morning and afternoon. 

Then, the usual department manager is able to 
schedule half of his own staff for one meeting; the 
other half for the succeeding one. Each employee is 
invited to take his choice of which he wishes to at- 
tend, to keep from interfering with such personal con- 
siderations as medical appointments and promised 
time off. 

Only the “seminar” type of meeting is held at Ken- 
drick-Bellamy, long experience having shown that 
many good ideas and better understanding are the re- 
sult. Every employe is encouraged to bring forth his 
own opinions or suggestions, to volunteer ideas, and 
otherwise co-operate in making the meeting a success. 


Draw out Response 


At the Denver store, of course, there are likely to 
be several reticent members of the store staff. By act- 
ting as leader, Mr. Kendrick or whichever executive 
is in charge, draws out such employes by asking them 
specific questions. From such “participant” methods, 
good, sound ideas for better sales and store routine 
procedure have been developed. 

Among the many advantages derived from meetings 
such as held at Kendrick Bellamy is the uniform solid 
knowledge of new merchandise which is passed along to 
customer. All new products are introduced to the store 
staff at such meetings, sales points emphasized, and 
“sample sales” carried out by experts from the de- 
partment involved. Similarly price changes which 
affect all departments, changes in delivery schedules, 
dropping of certain lines of merchandise and seasonal 


OFFICE APPLIANCES, October, 1953 

















OFFICE 


aes oe aes a Peer 


PPLIANCES, 


em 


Really scientific achievement is considered 
accomplished only after timeless research . . . 
and indefatigable testing. ROSE Products 


’ 


are produced that way! Laboratory tested 


. proven... dependable. Rose Products 
are dependable because they rank highest in 


performance and satisfaction. i 


Specialists in the manufacture of: 


MASTER UNITS (Plain and Printed) 
SPIRIT CARBONS 

HECTOGRAPH CARBONS 
Hektowriter Rolls 


Also Duplicating Fluid and Hand 


October, 1953 
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The Protection Line Chosen 
By More Dealers Last 
Year Than Any Other .. . 


UNDERWRITERS’ 
and S. M. N. A. 
labeled one-hour 
safes in various 
models. 












UNDERWRITERS’ 


and S. M. N. A. labeled 
Chests, both encased and 


nonencased in various sizes Last year, more office 
equipment dealers signed 
up to sell York Protection 
They chose York because: Equipment than any other 
protection line. 






1 — The York line is complete. 


2—The York name is known and respected where- 
ever protection is sold. 


3 — York backs up dealers with real sales aids. 
4—York is a good profit item. 
5 — York equipment is priced right. 


6— York solves dealer delivery problems. 


There are still a few York dealerships open in some 


territories. For information on how your line can 
UNDERWRITERS’ 


and S.M.N.A. labeled 
File and Record Vavit 
Room Doors in 1/2, 1, 2, 
4, and 6 hour classifi- 
cations—grout and non- 
grout installations. 


include York Protection Equipment, write today to 


the Sales Manager, at the home office in Canton, O. 


See the York display in Booth 214, N. S. O. E, A. Convention, 
Conrad Hilton, Chicago, September 26-30, 1953. 











The most famous name in protection 


York Safe and Lock 
Canton 2, Ohio 





UNDERWRITERS’ 
and S.M.N.A. labeled 
two-and four-hour safes 
4 in various models 
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promotions are all limelighted and given the benefit of 
open aiscus I 


Through this system, Kendrick Bellamy gets its 
meeting goals across to every employe in the store 








on store time” while at the same time maintaining 

an ample staff to handle incoming customers.—RAL 

Should Work Both Ways IN ATLAS VERTICAL FILING 
GEORGE M. DODSON 


@ QUITE NATURALLY and properly, the office supply 


and equipment dealer feels a worker should take Atw JUMBO WITH 
‘fringe benefits” into consideration when figuring his 


total pay. Such items as vacation pay, sick leave, and 


the employer’s contribution toward social security all BOTTOM DRAWER SUSPENSION 
cost real money. They also have definite value to a 














worker, just the same as an equal amount of money 
put directly into his pay envelope. And some times 
more SO 

When personnel does not appreciate what the office 
supply and equipment dealer has done along these Now. drawers filled with Off- 
lines, it may be only because he has not brought the ‘ ’ 
matter to their attention. In fact, the dealer himself | .., plates, negatives or sten- 
may know less than he should about this part of his : 
expenses of staying in business, remembering that the | ¢ij<; are supported along the 
examples given above do not comprise the whole list : ‘ 
for any particular dealer. bottom on ball bearing sus- 

Tell Employees Full Facts 

The more he calculates such costs, the more de- | pension, eliminating all possi- 
termined the dealer in this field will be that his 
employees should be told the full facts (after he gets | bility of sagging or binding. 
ver being startled himself at the results of his calcu- 
lations)! And he will expect a certain new respect 
for pay envelopes from then on. 

However, there is reason to doubt that the average 
dealer carries this same logical line of reasoning into 
his relations with workers who take part in “fringe 
activities” which benefit the office supply and equip- 
ment busine 

If the principle works one way, it should work both 
ways. Points like the following may seldom show up 
n overtime pay, so the employee who puts this extra 
effort into his job goes unrewarded unless the dealer 
considers these “fringe activities” in setting and re- 
vising his wage scale: 

1. The man who reads a lot in his spare time usually 
incovers ide he brings into the business. Of course, QE A- LATE HA 
we refer to more serious reading and not to fiction | 
which may have added nothing except a sleepy attitude 
to the worker’s accomplishments next day. But read- , “ 
ing in the office supply and equipment field or in re- Designed for 10” offset nega- 
lated field the life-blood of your business and ought tives and plates, this new hanger 
not be taken for granted. 


gives tops in protection and ac- 


Some Stay to Talk 


cessibility. Two heavy-duty en- 














2. Discussions of the day’s problems will find some | 
employes irrying for home at quitting time, while | velopes come with each hanger 
nly one or two remain to swap ideas with the boss —with printed space for noting 
A quarte! 1alf hour even twice a week soon adds ‘ 
ip, and should no more be ignored than you would contents. Fits Atlas Deluxe, 
xpect the rkers to overlook your fringe benefits in | Twin Deluxe, and Jumbo cabi: 
heir bel nets. Write for specifications 
A va idea which crosses someone’s mind and j i 
$s given o! y to the dealer in that form really deserves ae eke 
tle mo! n equally casual thanks. On the other 
hand, whk helper takes his original idea and de- 
velops it until he can present it in concise outline, it 
may be assumed he has spent a lot of time on it. “OR > ; , ] 77 
The de may be able to give him overtime for SEE THEM FOR YOURSELF. 
the actual setting down of the details (although he | Visit our booths C-3 and C-4 at the N.S.O.E.A. Convention 
bably And no business man yet has found | jp Chicago to see these new items and the rest of the profit- 
means fol isting “thinking time” except by fitting | making Atlas Vertical Filing units. 
it into revisions of the wage scale or rewarding the a 
idea-man when making promotions within the busi- 1 
ness ATLAS VERTICAL 
4. Availa for attending conventions or con- FILING | 
ferences al ids to an employee’s worth. This holds FCS TENCE, CU CLES 6 a ee 
true whe he attends with the office supply and [7 ; ~~ - 
equipment dealer or in his place. Men with outside ; 
nterest seldom permit such participation in ATLAS STENCIL FILES CORP. 16720 WESTFIELD AVENUE + CLEVELAND 10, OHIO 
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AMCRICAN 


NUMB@RKING*MAC RINGS 





AMERICAN VISIBLE —> 


Knowing the next number to 
print is important. It enables 
the operator to eliminate dupli- 
cate or missing numbers. Avail- 
able with consecutive, duplicate 
and repeat action, or with tripli- 
cate or quadruplicate action in 
place of duplicate. 


VISIBLE 
NUMBERS 


lls 
Tolls, yons 








123456 
<< CARBON COPY 


bons can be made 
with this superior 
visible 
Sharp faced figures 
on steel wheels 
provide constantly 
clear impressions. 
Platform available 
for convenient han- 
dling of forms. 


654321 


LEVER ACTION —=> 


For irregular numbering, your best 
buy is an American Visible Lever Ac- 
tion maehine. Can be furnished in up 
to 15 wheel capacity. 





<— 5-1 MACHINE 


Most economical of all multiple 
movement machines. Sturdily con- 
structed for long accurate service. 
Made with the American unparal- 
leled high standards of construc- 
tion. 


Write for descriptive litera- 
ture and prices. 





AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES. BROOKLYN 8, N.Y. 
BRANCH—105 WEST MADISON STREET, CHICAGO 2, ILL. 
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Up to 12 legible car- 


machine. 





progressive features of the industry do not deserve 
quite as much pay or other recognition. 

5. Particularly in the smaller set up where the 
dealer himself carries most of the top-level respon- 
sibility, he may have found it worth while to discuss 
new plans with an employee possessing a conservative 
outlook while still open to fresh ideas. 

Whether such an employee adds much to the plans 
or acts only as a sounding board for the dealer’s 
thinking, such activity should rate above ordinary 
work and should be remembered in an appropriate 
manner when the opportunity arrives. 





Let Us Build Store Loyalty! 


by LESLIE E. DUNKIN 


m@ STORE LOYALTY is worth money in the bank in 
many ways, for that is what it does for our business— 
brings a steady sales volume. However, this is not a 
store fixture that can be bought at a price, high or 
low, and installed in the business quarters. 

Store loyalty is a human element to be built meth- 
odically and cherished in the lives of everybody hav- 
ing a direct or indirect contact with the business. Let 
us build this desired store loyalty beginning with the 
staff of co-workers and reaching out among the cus- 
tomers. 

A Store To Be Proud Of 

A store to be proud of is a good beginning for this 
loyalty. We may not now have the money to produce 
the quarters we would like to have. However, are we 
making the most of the place and the money we have? 
Let us always remember that well-planned improve- 
ments do not cost—they pay. 

The store front is the first impression the public 
gets of the business. It is the daily impression the 
staff of co-workers unconsciously gets of our store. Part 
of that front—a constantly changing part—is the 
display window space. Window displays are among 
the best salesmen for our stock of merchandise. Let 
us keep them from being the laughing stock of the 
passing public. An admiring stock will bring sales 
for our business. 

The sales room, the merchandise displays and the 
appearance of the co-workers are important factors in 
building and maintaining store loyalty. An attractive 
appearance for all three of these will add to the 
loyalty. A pin, that can be read easily at a distance 
and bears the name of the store, will help each co- 
worker wearing one to feel more definitely to be an 
important part of the business. 

Community consciousness will increase public good 
will, which in turn increases the store loyalty. We 
need to become reasonably active in community ac- 
tivities and encourage all the co-workers to do the 
same. 

A Staff To Be Proud Of 

A staff to be proud of builds up steady store loyalty. 
With the staff of co-workers, ranging from the owner 
through the most recent employee, this will be con- 
sidered “our” business, rather than the boss’ store. 

The employment blank can call for information, 
that will assist in adding a personal touch to the 
business-family relationship. Birthday and employ- 
ment anniversaries are appreciated when recognized. 
Special days and events can be recognized in a busi- 
ness-family way. 

We shall do well to have the name of the co-worker 
on the pin worn while at work, along with the name 
of the store. This will show the public we are proud 
of the store and the co-worker. 

As the years of service for the store increase, suit- 
able recognition will be worth far more than its weight 
in gold toward the desired store loyalty. 

We can show each member of our staff we are proud 
of them by giving them definite responsibilities and 
1953 
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no other Office Dictating and 





Transcribing Machine offers 
all these features and advantages 


= tea 





DUPLI-VOICE 3-IN-ONE OPERATION— 
DICTATE, EDIT, TRANSCRIBE 


Is it any wonder that the 
DUPLI-VOICE is the most talked 
about dictating equipment 

on the market? 


We are now establishing Sales 
and Service on a National basis. 
Dealer inquiries are solicited. 


VALLEY 








industries, 1nc. 


ALGONQUIN, ILLINOIS 
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Magnetic Recording—True Voice Fidel- 
ity. 


Reusable Belts—Belts Can Be Reused 
an Infinite Number of Times. 


Portable—Weighs Only 11 Ibs. 


Small Size—Uses Desk Space Only 
5%" x 10”. 


Self Editing — Erase Feature Permits 
Dictator to Make Own Corrections. 


Immediate and Complete Erasure of 
Entire Message with Erase Bar. 


Finger Tip Control at Microphone— 
Forward or Reverse. 


Transcriber Has Complete Back Space 
or Reverse Control. 


Simplicity of Operation. 

Tuning Lever for Perfect Reproduction. 
Volume Control. 

Tone Control. 

Easy Mailing in No. 10 Envelope. 


Belts Impervious to Atmospheric and 
Temperature Changes. 


Belts Can Be Replayed Repeatedly, 
Will Not Pick up Static or Break Down 
in Fidelity. 


Low Purchase Price. 


One Year Guarantee. 
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OGDENSBURG, N. Y. 


The Vacation Land of the North 


For those who enjoy HUNTING and FISHING, we suggest a visit 
to Ogdensburg, N. Y.—the acclaimed sportsman’s Paradise—where 
youll find peace and pleasure. 


How about your customers who are constantly HUNTING and 
FISHING for loose papers in unsightly files? 


They can find peace and pleasure and also records as needed, 
when papers are safely filed in ACCOBIND TABBED FOLDERS. 
Eliminate the usual daily aggravation of looking for loose papers 
that have been dropped into cheap, unkempt folders. No one ever 
went broke selling quality merchandise. Years after the initial pur- 
chase price is forgotten, your customer will remember the effort and 
energy you spent in his behalf, when you finally convinced him 
to adopt GENUINE ACCOBIND TABBED FOLDERS in his files. 
Accobound papers are safe papers; also they are neat, easy-to- 
find papers...a great-saving-service that was discovered by 
ACCO PRODUCTS, INC., of Ogdensburg, N. Y. for businesses 
everywhere. 


"hape wa 











AMMA MIIILUMLIS ULES ba 





ALSO the New Patented Accopress Binder B.F.C. is now avail- 
able in box lots of 25 or more. An Acco salesman will be pleased 
to demonstrate this new patented Accopress Binder at your 
convenience. 
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ting the lave reasonable freedom to use their 
taking care of these 


A staff proud of is well worth using in the 
romotion of the store. When they feel they are worth 
mething t e store as well as the business being 


th som to them in the way of a weekly pay, 
\ { increase. 


Business To Be Proud Of 


4 busine be proud of is a vital factor for build- 
ing stort ty. We should start this with having 
nerchan f which all can be proud. When apol- 


ies hav be made or concealed, because mer- 
i measure up to specifications of the 
are weakening the store loyalty 


Need Honesty in Spirit 


We net e sure that each business transaction, 
vhether | or selling, is unquestionably honest 
spirit ell as in written contract. An honest 


re bui alty in the minds of the co-workers 

rd it. | rience will reveal that in the long run 
is mor‘ table to lose money on some transaction 
ther th rifice the integrity of the store. The 


eputati itting across a shrewd deal, whether 
ill o1 e, is not conducive for personal loyalty 
With a f of being co-workers, rather than just 
re en everybody will have a_ personal 


ride in t iccess of the business. Each needs to 
that tot ess of the store depends on the efforts 
1 attit each coworker. Together we are 
lildit i1intaining a business of which all 


Goals To Be Proud Of 
Goal for our store to be proud of will offer 
field fi expression as well as development of 
re loyalt The co-workers can be co-planners. 
oup for the discussion of future plans 
promoti vill improve both the business and the 


When v how the business in the various de- 
artments i rogressing, each sees the importance 
f produci ns and efforts so we can have some- 
thing of which we can be proud and to which we are 


All Should Have Part 
We can Ik h have a part in planning, promoting, 
playin selling the merchandise in that part 
the st r business. A personal pride will arise 
hat inva y becomes the strongest loyalty. The 
taff is not itomatic machine to carry out orders 
the The staff consists of human beings 
re ( to be loyal when they have their own 
lanni itive part as well as the routine task 
As the are set and then are reached or ap- 
proached the sales volume or merchandise sold, 
e can sl ir appreciation for this store loyalty 
n a defi y by an extra proportionate bonus in 
me form. The cost of this will be the best advertising 
an d ir store. We shall have a happy busi- 
fami f which all can be proud, rather than a 
ivided ¢ er and employee. This has become 
Our Sto! the happy loyal thoughts of all. 





Participates in Sheboygan Centennial 
Sheboygan, Wis., celebrated the 100th 
niversal its incorporation with a mammoth 
rade. F he parade the Engineering Manufac- 
C ny had two floats, one consisting of a 
pi ind attendants in costume. Members 
f Mayli 10 dressed in oldtime costumes and 
who app n that float were: E. H. May, President, 
: J. Kritzke, factory manager, and Benjamin Berg 
float Mayline depicted the 

ygan 


“story” 
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TIME SAVERS FOR BUSINESS. . . 


PROFIT MAKERS FOR YOU! 


REGISTERS STANDARD CONTINUOUS FORMS 
f EVERY B NE NEE 


ALL TYPE R EVER 
from $8.25 LIST 4 rk 


you'll also projet 
WITH THESE PROVEN SELLERS 


REDIFIXT| STANDARD FORMS 


@ INVOICES @ PURCHASE ORDERS 
@ BILLS OF LADING @ REPLY MESSAGES 








—— 2, 3, 4 or 5 PART—CARBON INTERLEAVED 
= WITH YOUR CUSTOMERS’ IMPRINT 


A PRICED FOR PROFITS 
\ 





- 


“A 


REDIFIXT W-2 TAX FORMS 


emer 2) WITH STATE FORM COMBINATIONS 


AN.| 4 parti 5 6 





LIBERAL DEALER DISCOUNTS 


Manufacturers of custom-printed and standard, snap-ovt and 
continuous forms, including IBM, N.C.R. and other bookkeeping forms. 


WRITE FOR CATALOG D-10 


Console Led pe Systems Go 


30 VESEY STREET NEW YORK 7, N. Y. BArclay 7-3687 
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rire “Lifes 


3Y BRUSHMAKERS 








STENO-BRUSH-KIT combines three attractive brushes for the office 
secretary. These brushes are made with long-lasting NYLON bristles, 
colorful plastic handles, and are guaranteed to outlast other brushes 
better than 10 times. No solvents are necessary in cleaning type and 


the brushes wash easily in soap 
and water or solvent. Order 
today from Brushmakers, Inc., 
529 So. 7th St., Minneapolis, 
Minn. 
























STENOMASTER ADJUST- 
ABLE ERASER for typewriter 
or for pencil has been newly 
designed in a very attractive 
and colorful unit combining 
bright plastic with shiny alumi- 
num and “whiskie’ NYLON 
bristles for dusting the crumbs 
out and away from the type- 
writer. Carded one dozen on 
colorful counter cards. Order 
today from Brushmakers, Inc., 
529 So. 7th St., Minneapolis, 
; Minn 








One-third of all wood ncils used in offices today is wasted 
SCOTCHIE PENCIL SAVER will economize by saving these unused | 
stubs of wood pencils. It fits all tops, is comfortably light in weight 
and well balanced. This colorful unit has an adjustable 2%” eraser 
Card 8 dozen on attractive counter display cards. Order today 
from Brushmakers, Inc., 529 So. Seventh Street, Minneapolis 15, Minn 
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Little Things Will Mean More Sales! 


(Address delivered by Charles L. Lapp, Associate Professor of Marketing, 
Washington University, St. Louis, Mo., and Sales Consultant, at District 
No. 5 NSOEA meeting in Columbus Ohio) 


@ STATIONERY, OFFICE equipment and office supply 
salesmen, both inside and outside have for far too long, 
in far too many companies failed to give attention to 
the little things which would make a big difference in 
their sales effectiveness. This charge and the support- 
ing material is not based on some theorizing in the 
ivory towers of a university, nor was it obtained by 
sitting at a desk reading, books, magazines and trade 
publications. The material presented is based on the 
viewpoints of buyers with whom stationery, office 
equipment and supply salesmen come in contact. 

A survey of stationery and office equipment buyers 
indicates that one-fourth of them do not feel that sales- 
men selling these products are as good today as they 
were 10 years ago. Those buyers who were most critical 
stated, “Stationery and office equipment salesmen have 
become lazy and careless in their work,” or “The fre- 
quent turnover of salesmen indicates their lack of 
interest in their work.” A few buyers pointed out fur- 
ther, that salesmen of office supplies seemed irritated 
with having to take any time with a customer and 
seemed only interested in getting through to play golf 
or do something else. 


Failure to Support Company Policies 

Other evidence of salesmen not fully representing 
their companies as they should was the lack of sup- 
port by too many salesmen of their company superiors 
and their company policies. Buyers stated that sales- 
men would take them into their confidence and tell 
them how both they and the customer were being 
abused by the salesman’s company. Although some 
salesmen were somewhat more discreet, too many, at 
least, hinted at the inadequacies of their superiors by 
making statements such as, “If I owned this stationery 
company, I wouldn’t do (such and such),” or “If I were 
head of my company you wouldn’t find that happen- 
ing.” 

Buyers pointed out still other salesmen just didn’t 
make any attempt to carry out policies of the company 
they represented. For example, their company might 
have a policy of extending credit for only 30 days but 
the salesmen tell an account you don’t need to pay in 
30 days, if you pay in 60 days everything will be all 
right (and then it turns out that it isn’t). 


Lack of Product Knowledge 


A large number of salesmen seemed to know too 
little about the products they were selling. If you will 
go in and ask for opaqueatone, fifty per cent of the 
inside salespeople won’t have any idea what you want. 
Both inside and outside salespeople very often were 
unable to explain why two bond papers which appeared 
somewhat similar were priced differently. 

Those salesmen who did know something about their 
products seemed short in the type of knowledge neces- 
sary to help a buyer to make a decision as to what 
products would best fit his needs. As a result, sales- 
people who do want to serve their customers very 
often have to call in their manager to complete routine 
sales. One or two buyers emphasized that salesmen 
lacked product knowledge by stating, “Salesmen should 
sell themselves on their products before they try to 
sell them to anyone else.” 

Complaining About Health 

Buyers disliked the salesmen who seemed to be 
always complaining about his aches and pains. Buyers 
did not appreciate doing business with a salesman who 
had a severe cold. 

Those salesmen who were not tidy about their person 
received considerable criticism. The most frequent 
comments along this line were shaggy hair, unshaved 
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The control tower for your business is your office. To 

keep pace with the modern production methods and increased 
eitiite speed of this mechanical age, it needs to be 

: designed to make most efficient use of floor space and 
your office around personnel. Browne-Morse office equipment is especially 
designed to expedite work in the modern office. Its beauty, 


BROWNE-MORSE comfort, convenience and durability make your day’s work 


f ’ faster and easier. Such careful office engineering and a 
urniture 42-year reputation for quality have made the Browne-Morse 
Company known as Architects of Efficiency 


for America’s Offices. 





© \ § 
Browne © A ipll 
~ orse 


COMPANY 
KEGON, MICHIGAN 
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MEILINK STEEL 
SAFE COMPANY 


Announces Its 
Sensational New 


ERCOLE 


MULTI-LOX 


INSULATED 
FILES 





Approved by Underwriters’ Laboratories and 


Safe Manufacturers’ National Association 


After over a half century of fine safe-making, Meilink 
now brings you the ultimate development in insulated 


steel files. Consider: 


TWO CLASSES OF FIRE PROTECTION 

Underwriters’ Laboratories approved Class D. Under- 
writers’ Laboratories approved Class C. Furnace- 
tested one hour 1700” including drop test for Class C. 
Also carry Safe Manufacturers’ National Association 
Labels. Highest Underwriters’ rating for insulated 


record containers. 


MULTIPLE PROTECTION AGAINST PILFERAGE 
The New Hercules Multi-Lox feature offers a choice 
of various locking arrangements on any or all drawers 


of each file as each risk requires. 








The new Hercules insulated files come in 
letter and legal sizes in two, three and 
four-drawer models. You will want to get 
the news of these remarkable new insu- 
lated files to your customers and prospects 
at the earliest possible moment. Our Bulletin 
IF-53 gives complete information; you 
should write for it without delay. 





“SINCE 
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STEEL SAFE COMPANY + Toledo 6, Ohio 


Warehouses and distributors in: New York-Export Dept. * Philadelphia + Boston * Chicago 
Washington, D.C. * Detroit « Fort Worth » Houston « Seattle * Los Angeles * San Francisco 
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faces, dirty fingernails, unpressed clothes, and un- 
shined shoes. Those salesmen who wore sport shirts 
were felt by many buyers to be too casual in their 
appearance 

It was believed that some salesmen lacked sincerity 
because they didn’t look the customer in the eye or 
during the course of a sales presentation they would 
contradict themselves a number of times. Further 
evidence of insincerity seemed prevalent among those 
salesmen who made it a practice to tell their customers 
that prices were going up when no such occurrence 
seemed probable or made promises for delivery dates 
which were not met 

Quite a number of salesmen seemed to be limiting 
their sales success by selling pessimism to their ac- 
counts. Buyers cited some salesmen who were always 
talking about how bad business conditions were. Other 
salesmen manifested a lack of enthusiasm by answer- 
ing such a question of buyers as “What is new in your 
line?” with “Nothing new, just the same old stuff 
(week after week).” 

High Pressure Selling 

Salesmen of stationery, office equipment and sup- 
plies seemed to have been able to find a customer 
approach which would be that middle area somewhere 
between indifference and high pressure. 

Those salesmen who tried to force buyers to buy an 
oversupply of an item, an item for which there was 
no need, or kept up a continuous line of chatter con- 
cerning a product long after a buyer had told him 
repeatedly of his disinterest, were considered to be 
high pressure. A few salesmen were considered high 
pressure because they talked too loud or too fast or 
would make it a practice of loading an order with more 
than was ordered 


Use of Improper Selling Techniques 

(Central contact.) Those salesmen who failed to con- 

tact the office manager or purchasing agent first and 

then came to them saying, “Your ‘Big Boss’ knows me 

quite well and prefers our products,” was very much 
disliked 


Opening remarks.) Opening remarks of the follow- 
ing nature were considered trite and overworked: 
Here I am again.” 


What do you need this time?” 
Are you ready for me?” 
‘Your place of business looks pretty quiet, what you 
need is = 

Good morning—how’s the paper today?” 

Mr. So & So bought such and such and I thought 
you too would be interested.” 

An opening such as “hi,” or “hi you ole so and 
so,” was felt to be too informal by most buyers. It was 
ilso cited that many salesmen failed to identify them- 
selves or the mpany which they represented. 


Telling the Sales Story 


The most frequent criticism on this point was that 
too many office ipply salesmen made no attempt to 
sell their products but were concentrating on selling 


discounts. Other buyers stated that many salesmen 
were not salesmen at all—that they were merely “order 
takers” who asked what they needed, wrote it down 
and left 

Poor English, or swearing was another shortcoming 
often menti 


né 


Failure to Demonstrate 
A large number of buyers stated that stationery 
salesmen carried very few samples or if they did, sel- 
dom showed them. Other buyers complained because 
when samples were shown they were often soiled and 
not kept in good condition. Office equipment buyers 
believed salesmen should be more adept at-explaining 
the features of equipment while it was being demon- 
strated 
Buyers from inside salespeople felt there was too 
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FILING SUPPLY CO. 


GRAND HAVEN, MICH. 


a 
MANUFACTURERS OF 


“Grand re 
AND 


FILING SYSTEMS 
SUPPLIES 


A Quality Name for more than 65 years 


Kraft and Manila Folders, Letter, Legal and Special Sizes 
Alphabet and Blank Guides, Plain and Metal Tabbed 
Form Cards and Guides, Ruled, Printed and Tabbed 


Pressboard Expansion Folders, Letter, Legal and Special 
Sizes 
e Transfer Cases, Black Tarboard, 3x 5—4x6—5x8 


> 
We Specialize in 


MADE-TO-ORDER 


HIGH QUALITY 


GUIDES and FOLDERS 


Quotations given same day as received. 


a 


Reasonably Priced to Assure 
Dealers of Extra Profits. 


a 


THREE DAY SERVICE in 


Michigan, Indiana, Illinois, Ohio, Pennsylvania 


a 
GRAND FILING SUPPLY CO. 


GRAND HAVEN . MICHIGAN 
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ATTENTION! 


OFFICE MACHINE 


DEALERS 


® HOW WOULD YOU like to 
sell the stencil duplicator that is 
years ahead of any other—anywhere 
—at any price? 


® HOW WOULD YOU like to 
handle the finest line of dual-cyl- 
inder duplicators—the office printer 
that uses paste inks? 


® HOW WOULD YOU like to 
have a line of stencil duplicating 
supplies so complete and of such 
quality you can sell your customers 
the best and keep them as repeat 
customers, year after year? 


That is exactly what you can do 
with TEMPO! 


Regardless of what you now have, 
you owe it to yourself and your cus- 
tomers to investigate TEMPO—the 
most complete line of finest quality 
duplicating equipment and supplies. 


Write today. Start increasing 
your profits NOW. 


See this great line of machines at the New 
York Business Show, October 19-24. Booth 
No. 375. 


MILO HARDING COMPANY 
432 W. Pico Boulevard 
Los Angeles 15, California 


— —— Fill out coupon and attach to your letterhead - — - 


Sounds like the line we've been look- 


/ PO ing for. Rush full information. 
— 


= NAME 
ADDRESS 
ATTENTION: 
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little effort being given to showing related merchan- 
dise. For example, buyers of typewriter paper expected 
to be shown appropriate typewriter ribbons, carbon 
paper, correction fluid and other such items. In a rela- 
tively fewer cases, buyers were disgruntled with those 
salespeople who put too much effort on related item 
selling. One stationery and office equipment dealer 
recently stated on this point that two-thirds of the 
filing cabinets sold go out without an order for guides 
and folders, which, if sold, would increase each cabinet 
sale of roughly $100 by another $10 to $50 depending 
upon the filing system needed. 

(Quoting Prices.) Buyers believed salesmen should 
be up-to-date on their prices, know more of their 
prices without having to look them up on every item, 
and not spend so much time trying to play down 
prices by not quoting them when they were asked for. 

(Handling Competition.) Those salesmen who spend 
a great deal of time lampooning competitive products 
were held in disfavor by a large number of buyers. 
Other buyers, however, believed some salesmen were 
too easily dismissed by the mere mention of competi- 
tive products. 

(Closing the Sale.) Much to my surprise, many sales- 
men seem to put forth very little in closing effort. 
Buyers stated that the usual practice was for a sales- 
man to quote a price and then expect them to buy. 
Other buyers said that some salesmen wouldn’t even 
take the time to call them back on certain dates even 
when they were requested to do so concerning a future 
order. 

(No Follow-Up.) Too many salesmen seemed unwill- 
ing to follow-up on post-sale details. Their attitude 
was often, “Well, I’ve got my commission, what do you 
expect me to do now!” 

Disorganized Selling 

About one half of the buyers felt salesmen were 
either calling too frequently or not frequently enough. 
Buyers further believed that salesmen should be more 
careful to schedule their calls so they were not calling 
at the busiest hour on the busiest day. Those sales- 
men who had to shuffle through their brief case time 
after time to find what they wanted were cited by 
buyers as another example of disorganized selling. 


Lack of Teamwork 
Those salesmen who talked in offensive ways about 
previous salesmen of their firms who had been in 
the territory, complained about split commissions being 
improperly handled or berated the delivery man when 
late deliveries occurred, were believed by buyers to be 
unco-operative. 
Irritating Phrases 
The following phrases were mentioned by buyers as 
either irritating or overworked: 
“You won’t find anything like this anywhere.” 
“Can you see this?” 
“You won’t go wrong with this!” 
“How about it?” 
“This is terrific.” 
“This will revolutionize your office procedures.” 
“TIsn’t that right?” 
“By and large.” 
“You sure look good today.” 
Annoying Mannerisms 
The following mannerisms were considered annoy- 
ing: 
Constant cough—due to too much smoking. 
Failure to remove hat in the presence of a lady 
Roaming around while talking 
Smoking while talking. 
Picking things up on a desk and reading them 
Chewing gum. 
Fumbling with a pencil or 
Slapping his order book on his hand throughout a 
presentation. 
The salesmen of office supplies and equipment who 
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LIT-NING STRIKES 
WITH SALES HELPS FOR ITS DEALERS 





Items shown in the above 
Window Display .. . 


e 12 kBMR —LIT-NING CALL BOARD 

e 5H —HORIZONTAL DESK FILE 

e 6V VERTICAL DESK FILE 

e 1 BR BOOK RACK 

e 2C -ACE SR. COPY HOLDER 

e 12 VTR -VERTICAL LITERATURE 
DISPLAY AND JOB TICKET RACK 

e 1S STATIONERY HOLDER 

e 1T —POSTING TUB 

e 1K BUSINESS KARD KEEPER 


FOR DETAILS WRITE 


LIT-NING PRODUCTS CO. 


Sales Office: P.O. BOX 142 
CULVER CITY, CALIFORNIA 


Factory: 2504 ELM AVENUE 
FRESNO, CALIFORNIA 
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= new dramatic 


DISPLAY 


designed by a leading 
stationery display man 
to fit varying size windows 








2. 


LIT-NING JOE 


IS A NEW ATTRACTIVE 
POINT OF SALE DISPLAY AID 
designed for permanent use 
with changeable inserts 
to feature Lit-Ning Item 
Of Your Selection. 

















3. 


Introducing LIT-NING‘S 
NEW PATENTED 


ACE Sr. Copy Holder 


Line Spaces Single Sheets to Thick Law 
oom Books. Vari- 
, able line 
spacer used 
on either side. 
Reversible 
green pica 
and elite type 
scales to 
measure and 
center your 
headings. 
Collapsible. 






MODEL 2C 
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HILLSIDE “2%mye=" PRESENTS 


rice OE 


QUALITY e VALUE - MARKUP 


STERLING EXECUTIVE DESK SERIES 
America's outstanding value in qual- a 
ity steel desks. ‘Check and Com- 
pare’’ quality, value and dealer 
mark-up in this Sterling Desk Series. 


GRADE A 700 SUSPENSION SERIES 
Grade A filing equipment designed 





for the most discriminating user; 
merchandised and priced to permit 
maximum dealer mark-up. 


900 OFFICE MANAGER SERIES 
The functional cabinet line with sales 
features that count; ball bearing 
ae : rollers on card drawer, guide rods in 
wit filing drawers and adjustable shelves 
in storage compartment. 


GRADE B 500 SUSPENSION SERIES 
The outstanding filing equipment 
value in the country. Progressive zinc 
plated side arm suspension, precision 
follower block and Grade A hard- 
ware for customer satisfaction and 
top dealer profit. 





COMBO DESK SERIES 
Hillside’s sectional all steel combo 
desks in four series with optional 
equipment priced below wooden 
desks means values, sales and profits. 


GRADE C 1100 STANDOUT SERIES 
The most complete line of quality 
non-suspension filing equipment 
available. From the one drawer file 
to the 8 drawer card file. A wide 
voriety at popular prices that are 
unbeatable. 2612” deep alli ball- 
bearing rollers. 





GRADE D 2400 ECONOMY SERIES 
24” in depth, streamlined in design 
for the price conscious consumer 
affords the dealer with a maximum 
mark-up leader file line. 2 and 4 
drawer files only. 





SEND FOR CATALOG TO “‘CHECK AND COMPARE" 


LLLSMDE Mote! Proctucls Inc 


262 PASSAIC ST. 
NEWARK 4, N. J. 
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were partic liked by buyers were those who: 

1. Point out needs which the buyer might be un- 
aware of or suggest everyday items which might 
otherwise be forgotten. 

2. Do not run the buyer into making a decision. 

3. Keep re and remind them of what had been 
ordered in the past. 

iyers on the advantages and limita- 


ake suggestions concerning supplies 
ind methods of operation which will reduce the 
cost of maintaining an office. 

Take al terest in expediting deliveries when 
necessary or actively follow-up mistakes in ship- 


Leave talogs and information about what he 
Take al est in the buyer’s problems. 


Little Things Make a Big Difference 

h insi outside stationery, office equip- 

and offic ipply salesmen would pay more at- 

n to si he little things brought out in the 

ve remar! these salesmen would find it would 
ike a big diff ice in their sales effectiveness. 





AMA Plans Annual Conference 


n play its part in profit planning 

that permeate the entire organization will be the 

of the A ‘ican Management Association’s na- 

tional office igement conference, to be held Octo- 
ber 12-14 at t Hotel Astor in New York. 

More than 800 executives from all parts of the coun- 

ure expect attend the three-day meeting. The 

r such areas of planning as cost deter- 

mination iction, human relations, office ma- 

hine purchasi ffice electronics, and work stand- 


How to ge loyee participation in planning for 
will ed by Henry C. Egerton, treasurer, 
Products Company, Detroit, Mich., 
ill d j how BullDog put into practice a 
nning re ibility distinct from operations and 
upervi ind work groups a meaningful part 


repo! Detroit Edison Company’s experi- 
ence in incré office productivity through job en- 
argement e presented by J. Douglas Elliott, 
pervisol t ers billing department. By changing 
ter rical work from an assembly line 
1} mall groups performing complete 
rk unit Michigan utility company has gained 
from employees and more supervisory 

nning and budgets 


To Discuss Employee Relations 

Other hu relations topics will include discussion 

alvagir roblem employee, and working out 
ntegrate rsonnel program for the small office. 
Dr. Lydia G n, personal advisor, Metropolitan 
Life Insural Company, New York, will offer sugges- 
nh nimize employee turnover by a new 
ach to 1 called problem employee, and W. 
Keith Hafe1 rector of human relations, Fischer & 
Porter Con y, Hatboro, Pa., will tell how the small 
ffice can lern personnel techniques. 

Cost probl vill receive the attention of J. McCall 
Hughes sident and controller, Mutual Life 
I e ( ny of New York. Mr. Hughes will de- 

il how t fice executive can develop precise 
wledge st of each function. 

Developms 1 office electronics and probable 
futu area will be reviewed by Ralph 
Eidem, direct f electronic research, Ernst & Ernst, 
Chicas I the purchase of office machines 
will be the 1 f a panel of three speakers, who will 

marize t ements to be considered in arriving 


OFFICE APPLIANCES, October, 1953 









TOP BUYS 


STORAGE 
EQUIPMEN 


Complete Line 
of 
Metal 
Specialties 








CABINETS 
LOCKERS 
SHELVING 
WORK TABLES 
CHAIRS 
BENCH LEGS 
PARTS BINS 







bs ie 






AP ii 


bd 





"we 












and others 
vee 
° E 
Send for Bees, 


NEW 
CATALOG of 






cinigin’ 





BIG VALUES 
















STORAGE CABINET 


Only one of mony models designed for of- 
fice use. Heavy gauge steel, protects against 
dust, fire, moisture, 4 heavy gauge adijust- 
able shelves included. Extras available. 
Lock & 2 keys furnished (ABOVE) 


( "SUSaE ) 





FINISHED IN 
Gray or Green 
BAKED-ON 
ENAMEL 










PARTS BINS & STEEL SHELVING 
STOCK and TO SPECIFICATION. 






Dealers 
BE SURE TO VISIT OUR 
EXHIBIT AT THE SHOW. 


BOOTH No. 215 











341 West 38th Street 
New York 18, N. Y 


Bryant 9-877) 


295 





anne 


RA ep a ee 





44-07 Twenty-First St. 








7 Vaste ipiteces 
of LOOSE LEAF design 





Never in our history—and our history started in 
1900—have we brought you a line of PRONG 
BINDERS to match this one. We've poured all 
our 53 years loose leaf experience into developing 
a range of binders whose completeness and superi- 
ority is unbeatable. 

Now you can really talk PRONG BINDERS to 
your customers. Because you are backed up by 
CESCO quality plus the largest selection of stock 
sizes and styles ever offered. 





THE “FLAT-RITE” 
VISIBLE PRONG BINDER 


Don't overlook the many profit opportunities in selling 
PRONG BINDERS designed for special purposes, like the 
Visible Binder shown above—The “Flat-Rite.’’ This im- 
proved binder has a _ lower, flatter writing surface than any 
type visible binder. The superior performance of this and other 
style Cesco Visible Prong Binders will be a real help in ex- 
panding your visible equipment volume. (NOTE: To see the 
complete line of Cesco Visible PRONG BINDERS, send for 


Catalog G.) 





ST YLE D, shown here, is but one of the many general duty 
and special-purpose PRONG BINDERS awaiting your call. 
Available in a wide variety of sizes and styles, both stock and 
special. To see our complete line of Prong Binders, send for 

atalog D and start building your sales of this popular item. 





mt c.z. AINE 


Long Island City 1 
N. Y. 


ANC co. 
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at decisions in this field. Joseph V. Downs, accountant, 
American Telephone & Telegraph Company, New York, 
will take up the engineering decision; Charles L. Kee- 
lan, manager, analytical section, Johns-Manville Cor- 
poration, New York, the financial decision; and Miss 
Marion A. Bills, assistant secretary, Aetna Life Insur- 
ance Company, Hartford, Conn., the human relations 
aspect. 

Serve as Chairmen 


Serving as chairmen of the various sessions will be 
Lawrence A. Appley, president of AMA; E. H. Conarroe, 
manager, Policyholders Service Bureau, Metropolitan 
Life Insurance Company, New York; James Foley, 
director, methods and products research, Remington 
Rand, Inc., New York; Herman Knauss, planning direc- 
tor, Mutual Life Insurance Company of New York, 
New York; and K. B. Willett, vice president, Hardware 
Mutuals, Stevens Point, Wis., who is AMA vice president 
in charge of the Office Management Division. 

On display throughout the meeting will be the AMA 
office management conference exhibit of company 
material pertaining to the conference subjects. Special 
company exhibits will illustrate Prudential Insurance 
Company of America’s quality improvement program, 
Old Colony Envelope Company’s work simplification 
program, and Milwaukee Gas Light Company’s service 
manual and office operations. Other materials will deal 
with company practices in such areas as organization, 
procedures manuals, work simplification, forms, forms 
control, reports to top management, and standards. 

The conference program was planned by the Asso- 
ciation’s Office Management Planning Council. 





Encourage Browsing 


mg INVITING THE customer to “come in and look 
around” and making him feel welcome when he does 
come, is a good practice from which many merchants 
profit. There are several ways in which this may be 
accomplished. For instance, making the customer 
feel at ease is an important one. 

1. Being too anxious to make a sale will often de- 
feat this purpose. Strict attention to business and a 
real interest in the merchandise and in the customer’s 
needs will go a long way toward creating the right 
atmosphere. 

2. If you’re too anxious to please, this, too, will 
make the customer feel uncomfortable and want to 
move on. Being willing to serve or to give information 
when asked is most important. 

3. Realizing that all customers are not alike is also 
a great help. While some customers are conversational, 
others do not desire to talk unnecessarily and yet they 
may buy just as much. It is not necessary to talk a 
lot to be pleasing. 

4. Being alert and willing to wait on the customer 
is better than trying to sell something the customer 
does not want. 

5. Being too concerned about not making a sale 
creates a tense atmosphere and is not conducive to 
pleasant future relations. Of course you're there to 
make a sale, but the customer is free to buy or not to 
buy. Failing to make a purchase need not reflect on 
your ability to sell. 

Someone has said “There is no such thing as a 
customer who is ‘just looking,’ but that he is just 
looking for something to buy.” This may be true in 
some instances, but the fact is sometimes he or she 
may be just looking for an idea. 

A woman may be looking for an idea for making 
some curtains of choosing some color harmony to use 
in her home. A man might be looking for an idea for 
an anniversary gift which he intends to buy two or 
three months from now. Nevertheless, while these 
people are “just looking” they may run across many 
small items they need but had forgotten until they 
saw them in the store. Every visitor is important to 
a store, whether he buys or not.—GNS 
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Handsome, dignified office furniture 
s a “must” with professional men. 


That's why more and more lawyers 
are choosing Imperial’s fine Wiltshire 
Modern wood office furniture for their 


offices. It presents a wonderful ap- 


pearance and it’s economical, too. 

Imperial’s wide-spread advertising 
campaign on behalf of this fine line 
has convinced businessmen that Wilt- 
shire Moder the best long-term in- 
vestment in office furnishings 


You can capitalize on this by stock- 
ng, displaying and advertising Wilt- 
shire Modern. Write us today for 


details 


Regular ads in these popular 
business publications are one 
reason for Wiltshire Modern’s 
wide acceptance another 


way Imperial sells for you 


Visit our exhibit in room 516 Conrad Hilton Hotel, 
Chicago, Sept. 26-30 NSOEA Convention. 
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a good case for wiltshire modern 





Shown here are the offices of attorneys Fett, Murphy and 
Diotte of Janesville, Wis. The Warmke Office Equipment Co., 
of Janesville, installed the beautiful Wiltshire Modern Walnut’ 


office furniture. 





desk company 


EVANSVILLE 7, INDIANA 


WwW MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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1,200,000 

chip” anes abe receive these ‘‘bi 
eer (atale ce grange 12 months a 
—= and 


Office Installation 
for First National 
Credit Bureau by 

M. A. Ellman & Co., 


Here in the office of Harry L. Jacobs, 
Vice President of the First National 
Credit Bureau, Detroit, Michigan, © 
constant flow of work must move 
along swiftly, without hitch or in- 
terruption. In design © 

Mr. Jacob's 


trim modern 
work surface — is eminently well- 


suited to successfully meet his needs. 

Nor is it surprising that First No- 
tional, experts in determining relia- 
bility, should make their choice from 
the extensive line of Jackson Desks 


JASPER OFFICE 
1 N OD 


ee oO ee 


DGES OF RELIAB 


_which have earned a 


world for handsome mo 
ditional design an 
construction. 

if you are P 
tion of your office 
suggest 


outstan 
_ the desks designed with busi- 


ness in mind . - - 
Jasper Office Furnit 


FURNITURE co. 
kk. &« 


1 AN A, 











ILITY 








On 


n excellent 
hout the business 
dern or tra- 
d sturdy, long-life 


on throug 


lanning moderniza- 


facilities, MOY we 


that you inspect the many 


at your near-by 
ure dealer. 


rure wnsTiTUTeE 


memser OF wooo oFrice FURN 


Write Dept. 





U 








COLLECTING MORE SALES 





: FACTUAL EVIDENCE is the bu 
ing eanames for today’s beset 
businessmen. And they get ‘ 
throughout the year—in advertis 
ments like the one shown ie 
solid proof of the preference ; 
Jackson Desks by leading firms 2 
every field. ‘ 
This same proof can mean extra 
profits for you. Because Jackson 
Desk advertising gets down to brass 


tacks, i j 
, it nails down sales where 
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“bamyheo" fails! You can bank 

2 weing read regularly by xe 
c wane prospects. You can bank 
on being first in line for this read 

made business—if you're read ni 
sales action with the reliable ; ‘- 
son line. - 
FP aay for extra-profitable 
a | write today for 
; val evidence that Jackson 
esks can help you collect more 


sa 
les and profits now! 


for Jackson Desk Dealers 


... desks designed with 


dual 
BUSINESS, IN MIND 








JASPER orice Furniture co. 


Jasper, Indiana 
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How To Improve Delivery Service 


BY J. H. REED 


g@ How t etter delivery service out of its drivers 
many office appliance and stationery 


Prompt de ry—or at least delivery when promised 
impo! t with most office appliance stores. To 
lis end, they have adopted manifest sheets and in 
nany insta have even employed dispatchers to 
nake sure that the flow of merchandise from their 
res ij 1) and uninterrupted. 
Yet the livery man, once he leaves the company’s 
ck, is pretty uch on his own—and remains so until 
le return t the end of his run. He can, if he wishes, 
ke two |] ff for lunch and no one will be any 
er. ] n stop for as many cups of coffee as he 
hes. H n pause and chat by the hour with 


They Can Kill Time 
There hort, almost as many ways for killing 
ne as drivers to kill it 
\ it is up to delayed deliveries. 
ommercial car driver, as any office 
pliaz vill aver, is a rugged individualist. 
He like emi-independence of the job, or he 
ildn’t 1 Within wide limits he is his own 
L¢ t be regimented and even less can be 
ay in Texas “you cannot ride herd 
Moreove a semi-skilled workman. To be of any 
man, he must know the city thor- 
es not, he will be so slow in making 
iveri¢ will be of little or no use to his em- 
yer. A n’t think that he doesn’t know this. 
G men cannot be picked up every day 
the classified column. And, by the 
yk office appliance man cannot afford 
lism ithout very good and sufficient cause. 
He would bi ting off his deliveries, so to speak, to 
te hi d regulations 


The ansv as developed by the Paul Anderson 
an} San Antonio office appliance and sta- 
ery fil 101 Broadway, lies through an incen- 


Finds an Answer 


ng to Paul Anderson, head of the 
ke the delivery driver want to do 
i 


ral 
na 
f 


ules, regulations, check-ups, driver 
fer awlings-out ever could make him do 


a bonus of two cents on each de- 
ma its trucks. 
ry ent livery does not sound like a fortune 


in makes, say, 50 deliveries a day, 
llar a day he has coming to him as 


ind j <s five days a week for, let us say, 50 
ek year—well, that’s $250. If he only 
of 10 deliveries a day, it still adds 
which will come in handy at Christ- 


iriver how many deliveries he can 

‘ and how much bonus he can earn 
O item cannot be delivered. 

ted on the manifest sheet when the 

id he gets credit when the item can 

lentally, the returned manifest sheets 

away, and the bonus payments 


Operate Five Vehicles 
he | erson Company operates five commer- 
veh rucks, ranging from light commercial 

stationery, office machines and 
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Biggest value in 
the small safe field 





check these features ! 


Inside space — 164%” x 
1214” x 10%”. 





Fixed interior equipment 
includes drawer, locker 
and partition as shown in ALL THE LABELS: Under- 
photo. writers’ Laboratories Class 
“C” and T-20; S.M.N.A. 
Door swing—full 270°. Class “C”’. 
Shipping weight— 
approximately 210 Ibs. 


Underwriters’ Laborator- 
ies tested and listed three- 
tumbler, key-changing 


combination lock. Hammered gray finish. 


check the price ! 


This modern, completely equipped, fully certified safe is 
priced to sell, with full dealer markup, at only $110.00." 
See this safe—Model 150-C—in our exhibit 
at the N.S.O.E.A. Convention in Chicago || 


(Space No. 20-21). Or, write for de- @ 
“pERRING HALL: 







wth The %. 
Q 
4 
MARV) h 


tailed information. Please ask for 
catalog sheet on Model 150-C. 


*Eastern Zone 


Herring-Hall-Marvin Safe Co. 


BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 
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ngiands the Same 











The English appreciate 
best erasers and everything 
one can do with them. Take 
the specific case of the el- 
derly lady who used a Wel- 
don Roberts Taper Tip 
Eraser as a non-skid ferrule 
on the end of her umbrella! 


Correcting Mistakes In 
Any Language with Weldon 368 TAPER TIP. For the countless 
office workers and students who 


Roberts Erasers has long want businesslike, oversize red 
erasers right on the ends of their 


been a tradition with Eng- jencils! “On attractive display 
ie werld-ever, °° ** she is 1 arom bones 
Your customers are just as 

smart when it comes to ( Ualdon Roberts Enanan 
knowing Weldon Roberts Gree"Glow 
world’s-best eraser values / Biss spr onal 
in quality, uniformity and — -_ 
dependability! on ee ee 


tractive green color for pencil 
erasures and cleaning work. Fea- 
tures the “stubby” shape with 


Write Now for beveled ends. For office, drafting, 
art, school and general use. (Large 


illustrated price list. size, No. 441 


JET ERASER & 

Convenient cylindrical stick eraser in attractive transparent 

plastic holder. Top unscrews so eraser can be moved out 

ward: Red rubber for pencil erasing, gray rubber for ink 

Pocket clip style for general use. Brush whisk style for 

typists. Refills. Tops for typing, accounting, drafting, pro- 
fessional and student use. 

WELDON ROBERTS RUBBER CO. 

365 Sixth Ave. Newark 7, N. J. 

World's Foremost Eraser Specialists 


Waldon Rofeils 
Enanau> 


Correct Mistakes in Any Language 
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in oun or Rain! 


similar items up to big trucks used to deliver office 
furniture. And a “dispatcher” is employed to keep 
deliveries moving on schedule. 

And if it might seem that a larger bonus should be 
paid for delivering a desk than a typewriter ribbon, 
it must be remembered that delivery on the typewriter 
ribbon may be urgent—while that on the desk is not. 

Which may serve to even things up. 

Anyway, the rule does not necessarily have to be a 
hard and fast one. 

It can be varied by the office appliance man to suit 
the particular delivery problem which he has on hand, 
and it can be readapted to meet changing conditions. 


The Plan Works 


The point is, it works for the Paul Anderson Com- 
pany—and has worked successfully for 20 years. It 
replaces check-ups on deliveries—never very effective 
at best—with an incentive. It gives drivers an oppor- 
tunity to share in the firm’s bonus payments. It puts 
it up to each delivery man whether he wants to earn 
$50, $100 or $200 as a bonus. 

It is fair to the drivers. 

And the Paul Anderson Company has found it effec- 
tive in inducing drivers to do a faster and more effi- 
cient job of making deliveries. 

It may not be the whole answer to the delivery prob- 
lem. But it goes a long way toward putting the de- 
livery truck on a basis where by having the interests 
of the office appliance store more at heart, he can also 
serve his own interest and add to his income. 





Feature Safes for Fire 
Prevention Week 


@ “Fire prevention week in November is the best time 
to feature safes and other fire-proof office equipment,” 
said Roy H. Pierson, president of the Laird Office 
Equipment Company, New Orleans, La. 

“At that time the papers carry news items and 
photos showing the toll taken by fires and people be- 
coming more fire conscious. This is the time, then, to 
run ads and make displays urging all busines and pro- 
fessional men and women to guard their valuable pa- 
pers against fire. 

“We ran a 12-inch, double-column ad showing at 
the top an office in heart-shaped outline, the ad being 
headed ‘Has Your Business a Weak Heart? If your 
vital records are not protected against fire, then your 
business has a weak heart. Can you depend on your 
safe? Or will you be out of business if fire strikes? 
Of all firms that lose their records in a fire four out 
of 10 never re-open. Look at your safe. Look at it 
now. If it doesn’t carry the label of the Underwriters’ 
Laboratories, Inc., or if it might have been in a pre- 
vious fire, it is not trustworthy. All impartial experts 
agree on that. Better call a Laird Mosler safe expert 
and discuss the matter with him.’ 

“In all our ads and displays we feature nationally 
advertised equipment, such as the A. B. Dick mimeo- 
graph duplicators and supplies, and Victor adding ma- 
chine; as well as the leading brands of typewriters. 
It reduces sales talk to a minimum as all users of 
office equipment and supplies are familiar with their 
names and qualities’—WBS 





Skagseth Stationery Company Moves 

Arne Skagseth, owner of the Skagseth . Stationery 
Company, 55 N. E. First St., Miami, Fla., which he 
established 31 years ago, recently announced that his 
company will move from its present location to new 
quarters at 114 N. E. Second Ave. He also announced 
that the company is completing a new warehouse at 
3979 N. W. 24th St., in the LeJeune Terminals Sub- 
Division.—EEG 
1953 
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The First anf Only L Low P ri 


ae 


ALL STEEL DE Sh aM 


LARGE SIZE (30°X 55°) 
The Leader in 


with FORMICA TOP a syieg Een 





STYLED TO DIGNIFY 


of the word FORMICA along with * 
fied designing, Air Flo drawer motion, 
nv improved construction will make this BUILT T0 LA ST 
THE BEST SELLER OF THE YEAR. — 


splay Room 360 NSOEA CONVENTION 
PRICED T0 SELL 


ES AND LITERATURE ON REQUEST! 


Steel Equipment Co, wht 
2514 W. Dauphin Street, Phitedeieh 3 ss Pa e Stevenson 2- in aie aT 
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.. . sell more than fine quality 

P.. Ke0p0l furniture 
in an office planned for business 
in a gracious manner 





E000// o 





7o years of experience in producing and selling a 

DEALERS office furniture of distinction . . . is available to p 

c 

HAVE Leopold dealers. Leopold provides the “tools sn 

Zs - to help you plan a completely integrated office in- ty! 

PLUS-PROFIT ; , jo’ 

terior... at the right price for your customers - 

1€ 

OPPORTUNITIES . eS ee di 
. with larger profits for you. 

Leopold’s advertising and sales aids make selling Re 
mumemanon pictures ss by The Finger easier, profits bigger. Write us today about ye 
Office Equipment Company, Houston, as of 

. - . . . ‘cc = 939 ° ° ly 

Texas for Cleburne National Bank, plus-profit Opportunities enjoyed by hundreds ve 
Cleburne, Texas. E ; j hi 
ot Leopold dealers. sit 

a 

ye 

Je 

THE LEGO COMPANY a 
sti 

Member: Wood Office Furniture Institute ill 

Ci 

BURLINGTON, IOWA tic 


302 OFFICE APPLIANCES, October, 1953 oO 








Paul Appenzellar, 


17, of Bronxsy 
New York City 
phone Corp 
August 15 wl 
With Richa! 
nie W is A I I 
I 1ependae 
ne or 
man since 193 
Mr. Appenzell 
aratory Sch 
f Dickinson C 


tormer partnel 
Appenzellar 
During hi 


president and 


> 


Clarence E. 


OY SOle€ owne 


Diamond St 


John J. McCor 


1-( I 
Monday, Au 


Robert P. 


resiaent 


James Sutherl 
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N. Y., and the Waldorf Towers in 
hairman of the board of the Dicta- 
n and of Intertype Corporation, died 
vacationing at Whitefield, N. H. 
Swartwout and C. King Woodbridge, 
of the Dictaphone Corporation as an 
ness in 1923. He had been a member 
m the beginning and had been chair- 


r was a graduate of Dickinson Prep- 
vhere he taught for several years, and 
ge. He was an investment banker, a 
the New York firm of Swarthwout & 


ness career Mr. Appenzellar was vice- 
ctor of the American La France Fire 
chairman of the board of the Fun- 
ors; director of the Bronxville Trust 


he Pierce Oil Corporation, the Caleco Chem- 


and the Ansco Photoproducts Cor- 
trustee and chairman of the finance 
kinson College. 


Edna Frances Howell Appenzellar, 


+o F 


Swartz, 


f Cooper & Swartz, stationers, 434 
tsburgh 19, Pa., died on August 16. 

partnership with J. Albert Cooper, 
w, Mr. Swartz was connected with 
ler & Company and the William G 
ny of Pittsburgh. Mr. Swartz had been 
e firm since 1943. Surviving him are 
Walter Nettbaum of Chicago; 
Bott and Mrs. Harry R. Stevick, both 


Mrs. Everett E. Fassett of Ashtabula, 


s, H. Bryce Swartz of Pittsburgh 
rtz of Clarksburg, W. Va. 


vy LJ v 
>< pee =< 
4 4 4 


mick, 


rtable typewriter sales manager, died 
24. He had been in the portable 

for more than 40 years, having 
Corona Typewriter Company in 1910, 
as founded. For the past 20 years, 
manager of the portable typewriter 
will be felt throughout the industry. 


ole ol. ol. 
+ 4 4 


Fortier, 


owner of the long-established firm 
Montreal, died recently. Born 
was a noted athlete during his early 
i his father’s business on completing 
had been identified with it ever 
hort time ago, was represented at 
isinessmen belonging to firms 125 
n the city. 


and, 


F. Dawson Company, Ltd., Montreal 
died on August 19 following a brief 
1 Scotland, Mr. Sutherland went to 
He began his career in the sta- 


in Quebec, moving to Montreal at the 
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myers you. 


An internationally famous, 
custom built, competitively 
priced duplicator without peer! 


ON } 0 





The finest product of one of 
the world’s oldest and largest 
manufacturers of duplicating 
equipment . . . a product 
serving business on five con- 
tinents for over fifty years. 


Prompt delivery of machines, 
parts and supplies from 
New York headquarters. 


Factory trained representatives 
to assist you with sales and 
service problems. 





A duplicating machine which 
can reproduce a letter, illus- 
tration, even a photograph. 


Years ahead duplicating 
features as: 


@ 25 second color change 
® New, self-inking drum 


®@ Roneo-tronic stencil 
cutting service 








Write for your 
copy of Roneo’s 
amazing folder— 
‘‘Mimeographing 

without Stencil 
Cutting” 


ADDO MACHINE CO., INC.. 
145 West 57th St., New York 19, N. Y. 


Circle 5-6940 


Exclusive U.S. Distributors: Addo-X Adding Machines 
—Roneo Mimeo Machines — Multo Calculators 
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. . . AND OFFER 6 EXTRA CUTTING 
EDGES ON YOUR PENCIL SHARPENER 
AT NO EXTRA COST! 






To increase sales 
of your Boston 
Pencil Sharpeners 
and also your Pen- 
cil sales, this sur- 
vey made by Mr. 
James W. Fitch of 
the Harvard Grad- 
uate School of 
Business, is free to your sales 
people and customers. 


The BIG name in 
Pencil Sharpeners. 


PENCIL SHARPENERS 


Guaranteed for 1 year. 


C. HOWARD HUNT PEN COMPANY 


CAMDEN 1, N. J. EST. 1899 
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start of the century. In 1934 he became president of 
the Dawson company. Mr. Sutherland took an active 
interest in the stationery trade and the printing 
industry in Montreal throughout his career. 


tr rt i 
William Edgar White, 


69, died recently in a Pasadena, Calif., hospital. Mr. 
White had been in the stationery business for many 
years, operating his own store. He retired a few years 
ago. A native of Beamsville, Ont., Canada, he had 
lived in Monrovia, California, for 13 years. His widow 
and one daughter survive-—JET 


He fe ob 


Joseph W. Eichenbusch, 


73, 4570 N. Leavitt St., Chicago, Ill., died on August 
29. For 23 years, Mr. Eichenbusch had been in the 
luggage business at 168 W. Monroe St., Chicago. Sur- 
viving him are his widow, Mabel; two daughters, Mrs. 
Geraldine Washkuhn and Mrs. Angelyn Mersch and 
one son, Wesley. 

+ - 


Ada Knapp, 


wife of Ed H. Knapp, Victor Safe & Equipment Com- 
pany, was buried on August 17. She is survived by her 
husband, an ex-president of the New England Travel- 
ers Club. 





Dayton Store Holds Typewriter Clinic 


Elder’s department store, Dayton, Ohio, drew con- 
siderable traffic to its stationery department on the 
street floor when it staged a Typewriter Clinic promo- 
tion during the week preceding opening of school. 

Residents of the Dayton area were invited to bring 
in their portable typewriters for a thorough checkup, 
including inspection, lubrication, brush out and new 
ribbon—all for $1.50. 

During the three-day promotion, the store also fea- 
tured liberal trade-in allowances on old portable type- 
writers toward the purchase of a new one. 

Elder’s launched the promotion with newspaper ad- 
vertising which read: “Safeguard your typewriter in- 
vestment and save money at the same time. During 
our three-day clinic a factory trained expert will give 
your portable a thorough inspection and advise you 
of any necessary work needed to make it work better 
and last longer.’”—GET 





Safeguard Lists Unit Sales 


Safeguard Corporation has released their unit sales 
report for the period from January 1 to July 31, 1953. 
This report has been mailed to all sales outlets and 
distributors. Sales for the first six months of 1953 are 
compared with 1952. 

The products and their percent increase are as 
follows: Safeguard checkwriters, 32.7%; Air-In ven- 
tilators, 7.7%; D-B-T Typewriter Clean Keepers, 
48.7%; sound absorbing cushions, 4.2%; Little Squirt 
Bilge Pump, 50.0% and the Safeguard room humidi- 
fiers, 184.0%. 

Interested parties may submit requests for informa- 
tion to Safeguard Corporation, Lansdale, Pa. 





Bredesen Brothers Firm Has New Ownership 


Effective September 1, Bredesen Brothers of Beloit, 
Wis., is now owned and operated by W. R. Guelzow 
and E. P. Schoff. The name and business of Bredesen’s 
is continued at the same address. 

Announcement of the change of ownership for the 
firm, stationers since 1912, was made by E. C. Bredesen, 
M. A. Bredesen and Mrs. W. L. Bredesen. 
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No. 3672s. . STORAGE CABINET 
with adjustable shelves, finished in baked- 
on olive green or office-grey enamels with 
lock in handle, insulated doors, spot weld- 
ed assembly. Shipped one per carton, set up. 
SIZE: 36°W x 18°D x 72°H 
WEIGHT 135 LBS. 


on the New Line of < 


ALL CABINETS 
and WARDROBES | 

sith edjevichle shelves finished ta 

by MIDWEST | #228522 


Shipped one per carton, set up. 


SIZE: 30°Wx 18°Dx72"H « WT. 110 LBS. 
F\ RST AGAIN!...with a brand 
new series...streamlined with RADI- 
US CORNERS to match the trend of 
modern designing. Adds strength and 
beauty to an already successful line 
of cabinets and warbrobes. Manufac- 


tured in traditional Midwest fashion, 
with precision care, and finished in 
attractive, durable colors to make 
attractive pieces. Priced to bring you 
worthwhile profits, it will pay you 
to be among the first to stock this 
line. Take a good look at four of 
the items illustrated, with complete 
data about each. 
For further information write: 
ANU N ‘ T he 
N iatT# No. 2415s... STORAGE CABINET 
tT Finished in baked-on olive green or 
por mo office-grey enamels, with adjust- 
uU able shelves, and lock in handle. 
T L Spot welded assembly, shipped one 
per carton, set up. 
No. 2415w .. WARDROBE 
Same specifications as above ex- 
cept with hat shelf and hanging rod. 


ha 24°Wx15"Dx66'4 "HeWT. 100 LBS. 


No. 302iw .. DeLuxe WARDROBE 
Finished in baked-on olive green or office- 
grey enamels with lock in insulated doors, 
spot welded assemby. With hat shelf and 
hanging rod. Shipped one per carton, set up. 
SIZE: 30°W x 21°D x 72°H 
WEIGHT 110 LBS. 
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Outlasts.. 
Outperforms 
all others! 


FAULTLESS 
FLEX!-POST 


REG. U.S. PAT. OFF. 








THE ORIGINAL CHAIN POST BINDER 














® Mechanism guaranteed ® Unlimited capacity ® Cover release lever 
for life of binding ® Direct screw compression © Auto-raise cover 
® Two inch working space ® Non-protruding posts ® Flexible-sectional posts 


STATIONERS LOOSE LEAF CO... Milwaukee 1, 524 N. Broadway, New York 3, 114-116 E. 13th St. 











“SUCCESSFUL DEALERS ALWAYS BACK A WINNER” ... TO 


BOOST y 


PROFIT. 





































10 REASONS FOR 
GUARANTEED SALES 
@ UTILITY VALUE .. . openings front and back 
for single or double desk 
@ COLOR SELECTION .. . hard baked finish in 
Grey, Walnut and Green to match office furniture 
@ GOOD VISIBILITY . . . center cut-outs for quick 
seeing 
Patented a — Btn og . . « 2Y inch depth allows maxi- 
7) @ STREAMLINED DESIGN .. . an asset for office 
smartness 
@ DESK PROTECTION .. . rubber feet securely 
STEEL DESK TRAY eyeletted to tray eliminates desk scratching 
@ SAFETY PRECAUTION . . . smooth-rounded edges 
WRITE FOR OUR NEW 1954 insures safety 
@ EASY ACCES... d enings f -asy-to- 
COMPLETE CATALOG OF OF- get-to popers ee 
FICE AND BANK EQUIPMENT @ BETTER CONSTRUCTION .. . one solid piece of 
AND DEALER PRICES steel for greater durability 
: . @ FUNCTIONAL . Sturdy aluminum posts for 
stacking into tiers 
VISIT OUR BOOTHS 370-371 AVAILABLE IN LETTER and LEGAL SIZES 
NSOEA CONVENTION EXHIBIT 
PACIFIC ST., BROOKLYN 1, NEW YORK TRIANGLE 5-8831—Dept. A 
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Prints like magic! Sells on sight! 


A MMONIRELEN MEV 

















Retails 
at only 


$] ] 95 
Complete With Supplies* 


SPIRIT POSTCARD PRINTER 


Just imagine what this versatile low-priced card 
printer can mean to you in additional sales volume, 


PRINTS POSTCARDS, LABELS, TAGS ncresed SS es ee 
usiness needs the Post-Master for printing pos s, 
= _ FIVE . ee AT — — labels, index cards, tags, menu tip-ins, etc. 
edeearwer peaeeeretlirtage orga en Fo cong Poe One look at what this printer will do and you'll sell 
economical to operate. Prints anything written, typed he Post-M ith “gua as Stead t 
or drawn on Master paper in bright attractive colors t C. os ar aster wit rea enthusiasm. lady repea 
using simple spirit solution. No messy stencils or inks business in supplies gives you an added source of 
always ready to operate. Gives clear reproductions profits, too. 
every time with accurate registration—no waste. Write for more information— 
Pemaged in Specially Designed Display Box or see us at the show 
Every I er comes in unusual . 
st rag hicl eae ou to rs 
build a colartucyectching cmon uae ae 
ae aster Addresser Co 
rket fH. af i} a 
*Supplies include san pte perk apes | : ay 6500-D WEST LAKE STREET + MINNEAPOLIS 16, MINN. 
arbons . 











Another Master Addresser Product Bambi Sell Themselves” 








(GENERAL'S MEW FLUORESCENT arC Hon 


ee \ 
oe ¢ 

...see usin 

SPACE 223 


NSOEA 
CONVENTION 














. © Xs 


¢ Sis 


AMERICA’S MOST VERSATILE 
DESK LAMP — GOES ANYWHERE . 


ewest GENERAL desk lamp has an amazing 
t of eye appeal and a surprisingly low price! 
n both two tube and one tube styles. The 
are fused on for lifetime wear. Condenser 
esses radio interference. All parts U. L. ap- 
Takes T8, 18”, 15 watt tubes. 
FOR TWO TUBES 


No. 612 for two tubes, statuary bronze with brass 
No. 613 for two tubes, gray with brass 


FOR ONE TUBE 
No. 610 with one tube, statuary bronze with brass 
No. 611 for one tube, gray with bross 


FOR SAVINGS AND CONVENIENCE ORDER TUBES WITH LAMPS 


















RETAIL PRICE 
TWO TUBE MODEL 









COMPLETELY 
ADJUSTABLE 


socovel LAMPS MFG. CORP, ELWOOD, /ND. 


has ee es eee ee ee eee eee 


OFFICE APPLIANCES, October, 1953 307 






















































THE CARTER'S INK COMPANY, C 


AMBRIDGE 42, BOSTON, 
MASS. ust amnnour J Ss 3 new } eta tye write ripbor 









CLARY MULTIPLIER CORPORATION, SAN GABRIEL, CALIF. 
RALPH MORSE FURNITURE CO. rful selling aids, consisting fers 
RAND RAPIDS, MICHIGAN 1O GSerer COROFS SISMARGIING (1s: HONG-OPerareg, Casi 


ARLO The Ideal 
Stand for All Office 
Machines 


e Sturdy Construction 
e Portable 


e Adjustable 
From 26 to 38 In. 


e Eye-Ease 


e Natural Typing 
Angle 


t display ¢ é and mae tu 














48"L «x 
doors 
There’ 
space « 
inet w 
merche 
the sli 





No. 1-V—Dictionary Stand 
18x24 Inch Top 





Have weight to counterbalance 
that of machines. Provide firm 
foundation needed for better work. 
Make correct posture possible. All- 
metal bases. Plywood tops in Wal- 
nut, Oak and Mahogany Only ne ash register kit. Below are the w 
stands of kind on the market. tt pane aching xd and thr 





Write for Catalog & Prices 
No. 1—Typewriter Stand on Complete Line 


KARL MANUFACTURING co. DEXTER FOLDER COMPANY, PEARL RIVER, N. 
32 Ionia Ave., S.W. Grand Rapids 2, Mich. circular attractively d bes the new Clevelar de 


The text < mMorehe ve r ts intormat 


7. A: 


| 
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tet STORAGE 


ALL STANSTEEL Equipment 
of rugged, extra-heavy gaug 
plive-green enamel finish baked 
long life and handsome aps 
All cabinets have spec }-way k 
ng mechanism and ar 
with Chrome Handles ar 
Locks and Keys. (2-door C« 
have 2 Chrome Handles 
shelves available on all « 
nets. STANSTEEL Equipment 


quick and easy to assemble 



















































with bolts, nuts and other 


CABINET assembly fittings sug 


COMBINATION CABINET 


WARDROBE CABINET STORAGE 


Designed for wardrobe ond Fifteen to twenty garments 72” «36"x18", has 4 adjust- plied. Simple instruction 
storage duty in offices, fac- will hang in this impressive able shelves. An efficient 

tories, homes. One full shelf, steel wardrobe. Measures automatic housekeeper for sheets are enclosed in 
3 adjustable half-shelves, 72”x36"x18". Shelf for hats, office stationery, forms each carton 

generous space for clothes. 2 wide-opening doors. Also equipment Extre shelves 

72”=x 36”x 18”, also available available 24” depth. available, also available 

24” depth Style 3CW Style IWA 24” dept Style 4ST 


Styles 3CW, 1WA & 4ST may be changed into the 
other with inexpensive parts which you may order. 


COUNTER HIGH 


DESK HIGH CABINET 


CABINET 





Twe adjustable 
The answer for ive ie this 
overcrowded desks. 42” x 
Lots of storage 36” =x 18” Geel 
space inside, work- cabinet. Counter 
ing space on top. more than 
29” = 20” x 18”, 4 sq. ft. Style 2CH 
Style 1DC one shelf. Also Available 
24” depth. 





COUNTER wy ia 
DISPLAY SLIM Jim UTILITY CABIN 
DISPLAY CABINETS Wardrobe Style 24WA; 


48" « 33”°H « 24°W } 

doors and recessed t r Both measure 72” x 36” x 18”. Hove 4” Storage Style 24ST 

There's 12 feet of d y plote glass sliding doors. Style FGW (right) ideal for narrow spaces, 72” « 24” x 
space on the top of th t mokes-a perfect display cabinet. Style 18”. There's 15 feet of shelf space in 
net with plenty of m f HGW (left) con be used for display and 24ST; and plenty of room for clothes 
merchandise on the inside of storage. Completely welded. Style FGW in 24WA. Both styles easily inter- 
the sliding door Style MT also 12” deep chongeable, also available 24” depth. 












SMALL PARTS CABINETS Style 18SP 


34° W « 13°H «x 12”°D with 18 generous drawers. 
Every drower and drawer-divider (2 to a drawer) 
hos its own individual label holder. Ideal for 
small ports needed close at hand! 


STEEL SHE 


MADE TO your SPECIFICATIONS 
Stanstee! shelving is mode in 


conceivable type let 
requirements 


Write to Dept.o 4-10 


every 
ys know your 


tansteel — , These Storage Helps are JOB-TESTED! 
CORPORATION Your guarantee of satisfactory service is JOB-TESTING. 


i o tested equipment is sold on one basis alone: the equipment m 
See iortcenth Road = TESTED deliver as required, or it won't be genom 2 2 } 


College Point, Long Island,N. Y. and i yg this werewe, 


Manufacturers of Steel Cabinets, Lockers onikdhebeing sit i 
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Designed to a modern trend in office 
furniture STYLE LINE advances a new 
harmony of distinctive beauty, office 
comfort, convenience, flexibility and 
lasting service. 

The EXECUTIVE SERIES provides in its 
expansive overhang top feature a 
dignified, massive appearance and 
larger working area. Ideally suitable 
for conference work. 

The 6000 SERIES offers 
flexibility and desk styles for every 
need, with conventional tops for gen 
eral office or executive alike 


maximum 


BENTSON 
STEEL OFFICE FURNITURE 


° Ly lite 


- TOP-FLITE 3200 Series steel! filing 
cabinets for performance 
smooth, quiet drawer operation 
—beauty—flexibility. The right an 
swer to any filing problem 





lasting 












Write for full details 





The BENTSON MANUFACTURING COMPANY 





AURORA, ILLINOIS 





Bea’ 


Superlative 
craftsmanship re- 
lated to the latest 
decorator trends 
plus competitive 
prices... assuring 
a greater sales 


volume. 


, LP OC BS EE A Emre 


Beare 


FURNITURE CORP. 
42 Greene St., N.Y. “=-- 
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LEATHER FURNITURE 





Better Sellers 


at 


Better Prices 


because they’re 


Better Made! 


j | a 
14 

| i 
ty 
J 


Nationally advertised 
Mat service available 


Ww 


rad 


America’s finest mfg. of better-made 
upholstered leather Office, Home & 
Institution furniture. 


FREE! write for NEW 1953 
illus. catalog O-1 





As seen by millions on 
T.V., Magazines, Newspapers. 
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PEC 


BA 





c , ' : 
and ft r n the riaht 


ild be directed to the above 


JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY 3, N.J.— 
harking 4 r of vice, a new issue of The 
Jata about 7 nderoga pencils, adver 


and displaying the company s 


ELLINGSWORTH MANUFACTURING COMPANY, 200  S. 
PEORIA ST., CHICAGO 7, ILL.—These makers of Duo-Tang 6 


DUO-TANG 
EET | 





ESTEY METAL PRODUCTS, INC., | CATHERINE ST., RED 
BANK, N.J tee! shelvina ile, Me 


trated 


sea + 


FELT-POINT PEN DIVISION, MARSH STENCIL MACHINE 
COMPANY, BELLEVILLE, ILL.—A 1 +t t Jisplay arton 


n 





JASPER CHAIR COMPANY, JASPER, IND.—A new br 
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HITCH YOUR WAGON TO 
THIS “PROFIT” STAR 







Chests 





Model 840E (E rated 
less 10%); Group 1 
Relocking Under- 
writers’ Label. 


than 30 models to meet 
every need of business or 
homeowner! For installation in 
wall, floor, concrete 

















Outside List block, or inside a 
Model Dimen. Price fireproof safe. 
AS50E |10%x9x12” | $133.00 
840E | 16x9x12”| 159.50 DealershiP’ 
1120E | 20x9x12” | 176.00 availa’ a 
H28E | 20x14x11” | 198.00 | write i. 
Can also be furnished with and p 








inner compartments. 





GARY SAFE COMPANY 


1020 Crocker Street ° Los Angeles 21, Calif 
In money chests, Gory means QUALITY! 








MAYLINE 
Mayline Metal Plan Files 
with Hinged Dust Cover 














vt 3 

z > 
= < 
> r 
< z 
= ™ 


You can raise and set the Mayline dust cover into position 
to insert or remove papers. This is a very handy and practical 
feature. 

Ali cabinets interlock for stacking purposes on flush or sanitary 
base. Drawer partitions are available. Baked enamel hammer- 


gray finish. Suggest Mayline blueprint files. 


MAYLINE COMPANY 


formerly ENGINEERING MFG. CO. 
625 No. Commerce St., SHEBOYGAN, WIS. 


MAYLINE 


hag) 


MAYLINE 
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tr this new brochure should be made direct 


at the 


ve ecoress 


KARL MANUFACTURING COMPANY, 32-34 IONIA, S. W., 







GRAND RAPIDS, MICH.—New terature € n 
iG 3 Siorftul Diack white and red tour-paace ¢t kiet Featur 
3 } photoagrapns f adjustable office machir ands ana 1c 
? ns, tne me ing piece describes the right stand tor the nT c 

ee Ge | et Comone Heme: orion Kerio, Sande. ond letters in 

* the mpany at the above address 
Por only” 'H¢ 
> LIT-NING PRODUCTS COMPANY, 2504 ELM AVE., FRESNO, 
CALIF. ~Ava lable to the firm's dealers is @ nove red window 
"Your name on your products your own von south he ght decr » tet ff 

¢ s topo Cc } € 4c ana 


"AUTOGRAPHS" . . . deliver sales-stimulating 
advertising impressions a// day, every day, thou- 
sands of times a month for /ess than a penny a year. 
"AUTOGRAPHS" are just as appropriate, just as 
impressive and fully as sales producing on a $2.00 
pencil sharpener or letter tray as on a $200 desk 
or typewriter. A flick of a solvent saturated brush, 
slight finger pressure, and "AUTOGRAPHS" are 
ready to start selling and keep selling your name 
‘and your products for life! 


*Based on per plate cost of average Dealer order. 








panel measures 5 fee high and 2 feet wide: center measures 4 feet 

WRITE TO Y 9 inches by 3 fe and th ft hand pane 4 feet high and 2 
| TODA teet wide. Pan ay be detached and used separately for indi- 

on your letterhead for samples vidual display in smaller windows. An additional feature h 
and literature. Dept. 0-10 Jispiay are the sma LIT ning Joe caricature as | e 
erted in the mpany's products to expla nad emphasize selling 


bhe chate your tady CHJOYS... 


MAJESTIC STATIONERY COMPANY, 260 N. THIRD ST., PHIL- 





ADELPHIA, PA.—''Stationery Trends" is the title of the catalog 
.- che thic tirm |+ Ows 0 saes of mmer 
| ALL-ALUMINUM TWO PASSENGER SETTEE — iv" Published by this firm. It shows 60 pag rcia 


#502—Anodized Tubular Aluminum—Reversible Coil 
Innerspring Cushions—New Cotton Felt Filling—“Bolta- 
<=" flex,” Du Pont “Fabrilite’ or U. S. Rubber “Nauga- 






























¢ \ hyde” Covers—Hard Rubber Arm Pad. 
a guide to 
com torch F OFFICE = SCNGOL = ROME 
— . 
ye 
+) 2 
06000G-~<seamne 
eet 
e and sy adds ft ne mailing Nv 
at a nomina st, a comprehensive listing of items which 
See the complete U.S. Chaircraft Line . . Is. Contain Ag only lst pr de a 
of outstanding Aluminum Furniture ners imprint and is suitable for mailing with 
IN OUR NEW 1954 CATALOG 
@ Request your copy—NOW! e JOSHUA MEIER COMPANY, INC., 153 W. 23RD ST.. NEW 


YORK I1, N. Y.—The ne 


w 40-page V.P.D atalog N 54 teature 


a ver 400 acetate protector products su ; pel-Binder presenta 
Lo pepmed eee : t 31D5ums seieat sheet protectors ara cases ana k ana 
se dA . nagazine vers. Among the items introduced the new catalog 
, <3 AVCYVO are Zippit-Safe, a vinyl zipper ase ft protect binder ? n wear 
oY MANUFACTURING and weather; Album-Ettes, pocket size photo albums in five different 

; snd x e-way a SE > o “ 

| € up 27 & specia acé 

- 1 Moly Bible. w e olorful ur e 
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WITH PRIDE. . 














THE FRITZ-CROSS 


“1400” 


EXECUTIVE 
OFFICE SUITE 


* 
Two perfectly-paired chairs of 


distinguished design and super- 





lative construction . the last 










NO. 1400 SWIVEL ARM CHAIR aaa bain aaa NO. 1450 SIDE ARM CHAIR 


Pa it iat ie , - 2 
This handsome chair harmonizes 


ditional Fritz-Cross craftsman- ~ with Model 1400, has the same 
ship. Encased coil-spring seat, THE FRITZ-CROSS CO. structural features. Coil-spring 
foam-rubber padding, Seng-lron 300 East Fourth St. seat, foam-rubber in seat, back 
mechanism. Available in a full ST. PAUL 1, MINNESOTA and arm rests, rubber-cushioned 
chrome glides. 


A beautiful new example of tra- 


range of coverings and colors. 











ONLY IDEAL HAS ALL THESE FEATURES 


Each Complete In One Easy-to-keep Loose Leaf Book 

Red Leather Grained Covers and Plastic Marginal Index Tabs 
Pen ruled and clearly printed on Ideal System Ledger Stock 
Depreciation Charts and Specimen Sheets in Each Book 
Shows at a glance how a business stands at any time 
Income Tax Bulletins showing hundreds of tax deductions, 
Social Security and Withholding Tax Charts included 


Free Display Racks 
and Sales Helps 


made to mect 


a 
eeeeene 





Model +3 ¥ @ Each Book meets all Federal, State and Local Tax Law 
Requirements. 
Small Space —Larger Profits RETAIL PRICES 
; See th lete Ideal line 
st the right size for your $2.50 $3.85 $5.85 $8.50 at the N.S.60.E.A. Convention 
unter real self-seller Home and Personal Budget Books 75c & $1.50 Booth $0 ~ Conrad Hilton Hotel 
Larger displays available Liberal Discounts 


The latest Catalog of Ideal Systems, together with a circular of 
free Sales Helps, will be sent to you upon receipt of this coupon 
attached to your card or letterhead. You will receive the above by 
return mail and marked 





 %% 1, Immediate Delivery 
90 \ Wholesale Stationers In Many Cities 


The IDEAL SYSTEM (ompany 


MANUF 


Attention of :...... puencsitietininnnininmmnaseedeetiiiaen 


346 SO. FLOWER ST. LOS ANGELES 17. CALIF 6 CHURCH ST.. NEW YORK 6 WN Y 
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DO shiactive UPHOLSTERED FURNITURE 
‘T0 S$ , LEVERY PURPOSE” 


















925 CLUB CHAIR 


WHATEVER THE OCCASION — WHATEVER THE 
JOB ... whether it’s Offices, Banks, Boardrooms or 
institutions ... you'll find a SCERBO distinctive leather 
upholstered furniture creation ready to fill the bill 
(dependably and economically). Distinctive styling and 
individuality backed by almost 50 years of “know how” 
with a complete understanding of dealers problems is 
the keynote of our success. Let our expert craftsmen 
work from your specifications. 





ILLUSTRATED SF... 


WRITE FOR OUR COLORFUL 

















INSTALLATION AFTER INSTALLATION 


JUST ONE OF THE INSTALLATIONS AT 


proves HAMILTON STANDARD PROPELLER DIV.: 


DOLIN STEEL 
STORAGE FILES 


BEST 





FOR MAINTENANCE OF SEMI-ACTIVE RECORDS 


rrr fF & & & 


15 SIZES 


Write for complete information on this ‘Consumer 
Demanded” line .. . 
EE 


DOLIN METAL PRODUCTS, INC. 


315 Lexington Avenue ’ Brooklyn 16, New York 
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also being introduced 
. 


SENTRY SAFES 


BRING QUICK SALES 


MINNESOTA MINING & MANU- 
FACTURING COMPANY, 900 FAU- 
QUIER ST., ST. PAUL 6, MINN.—A new 


s of 








Tell your customers how economically 
they can get safe protection from Sentry, 
and they'll beat a sales path to your door. 
Many home owners, doctors, farmers 
and business men have been ab- 
solutely amazed at the complete 
protection from fire and theft Sen- 
try offers for such a small invest- 
ment. 





This costly, mistaken attempt at 
thrift left papers charred beyond 
use and records lost. A Sentry Safe 
would have prevented this loss at 
small cost. Safes get old and use- 
less for protection with disastrous 
results as shown. 





MINNESOTA MINING & MANUFACTURING COMPANY, 900 
FAUQUIER AVE., ST. PAUL 6, MINN.—A new how-to-do-it t 


DEALER INQUIRIES INVITED... 
GET THE FACTS, THEN THE PROFITS! 


BRUSH-PUNNETT C0. 


SENTRY 


sates 345 WEST AVE.+ ROCHESTER 11,N.Y 





vr Se: 





ZS 
0 
Eg 











I DOOK 
, y 
Lui 
RTLE DESK COMPANY, HIGH POINT, N. C.—A a<6= i y 
MYRTLE DESK 2 er ne ee > / 
a 
sed to describe the Pacemater. Raleich. | q 29m yan NG 
vr ria xi 
ustle desks Phot _< 
j a Zzok “ : 
V5 an VU 
Sao6 Y 
alo =. Z 
Tan Sy 
PARKER PEN COMPANY, JANESVILLE, WIS.—TI new flashe ve l% ow — 
, i we ere ee ae ° |> 
E ro, o 
sh win FOowuw a) 
se 3% 
=<h oz 
Un So 
a. e>_ 55 
a 
PARKER S22 
Ow 
ED =z! 
pea, Zz 
“oZ78 
>a 25° 
08 8s 
V aut 
wm eee 





and at riaht after the | 





HARDBOARD FABRICATORS, 


59 BRANCH ST 
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The time-tested Preservative and Cleaner for 


Linoleum Composition & Plastic Desk 
Tops, Counters & Floors 
Created by one of the country’s leading 


Office Desk Manufacturers and success- 
fully marketed for thirty-three years. 


Makes Cleaning Easy. 
Restores Lustre and Beauty. 
Keeps surfaces resistant to wear, stains and 


scratches. 

LIST PRICE $2.50 WRITE for details 
per quart and Dealer 
size can. Discounts 


LINO FOOD 
P.O. BOX 96 
Grand Rapids 2, Mich. 


When you Sell a Desh 


at the same time to keep it in perfect condition 
sell at least one can of 





-LINO FOOD- 





“pew FOOD— 
Check there SMETE features 











‘“SAFE-TEE”’ 
FOLDING CHAIRS 


This lonia Mode! 40 is a low-cost, all 
steel, indestructible folding chair with 
a new safety design 


















Again Available! 

Our Model 45—luxury chrome 
finish, leather upholstered 
spring-filled seat and back 
For top-flight executive use 











Choice of colors. Write today for 
folder and prices 





flasher and { ‘ s wired f AC 


G. S. PEARSON COMPANY, 709 S. SEARSORN ST., a 


5, ILL. A new wr sie catalog for the e has bee 
by the tirm so that dealers may quickly and easily find the prices 
quire na } 
} a 64-r eat k with 
rag anc dc ) as 
p are mad A c STsa will 
be s u dir A a 

fe] ss 


TACOR EQUIPMENT COMPANY, Baa de E. NEW YORK 


AVE., Senone eee 3, N.Y.—Just out 
yrawing, tra 
] ake 
Ea | 
ta 7 wi - 


STAR OFFICE ACCESSORIES COMPANY, 555 E. TREMONT 
AVE., NEW YORK 57, N. Y.—This firn 


STUDEBAKER MACHINE ‘COMA, 1221 S. 9TH AVE., MAY. 
WOOD, ILL.—A new | describes Studebaker hydra t es 


mps and st t tor 


STURGIS POSTURE CHAIR st teh vale apie sg alll 
being ed through 


r ' 
Q M Matthews and advert 


WABASH FILING SUPPLIES, INC., WABASH, IND.—A 


X-ACTO CRESCENT PRODUCTS COMPANY, INC., 440 FOURTH 
AVE NEW Poston 16 N. Y. A new ng f sT 


a Opportunities 


Desires Trade Litereture- . 3 f 24 





A ¥ 
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UNSIGHTLY MARS, 
DENTS AND SPLINTERS 


" ra 
Eliminated! 






on the Modern Wood Desk 
» by the use of 
N oO With at all th 
little mes ave tte aa to ' ' ENSIWOO 19 
ad make an impression on the Pat. No. 2,488,301 * 
ore “DENSIWOOD” compo- DENSIFIED WOOD 
nents of this modern desk. FURNITURE COMPONENTS 


Snagged — “vENsiwoop’”* KNEE-SPACE CENTER POSTS 


are being currently featured on most of the “Better-known’” makes of wood office desks today 


Nylons _. . MAKE SURE THAT THE DESKS YOU ARE BUYING ARE SO EQUIPPED .. . 
“Providing the durability of Steel . . to the Warmth and Beauty of Wood” 


The tendency to mar, dent and splinter is an inherent characteristic of wood. Now a revolutionary new process, 
resulting in densified (or hardened) components called “DensiwooD’* solves this problem. Identify this feature 
by making sure that our “trade-mark” and patent number appears on the inside face of all components thus 
manufactured. 

INSIST ON THE BEST—DEMAND “DENSIWOOD"”* 


I } 1N >.567,292, N 2,412,523; Canadian Pat. No. 464,756. Other Patents Pending. ‘“‘DensiwooD”" is our Trade Mark. Reg. U. S. Pat. Off. 


LUNDSTROM LABORATORIES, INC., HERKIMER, N. Y. 









T oriGht — 
Oecuome OUR NEW CATALOG 





BEAUTIFULLY ILLUSTRATED 


NOW AVAILABLE 
Past off the Puss 


— 








ae 


== “ 





a 
——s.. 
——* 


BUILDS 
(REPEAT 
Wsniss 





/ A f AA [ fe r NJ 
4 (dla 4/4 //, 
MANUFACTURERS OF Z 7 


127-133 BLEECKER STREET, NEW YORK 12, N. Y. 
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Calalog 














IT IS EASY to get repeat orders for stock forms with the Master- tomers mav choose from 123 columnar 
Craft Sight-Saver line because they promote high level efficiency forms, 44 ledger forms, 48 modern 
in figure work, Customers like the contrast of figures against journals, 139 columnar and work 
brown and green rulings, assul Ing unimpaired \ ision and con- pads, These are only four of the many 
trast without glare. Papers made to our spec ifications, guarantee Master-Craft product lines supplied 
color uniformity and excellent W riting surface. only through our exclusive franchised 


MA STER-CRAFT CORPORATION city. Write today. : 


LOOSE-LEAF DIVISION OF SHAW-WALKER KALAMAZOO, MICHIGAN ka 


MWUE aght . - Speed Dbo oh: trates the fast moving forms in the 


MAstrer-CRAFT’S NEW CATALOG illus- 


four stock lines pictured above. Cus- 


dealers. It may be available in your 

















PRODUCT 


Patented principle Nation 
ally recognized by lighting 
engineers as the finest in 
supplementary lighting. 


POLICY 


Selectively marketed direct 
to dealers. Complete ad- 
vertising and sales co-op- 
eration. Underwriter ap- 
proved. 


POTENTIAL 


Unlimited market. Needed 
in every office institution 
and home. The one lamp 
that can be sold on de- 
monstration for Better See- Illustrated above, Sight-Light “SWIVEL ARM”. Sight-Light also available in floor, desk and 
ing. table models. 


ight-Light 








FUNCTIONAL LAMPS for BETTER SEEING 


See the complete line at N.S.O.E.A. Booth 


M. G. WHEELER COMPANY, INC. - - - - - - - - - - GREENWICH, CONNECTICUT 
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ABSOLUTELY SAFE ...NO CARBON-TETRACHLORIDE The Wise Dealer Profits with 


TO GUM AND GO0O/ | ah 
upremect Maspeth 


THE MOST COMPLETE LINE TO MEET EVERY REQUIREMENT 


Help your customers get CABINETS 
SPARKLING LETTERS... teel 


and build good will for | SHELVING 
your establishment. 
CLAR-O-TYPE not only cleans type [PARTS BINS = 
cleaner ... it’s 100% safe. Non- PARTS BINS A 


inflammable. Sturdy, easy-to-use 


dauber chases lint and dirt. Order 
Qaece teled through your jobber or direct. Liberal 


discounts and free dealer helps. Write for Catalog and Price List 




















with the amazing 





type cleaner.. 







































I 
} 


































always used 








THE CLAROTYPE CO., we New vor y wy. | SUPREME STEEL PRODUCTS, INC. 
| 52-85 74th Street, Maspeth 78, Long Island, N. Y. 











Designed and created by 


of 
Grand Rapids 


FOR THE No. 940-P 


Revolving 


BEST ik. 


Height 35" 


Overall 

DEAL wid ar 

Overall 
Depth 27" 

Seat depth 21" 
between-arms 
20" 

Back height 
from seat 20" 
(adjustable) 

Side Arm Chair 
to Match 


5 M4 ‘ L v N ( Write for Illustrated Literature and Prices 
GRAND RAPIDS 








The Dealer who Kr TOW < 


Precision Built for QUALITY ! 
tala te MoM @lelaal ol -i1: 


r 


LEATHER FURNITURE CO. 


201-207 Front Avenue, NW Grand Rapids 4, Mich 


ESTEY METAL PRODUCTS, INC. 


1 Catherine Street Red Bank. N 





OFFICE APPLIANCES, October, 1953 319 





OPEN DOORS TO 
DEALER PROFITS 



































These doors are open to 
alert dealers who will dem- 
onstrate these modern, basic 
business necessities. They 
can be sold wherever checks 
are written, or signed, or o 
where copying is an impor- 
tant part of office routine. ERROR-NO Copyholder 
Powerful sales-closing ma- Makes copying easier 
terials are supplied free. than watching clock N\ K 
U v 
T 
| ¢ 
+ f : 
s' 
v 
3 & 
c 
se 2 
y 
Ne | : 
: r 
¥ 
SPEEDRITE Checkwriter CHEXSIGNO Check Signer e 
Writes forgery-proof \I Eliminates making clerk N\ 
of executive U 





RIAN © NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS @ OTHER DEVICES checks 


40 MT. HOPE AVE. 
ROCHESTER 20, N. Y. 


HAR TE OC Re Cc ON WN 


Increase Your SALES . . 7 y / 


BIG 
figure 4 


—_ 
oO 


|) NUMBERING 
MACHINE 


There's big demand 
for Force Columbia 
wherever the big, 
readable %” fig- 
ure is needed... 
for numbering time 
cards, filing jackets, 
job envelopes, etc. 
Write for latest 
prices , catalog. 


















a Cth ae 
SIDA OLS 
SPONGE RUBBER 
STAMP PADS 








= 





- 


THE ONLY ALL-PURPOSE 
STAMP PAD LINE! 


There’s a SPEED-MO stamp pad and ink for every office or 
industrial stamping problem your customers may have. Speed-Mo 
is the only complete line of stamp pads on the market — and 
that means multiple sales for Speed-Mo dealers. You need carry 
only the common pads. Prompt shipment made on special pads 
(up to 20’’ x 36’’). 

All Speed-Mo stamp pads are of specially treated, odorless 
sponge rubber. Clear impressions guaranteed. Re-inking is neat 
and simple — you just brush the ink on Speed-Mo pads 








LIBERAL DEALER DISCOUNTS 
Write for folder showing over 35 stock items 


RIVET-O MANUFACTURING CO. 


WM. A. FORCE 


50 FEDERAL ST., ORANGE, MASSACHUSETTS 
In Canada, for complete information write: 
& Co., 429 Main St., West, Hamilton, Ontario 


ZIG NICHOLS AVENUE, BROOKLYN 8,N.Y. 
SALES OFFICES: NEW YORK, CHICAGO. SAN FRANCISCO and CANADA 
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+ 
»* 7 
= 
the biggest value é 
in Comfort, 


} Repeat Orders Come 
EASILY 


Visualize a processed carbon paper that offers clarity, 
wear and non-curling qualities plus a COLOR GUIDE 
for the different weights! 

Silver Eagle features black, purple, blue and green 
backed sheets, one for each weight . . . and packaged 
in boxes of the corresponding colors. 

Clerks find it easy to choose the right carbon for each 
specific job—no numbers to remember—and reordering 
is consistent! 





and Quality... 


KING offers the biggest chair 
value an office dollar can buy. 
The handsome styling and 
custom-crafted quality of the 
entire King Royalty Line is in- 
stantly appealing. You'll find 
volume sales easier to make... 
and individual sales easier to 
close. And, you'll acquire a 
measure of customer satisfaction 
you've never before enjoyed. 
Management and personnel are 











mutually pleased investment- : And as you know .. . reorders are profitable ‘rans- 
wise and comfort-wise . .. THAT ‘J «“ actions! 
MEANS REPEAT BUSINESS. PRINCE REGENT May we send samples? No obligation, of course. 
Deluxe Swivel Arm Chair 
MODEL 530 General Ohistea. A Plant 


Write Today for the New Royalty Line 


KING POSTURE CHAIR CO. 


pps 953 South Raymond Avenue * Pasadeno 2, California 






U. 5. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST. + PHILADELPHIA 6, PENNA 
Eestablishe 






Don't miss this 


Opportunity for Profit... 


PEC. = 
— Re Records are safe 


AND staNDs in a SCHWAB SAFE 


3 BUTTON MAGIC 

















... because SCHWAB SAFES are 


the finest available for protection 





@ Investigate the 
| mony EXTRA sell- 
| ing features of 
P, E. C. Posting 


Trays and Stands. 


from fire and theft. See the complete 
line of SCHWAB — Underwriter 
Labeled Class A. B. C. — T-20 Safes. 


Finest materials and 








Learn how 3 But- 











ton Magic Control NO. 1850-C 
will add speed workmanship have always 
weteprunde made SCHWAB SAFES 7 
your customer's ) 
machine book- better safes. NO. 11 CHEST 
keeping department. mt 
MAIL COUPON a ——-—-—4 
i a FOR COMPLETE INFORMATION | Gentlemen: Please send me information 
— POSTING EQUIPMENT | on the complete line of SCHWAB SAFES. | 
eciers niy 
CORPORATION | | 
Name ‘ daveos canines sioagehagil 
For complete facts on the 777 HERTEL AVENUE the SCHWAB SAFE | oo aes | 
P.E.C. line write BUFFALO 7, N.Y COMPA N +d ees ee 4 age | 
LAFAYETTE» INDIANA} “iY eee 
= " — i ce ee — — —— od 
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i TA LY S CROWNING ACHIEVEMENT 


‘ Made By 
INDUSTRIAL MILAN’S CRAFTSMEN 


DUPLICARBO. iturticarors 
. 





GIANT SIZE 
18x20 


5 COLORS AT ONCE 


Fluid and Pressure adjustments 
also 


VICTORIA 
DUAL-CYLINDER STENCIL DUPLICATORS 
with the 
REVOLUTIONARY INDESTRUCTIBLE STENCILS 


EXCLUSIVE TERRITORY AVAILABLE, DEALERS INQUIRIES INVITED. 


DU PRINTS INC. 


1225 S. Main St. Los Angeles 15, Calif. 


to the Deal h d 
THAN K NSOEA EXHIBIT successful. 





be used for 5x3 or 6x4 cards. 
MAKER Phone or Write 














0 taal 


Soap Type Eraser Made of Vinylite Plastic... 


@ Removes pencil marks quicker, more thoroughly 
® Resists Crumbling 
@ Reduces amount of crumbs on paper 
® Outlasts conventional erasers of the 
same type 
® Resists effects of ageing, extending shelf life 
Neatly Packaged and Cellophane Covered 
in sets of 4 
Retail Price 10 cents each 


Write for details today 


RICHARD BEST PENCIL C0. 


Springfield, New Jersey 
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Model 8.85-16 re- 
conditioned. 





Only 150 
Automatic 


STEEL KARDEXES 


16 Drawer—8x5 
Complete with pockets. Also can 


for for Our Amazingly 
Low Prices to 


YoU! Dealers 


Also Kardex Tables Available, 
Write for Price! 













7, 546 BROADWAY 
Neor Spring St.. New York 12 


EST. 1876 CAnal 6-0350 





Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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*OFFICE 
EXPEDITERS 


iW 


| 
! 
| 
| 
| 
| 
| 
| 
| 
L 


OFFICE 


615 LUCAS AVE 








COPYHOLDER & FILE AID 


One Unit with Dual Purpose 
le of steel, it is sturdy, nicely fin- 


ist Price only $5.25 f.0.b. Los Angeles 


combination 


new convenience is made right 
. first-class copy-holder. It is just 
eful as a rack fitted onto the 
er-front to hold papers to be filed. 


in green or gray enamel, equip- 
with easy operating line-finder, 
e spacing. 


EXPEDITERS, INC. 


NUE, LOS ANGELES, CALIFORNIA 








| At last... §TRAIGHT TALK 





MERCHAND 


on merchandising — 


Key pointers you can apply 
in any business of any size 
to move goods faster 


ROGERS LETTER HOLDER 





Guaranteed to sell or 
purchase price plus 
postage cost will be 
refunded. 





Retail 


Organize your papers with all-aluminium 
spiral letter holder. Deluxe model (pic- 
tured) has polished birch base. Shipped 
6 to a carton, 31% lbs. Reg- 

ular Dealer Discount. 


Also available in standard 
model (without base) at 
89¢. Shipped 12 to a car- 
ton, 3 lbs. Regular Dealer 
Discount. Both models 
ideal as a gift for home or 
office. 





PO. Box 2095A 














Just HERE is a crystal-clear guide- 


Out! book of the really essential 


features of sound merchandising 
—proven operational rules that 
ISING will increase the efficiency and 
economy of your efforts, broaden 
markets, and lower marketing 


PRIMER costs. Fast-reading, written in 


By BUD WILSON 


President of Tw S 


Former R 


216 pp., illus., $3.95 


B. WEISS 
Ver 


picture-primer style, it helps you 
plan and evaluate each phase of 
merchandising, from product 
design through point of sale. 


s Corpora- 
HOM ae ‘ Takes up each of your major 
a merchandising decisions, fur- 
bicam, Old : om 
Bak nishing checklists of factors you 
nscom anK- 


should weigh before promoting 
any product in any market! 


me me ete 


FREE EXAMINATION COUPON 


McCraw- Hill Book Co., 330 W. 42 St., NYC 36 
e Wilsor » MERC HANDISING PRIMER fo ” 
examinat ipproval. In 10 days I 

remit $3.95 ® few cents for delivery or 

n book postpaid. (W pay for delivery 


I 

! 

l 

! 

I 
a 
irn privilege.) | 
| 

I 

! 

! 

| 

l 

I 

{ 

! 
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Sales and Profit 
With the improved 


ARCO OPEN RING 
Rubber Bands 






more count 
per pound 


o . 
quicker faster 
to pick up to apply 

° 
sturdier 
to use 





Secure remarkable, immediate results! 


ALLIANCE RUBBER COMPANY 


“Over 30 Years Band Manufacturing Know-how” 
ALLIANCE, OHIO HOT SPRINGS, ARK. SLIDELL, LA. 
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murphy 
chair 


built to give 
complete 
satisfaction 


e no. 279 


Seat—22'/2" x 2012 
Back—1734"' high 
Pecan Wood — Walnut 
and Mahogany finishes 


tifi , tructed for 


mfortable body move- 





You are cordially invited to visit Booth 366—South Ballroom, 
Conrad Hilton Hotel—NSOEA Convention. 


Murphy (hair (om. pany 


secoaronatro 


Soice 1872 


MANUFACTURERS 


Pr tents: 


A 





N 








RS: 


(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are noi accepted.) 





PAP eee 


Granted August 4, 1953 
2,647,313. Envelope Opener. Sven Olle Ohlsson, Malmo, Sweden, as- 
r to Aktiet sget Addo, Malmo, Swede 


Edward J. 


2,647,460. Record Controlled Duplicate Printing Machine. 

benda, Poughkeepsie, N. Y., assignor to International Business Machines 

rp., New York N. Y. Illustration. 

2,647,461. Hand Stamp. Robert R. Robinson, Dayton, OF essignor t 
The National Cash Register Co., Dayton, Ohi 

2,647,463. Slip Sheeter Attachment for Duplicators. Bernard Ferrar, Los 

3€ rs . y 

2 647,491. Copyholder. John Toggenburger, Hartford, Conn., assignor to 

jerw 1 Corp., New York, N. Y 

2,647,517. Pen or Pencil Holder. Charlies R. B e Chica ; 
Bos ph nt _Binder Follower. Conrad J. Pa f Sr Milwaukee Wis 

he Hein Milwaukee, Wis 

“2.647 519. idadter Device for Card Indexes. Rudolf Brinkma Broxte 
Frankfurt am Mair vermany. Illustration. 


2,647,520. File Guide. Eva L. Lee, Hamilton hio. 
2,647, 580. Machine for Punching Records. Charles E. Connolly 
assigr nt ational Business Machir rp., New York, N. Y, 


lustration 




















OWENSBORO , KENTUCKY 











Here’s the Answer 
to Your 

Coin Sorting Problem! 

AT LAST 


A portable coin sorter weighing 
less than 7 pounds which will 
sort your coins in a jiffy, but 
with accuracy. 


One with steel drawers @G 
$21.75, and one that is noise- 
less with plastic drawers @ 


$27.50. 


A piece of equipment that is 
in demand more than ever at 
a price that is attractive to the 
mass of users. Its simplicity, 
economy and efficiency is the 
secret of the tremendous growth 
of the King Koin Sorter in the 
past two years. 





Write us for attractive contract for reputable dealers and 
salesmen. 


SOLD UNDER OUR GUARANTEE 


King Koin Sorter Company 


Box 1576 Burlington Station 


OMAHA 8, NEBRASKA 





2,647 611 





2.648.337 
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2,647,581. Record Card Punching Machine. Elliott W. Gardinor, Conklin, 

j Arne 1 B. Crowell, Endicott, N. Y., assignors to Internatio Business 
Ma Corp., New York, N. Y. Illustration. 

2,647, 609. Comiage Drive Power Control. Walter T. Sagner, West Hart- 
f gynor to Underrwood Corp., New York, N. Y. Illustration. 

2 647, $10. "adjustable Paper Stop for Business Machines. Arthur H. Sharpe, 
West Hartford, Conn., assignor to Underwood Corp., New York, N. Y. 

2,647,611. Carriage Controf at Tabulation Rebounding. Harry C. Yaeger, 
West Har j ‘ ignor to Underwood rp., New York, N. Y, 
litustration. 

2,647,687. Calculating Machine. Wharton A. Parsons, Glendale, and 
Richard E. Busch, El Monte, Calif., assignors to Clary Multiplier Corp. 
San Gabriel, Calif. Illustration. 

2,647,688. Symbol Printing Mechanism for Accounting Machines. Raymond 
A hristian, Andrew J. Strachan, and Paul H. Williams, Dayton, Ohio, as- 
} s to The Nat : ash Regist er Co., Dayton, Ohio. Illustration. 
2,647,689. Decimal to Binary Conversion Machine. Aldred W. Bowyer 


h Tabulating 


R. Cartwright, Letchworth, England, assignors to Brit 


Machine Co., Ltd., Londor England. 

2,647,690. Multizero Indexing Device for Adding Machines. Walter A. 
Anderson, Bridgeport, Conn., assignor to Underwood Corp., New York, N. Y. 
2,647,691. Skip Tabulating eahaninn for Accounting Machines. Walter 
A. Anderson, Trumbull, Conn., assignor to Underwood Corp., New York, 
N.Y. Hlustration 

2,647, 745. Dispenser for Pressure-Sensitive — Oscar P. Erhardt, Derby, 


gnor tc Jerby Sealers, Inc., Derb Conn, 
2 647, 146. Dispense for Pressure-Sensitive Tepe. Alfred P. Krueger, 
ord, Conn., signor to Derby Sealers, Inc., Derby, Conn. 
2,647,765. Holder for Assembled Sheets. Hyman Brechner, Tuckahoe, N. Y. 


Strat- 
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Buckeve 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 


















Guarpsman 


Orrers 


Prorits 


@ INSULATED FILES 
@ SAFETY DEPOSIT BOXES 
@ MONEY CHESTS, ETC. 


write for information today 


UARDSMAN SAFE COMPANY 


Jolin Robertion 


La Porte, Indiana 
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SHEET 


Ch; ru Whe PROTECTORS 


For 2 and 
3-Ring Binders 







e METAL EYELETS— 


an exclusive 
Amfile feature 


They glamorize proposals, 
pricelists, testimonial letters, 
any letter-size papers. Hold 
presentation material flat, 











free from dirt and smudges. 
Each Protector comes with a black mount, all punched to fit 
binders. A one-inch ring binder accommodates up 25 protectors. 
Available with or without metal eyelets. 


Made of heavy-gauge. non-inflammable acetate, .005 thickness, 
and are easily cleaned by wiping with a cloth. 


Packed 25 to box 125 to shipping carton. 


Write for prices and dealer discounts 


AMBERG FILE & INDEX CO. 
ats) 4-) 4-1 











A typical installation of the Huntington 190 series 


Furniture by 


o always on good Taste 





Designed by Jorgen Hansen and Jens Thuesen 
to please the most particular client 

The Huntington name is your guarantee of 
quality materials and workmanship 


MAIL TODAY Qo 


eto 











Please mai! complete information 


about Huntington furnitur 


Sgn, HUNTINGTON 


CHAIR CORPORATION 


HUNTINGTON . WEST VIRGINIA 








Attach to your letterhead and mail to 
Huntington Chair Corporation, Huntington, W.Va 


OA 
Company 
City — 


Permanent Showrooms: Huntington, Chicago and New York 
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os ready! AN IMPORTANT NEW 


HIGGINS soox 


color 
digest 


Lavishly illustrated — Full 8'/,” x 11” size 
Popularly priced at only $2.00 





Parts for assembling Ostwald Solid included with 
each book. When colored, this device offers a 
three-dimensional command of color which no 
flat charts can possibly achieve 
Your customers will be asking for this 
latest in the popular Higgins family of 
practical ‘‘how-to'’ references. Packed 
with more helpful facts on color than 
many volumes five times the size, 
COLOR DIGEST provides valuable guid- 
| ance and inspiration for every artist, 
designer, teacher, everyone who uses 
color in any profession or hobby. 


We'll greet you at Booth 27—N.5S.0.E.A. 


HIGGINS INK €0., INC., 271 Ninth St., Brooklyn 15, N. Y. 





A proven way 
$ to accumulate 


$ money 











$ Sl 
‘STEEXS 8 <7tRONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


® 
Welcome NSOEA CONVENTION 


dealers are invited to visit the “STEEL STRONG” 
display Booths 13 & 14 and “Entertainment Head- 
quarters Suite 800” 


COIN HANDLING ACCESSORIES 










Seal Presses @ Legal Seals © Downey Change Trays 
Teller's Moisteners @ Currency Racks @ Manual Coin Counters 
Packaging Trays @ Linen Shipping Tags 


COIN WRAPPERS 


Old Style @ Rainbow @¢ Automatic e Duzital! 
Kwartet @¢ Tubular @e Gunshel! 
BILL STRAPS 


Federal @ Colored @ Banding 


THE C. L. DOWNEY CO. HANNIBAL, MO. 


326 











Guild means 


—*%, e— 
EXTRA Profit 


Th a 
© Public js increasingly 





Hare Of Guild packaging g d 

n 

tr 

ademark; °S @ guarantee of 

quality on stationery items of 
° 


every kj 
y kind. The Guild Ottracts 


thi 
S profitable business to it 
its 
mem : 
bers on ON exclusive basj 
s. 


© Write toda an 
y for j TS 
on Guild membershin omen Guild 
US at BOOTH 81 STATIONERY 
Convention ‘ 


von 


PRODUCTS 


N.S.O.E.A. “— 





STATIONERS’ GUILD OF AMERICA 


1421 CHESTNUT STREET 
PHILADELPHIA 2, PENNA. 


GUIDES AND FOLDERS 




















MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


For more than 25 years, we have been offering 
our wares through the dealer exclusively. 


Write for our Illustrated Price Lists 
Manufacturers 


SUSPEND-O-FOLDERS s FILING SUPPLIES 
MANIFOLD BOOKS @ PRINTED STOCK FORMS 


ADVANCo 
ADVANCO PRODUCTS 


Division of Advance Salesbook Co. 


148 West 24th Street, New York 11, N. Y. 
Telephone CHelsea 3-1276 
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Boor Richards DAILY REMINDER 
THE CALENDAR WITH CUSTOMER APPEAL 








BEAUTIFULLY 
GIFT-BOXED 
e 


LIST PRICE 
$1.25 


Packed in 
Cartons of 
25 Copies 





Look at the unique tuck-in pocket that holds past 
records; the flexible plastic binding that prevents 
tearing; the delightfully illustrated quotations from 
Poor Richard's original Almanac. Printed in rose 
and gray on heavy white card with ample space for 
recording a full month’s engagements at a glance. 


SEND FOR FREE SAMPLE CALENDAR 








Wilkinson ( Piblishiese ve. ’ 


ORegon 5- 
3649 


Your Customers 


ARE READING ABOUT 


NEVA-CLOG 


200 FIFTH AVENUE NEW YORK 10, N 





STAPLERS 





For use by executives — for salesmen's brief cases 
—for better, quicker, more secure filing — and 
for many other commercial as well as industrial 
fastening jobs. 





NATIONALLY ADVERTISED 
in Business Week, the publication read by your cus- 
tomers — reaching the world’s best stapler market. 
@ Display and recommend NEVA-CLOG Staplers, and 
make NEVA-CLOG advertising your easy route to sales. 











NEVA-CLOG PRODUCTS, INC. 
Bridgeport 1, Connecticut 





CANADIAN STAPLES LTD.—Montreal, Toronto, Winnipeg, Vancouver 
O. H. DAVISON & CO.—Pacific Coast Rep., 609 Mission St., San Francisco 5 
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JOSLIN 
ECLIPSE 





gives with these 4 star 
you sates features 
advantages 
that boost te 40 Hour Precision Clock Movement 
% Jeweled Clock Movement 
— % Patented Universal Joint Absorbs 
and profits shock 


%& One year guarantee 


Write for information today! 


A. D. JOSLIN 


i MFG. COMPANY 


MANISTEE, MICHIGAN 








Get the Big Bristol Catalog 


of Profitable, Super-Quality 
School Ring Binders—Brief Bags 
Portfolios—Brief Cases 








Priced to give Dealers EXTRA PROFITS 4 


Industrial 
Sample Cases 





made to 
SPECIAL ORDER 








Immediate 
Delivery 


Bristol 
Mz. 
Ca. 


1670 Morrow 
Street, 
GREEN BAY, 
wis. 











Wu. 
- uw WHEELS........ 
= GREATER VERSATILITY 
* ALL STEEL CONSTRUCTION.... 
LASTS LONGER 
e « FEATHER TOUCH LEVER OPERATION... 
— =) LESS EFFORT REQUIRED 
AMAZ ING LOW PRICE 


a “i “ a 
NUMBERING MACHINE CO. 


) JAMAICA AVE BROOKLYN 8, N.Y 
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Don't Waste Time ! 


7 A Office. 
LOOK IT UP} “ppliances 


Here 





Bian 
| INDEX &@ 
ISSUE [oe 


————=——— = ———— a ———— 









This is your ANSWER BOOK 





to all your Buying Needs 


oe —— 


many -to-Use BUYING INFORMATION 


PRODUCT INDEX—over 1,500 products classified 

; DIRECTORY OF MANUFACTURERS—over 3,000 with names 
and addresses. 

3. TRADE NAME—TRADE MARK INDEX—Over 6,000 with 
names of manufacturers 

4. MANUFACTURERS’ ADVERTISING—many use catalog-type 
advertising giving complete product information 

5. TRADE ASSOCIATIONS—City, State and National—names 
and address of officers and meetings dates 


Keep your copy handy-use it often 
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ALbhb-F2i LE 


RETRACT-0-BALL 


Precision- built, with exclusive super - features 
... Gt on amazing price! 


Gyeclusive! 


© Press-Flick action (speedy operation) 

© Super-Speed ink (bank approved) 

© Micrographic point (no skipping, no leaking) 

© New streamlined design (for hand comfort) 

© Rich colors (for beauty) Ruby Red with Gold, 
Velvet Block with Gold, Tawny Tan with Gold 





DEALERS: If you have not as yet received your FREE 
SAMPLE of the Magic Grip pad, write for yours today. 
Each pad attractively wrapped. GUARANTEED SALES! 
Pads may be returned within 30 days for full credit if 
not sold. Larger discounts on orders of 3 doz. or more. 


ORDER TODAY! 


Adding machine size: Electric Typewriter size: Typewriter size: 
12x18 — $1.75 15x18 — $2.00 12x13 — $1.25 


PO. Box 2095A Madison, Wis 














OCTOBER SPECIAL! 


ROYAL TYPEWRITER 
° Model KHM 

paper clips Above 2,000,000 Series. WRITE FOR 

staples wet SPECIAL PRISE 


clamps Many other unbeatable values in 


‘ TYPEWRITERS © ADDING MACHINES + BOOKKEEPING MACHINES 
tag wire CALCULATORS + ELECTRIC TYPEWRITERS * CHECKWRITERS 


From one of America’s largest wholesalers of 

















a used, rebuilt and reconditioned machines. Prompt, 
ae ee ee eee ee dependable service anywhere in the world. 
Products to fill your office supply needs Famous for high quality—low prices! 
. Arma Gem Paper Clips; Arma Gian 
oie | oak Ee a a SPECIAL OFFERING OF = j-—-—————-——————-—- 
clips; No. an o. 2 ea la Ss; 
eae : P RECONDITIONED | OFFICE EQUIPMENT CORP., 
Arma Standard Staples; and all standard a 298 Broadway, New York, 
gauges of Tag Wire. Write direct or see AND SELECT RO ROUGH | COrtlendt 7-909! 
your jobber for ARMA—The Quality MACHINES | ey ree See woeeane 
Line! Send coupon today for 


Nome 





easy-to-read listings 
of these and hundreds Address 
of other values. 


() ffice Equipment Corp. 


298 Broadway, New York, COrtlandt 7-909! 














Pittsburgh Cut Wire Co. 


1120 Galveston Avenue * Pittsburgh 33, Pa. 














OFFICE APPLIANCES, October, 1953 329 








PROMPT SHIPMENT 
ELBE) PRONG FASTENER 


BINDERS 


Available with or 
without prong fasteners. 





Durable, all purpose binders. 
Complete range of popular 
sheet sizes and capacities 
Red or Black Pressboard. 2 
pieces, cloth or scored hinge 
construction. Punched for all 





standard spaced fasteners. 


PRONG FASTENERS 


Attachable prongs or 






eal 
_ continuous-base prong 
styles. Light-weight 
steel. Non-corrosive 
finish. All popular 
capacities and c. toc 


Attachable-prong style 
Iliustrated 


Write Today for Our 
Complete, 72 page Illustrated 
NEW CATALOG No. 56 


ELBE FILE & BINDER CO., INC. 


P. O. BOX 951 FALL RIVER, MASS. 


‘Perfect’ 














FOAM RUBBER 
CHAIR CUSHIONS 
IN 


De Luxe 


EXECUTIVE 
STYLE 


IN THREE 
SIZES 





— 


Covered with velour—fibre and velour—also corduroy and fibre 
in 2" thickness with boxed edges. 


‘Perfect’ 


FOAM RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool sea 
sons, the other side with 
woven fibre for hot weather 


Filled with new live rub 
ber having thousands of air 
cells that breathe with every 
move 

Cc ors Brown, Green 
Sizes: 17" x 18"°—15" x 17" — 
4'/,"" x 15," 


“Sofiseat”” STOOL CUSHIONS 


Transforms Hard Stools into Soft Seats. 
Available in four sizes 12", 13", 14", 15" Diameter 


Write for New Iiustrated Folder 
Giving Complete Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 
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i 


Banowz 
- Precision feockot al 


STANDARD HEAVY DUTY 
OFFICE STAPLER 








SEE ME 

ON DISPLAY 
AT THE 
NSOEA SHOW 
CHICAGO 


Be 
my Guest! 


Sept. 26, 27, 28, 29, 30 — BOOTH No. 52 











=§ “ARROW FASTENER COMPANY, (NC. 


ONE JUNIUS STREET, BROOKLYN 12, NY 






TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


“ fan BA 
“g = 2a te Tal 


—THE LOWEST IN PRICES 
REGALRITE BRAND 


RIBBONS AND CARBONS 
PROVEN-BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON $T. NEW YORK 13, WN. Y. 
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To Dealers ONLY; """" me 


A complete Catalogue available! 





17133 BROADWAY, NEW YORK , e CHelsea 33-3600 





POOOOOAVOOS 0000000000 


FOLDING CHAIRS ATE ? 

SIDE CHAIRS wv 

FOLDING TABLES LIVERY! 
DE , 





‘oes | 





CHAIRS 


TABLET ARM CHAIRS 
METAL CHAIRS 
AUDITORIUM UNITS 










Write us when you 
have inquiries 
from churches, 
schools, clubs, etc. 


A 


“~ 


138 STYLES 


ter 


ee 


STEEL or WOOD 
FOLDING — NON-FOLDING. 
Save time .. . state type and 
quantity under consideration. 


ADIRONDACK CHAIR CO. 


Dept. 22, 1140 Broadway (Nr. 27th St.) N. Y. 1, N. Y. 


RRR D LEEW EAAAAAAARARRRERAAAAR000 0000000004 2 or 3 holes as desired 
FOR SA LE nl U NUSUAL OFFER Now, a single paper punch does a double job! 


Clix model 32 converts instantly, simply by 
Will dispose of tools, dies, patents and good- snapping adjusting button. Punches 2 or 3 
will of long established nationally known metal holes as required. Takes sheets from 6” to 12” 
product in office appliance field. Now being <a ~- tiesiacaimaaas in 1” gradations. Lists 
manufactured under contract and sold to Com- tae 
, : Order from your wholesaler 
mercial Stationers and Typewriter Dealers. 


AR CRUD OOOOO™ 





a 





MODEL 32... For 3-hole punch- 


Opportunity to take over going business and ing, 4" dia. spaced 41%" on cen- 
immediately add over $100,000 to your annual an enmeed tte eee ol 
sales with proportionate ready-made income 
and excellent growth possibilities. NEW ENGLAND PAPER PUNCH CO. Nias Pate PONCE 
NATICK, MASSACHUSETTS 
P. O. Box 401, Church St. Station WESTERN REPRESENTATIVE—HARRY HENKEL ASSOCIATES 
New York 8, N. Y. Western Merchandise Mart, 1355 Market St., San Francisco 



















ee 
Your PROFIT OPPORTUNITIES 


Are Greater 


Because “WE “WE 


Dealers who have their own private label brand duplicator 
supplies — Stencils —ink— Spirit Fluid — Master Units, etc. etc. $ 











© FOR ALL TRAVELERS | 


Y4eeAee by train, bus, plane or automobile, 





<o 
ye whether for pleasure, on private busi- 
- ness or government service, 


BEACH’S 


“Common Sense” 
Expense Books and Sheets 
are best for keeping track of expense. 
There is a Personal Expense Book, too, 
for records at home. 





GET THE REPEAT ORDERS when they sell GUARANTEED, PRI- 
VATE LABEL merchandise made for them by the 


ACE DUPLICATING SUPPLY CO., Inc. 


Manufacturers of Duplicating Supplies since 1930 


2616 Sunset Blvd. Los Angeles 26, Calif. 
° tod f i list, 1 d 
Wr ite booklet pn “How on Secsias profits.” 


POPE ERE RE REPRE RRR R ERE RRR RR RCE E gg ss) 








OPP R eee ee ee 


7338 Woodward Ave., Detroit 2, Mich. 





Beach Publishing Co. | 
| 
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The Original 
SINGLE - FLUID 
Ink Eradicator 


@ INK-OUT contains no free acid, 
leaves no brown stains. 

@ INK-OUT makes permanent eradica- 
tions quickly with one application. 

@ INK-OUT removes ink, iodine, fruit 
and medicine stains from paper, 
hands and clothing. 


CARDINELL CORPORATION 


FILE*- AID 


LABEL CARD HOLDERS 

for FILE CABINETS New 
CARD FILE DRAWERS Exclusive 
STOCK ROOM SHELVING Angular 
BLUE PRINT FILES Visibility! 


A New “Conversation Starter’ For Salesmen. 





MONTCLAIR. NEW JERSEY 








Dealers Write For Sample and 
Information To 


FILE-AID SALES 


P.O. BOX 6223 SPEEDWAY CITY, IND. 
PATENT APPLIED FOR 














Profit-Plus Prices 
on ROBERT-JAMES 
Cash 
System 
Control 


\ 500 Receipts and 
500 Duplicates 


write for catalog 


Duplicate Receipt Book Co. 
Box 842, Birmingham 1, Alabama 
Jobbers, Brokers Wanted Rated dealers 
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a . . Raise the headpiece to any desired 


© PLANTS 

© Ofrices position . . . It will automatically stay at 
@ DORMITORIES 

e HOTELS that position . . . To release the ‘‘Magic- 


ey oi ta Hold,” raise the headpiece all the way. 


e NIGHT CLUBS 1+ con then be lowered to the “flat” posi- 

@ TERMINALS : 

® Doctors tion. Available in the finest plastic mate- 
rials in a wide variety of colors. Show 


e GYMS 
@ INSTITUTIONS 
Leisurest for extra sales!!! 
WRITE FOR OUR NEW CATALOG OF LEATHER FURNITURE 





NE WwW b ae 


C8) IMPERIAL <ctées Ferien C 








soRT()-FILE 


SAVES 20% TO 60% TIME 
30 Models. Systems Sorting Service 


THOUSANDS IN USE For fast hand-sorting of cards, 


checks, letters, invoices, orders, 
‘> business forms or public docu- 
ments. We make all types from 
tiny desk models to shuttle-carri- 
age machines. Write for illustrated 
circulars. 
Representatives everywhere. 


Associated Industrial Designers 
P.O. Box 12652, Los Angeles 39, California 
Plant: 1248 East Sixth Street 


\ 
© 






The Sorter 
Veou've Always Wented 








WANTIED 


AGENTS 


Who Call on Financial Institutions 


To SELL A Complete Line of: 
PASSBOOKS 
POCKET CHECK COVERS 
write to— COIN SAVERS 





AMERICAN PASSBOOK CO. 


Ontario Building Cleveland 13, Ohio 








MR. DEALER .. . 
ole], ht mm 40h) ae fs (0h) Be) 19) 44) 


NEEDLESSLY! 


IT COSTS YOU LESS TO DRAW 
FROM OUR LARGE STOCK OF 
WOOD AND STEEL 
DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES 
IMMEDIATE SHIPMENTS 
“USE OUR SHOWROOMS” 








OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


WAREHOUSES 


NEW YORK 4, N.Y MIAMI, FLORIDA LOS ANGELES, CALIF 
74 BROAD ST 15 W. FLAGLER ST 830 WILSHIRE BLVD 
BOling Green 9-8231 82-8484 TR—7003 
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Ever popular, EXECUTIVE WOOD GRAINS 
are faithful lithographic reproductions of 
beautiful Mahogany or Walnut on sturdy 
steel. 


Steady year ‘round profit makers . . . also 
come in best selling Olive Green and Pearl 
Gray. Write for complete information, 
prices on all Ohio Baskets. 

NO. 26-0 (26 Qt.) MAHOGANY OR WALNUT. 


14\2” high, 13” top dio. Also made in Olive Green 
or Pearl Gray. 


NO. 16-0 (16 Qt.) MADE IN WALNUT ONLY. 
112” high, 1142” top dia. Also made in Olive Green. 







WASTE BASKETS 





Have you seen the Deluxe SOLID ALUMINUM BOTTOM Basket? True LONG LIFE appeal for homes, 
offices, institutions, hospitals, doctors, dentists, public places. 


THE OHIO CAN & CROWN CO. MASSILLON 7, OHIO 


NO. 26-0 


NO. 16-0 








HEAVY CANVAS 


NIGHT DEPOSITORY 
BAGS 


THE STANDARD HEAVY DUTY CASH 


CONTAINER FOR DEPOSITORIES 
COLLECTIONS — ETC 





Mr. Dealer 
if you serve bank truckers, eftc., your 9°? a 
ustomers need Maybeck Depository re) amin 4 
bags D t e customers or sales =, _ — 
because you d t have these bags in S; : 
tives at the right price Bb» G K “NUS 
WRITE NOW for descriptive circular and 4 an 
prices 

H. G. MAYBECK CO., INC. I DAYTON STENCIL 





131-19 Jamaica Avenue Richmond Hill 18, N.Y. ¢ WOR KS ... ar th ip 





master! | Joumep 
Speed | | marxine 
Keys | | pEew.. 


Spring Cushion | $ | | 5 
~ 


Typewriter 










* ENOUGH BLACK INDELIBLE INK 
FOR 3000 MARKINGS 


* WON'T EVAPORATE 
* WON'T RUN 
* WON'T WASH OUT 


Attractive 3-color counter display holds !2 pens. 
Nationally promoted via radio, tv, newspapers. 





Fed. Tox Incl. 
Refills 50¢ 


Order through your wholesaler or write direct 
for literature and prices. 


Keys | 


SPEED KEY corp. ’: S. Chauncey > | SAMUEL TAUBMAN & co. 

















Brooklyn 33, N. Y. \ 1 WEST 34th S¥., DEPT. 0 NEW YORK 1, N. Y. 


WL Potut MECHANICAL The NEW 
PENCIL LEAD POINTER | (<~piruy 


FOR DRAFTSMEN, ENGINEERS, 
ARTISTS, ACCOUNTANTS (line-by-line) 


Leads are pointed in a fraction of the time COPYHOLDER 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — couse it's repele-proef, ne 
will not break leads even when an ex- snsvinn thualbudueiinemes 
tremely fine point is required! can set it up himself. 

Puts perfect points on leads of mechanical ah Cor ane Salammen'e 
pencils (draftsman type) and on wood Seldcr © to dew © O&> 
pencils, after wood has been cut back tomers. 

with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer COPY RIGHT MFG. CORP. 
prices, write today to 53 Park Place, Dept. D-3! 


ELWARD MANUFACTURING CO. iow Vere 7, . ¥, 


s Canadian Agents 
Baker Street, Coloma, Michigan UNDERWOOD Ltd., Toronto |. 








Dealers prefer it . . . be- 
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whole year in advance — 
every day of the year. 








The DIFFERENCE |S 
- 74-Date, 


the copyrighted desk calendar tells future 
dates by days, weeks and months for a 






Boved in 2years we . 
by over /0, Companies. 


SELL SCHEDULE-A-DATE — your customers avoid confusion, you 
make LARGER PROFIT. SCHEDULE-A-DATE sells because it saves 
time, avoids errors, simplifies scheduling. 

Order from your Jobber, or write to: 


SCHEDULE-A-DATE CALENDAR CO. 
322 E. State St., Ithaca, N.Y. 


Visit Booth 206 
NSOEA SHOW, 
Chicagg, Sept. 26-30. 



















Come to Booth 311 


third floor Conrad Hilton Hotel 
NSOEA CONVENTION 


lo dee the “neu 
REST-A- PHONE 


UNIVERSAL MODEL TELEPHONE REST 
Check these features 


(1) Universal model fite E£-1, F-i1, and G-1 
handset (Western Electric equipment). (2) New 
gray ribbed rubber will not soil clothing. (3) 
atented 3 point suspension makes Rest-A- 
Phone a true telephone and not just a hook. 
(4) Molded of tight ae » tenite plastic to 
eliminate weight. (8) Spring clip gives S&S sec- 
ond installation with complete ease of adjust- 
ment. (6) A degree siope on cradie offsets 
slope of average shoulder and gives greater 
stability. Write today. A trial order will prove 
profitable! 


Exclusively Patented & Manufactured by 





Rest-A-Phone Co. 


P.O. BOX 8788 + PORTLAND 7, ORE. 














NEW LOOK «ith 


our 


NATIONAL CASH 
REGISTER KEYTOPS 
@ 2000 CL 
e 100 CL 
e@ Oblong Control 


We supply & engrave 
Cash Register wheels 





Give Your TYPEWRITER that 


BRAND NEW KEYTOPS 


—_ Models 





Underwood 


_ Noiseless 





eainaton 
No. 17 & IBM & No. 17 


Write or call for free catalog & price list 


36 W. 29th St. 
PEARL — New York 1, N. Y. 
MU 6-1898 














se 


OS 





CARBON PAPER 


‘ TYP-ROL Type 
write 
papenaneticts 
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420 Lexington Avenue, New York 


Wite 


keeps in step 
with dealers’ needs 


W hen you need the kind 
of service that builds up 
your business, you'll find 
Write right behind you, We 
cooperate with dealers all 


the way down the line. 


TYPEWRITER RIBBONS 
Cleaner and Roll Finisher 





’ 17, N. Y. 
Factory: Bridgeport, Conn 


Pen & 
Pencil 
Rack 


89c 


Regular dealer discounts Mahogany Base 
Durable spring steel shipped 1 doz. per carton 


, Wis. 








MODERN 
BAIL 





t a " _—- P FOR 
[2 Oy ——————|_ OLDER UNDER- 
Sualtoen x... ee See ant roa WOOD 
ALL SIZES UP 10 18" TYPEWRITERS 


COSTS LITTLE—MAKES OLD UNDERWOODS WORTH MORE 
- eae Also -—————————— 


MADDOX BAIL ROLLS 


another fast selling item for all typewriters. They never 
stick or bunch paper. They come assembled. Easy to 
install. Don’t come apart. Core and rubber self locking. 
Saves mechanic's time. Cuts repair bills. Order or get 
information on these profit making items. 


WESTERN PATENT ACCESSORIES CO. 


6611 SUNSET BLVD. LOS ANGELES 28, CALIF. 
Also distributed by Ames Supply Co. 


NEVER-STICK 





~ 


Y 














TYPE_CLEANING MADE EASIER 


with the amazing 


le i 


CLEANS 
¢ Typewriters 
“@ Billing Machines 
e Adding Machines 
e Addressing Plates 
¢ Marking Devices, etc. 


*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free somple sent upon request...write to 


NORTA DISTRIBUTING COMPANY 


1165 Broadway, New York 1, N. Y. 








Typists and business 
machine operators want 

*Norta Plastic Type Cleaner 

—it's easy to use—no mess 


~ linuis ~ nill 
no liquids to spill 











SECURITY BRAND 


Complete Line of 
DELUXE ALL LEATHER 
er CANVAS & LEATHER 


Mail Bags For Your 
Select Clientele 


WRITE FOR CIRCULAR: 


CAN-PROZ,.. 


33 — McWILLIAMS $1. 
FOND DU LAC, WIS. 




















poo 


OFFICE APPLIANCES, October, 1953 





ie) 





YOU CAN BE 
“Champ” in the 


OFFICE EQUIPMENT & STATIONERY STORE field 


Tell Us Your Brand Story for 1953... 
win a Brand Name Retailer-of-the-Year Award 
125 Winners ...5 in Your Field 


‘‘Retailing’s Most Coveted Honor! “’ 

















Winners to be Honored on Brand Names Day—U.S.A., April 14, at a dinner in the 


Grand Ballroom of the Waldorf-Astoria Hotel, New York City. 
NO COST, ENTRY FEE, OR OBLIGATION 


BRAND NAMES FOUNDATION, INCORPORATED 


37 West 57th Street, New York 19, N. Y. , 
Firm Name 





Yes! I want to be considered for a 1953 Brand Name 
Retailer-of-the-Year award. 

Type of Firm 

Please send an entry form to help me tell you 

my brand story. I understand that I will also 

receive the free booklet, “Dividends from 


Executive —E 





Brand Selling,” which includes full details 


about the awards. Title - oe 





Enclosed is the story of my firm’s 1953 brand 





a / ‘ Street 
activities. | understand that I will receive the 
booklet, “Dividends from Brand Selling,” 
which includes full details about the awards. City and State 








Send for full information and your free copy of the booklet, “Dividends from Brand Selling.” 
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No. 1265 
Secretarial Posture Chair 


Spring tension tilting back 
rest with four way adjustment. 
Posture shaped height- 
adjustable seat of buoyant 
molded foam rubber. Re- 
placeable snap-on seat. 


New Royal posture chairs 


to increase office efficiency and your profits! 


Now give your customers the finest in secretarial and 
executive posture seating. Royal combines comfort 
with perfect support in these precision engineered 
swivel models with fully adjustable seats and backs. 
Frames are of strong, durable square tubular steel, and 
island bases are all welded. Choice of handsome 
Plastelle finishes. 


P.S.—We’ve redesigned our entire line of square 
tube executive chairs. Improved features at no in- 
crease in prices! Write for free Royal catalog today. 


metal furniture since '97 € > 


ROYAL METAL MANUFACTURING COMPANY 


175 North Michigan Avenue, Dept. 60, Chicago 1! 


Factories: Los Angeles - Michigan City, Ind. - Warren, Pa. » Walden, N.Y. « Galt. Ontario 
Showrooms: Chicago « Los Angeles - San Francisco + New York City 
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No. 1268 
Secretarial Posture Chair 


Four way adjustable floating 
padded back rest. Deep mold- 
ed foam rubber seat with 
height control. Waterfall roll 
front seat snaps on for easy 
replacement. 


The bes! office chairs ¢ 


a 


a tired 


costs mu 





ost /ess, because - -- 


worker 


than a go 





No. 1250 
Executive Posture Chair 

Free floating padded back rest 
adjustable up, down, forward 
and back. Spacious coil spring 
waterfall roll front seat with 


individualized up-down con- 
trol 
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Located exactly where you want it, the sturdy precision-made 3-figure 
counter on your Heyer Conqueror is always visible to the operator. 
From the operating handle it is right in front of your eyes... no 
craning, peering or head stands needed to see its reading, No other 
duplicator has its counter in such a functional position. 

Counter is built-in and included in the price of the machine. No 
projecting knobs or corners to catch clothing or fingers. It’s a reset 
counter, of course . . . ticks off impressions up to 999, then quickly 
returns to zero with a flick of its knurled plastic wheel! 

It’s easy to run exactly the number of copies you want with the 
Heyer Model 70. Paper waste becomes a thing of the past and savings 
from efficient operation are yours to bank, 


CONQUERS oper waste 


MACHINE WITH 
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No. 1265 

Secretarial Posture Chair 
Spring tension tilting back 
rest with four way adjustment. 
Posture shaped height- 
adjustable seat of buoyant 
molded foam rubber. Re- 
placeable snap-on seat. 


to increase office efficiency and your profits! 


Now give your customers the finest in secretarial and 
executive posture seating. Royal combines comfort 
with perfect support in these precision engineered 
swivel models with fully adjustable seats and backs. 
Frames are of strong, durable square tubular steel, and 
island bases are all welded. Choice of handsome 
Plastelle finishes. 





P.S.—We’ve redesigned our entire line of square 
tube executive chairs. Improved features at no in- 
crease in prices! Write for free Royal catalog today. 


metal furniture since '97 E> 


ROYAL METAL MANUFACTURING COMPANY 


175 North Michigan Avenve, Dept. 60, Chicago 1 


Factories: Los Angeles « Michigan City, Ind. » Warren, Pa. + Walden, N.Y. - Gait. Ontario 
Showrooms: Chicago . Los Angeles » San francisco » New York City 
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No. 1268 
Secretarial Posture Chair 





Four way adjustable floating 
padded back rest. Deep mold- 
ed foam rubber seat with 
height control. Waterfall roll 
front seat snaps on for easy 
replacement. 


No. 1250 
Executive Posture Chair 
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Located exactly where you want it, the sturdy precision-made 3-figure 
counter on your Heyer Conqueror is always visible to the operator. 
From the operating handle it is right in front of your eyes ... no 
craning, peering or head stands needed to see its reading, No other 
duplicator has its counter in such a functional position. 

Counter is built-in and included in the price of the machine. No 
projecting knobs or corners to catch clothing or fingers. It’s a reset 
counter, of course . . . ticks off impressions up to 999, then quickly 
returns to zero with a flick of its knurled plastic wheel! 

It’s easy to run exactly the number of copies you want with the 
Heyer Model 70. Paper waste becomes a thing of the past and savings 
from efficient operation are yours to bank. 
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O07 1: CORRESPONDENT 


eo and CASH IN on the UNDERWOOD PRotit story! 


The new Underwood CORRESPONDENT 
Portable is a PReferred, PRestige prod- 
uct ... at a sales PRoducing PRice... 
with an extra PRemium in bigger PRofit. 
It combines /Jightness and sturdiness 
and has many of the 
fea- 


A Great New 
PRODUCT 


and good looks... 
Underwood Standard Typewriter 


... at a New tures. 
PRICE It has a beautiful new Fashion-Tone 
— Grey Finish comes in a new 


... with a “Big Margin” 
of PROFIT! 


PERMA-PACK Carrying Case. 





It will pay you to *e PR UNDERWOOD! 


Underwood Corporation 





the 
and 


What a demand there'll be for 
CORRESPONDENT .. . for individual 
family use... as well as for school and 
graduation presents. 

PRomote the CORRESPONDENT! Sell 
the PR story! Get that big margin of 


PRofit! 


“The CORRESPONDENT fills out the 
Underwood Line of Portables, between the 
incomparable CHAMPION and the ever- 
popular LEADER. 


Typewriters .. . Adding Machines... 
Accounting Machines . . . Carbon 
Paper . . . Ribbons 


One Park Avenue 
Underwood Limited, Toronto 1, 
Sales and Service Everywhere 











New York 16, N. Y. 
Canada 


